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Selling MuttiKopy : 


as the 
MODERN CARBON PAPER 


for modern methods 


\X ‘IDE-AWAKE stationers everywhere are 
taking advantage of MultiKopy national 
advertising. This advertising sells the use of the 


NE of the advertisements 
of the series, showing hou 
MultiKopy is being advertised 


in the Saturday Evening right carbon paper for each particular job—the 

Post, Sunset Magazine, Gregg modern method of using carbon. And then it 

Writer, Rotarian and other mag- one 

auines, as the modern carbon sells MultiKopy as the modern carbon paper for 

paper for modern methods. use in the modern way. A 
. ‘ 


Thousands of carbon paper customers are 
writing in for Webster’s Littke Handbook that 
tells them quickly just which kind, weight and 
finish of MultiKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of the 
selling job — is done for you. Have MultiKopy 
Carbon Paper in stock, and finish the job by 
selling your customers the type they need. No 
time wasted, satisfied customers, and more car- 
















bon paper business for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS. 
TRADE 


M ini OPY 


MARK 
Carbon Papers 


U hind for every purpose 
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eemmnamen F. S. Webster Company, Incorporated, 
, a 338 Congress Street, Boston, Mass. 


Gentlemen: Kindly tell me about the Webster Way 
: and the Definite Selling Plan. 


Name... Shape neoncs ebasdenencenaosiec 


Street : _ , eceeccececceseoes 


City eoceccccccsescesescescess SOMO coccecce 











PROGRAM — 








NATIONAL BUSINESS SHOW 


Stevens Hotel Exhibition Hall, Michigan Avenue, 7th and 


CHICAGO 


Special Days 


Monday—of interest to Treasurers 
Tuesday—of interest to Executives 

W ednesday—of interest to Sales Mgrs. 
Thursday—of interest to Office Mgrs. 
Friday—of interest to Office Workers 
Saturday—of interest to Retail People 


F\ 
| November 12 to 17, Inclusive, 


8th Streets 





1928 | 
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SORTING 
DEVICES 


for any and every purpose 
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Kohlhaas Sorters are made in any size and indexed 
in any manner desired to fit the needs of an individ- 
ual or business. They save fifty per cent of time and 
ninety per cent of space otherwise required to sort 
papers and other matter. Highly efficient for 


Checks Sales Slips Bills of Lading 
Coupons Tax Receipts Stock Sheets 
Letters Back Orders Stock Certificates 
Invoices Follow-ups Deposit Slips 


The numerical sorter will sort any series of a thou- 
sand into tens in one sorting. Ask your dealer or 
send for complete catalog. 

Fourteen years’ practical experience 

in the sorting problems of business. 


THE KOHLHAAS CO. 


Manufacturers 


183 N. Dearborn Street Chicago 




















Alphabetical List of Exhibitors 





A L 
Acme Card System C¢ pany Booth 17 La Salle Extension University—Booth 7 
Addressograph Company—Booths A. D. D., 47, 48 Line-A-Time Division, Remington Rand, Inc.—Booths R. R. 
Aluminum Company f America Booth 54 


Amberg File & Index Company Booths 58, 60 





American Fanform Ce Booth 15 M 

American Multigraph Sales Company Booths 49, 50, 51, 52 3 

aeeestean Westesater C Booth 29W MacPherson Eames Mfg Co.—Booth 30. 

aston Hew “Mhamelh Casnneasian Booth 27 Marchant Calculating Machine Company—Booth 9. 
Automatic File & Index Ce Booth 66 McCaskey Register Company, The—Booths 25, 26. 


McDonald Ledger & Loose Leaf Co.—Booth 10 
McKay & Co., W. L.—Booth 23 
B Meilicke Systems, Inc Booth 28 
Monroe Calculating Machine Co., Inc.—Bodths 41, 42, 43, 44 


Barnes & Bros., Edwin C Booth 4¢ 

ease Beeld i Booth 12 Multipost Sales Agency—Booth 23 

Biltwell Pencil Co Booth 138 

Bircher Company, Ine The Booths 20, 21 

Brooks C« The Booth 7 " 

Burroughs Adding Machine Company—Booths 63, 65, 67, 69 National Business Show Company, The—Booth A, 
. ° 

Chicago J rnal of ¢ n Booth 8 . 

‘ k ¢ The M. B | ths 131 ; Office Appliance Company, The—Booth B, 
D Pp 

Dalton Adding Mas e ¢ Div. Remington Rand, In Booths Postage Meter Company, The—Booth 56 

R. R Postindex Company, Inc Booth 57. 

Dandy Sealer Corp Booth 7 Powers Accounting Machine Corporation—Booths R. R 

I t Scale Compat tooth Db 

I i Mfg. ¢ t 11 'Z, 4 44 

Dick Cr oe Booth 45 

Dictaphone Sales Cor ratior Booth ¢ R 

I More Chair Sales Ce Booth 18 Rapid Addressing Machine Company—Booths 31, 32. 

Remington Rand, Ine Booths R. R, 
Remington Typewriter Company, Division Remington Rand, Inc. 

E Booths R. R 

Ediphe T} Booth 4¢ RodCompressor Co Booth 24 

idis | Thor «s A Rooth 4 Rogers, G. L tooth 40 

Kery | ster ( I I ! Cs 

Elliott Addressing Ma ne Company he I ths ] 2 

Elliott-Fisher Compar Booths G. Oo. EL. C + Ss 

ane . ! “A , : ON Shaw Company, A. W Booth 19 

ier N (*} “ I 


Smith, L. C., & Corona Typewriters, Inc.—Booths 33, 34, 35, 36 
Speedaumat Addressing Machinery, Ine Booth 76 

F Standard Mailing Machine Company—Booth 39. 

Stromberg Electric Co Booth 2. 


Felt & Tarrant Manufacturing Company Booths 4 
Ke @ E ¢ kw R 11 Sundstrand Adding Machine Co Booths G. O. E. C., 59 
. T 
Gedd & ce \r t i-—Booths 20, 21 wal 
a Tabulating Machine Company, The Booth D. 
Ge | Of Equipment Corporation—Booths G. O. E. ¢ ? T : 
r) } Tallman Robbins & Co.—Booth 68 
‘ S 
_ . Todd Co., The—Booth 29 
Triner Sales Co Booth 1 
H Typographic Machines Co., Inc.—Booth 3 
Hiedr Mire. «« B 
Horde Ine B 
U 
r Underwood Typewriter Company—Booths U. T 
United Accounting Machines, Inc sooth 53 
I I I ( I ths 37 S 
I Pay c“ Bor r 
| Time St p ¢ Booth 40 Vv 
I Bus s M hines (« oration Booth D 
! Pos Supply C: I 4 Varityper Incorporated—Booth 16 
| ! l " ol ge « Booth D Vivid, Incorporated—Booth 74 
K 
Ww 
Kalan © Loose Leaf Binder Con I Diy ‘ Remingtor } : ae 
bs nd. hh Booths R. R Wittliff Furniture Brace Co Booth 13N 
K Lox Mfg. C | Woodstock Typewriter Company—Booth 64 
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See the Ediphone Exhibit 





. 

erfected through more than fifty years of con- 
tinuous development by Mr. Edison, the new Ediphone 
represents today the one modern dictation system for pro- 
gressive business. 


The use of the new Ediphone in business offices everywhere is evidence 
of executive appreciation for the many advanced features Mr. Edison has 


provided. 
Ediphone electric control is quick as thought. An all-Bakelite speaking tube 
provides permanent comfort and positive action. The Ediphone auto index 
furnishes the one easy way to make corrections. 
EDIPHONES A safety signal rings if your voice is not recording. 


PERSONALIZED 
a anaeaie The efficiency pedestal holds nine cylinders and 


mail pockets. Typease electric c -ontrols give instant 
response to the girl who transcribes. 

Ediphone National Service guarantees the con- 
tinued satisfaction of your entire office. Hundreds 
of our old customers, nearby, will tell you so. 
Telephone “The Ediphone.” your city, or write — 


THOMAS A. EDISON, INC. 


Worwup.Wipe Service 
LABORATORY & GENERAL OFFICES 


ORANGE, N. J. 
LONDON OFFICE: 164 Wardour St., London, W. 1. 


Ediphone 


Edison's New Dictating Machine 


Space 150-152, New York Business Show. Oct. 15-20 
Space 46, Chicago Business Show. Nov. 12-17 
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Adding and Calculating Machines 


rhs Adding Max ne Co Booths 63, 65. 67, 69 
Adding Ma e 4 The Booths R. R 
Tarrant Mfe. Co Bb ths 4, 5 
Office Equipment Cory Booths G . BE. ¢ 
Calculating Machine Co Booth 9% 
Caleu ng Machine Co.—Booths 41, 42, 43, 44 
Rand, In« Booths R. R 
Typewriter ¢ Booths R. R 
ad Adding M hine Co Booths G. ©. E. C 
od Typewrit« ( Booths I T 
\ inting Ma nes Corp—Bootl 


Adding Typewriting Machines and Devices 


‘isher C Booths G. O. E. C., 59 
: Booths G. ©. E. ¢ 


Addressing Machines 


sograph ¢ Booths A. D. D 47. 48 
r Multigraph S sc The Booths 49 ( 
\ddressir M ( The Booths 2 
S wz M ‘ Booths l é 
t Addressing M hinery, Ir Bootl ' 





I form ¢ 
Re ster ¢ ‘ Booths 2 2t 
Binders 
The I 

oo | e | | ( Booths |} | 
di r& L Leaf ¢ Boott 

! 1 | I s R. R 

Rot ns ¢ | t 6S 





Adding M } B s R. I 
ee B seG oO. } ( ’ 
Office Equipment Cory Booths G. O. E. ¢ 
r I ] it a ns it I 
wr Cc Booths R. R 
Typew! ‘ Booths I I 
Books 
x‘ _ | I 
VW I 


Calculating Devices 


i bike I 
Systems, I ! 
Cash Registers 
ling M é } s 
Rand i « R.R 
Chairs 
‘ fA I 
‘ ~ | ‘ 
Check Endorsers 
Perforat ‘ Booth Ww 
‘ t? N 
| es ~ ‘ 2 t? 


Check Protecting Machines 


‘ cago | 2 
e Mfg I Bow s RK. I 
Rat R. R 

Dictating Machines 

j “ | | th 46 

e Sa ‘ 

The—I 


Educational! Institutions 


Gregg School 
La Salle 


Booth 22 
Extension University—Booth 7 


Filing Devices and Supplies 


Booth 54 
Booths 58, 60 
Booth 66 


Aluminum Co. of America 
Amberg File & Index Co 

Automatic File & Index Co 
Postindex Co Inc Booth 57 
RodCompressor Co Booth 24 


Folding Machines 


American Multigraph Sales Co... The—Booths 49, 50, 51, 


Baum, Russell Ernest—Booth 12 
Furniture Braces 
Wittliff Furniture Brace Co Booth 13N 


Indexing Systems 


Acme Card System Co Booth 17 
Amberg File & Index Co Booths 58, 60 
Brooks Co., The Booth 73 


industrial, Accounting and Cost Systems 


MeCaskey Register Co The Booths 25. 26 


Loose Leaf Devices 
Kalamazoo Loose Leaf Binder Co 


Remington Rand, Ine Booths R. R 
Tallman, Robbins & Co.—Booth 68 


Booths R. R 


Mailing Machines and Devices 


Bircher Co., In The—Booths 20, 21 
Dandy Sealer Corp.—Booth 75 

Geddis & Co., Archibald—Booths 20, 21 
McKay & Co... W. L.—Booth 23 

Multipost Sales Agency—Booth 23 
Postage Meter Co,., The—Booth 56 
Standard Mailing Machine Co Booth 39. 


Manifolding Registers 


Egry Register Co.,.The—Booth 708. 


Office Devices and Supplies 


Biltwell Pencil Co Booth 138 
Publications 
Chicago Journal of Commerce jooth 8 


Office Appliances—Booth B 


shaw (' \ Ww tooth 19 
Reproduction Processes 
MacPherson—Eames Mfg. Co Booth 30 


Scales 


Dayton Scale Co., The Booth D 
International Business Machines Corp.—Booth D 
Triner Sales Co.—Booth 1 


Tabulating Machines 


International Business Machines Corp Booth D 
Powers Accounting Machine Corp Booths R. R 
Remington Rand, In« Booths Kh. RR 
Tabulating Machine Co Booth D 


Telephone Systems 


s Bell Telephone Co.—Booths 37, 38 


Ticket Writing Devices 


International Business Machines Corp tooth D. 


Time Recording Devices 


Insto Electric Time Stamp Co.—Booth 40 
International Business Machines Corp Booth D. 
International Time Recording Co Booth D 
Rogers. G Booth 40 


Stromberg Electric Co Booth 2 


Typewriter Accessories 
Booths 13E 14 


Booth 55 


Cook Co The M. B 
Kee Lox Mfg cr 


Typewriters 


Remington Rand, Ine Booths R. R 
Remington T. W. Co Booths R. R 
Smith, L. C., and Corona Typewriters. In« 
Underwood Typewriter Co Booths U. T 
Varityper. Incorporated—Beoth 16 
Woodstock Typewriter C« Booth 64 


Booths 33, 34 
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New and Better Upright Files 


Progress means change. Customers expect im- 
provements and new things. Manufacturers of 
office equipment must keep step. 

Hence the new 800 line of steel filing cabinets— 
a line of better files, with movable, rustproof 
slides and solid brass hardware. ‘These are made 
in a variety of colors and in both letter and 


legal widths. 


— Details Which Make Sales 


The frame is formed by welding eight 16 gauge 





Ne. 851 
Five Drawers 





drawer slides to four 18 gauge corner posts. The 
top and dividing sheets between the drawers are 
welded to this frame and the 22 gauge furniture 
steel sides, steel top, back and bottom are securely 
fastened on the outside. This construction assures 


in unusually strong and rigid case. 


Ihe slides are full progressive, in three parts, and 


made from 16 gauge steel. Eight rollers are used 
on each. Rust-proofing is an exclusive feature. 
The drawer fronts are 22 gauge furniture steel. 


Body, liner and backs 24 gauge O. P. C. R. steel. 
Followers are positive locking, operating in extra 


drawer channel. 


These are only high spots of construction. Send for 
17 


full details and prices. 


No, 841 Letter Size 
No. 842 Cap Size 











oe andl 


AURORA 


METAL CABINET WORKS 
AURORA, ILL. 














No. 842-D-1 No, 841-D-1 
One Drawer, Three One Drawer, Two AURORA.ILL. USA No. 8253 No, 8264 
Compartment Docu. Compartment Docu- Two 5x3 Card Draw- Two 6x4 Card Draw- 
ment. Three Cap ment. Three Letter ers. Three Letter ers. Three Letter 
Drawers, Drawers. Drawers. Drawers. 
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THE EXHIBITS 





ACME CARD SYSTEM COMPANY, 116 South Mich- 


igan avenue, Chicago, I1l—Booth 17. 


Displaying their regular line of visible record equipment, in 


uding cabinets and card books 


A. O. Meyer is in charge 


Van Buren 


ADDRESSOGRAPH COMPANY, 901 West 
Box ths A. D. D. 47, 48 


street, Chicago, III 


showing of its in 
Grapho 


The company is making a comprehensive 
creasing line of products, including Addressographs, 
types, Cardographs and Dupligraphs, in both hand operated and 
motor driven models, as well as many automatic machines. A 
complete showing is being made of the latest developments of 
the Addressograph for developing sales from customers, some 
Another new application of 
the research department is called “Production Control,”’ relat 
ing particularly to the utility of the Addressograph in handling 
orders for the manufacture and assembly of machinery 


called “Customer Control.” 


times 


factory 


ind machine parts 


Manager A. L. Davis is in charge 


Edgewater, 


ALUMINUM COMPANY OF AMERICA, 


N. J. and 360 North Michigan avenue, Chicago, IIL- 
Booth 54 

Exhibiting aluminum furniture of various types, including 
chairs for office hotel, club and other commercial uses; cos 
tumers and waste baskets Also shown are aluminum fil 
guides in various standard types and sizes similar to those 


of pressboard or other materials. Aluminum desk guards 


recently added to the line ars 


made 


which have been but also shown 


F. E. Hannon of the Chicago office is in charge 
AMBERG FILE & INDEX COMPANY, 1400 Fulton 
street, Chicago, IIl Booths 58, 60. 

This company is showing a full line of indexing, steel filing 
cabinets, steel desks and fireproof safes. Indexing which is 
in exact duplicate of the files in use in some of the largest 


ational concerns demonstrates modern methods of filing and 


ndexing 


Manager W. P. Hoy in chargé 


AMERICAN FANFORM COMPANY, Cleveland, Ohio 


ind 35 South Dearborn street, Chicago, I1l—Booth 15. 


American fan forms for use on 
showing as well the 


Demonstrating the use of 


Underwood fanfold billing machine, various 
principle of 


electrotype production 


ipplications of the continuous forms Samples of 


the latest developments of bringing out 


half-tones, Pantographs and various other technical items of 
production 

J. H. MeAlvin is ir hares J. 3 Oliver of the home office 
s also in attendances 


AMERICAN MULTIGRAPH SALES COMPANY, 


THE, Cleveland, Ohio, and 225 North Michigan avenue, 
Chicago, Ill—Booths 49, 50, 51, 52 

The regular Multigraph line is shown, featuring several new 

ms, including tl No. 100 hand operated addressing Multi 
grapt which is a companion machine to the standard No. 66 
ddressing Multigraph but designed for the user of small lists 

new No. $1 lever addresser and a heavy-duty folding ma 

chine for office use The regular line of printing and type 
writing Multigraphs ogether with small offi folding equip 


Keyboard Compotype and the Lever Compotype are 


ment t hie 


also shown 


W | Havelir rn ge f til mechanical supply depart 
ares I M. Boughton, div m manager, and the 
entire Chicago sales force are also present Ww. Cc. Dunlap 


vice-president in charge of sales nd R. M. Winger, assistant 


sales director in charge of advertising. are in attendance 


AMERICAN PERFORATOR COMPANY, 617 West 


Jackson boulevard, Chicago, I1L—Booth 29W, 


Demonstrating the American check endorser for endorsing 
checks for deposit and in banks for endorsing work in connec- 
tion with inter-bank money transfer; check signing machine 
for payroll use; complete line of perforating machines, for can- 
celing checks, for dating and numbering food products, labels, 


etc 


ARLAC DRY STENCIL COMPANY, Pittsburgh, Penna. 


—(See Illinois Paper Company.) 


AUTOMATIC FILE & INDEX COMPANY, THE, 


Green Bay, Wisc., and 173 West Madison street, Chicago, 


11l.—Booth 66. 

In addition to their regular line of steel filing equipment, 
both vertical and counter heights, steel desks, Automatic desk 
companions and office supplies, several entirely new devices are 
being featured, including a cabinet finished in a two-tone flat 
colored tan, which is a deviation from the conventional! olive 
green, and the finish can be put on with Duco in such a way 
that the have any combination of colors to fit 
his decorative scheme. A new posting tray for use in card 
ledger systems is also displayed, as is also the new Automatic 


customer may 


Vandex vertical visible record 


Straubel and District Manager 
Shepard, ©, J. 


General Sales Manager C. W 
Bird are in charge, assisted by R. L. 
Miller and Miss Doris Malmgren 


George E 
Mart, A 


BARNES BROS., EDWIN C., 218 South Wabash avenue, 


Chicago, IllL—(See Thomas A. Edison, Inc.) 


BAUM, RUSSELL E., Philadelphia, Penna., and 608 South 


Dearborn street, Chicago, IIl—Booth 12. 


line of Baum high duty folders with both 


feeds 


Displaying a full 
hand and automatic 


Manager J. L. Paul is in charge 


BILTWELL PENCIL COMPANY, 1201 Broadway, New 
York, N. W.—Booth 13-S. 

Showing the Biltwell mechanical pencil, the main features of 
which are said to be: unbreakable barrel, in attractive colors; 
fittings fourteen karat gold plated; three action mechanism, 
which propels, repels and expels the lead 


E. R. Rodriguez is in charge 


BIRCHER COMPANY, INC., THE, Rochester, N. Y., 
and 440 South Dearborn street, Chicago, I1l1—Booths 20, 21. 


\ complete line of Lightning letter openers, both power and 
hand operated; Lightning sealing machines. power and hand 
operated, and mail sorting equipment are shown 

Chicago Representative A. R. Geddis is in charge. Sales 


Manager R. U. Reed of the home office is also in attendance 


BROOKS COMPANY, THE, Cleveland, Ohio, and 38 


South Dearborn street, Chicago, I1l.—Booth 73. 


Brooks Visualizers, with the Flex-—site patent shift, also ac- 
cessories and specimens of record forms used in the equipment, 


are displayed 


C. H. Law, Chicago district manager, is in charge 


Vil 
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THE EXHIBITS 


BURROUGHS ADDING MACHINE COMPANY, D« EDIPHONE, THE,—(See Thomas A. Edison, In« 
troit, Mich., and 222 West Adams street, Chicag Il] 


Boths 63, 65, 67, 69 





4 complete exhibit f adding. bookkee} ge billing and cak EDISON, THOMAS A., INC., Orang: N ind 173 


lating machines udir ultiple reg r bookkeeping m West Madison street, Chicago, Ill Booth 4 


chine, typewriter—billing d bookkeeping machines rtat 
subtractors; portable iding and } ‘ achis “ Ler nstrating executive ind secretarial mods i 
is the new electr als stor. are den ed 1 nbodying sever new features, including a warning 
+) dictator wl will prevent his dictating wh« t d 
" ‘ f the ‘ on ] rtme ‘ the “ 
I { Lawrence f i pr t nt f home le Ver! ~ ! in other but the correct’ positiot ror . raing 
office | in charg: 
4} ther. i new and improved arm on the s cle 


CHICAGO JOURNAL OF COMMERCE, 12 East Grand Manager J. D. Pahlman is in chare: Vice-President N 
ivenue, Chicago, Ill Booth 8 c. @ nd of the home office is also in attend 


This exhibit ' 1 ostet ind ther ! tter istrating 
; } ] ! ! 
aia EGRY REGISTER COMPANY, THE, Dayto: Mhio, and 
wrilew of t ivertising department in charge ee = ’ - 
441 South Dearborn street. Chicago. I] Be th #/US 
. _ " . Ix biting a mplete ine of autographic registers, f t x 
COOK COMPANY, THE M B., 50 South Dearborn esx illy the new Egry Com-—Pak made in both n folder na 
street, Chicag I] 6 ths 131 14 record type for either roll of flat pack stationery ind wi . “ 
Rea ribl ’ sham name , ‘ Egry Auditors, cash drawer registers, Egry credit syster 
. ~* —s . ! ne! chine stationery and all accessories, suc! ds 
President W. ¢ I ‘ n charge rr t s, | s te 
(er Sales Supervis« 1. R. Gat 1 < go 8S \zg 
NI \ Su r Vv ar hares 


DALTON ADDING MACHINE COMPANY, Cincinnati 
Ohio Si Ret t Rand, | 


ELLIOTT ADDRESSING MACHINE COMPANY, 


DANDY SEALER CORPORATION, 319° hird avenue Cambridge, Mass., and 130 North Franklin street. ¢ cago 


Pittsburgh, Penna.—Booth 75 I1l.—Booths 31, 32 


Showing the Dandy envelope sealer Showing the various models of addressing m by 
Treasurer E. I. Burget in charge the Elliott Company and several models former! 
by the Rapid Addressing Machine Company Feature 


ly is what is said to be the onlv hand automatic er ‘ pe feed 


DAYTON SCALE COMPANY, New York, N. Y—(See !™# Sddressing machine; an electric model of an automatically 
+P \ feeding envelope addressing machine, various styles of address 
International Business Machines Corporation ing machines with automatic selector; regular lit f idress 
ing machines, stencil cutters, pavy-roll machines ’ rf 
machines and record control machines, equipped f t 
DEFIANCE MANUFACTURING COMPANY, (rang chanical and visual selection 
N. J (See Monroe Calculating Machine Company 
Chicago Manager Joseph Taxis is in charg 


DICK COMPANY, A. B., 7/20 West jackson boulevard 
Chicago, I1l.—Booth 45 ELLIOTT-FISHER COMPANY, THE, Harrisburg 
‘ . : } ; Penna See General Othce Equipment Cory rat 1 
Showing a. line f Mimeographs ir various models Mimeo i | i 


scope of the new portable style as wel is the standard Mimeo 


acorDpe 


ENDORSOGRAPH COMPANY, INC., Twenty-fourt! 


Locust streets, Philadelphia, Penna.—! h 7 


DICTAPHONE SALES CORPORATION, New York 
N. ¥ ind 321 Soutl Wabash avenue 
Rooth a 


* | . ] 
( icago, Ill Der nstrating the Endorsograph, which elect: 
nat illy endorses checks with rapidity and ac 


Iniforn is thev are endorsed 
rT} va ' Li al 
tranacril K " and supl “ ils tl 
‘ 1\ ® ' t “ perated in 
creases accura 1 great time-saver. Another feature ERROR-NO CHICAGO COMPANY, 35 East Wacker 
is the Bristolp ‘ Frank J. Skipper, leading salesman for Drive, Chicago, III Booth 72S 
th Dictaph ( ppear tl I nd a the 
same time his ord ire reproduced 1 this device so that : F , : 
ne : . “ rod lev Showing the regular Error—No in a sizes with att hments 
‘ ‘ ‘ it ter a trawelir esmar}r who neiths 
"a “ “ la . . . . : for the Underwood fanfold and bookkeeping ma TI 
eatea. drinks. amo} “7 r pads his expensé ints . 
re «> featuring new device w s kr vn a \ 
Chicago M \. BE. Blackstone re sided by 1 which can be applied to the Elliott—Fisher i: size 
assistar } ~ t I ident ‘ . ‘ ad Merrill RB ngton—-Wahl; the Hollerith key punching machine ’ ers key 
Sands ft ! ails ! tt pune ind Burroughs checkwriting 1 bookkes x 
A new desk mod Error-No is also displayed T? = used 
with any portable adding max ne where it desired 
~ , 1 , + 2c to fo« acros the sheet nd put the nswer on the } Sor 
DO/MORE CHAIR COMPANY, Elkhert. Ind nd 35 — . 
Ee \ 2 , ‘ : . new brackets ade t carry any portabl 1diding n 
“ast Vacker Dr ‘ cago I B ul 18 stead of the or nary legs, enal x the operator t put wide 
Do/More postur } t) rs re variou twine sheet under the width of the dding aching : f tured 
covering every seating ed of the offic: i factors 
President C. C. Harper is ir harge assisted S 
W. J. Blact lirect f s, is it we ‘ Mrs. Charlotte Swan 








‘ex VCSmith& Bros. 


VERY typewriter dealer can profit by 


the new five-fold L C Smith Service. 
Through it you can offer the finest rebuilt 
made, rent typewriters, meet competition 
with selected roughs, sell on easy monthly 
terms (you receiving your profit imme- 
diately while we carry the paper, collect and 
take the credit risks). Our rebuilding ser- 
vice makes our workshop yours; our huge 
stock of machines makes possible the imme- 
diate exchange service which is so advan- 
Send for our New Price List giv- 
ing the LOWEST WHOLESALE AND 
RETAIL PRICES WE HAVE EVER 


QUOTED and tully explaining our exten- 


tageous. 


sive service. 


THE WORLD’S LARGEST REBUILDERS OF L C SMITHS 





I 


Smithtype 
Rebuilt 
L C Smiths 


Il 


Smithtype 
Rentalgrade 
L C Smiths 


II 
Rebuilding 


Service 


IV 


Installment 
Financing 


V 


Exchange 
Service 


Mailing This Coupon to the 
Smith Typewriter Sales 
Corporation, Dept. 41B- 








| 
360 E. Grand Ave., Chicago, | 
| 
| 


N e e | brings you our new Price List and com- 
mith Ee ewrliter | prehensive description ot our service. 

yp . | NG .. comedslénce comaens éla0 eee 
Sales Corporation | AGETORD << ccccvecescescctsoeuccee neue See 3 
41B-360 E. Grand Ave.. Chicago, Ill. | BEY c ceccvcccceveseessesen ee 
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THE EXHIBITS 


F & E CHECK WRITER.—(See Hedman Manufacturing ILLINOIS PAPER COMPANY, 515 West Jackson boule 


vard, Chicago, Ill Booth 27. 





Company.) 


This company is the direct distributor n this territory for 


Arlac dry stencils and duplicating inks and miscellaneous du 


FELT & TARRANT MANUFACTURING COMPANY, plicating parts and supplies, which they are exhibiting is well 





1713-1715 North Pauli treet and 222 West Adams street as their own line of Ipaco duplicating inks, comprising a 
. . ensi rhe of ink ! t ‘ tie ti 
Chicago 1 Booths 4 \ . or vary ‘ luplica 
mimeograph papers a new duplicating machine and a _ slip 
Demonstrating the ontr ed kev Co ptometer and its appli sheeting machine 


cation to all figure w 
Vice-President A. W. Young is in charge 


W. D. Lawrence, Cl go district inager n chare 


INSTO ELECTRIC TIME STAMP COMPANY, (ak 
GEDDIS & COMPANY, ARCHIBALD, 440 South Dear- Jang. Calif—(See G. L. Rogers.) 


born street, cag at et Dhe Bircher ¢ ompany 


INTERNATIONAL BUSINESS MACHINES COR- 


GENERAL OFFICE EQUIPMENT CORPORATION, popaTION New York. NX. Y. and 328 Weat Madison 


New York, N. Y., and 36 South State street, Chicago, III . 
reet,. Chic izo Il] sooth 1) 
Booths G. O. E. 59 
Devices fron ill three of the company's divisior re howr 
- i 
rl nd nd lis} ve i Sul ! etric ibulating and accounting ma nes Inter 
tir t 
1 add é ' ga n lers i et ‘ ind Dayton 
b ‘ 
ink 1t te | ' New Va u 
? ‘ ' t t ‘ 
rT? | } x ! Lo ! withir he vea ar tured, i 
} ' traigl i t ng iw i ributior atu 
or ! il t t Vy 1 i s tri time 
ei T in oO ) 
i heir naga hit nm pay? i b I ron «(W ' r) hout 1 t 
and ! \ \ K I : ne ntinuous forr 
, : ld ' ' eq | nt Ne ! juipN t 
chi : { fee s 
machir I k ! ] \C ting ry 
t u rr 
\ it r ne dad “ l l 
| | Busw ! i ral Office | j ’ £ 
I ~ we 
t Cory I : nd ur r ral : ow c : - dhe we ‘Cc 
1 | I her div t . 
tiv . I H l i Tin I ling n J Warne 
t har . 
H and W r J evans M. 1 | s } the 
I Si 1 a 


GREGG SCHOOL, 225 North Wabash avenue, Chicago 


ill—Rooth 2 INTERNATIONAL POSTAL SUPPLY COMPANY, 


kIvr N ¥ See (. | Rowers Company 
Fox iy K I ! K gz} 
ind won tlor I t l 
- bo oo ul > ' we'"*® INTERNATIONAL TIME RECORDING COMPANY, 
' 4 New York \ \ See International Business Machines 


HEDMAN MANUFACTURING COMPANY, THE, 1158 : 
cease 1—-Reath 1) KALAMAZOO LOOSE LEAF BINDER COMPANY, 
ee _ coin Kalamazoo, Mcl See Remington-Rand, In 
Exhibit fre EF Lightning heck writer ! ding the new 
key-butt me F & E Lightning n changers. Der 
ee KEE LOX MANUFACTURING COMPANY, Rochester 
e new Key itton el rik a ‘ N y and 0 South Frankli street Chi ig Ii] 
Ss ! ." ! = M I Hi } Z on 


HORDER'S INCORPORATED, 236 West Lake street ers and typewriter ribbons 
Chicas Il] | t 8 Ml \ Salisbur ree 
Exhibiting ¢ M 
oe ora ge egpndlbaeny ane Tiggeeneesgen Mirra dlc Rtaartey LA SALLE EXTENSION UNIVERSITY, 4104 South 
oft \ x i xtens Michigat venue, Chicag 1] Booth 7 
nthe I ~ < E ' , 
pri 1 1 La Ss box [ 
H \ a r “ y or < I 


ILLINOIS BELL TELEPHONE COMPANY, 1(i)4 
Morton building. Cl TT 11] Rooths 37. 38 
LINE-A-TIME MANUFACTURING COMPANY, 


Thie exhibit ; fa few telepl rrangement 
: 


in operating . ’ Is ester . \ see Ren re ! Rats ! ly 





What Miller Line Gives The Business World 


A Correct Carbon for Every Copying Condition. 
A Right Ribbon for Every Writing Requirement. 


<<. = SEE s Ve 
CAS EKG 
Willer fine Lf 
Writing Machine Ribbons 4a age 
and Carbon Papers Mm ) 


---lead the world for neat writing, 
long service, and true economy. 










































One of the predominant causes of Miller Line 
progress and a leading reason for Miller Line 
quality is its research laboratory service—con- 
stantly testing the raw materials used in the 
manufacture of Miller Line products; constantly 
watching and inspecting the processes of manu- 
facture; constantly verifying the perfection of 
finished Miller Line ribbons and carbon papers. 


Another is the Miller Line modern plant 
equipped with the most perfect facilities known 
for ribbon and carbon production—and manned 
with competent and experienced workers. 





Assurance of uniform excellence and perfect 
duplication of quality lies in the branded pack- 
ages, under which all Miller Line products are 
merchandised. Each package is plainly marked 
as to the exact character of contents. 











The Miller Line guarantee is another assur- 
ance of perfect satisfaction. 


The Miller-Bryant-Pierce Company is satisfied 
only when the user of its products is satisfied. 
























ee 
oY (alia < 


“{ WE tors 








Every permanently successful business house must give the world a thing of value. The 
thing of value to which the plant, laboratory, and organization of The Miller-Bryant-Pierce 
Company are dedicated, is— 


Beautiful Business Letters and Records 


“Tha Willer Kino io duperfine 
Manufactured by 
The Miller-Bryant-Pierce Company 
Aurora, Illinois, U. S. A. 


Established 1896 
DIRECT BRANCH SERVICE EVERYWHERE 


Northeast Corner of Miller Line Plant Inquiries Cordially Invited 
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THE EXHIBITS 





MacPHERSON-EAMES 


PANY, 417 South Ly irborn street, ( cago 11] Booth 0) 
Showing the Autotypist elf—operating vi writer This ex 
hibit cor st f battery of Aut 

writers, operated | ne girl doing the w 4 tf twe e to fifteer 
typists 

T. G. Mille ind | S Provol are hares 


MARCHANT CALCULATING MACHINE 


PANY, Oakland Lait : d 0S Wells street Chi 
caw Bow th 

I ting dn lel lud 
ing st ! ti iearal fe 
tures Ss " “ ‘ I ty I ul for tl 
fir tin ” f vy M I tal xxl 
which is i 4 d K achir n tl 
market tod Anotl Twinplex bs vi a quantity : 
be divided datti n t e multiplying another figure Hi 
I Shitlette «1 ‘ " ger ind ean S. Pattor ssistar 


Sales rat 


McCASKEY REGISTER COMPANY, THE, Alliance 


Cohv and ix + it Dearbort street (hicago 11] 
Booth f 

txhit , 
livie is tY r met is, i 

’ pert ats rt heck a it l 

t z uw 1 dis g: machi ind 

! tr 

‘ SW t | & ius < ‘ re = 
siat | 1 ae \ 1 t i ¢ 
H. kad ! Mich 


McDONALD LOOSE LEAF COM- 


PANY, 1809 Summerdale avenue, Chi Ill.—Booth 10 
Exhibiting t Lock binder equipment for bookkeeping 
machine ‘8 
Preside t vre } ~ 


McKAY & COMPANY, W. L., Ill North 


Drive. Chicag 11] Booth 23 

Displaying Multip tamp affixing ‘ ecording 
~ t? Res ] 

| 1 NV ky 


MEILICKE 


der's, It 


SYSTEMS, INC, Chicas Ill See Hor 


MONROE CALCULATING MACHINE COMPANY, 


Orang West Var Bure street Chicag 
| i 41, 42, 43, 44 
l r x ad ad w ilculators featur 
x ws KAS r equipped wittl 
ib i s and give eve 
more r s lLbivis r 
ea 1 tes lewe pr r 
; ~ l i 
ther f l ‘ ‘ u at tl ‘ 
! f “ t “ t = Bot) 
“ 7 ‘ 
‘ } } 4 wr * ar 
I acl I 
as rs ‘ ind ac} 
I \“ t ‘ 
WV I ' ” we visi t . cl Kn {« 
: iw ! r% t I I Ww 
’ ’ | x } \WW el 


MANUFACTURING COM- 


MULTIPOST SALES AGENCY, Chicag ] Ser 
WW. L. MeKayvy & Company 


NATIONAL BUSINESS SHOW COMPANY, New 
York, N. \ ind 417 Dear be 
Booth A 


South rn street, Chicago, Ill 


OFFICE APPLIANCE COMPANY, THE, 417 South 


D« orn street. Chicags 11] Booth B 
I ult g Of A\pI nces “ i 
i nd es read s 
~ . ¢ be 1 lanasg \ 


POSTAGE METER COMPANY, Stanford, ( 
} Fast Adams street. Chicago. II Booth 56 
“hye ne i fu ine of iL dr er mailing « iipn nt n 
* Mod Postage Meter ichine } irges lev t 
low ‘ w Mod F, tl tes lditic ‘ Ww } 
I g d 1 r th first tir Mail—( M af 
! gd s as W s Ideal mailing I 
x t 
s Sales Manager Fra A. N s ir z 


POSTINDEX COMPANY, INC., Jamestown, N. Y., and 


173 West Madis street, Chicago, III Booth 57 
roducings folding panels arranged n two-w inets 
I equipment takes up a great deal less space thar 
I : It permits sorting and stuffing of the work, with 
result that posting on this type of equipment is much faster 
so shown a ipid stack units adaptable to small records 
= lard tr I ets adapted to records where references are 
frequent I entries one-line indexing equipment 
idapted red sting. code indices, pricing r bir itior 

rds t i displayed 

President J. ¢ Liggett and Werner Klostert nn are ir 


POWERS ACCOUNTING MACHINE CORPORA- 
TION, New York, N \ See Remn lets Rand, Ine 


RAPID ADDRESSING MACHINE COMPANY, Ro 


selle, N. J.—(See Elliott Addressing Machine Company.) 


REMINGTON RAND BUSINESS SERVICE, INC., 


Buftfal N. ¥ ind 214 West Monroe street, Chicag 1] 
sooth R.R 
Eexhit ne | i—} dex visit juip ! ! 1 svs « 
vi quipment 1 supl we ss s 
I f Safe—Cabir < TI leaf s < 
‘ xe K i ind Bak \ ‘ ju " i 
s ms r? inting ! liv le ns s 
gt ind | t i ounting lines \ pes 
ndard, 1 ss and portal na I my s 
f fur r s als st ‘ 
S I M ‘ a o I ng 


REMINGTON TYPEWRITER COMPANY, New \ 
N. ¥ See Remington Rand, I: 








DEALER SERVICE 
THROUGHOUT 
THE WORLD 





NO. 100 STENOGRAPHERS’ CHAIR WITH 
PATENTED SPRING SEAT 
















- 
J 
, 
Is the keyword in scientific seating. Scientific seating is gently en- 
forced in those easv. comfortable chairs that continually rest vour 
back. The : 
OF SCIENTIFICALLY CORRECT CHAIRS 
“ r ry 99 
WRITE FOR FREE BOOKLET 
WILLIAM BURTON WILSON THE FRITZ-CROSS COMPANY 


Manufacturers 


Eastern District—52 Vanderbilt Ave., 
MINNESOTA 


NEW YORK CITY SAINT PAUL, 
DEALERS—WRITE FOR DISCOUNTS 


1928 Chicago Business Show XIII 











THE EXHIBITS 





RODCOMPRESSOR COMPANY, 417 South Dearborn 
street, Chicagé al Booth 24 

Here is exhibit th hodCompressor n inter-—divisional filing 
device which is the newest development in vertical filing It 
idaptable t ur «x drawer that ha i channel 

‘) ~ lruft w 


407 South Dearborn street, 


ROGERS COMPANY, G. L., 
oth 40 


Chicago, I 


Insto electric time, dating, endorsing nd num 


rine : othe lt 


Showing 


ternatonal Postal Supy Company 


bering mac 


check endor 


SHAW COMPANY, A. W., DIVISION OF THE Mc- 
GRAW-HILL PUBLISHING COMPANY, INC., 660 


(ass street Chi ig< ill Booth 19 

Showing f - pa cluding the Mags 
zit of Busine edited for the officials wil letermine policies 
n big busi 1s tem whict ve i r executives in 
bie busines t ' v} suggest purchase ind also the heads 
of amall t ' mr mpar wil furnish informa 
tion t anys gx regarding bu es | ks i lozues 
rT i t det ! } 

\ ‘ 1 ! WZ 


SMITH & CORONA TYPEWRITERS, INC. L. C., 


Syracuse, N. \ ind 58 East Washington street, Chicag 
Ill.—Booths 33, 34, 35, 3 

Den tra ‘ dels 1 ments ! l ‘ 
Smitl t wr t k and 1 (or i typewr ' 
( or idling nel ti i ( hier we 1s 
rypebar bra t ‘ ! Ipl 

Ir ‘ x bi re \ | a l J. Conger 
Advert ne M H. Melb. Brow H. S. Gil rt inager 
(hicag bra s ( (iarvey ! z ( na rt ! 


SPEEDAUMAT ADDRESSING MACHINERY, IN- 
CORPORATED, 2023-2033 Wilk 


Rooth 7¢ 


street, Chicago 11 


Here " ‘ " nber f diff dlels including s 
era ype f Sy d I re for mit ne tl Speedaumats 
and \ f ! sing n ‘ for addressing nv 
lope 1 t f all kinds I ‘ pact and ! 
ve ent " t ! wl ! 1 8] feature f Sy | 
iumat 

Sal M N I ( I xht Ire W Bauer i Mi 
Ss. M lot rn 


STANDARD MAILING MACHINES COMPANY, 


Everett, Mass ind 440 South Dearborn street, Chicago 
ill Booth 39 
Dis 1) zs gn f var is Ss ’ m 
plet ’ t ffix i mact ! T ‘ r | 
le 1 t i’ tal Ver t i 
Tf iz M ime \ \ I i a 


STROMBERG ELECTRIC COMPANY, 223 


street ane 208 South La Salle street, Chicag Ill 
Booth 2 

I s xhit ncludes M Impuls rated 
! ng s nsisting fa K ] pment 

| nd itr orders ! sta rd 
r nad va KS ar prograr nstru My init 
tyI fr rders, stamps and job recorders nad ew ddition 
t tl li nsisting of a complet lisplay I 

ited models whicl involve the Te hror ind the 
corders and stamps are designed to p e into a ight socket 
Stromberg assortment of timing and signalling nts ar 
being shown 

(Chicago District Sales Manager Howard R. Henn is ir harge 


issisted by S. H. Cundall, C. B. Clark and C. C. C ner 


ADDING MACHINE COMPANY, 


(Jtnhce 


SUNDSTRAND 
Rockford 


al (See General Equipment Cor 


TABULATING MACHINE COMPANY, THE, New 
York N \ See Machines Cor 


poratior 


International Business 


TALLMAN, ROBBINS & COMPANY, 314-324 West 


Superior street, Chicago, Ill—Booth 68 
Tarco isible record equipment, machine bookkeey edger 
vs bind = forms and accessories Tarco ace ! r post 
ders continuous manifold folded forms nad full ne of 
ft lers and forms are shown hers 
‘ VW Mor iger macl é kkeeping re 


ree 


ind 80 East 


TODD COMPANY, THE, Rochester, N. \ 


lackson boulevard, Chicago, Ill Booth 29 


Here ur st VI Protectographs heck signers ! (rreenbas 
! i Ar perator demonstrates the ise of the Todd ! h 
signe in signing pay roll and dividend KS a ! e of 
ri re hour rh lectr Super-Sp | t atior 
r ng the an ints on checks at tl rat f 1 or i 
The new All-Purpose Protectograpl t Century. is 
| show? The Personal Protectograph in bot! ! regula 
mode ind ti mahoga Personal dressed s] ally 
f ! f executives and | ness womer r S dis 
a\ ! 
x Ma ger Ray |! Drur ‘ Xv 


TRINER SALES COMPANY, 53 \West Jacks boule 
vard, Chicag 11] Booth 1 
\ complete ne of automatic parcel post and }| tal s les of 
double pendulum type (no springs) equipped wit! t ound 
s and built of steel, suc! is are used by t post ffice 
epartment for weighing and rechecking parce post ils used 
housands firms throughout the countr we is Sev 
ral ty] ft postal and parcel post scales are show! \ 
I feature s the new model scale whic! 1 i] lass 
fications of posta ind parcel post rates u t f r and 
ht ds cluding air mail, | t along tl sa < s 
Triner Peerless automatic parce post s« i y 
st office lepartment r \ Lang Ss hares \ 
1 s J. M. Triner 


TYPOGRAPHIC MACHINES COMPANY, INC., 200) 


Davis street Dayton, Ohio Booth 3 
| ett ng the Set-O-Tyy ‘ } ri Ses ! t 
“ df by electricit s I a is a 
ard \ er keyboard 











THE 


BINDER 


WONDER WORLD 

















THE PATENTED 
Fiexi-Posy MECHANISM 
WHICH MARKS THE 

GREATEST ADVANCE IN 
LOOSE LEAF 

BINDERS SINCE THE 

INCEPTION OF 
LOOSE LEAF DEVICES 





THE fisxt-Posy 
THE PRACTIBILT BINDER 


THE DISTINCTIVE ADVANTAGES OF fiex-Post BINDERS 


cu Part. 
1. Working Space 
Two inches contained work- 


— 


=—=S— 


KG 





3. Non Protruding Posts 
The posts do not protrude 


~~, _ 
ee 
“4 





ing space always available, 


which saves office and vault 





= 


I1—Two inch working 


space for insertion 
of new sheets in- 
stantly available. 


) 


almost automatically. No 
waste of space, no pinched 
fingers or broken nails, no 
damaged sheets or torn 
punchings. 





space. Flexi-post binders 
will not mar or scratch the 
furniture, tear clothing or 
ruin the disposition. 


3— Absence of protrud- 
ing posts saves 
storage space. 


& 


— 








KK. Unlimited Expansion 4. Positive Compression 

So This means capacity—al- By direct and positive screw 
ZB ways room for one sheet ; compression sheets are held, 

ar more—economy—one _bind- one or one thousand, under 


er can do the work of two 
of the common type. 


i) 


400 pounds pressure, like the 
grip of a vise. 


THE FAULTLESS VISIBLE RECORD 


The Faultless Visible Record, Type “A,” with Integral 
Shift, is unquestionably and from any standpoint the best de- 
vice for visibly indexed records now being manufactured. 


4—Direct screw com- 
pression locks 1 or 
1000 sheets securely 


—Auxillary post sec- 
tions provide us- 
limited expansion. 





In presenting this type, which has been in use successfully 
and has met all competition for several years, original and 
basically new ideas were used and the mechanism, automatic 
shift, fulcrum hinge, and other points are fully protected 
by patents. 


The outstanding points of advantage of the Faultless Vis- 
ible Record Type “A” make it superior to all other types in 
the following: 





. In it either cards or sheets may be used. 
. It has a 100% flat writing surface. 
. The entire record is visible. 


A very small binding margin is required. 


vol SelUh OCU OU 


. The mechanism opens and shifts almost automatically on a 
ball bearing action. 


6. Sheets cannot spill when mechanism is open or in position 
for shifting. 


Jame eenesssacancses 


ik 
e 
~ 


. It is faster and easier to operate. 





were STATIONERS LOOSE LEAF CO. xz32" 
AGENCY 346 BROADWAY LOS ANGELES 
PLAN MILWAUKEE PHILADELPHIA 
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UNDERWOOD TYPEWRITER COMPANY, New VIVID, INCORPORATED, 1635 Fulton street, Chicago, 
York, N y ind 210 West Monroe street Chicago Ill Il] Booth 74 





Booths U | oo . ’ : 
The company's line of gelatin duplicating machines and sup 
Showing bookkeeping machines, fanfold billers, standard type plir are shown Displayed for t irst time is a duplicator 
writers, portable typewriters revolving duplicators Speed irriage operated, and among its new features is roll conveyor 
demonstrations are being given by the champions of the world hanism built into the machine which eliminates individual 
handling of rolls. Rolls are changed by merely turning a handlk 
It has a built-in moistener and conditioner The carriage oj 
UNITED ACCOUNTING MACHINES, INC., 716-728 
’ » @ sat erates on roller bearings and has no slide rods nor cables 
Si : treet, S ul Mo 30 53 : ; — 
Sidney street, t. Louis, I Booth ! General Sales Manager FE. E. McNally is in charge 
Exhibiting the United listing multiplier and calculator in four 


different models, two being the standard machine, one equipped 


with a ten Inch carriage and the other with an eighteen inch WITTLIFF FURNITURE BRACE COMPANY, Cleve 


‘arriag There is one eighteen inch carriage machin mbra ' - ’ 

‘ T 2 e¢ ‘ ’ a © em : and, Ohio, and 720 North Michigan boulevard, Chicago, 

ing the feature of the automatic fractional cent pickup and also i) RB 2\ 

one machine with the fractional cent pickup equipped with card fSooth 13 

chute for pay roll cards Demonstrating braces for all types of office chairs and other 
four leeged furniture A simple low cost device which eliminates 


Director of Sales H. W. Luehr is in charge 
| loosening of doweled and glued joints, breakage of parts and 


subsequent repair bills This device is said to make new fur 
VARITYPER INCORPORATED, New York, a. Be ture better and old furniture as rigid as the day it left the 
and 189 West Madison street, Chicago Il] Booth 16 factory 


Here the Varityper typewriter is to be found with numerous Guy W. Nelson, district manager, is in charge 


improvements including a new paper rest scale variable line 


spacer, tabulator, one-half inch ribbon, et« Here also is shown 

the widest Varityper ever built with a writing line of twenty WOODSTOCK TYPEWRITER COMPANY, W ood 
four inches and a maximum spacing of eighteen characters to stock, Ill.. and 35 North Dearborn street. ( hicago, III 
the inch A fifty-four tooth ratchet is also demonstrated which Pooth €4 

gives a maximum of nine lines per inch making it possible to 

get about three times as much reader on a page as with the \ll models of the Woodstock typewriter in various carriage 


usual typewriter type widths are shown, also the Electrite 


W. BE. Pierce manager of the Chicago office is in charges Chicago Branch Manager F. H. Morse is in charge, assisted 
assisted by Miss Margaret Murray of the Chicago office Also by 8S. D. Wakefield, assistant manager Also in attendance are 
present at the booth are W ). Hausmat general sales mar 1M. Hackney general sales manager 1. B. Brightman. as 


ager and Miss Mae Lennon of the general sales office tant sales manager, and officials from the ome office 
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TEVENS HOTEI CHICAGO, WHERE THE BUSINESS SHOW IS BEING HELD 
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{ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 


equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 





Appliances 
a 


ee Diiii 


. Ts 





Published on the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 
417 S. Dearborn St., Chicago 


EVAN JOHNSON, President 


Cc. F. MALHOIT, Treasurer 


OHN A. GILBERT, Secret 


J 
C. H. EVERLY, V. President 


D. C. MILLER, V. President 





H.W. MARTIN, Assoc. Ed. 


OTTO KNEY, Asst. Ed. 


J. A. PALMER, Cir.Mgr. B.C.WALLSTEN, Mgr. Copy Dept. 
G.C. WHEELER, Manager Service Bureau 





Cc. H. EVERLY, Eastern Mgr. 


D. N. BRIGGS, Asst. Mgr. 


1601 Pershing Square emg Pe East 42nd Street, New York 
Phone and 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


§{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 





fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
ed manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


q “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
dD. ¢. 


{ COPYRIGHT. Contents 
covered by Copyright, 1928, 
by The Office Appliance 
Company. 
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NOVEMBER, 1928 No. 5 
ASSO IA TION CLASSIFIED ““Berloy”’ Transfers C. E. Howes 
Na onal Ass , News ‘Re Accounting Machines 300 to New York . shentanan 98a 
sod Moa the West Baden Con Adding Machines 300 W. C. Bardenheuer Joins C. E 
vention 11 Attention of Manufacturers 8 Sheppard Staff ..... wSa 
(Se also Me et ngs—D inners Catalogues ; 308 Flint Dealer Takes New Loca 
Conventions, 98 Exports 312, 316, 319 tee .* 98h 
DEPARTMENTS Furniture ea Safe vs. a Record Vault. ; 10) 
tnt adie we 125 House Organs 311 Blumenthal Now With Chilton 
Editorial 67 Loose Leaf 303 Pen Co. . . soe oese — 
engagements 125 Cther Machines 303 Addressograph at American Gas 
Guest Book 97 Patents ... 8 Meeting see 100 
Meetings—Dinners—Conven- Pens and Pencils 304 The Glen Buck Company Moves.16) 
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Beach Publishing ¢ 
Beacon Steel Furnit 
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Bentson Mfg. Ci 
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Force, Wm. A & Co 13¢ Attle, A. P., Ine 
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These advertisements present the prod- 
ucts of the leading manufacturers in each 
Because of the 
ground for honest differences of opinion 
the publishers obviously cannot under- 
take to guarantee transactions between 
advertisers and customers. They do, 
however, offer their service in resolving 
disagreements between advertisers 
and customers, which result from rela- 
tions established through the journal. 


———_ 
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Hey wood-Wakefield 
Chair Co 
Chair Co 


» Chair Co 


* Clip Co 
_— tric Co 


Premier Metal Products C 


Sales Corp 


Tomee. In 


For the benefit of the subscribers the 
lines advertised are here classified. 
Many of the requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 
municate with the service bureau, 
through which the information will 
be promptly and cheerfully furnished 
by letter, without obligation. 





E., & Ce 161 Imperial Methods Co 
) Co 293 Macey Co. The.. 
Rubber Co 176 Metal Office Furniture 
Northern Corrugating 
Steel Furr Co 224 Weis Mfg. Co. .107, 
Chair Co 268 Desk Work Distributors. 
Mfg Co BRO Fox, Geo. E., & Co. 
/ Co 274 Globe-Wernicke Co.. 
Chair Co 277 Horn, W. C., Bro 
& Co Inc 140 Irving-Pitt Mfg. Co 
Chair Co S20 Northern Corrugating 
Co 148 Sainberg & Co . 
W. H., Chair Co. .300 Victor Safe & Equip. C 
2m Desks. 
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Browne-Morse Co 





K. & Son Clemetsen Co eae’ 
: Corry-Jamestown Mfg 
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, S24 Evansville Desk Co 
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Desk Calendars. Ariac Dry Stencil Corp. 


Auto-Typist Co. 





B. E., & Co 326 Canode Ink & Office Sup. 
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Peerless Ink Corp 
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Reiner's Rotaprint, 
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Pease (¢ 2a7+ Electric Motors. 
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& 2%, Standard Malling Mach 

Rubber (« 176 Envelopes. 

Glass Ames Safety Envelope 
 & Co 161 Bushnell, Alvah, Co. 
Co 29% Diemer, John F., Co 
C 22% Globe-Wernicke Co.177, 7 

Linoleum. McGill Paper Products, 

E.. & Co 161 Nat'l Fiberstok Env. © 

oleum Top Co 322 or Park Envelope 
Co 203 S. Envelope Co 
Co 20%, Denteee Sumenets. 
Co 208 Markilo Co 

Desk Ponding- Letters Holders. Eradicators. 
American Clip Co 251, 2 Carter's Ink Co... 
Desk Signs and Tablets. Ink-Out Mfg. Co 
Taylor Mfg. Co 282 Erasers. 


Faber, Eberhard 


Flectric Co 196 oO. K. Mfg. Co.. 
E.. & Co 161 Roberts, Weldon, Rubber Co 
Fireproofing Co..1%), & Expense Books. 
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Art Metal Construction Co. 
Bentley & Gerwig Furn 





Metal Office Furn. Co 


Quigley Furniture ‘bo. 


Pittsburgh Tpr. & Supply 





Defiance Sales Corp.......... 255 
Harvey, Fred W., Oo...... 277 
l BD, En BARB OeeDe. cceccs 259 
Featherweight Eyeshade Co. .328 
File Boxes, Boliapeibi le. 
Bankers Box Co........ sé cue 
PPD GOs cs ccccvccodsvcce 323 
Steel Bound Box Co........319 


File Boxes, Metal. 
Auto File & Index Co....215, 16 


Kay-Dee Co., The............ 323 
Northern { ‘orrugating Co.....281 
Rockwell-Barnes Co.......... 302 
File Cabinet Compressor. 
Rod Compressor (Co... 149 
Filing Cabinets, Cloth Covered. 
Diemer, John F., Co........ 264 
Globe-Wernicke Co.177, 78, 79, 80 
Hoffman, L.. . coesseveae 
Imperial Methods Co........ 317 
Macey Co., The.. gavnececcte 
Filing Cabinets, Metal, 
All-Steel-Equip. Co..........327 


Art Metal Construction Co. .193 
Aurora Metal Cabinet Works.204 
Auto File & Index Co... .215, on 


Bentson Mfg. Co..........0. 
Berger Mfg. Co.......... ae ‘ 
Browne-Morse Co...........- 239 


Columbia Steel utpment Co.226 
Corry-Jamestown « Oorp..278 
General Fireproofing Co... . 150, 

Globe-Wernicke Co.177, 78, 79, 80 
Imperial Steel Cabinet Co... .208 
Invincible Metal Furn. Co... .127 
Jamestown Metal Equipt. Co. = 


Kay-Dee ©o., The .......... 
Macey Co., The........ eee San 
Metal Office Furn. Co........ 229 


Premier Metal Products Co. .242 
Service Steel Products Corp. a 


Shaw-Walker ©0........665. 

Steel Equipment Corp........ 188 
Terrell's Equipment Co......162 
Van Dorn Iron Works Oo....135 
Watson Mfg. Co.. 000+ cee 
Yawman & Erbe..... . 157 


Filing Cabinets, Wood. 
Auto. File & Index Co....215, 16 
Browne-Morse Co...... . 239 
Globe-Wernicke Co, 177, 78, 79, 80 


Imperial Methods Co. ++ -1T 
Macey Co., The....... ccc 
Shaw-Walker ...... ‘ .» 145 
Wagemaker Co.......... . -228 


Weis Mfg. Co. 107, 108, 108, 110 
Yawman & Erbe... sneteee 
Filing Seggties. 


Aigner, G. J., & Co...... .822 
American ip Gia ce'ss 51, 2 
Balto. Index Mfg. Co 322 
Browne-Morse Co....... ° 239 


Filing Equipment Bureau... .104 
General Fireproofing Co . 150, i 
Globe-Wernicke Co.177, 78, 79, 80 
Greenhaus Filing Systeme... .262 


Imperial Methods Co. SS 
Invincible Metal Furn, Co... .127 
Macey Co., The....... scene 


McGill Paper Products, Inc.208 
Oxford Filing Supply Co....222 


Quality Park Env. Co........102 
Rockwell-Barnes Co......... 

Simonson, R. A., Co. ... 825 
Steel Equipment Corp.......185 
Wabash Cabinet Co.......... 138 
Weis Mfg. Co..107, 108, 108, 110 
Yawman & Erbe ‘ .. 17 

Fountain Pens. 

Carter's Ink Co . 
Conklin Pen Co., The TTT... 
Parker Pen Co... 159, 6 


Shaeffer, W. A., Pen Co. .146, 7 
Furniture Finish. 

DuPont, E. L., de Nemours. .245 
Furniture Polish. 

Globe-Wernicke Co.177, 78, 79, 80 


Van Dorn Iron Works Co 135 
Gold Pens. a! 

Weigel, E. 0., & Sons 327 
Gold Stampi 

Aigner, rf ny: , & Co 322 
Gummed Cloth. 

Aigner, G. J & Co 822 
Hotels. 

Great Northern Hotel 318 
Index Card ene 

Cook, H. i oe . 208 

Graff, Ge BA BR. Co 240 

Macey Co., The... ..-221 

Moore Push Pin Co 325 
Index Tabs. 

Aigner, G J... & Co .822 

Balto aneee Mfg Co 322 

Cook, H > Gae - 308 

Globe Werni ke Co 177, 78, 79, SO 

Mohler, A.. +827 

Simonson, R. A & Co 325 


Victor Safe & Equip. Co 

‘ 121, 22, 23 

Ink Eradicators, 

Ink-Out Mfg. Co . 07 
Inks, Adhesives, Etc. 

Canode Ink & Office went Co. 280 

Carter's Ink Co.... .- 206 


Excelsior Ink Co....... . 826 
General Eclipse Co.. 264 
Higgins, Chas. M., & Co....220 
Kwiketik Co. 324 
lather Ink & Stamp Pad Co.303 
Peerless Ink Corp. . 822 

Sanford Mfg. Co .212 

Inkstands. 

Atlas Staty. Corp........ .306 
Bachrach Specialty Gals eae ee 


General Eclipse Co 264 
Sengbusch 8-C Inketand Co. . .189 
Weeks, Frank A., Mfg. Co 327 























Insurance 





Nelson, (ue I } i24 
Seventeen For Sale 
Mi, = eMlloccceccccesesesegece 241 
Labels, ‘ton Books and Number. 
Aigner, G A 322 
Leads for Mec hanical Pencils. 
American Lead Vlenell Co 120 
Faber \ Ww I 326 
Letter Distributors 
Bristow, Stanley RK 324 
Globe-Wernicke ( 177, 78, 79, SO 
Imperial Methods ( S17 
Kohihaas I'he lt} 
Letter Openers. 
0 h Mie { 331 
Vidaver Letter Opener ( 15 
Letterheads 
American Emt» x a21 
iioes I hograt { 12 
Lettering aod Show Card Pens. 
Bridge rt I's ( 273 
Library Equipment 
Genera! I r nz to 1m”, 1 
(ilobe Werni 8 177, 78, 79, SO 
Lincloum Soe Tops 
Fox, Ue & t 161 
Ideal I eur ( 322 
Polar Mire ( 205 
Wagemake ‘ oo 
Lists 
Eduecat I t ( 18 
Polk i I & Co 320 
Lockers and Storage Cabinets 
All-Steel Eq ‘ 827 
Art Metal ¢ f n Co..193 
Aurora Metal Cabinet Wrks...204 
‘ ra t I f i LD 
{ y-Ja tow Vite ‘ " 7 
(renera I r f Co 1m, 1 
(hlobe-Wern! ( 177. 78. 72. &O 
Invir ble Meta I ( 127 
Lyon Metal I's It 1h 
Macey ¢ I 221 
I’re er Meta I ! t ‘ 242 
Nios Equipt t ¢ Iss 
lerrelil's ka pment 16 
Var Dott Iron WW . { l 
Yawmear & Erte 157 
Locks Desk. Cabinet. et 
Besa thee ol 
Loose Leaf ‘Books and Systems. 
runt X lh es toe Ons 
Adame, Hienry 7 Mre ¢ 
Boorun & Pease ( 
Irving Pitt Mfg. ¢ 2 
Lloyd W a ‘ 2 
Mohler ‘4 327 
Nat'l Blank I ‘ i 
Sheppard C i] i om) 
Stationers, I I Co 275 
Cruss Mfe { 114 
Loose Leaf Buvolopes, Celluloid 
farkilo 27 
Loose Leaf Botake 
Carpenter WW Mire Co. .824 
I sme leaf Metale Co 16 
Map Tacks 
(raft (ieorge R ( e400 
Moore Vush I ‘ i255 
Matched Office Suites 
Clemetsen I 117 
Cutler leak ¢ A OU 
lriets r? J I ‘ 1« 
(ieneral Fireproofing Co 1m, 1 
Leo 1 Desk ¢ 918 
Macey ( The 221 
Memorandum Devices 
Currier Mfg. ¢ 7 
Fox the I & ¢ 141 
Lawre ‘ | I & ¢ me 
Moisteners 
Molile A 27 
Seng so I tamil Co 180 
Numbering Machines 
Ame N Ma ( 10 
Fa te M ‘ 219 
Force, W a 126 
Roberts Ma ( ‘ 
Office Partitions and Railings 
Add-A-Unit Partit ‘ sg 
‘ he We ( r 7s, 70, SO 
Oi). Office Machine 
‘ prot win ( is 
Deflance Sa ( ont 
Pads. Figuring (‘Ruled or Plain 
Boor & | . 
Paper 
row I I | ‘ 79 
Feat 5 | ‘ ov 
Hart ‘ Pa pe ‘ me 
Kamary< M Ss 
K nowlt Bros 158 
Westor Ryror ‘ 174 
Wrenn Pape ( 126 
Paper Clamps 
American on] 
Atine Staty ( we 
Eatertr Stee ( on 
Hunt, « Howa I ‘ 1 
Van Va ‘ re I DD oN 
a Clips 
Ameri ‘ ‘ °51. 2 
Cook H { ( es 
iiraff i ue i ( “0 
h Mf { a1 
Rock we Rarnes ( R02 
Van Valkenbure I I =" 
Paper Fastening Machines 
Acme Staple ( 10 
Auto Pencil Sharpens ( 124 
Rump Paper Fastener ( 1 
Defiance Sales Cory Ons 
Eveready Mfg. s14 
Hotchkiss Sales ( eRT. R&R 
I D I Mire Cor eno 
Neva‘ « Ir t I 147 
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The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver- 
tisers. In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
of office equipment, supplies names of manufacturers of any 
article wanted, puts man and job together, prepares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U. S. 
A. lines, and in many other ways performs useful service, 
all without charge. Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service 
Subscribers: to bring their files up 
or to replace th ther form 
or 


, 
leading manufacturer 


requests for catalogues 


to date e file in case of fire or 


of destruction, are adcasted in a bulletin which is 


mailed frequently t 























R ell-Barnes ¢ yr Rubber Stamps 
\ Safe & Equip. Co Me r & Wenthe 17 
121 2 Stewart, R 4 & Co 12 
Paste Rulers 
See Inks, Adhesives, Etc.) Seneca Falls Rule & Blk. ¢ 10 
Pen and Pencil Clips. Safety aoe Boxes. 
Defiance Sales Corp on (reneral eproofing Co 150 1 
Van Valkentn I I ps Invin ibe Met Furn Co 127 
Pencil Sharpeners Safes 
Auto il Sharpener Co 14 Art Metal Construction ( 193 
Business Aids Co 208 Diebold Safe & Lock (« 197 s 
Graff, George B ( a0 tienera Fireproofing (x 1m, 1 
Hunt, ¢ Howard b's ( 13 ‘“j e-Wer ke ( 177.78.79.80 
Pencils, Cedar Macey Co The 1 
\ an Lead Pen ( 1 Me nk Stee Safe Co 118 
Faber Eberhard 1X3 Schwab Safe Co.. The 35 
General Pencil ¢ 260, 70 Steel Equipment Cory 18! 
Staedtier J Ss I 21 \ Dorn Iron Works Co 13 
Staty Export & Ii rt Corp.20 \ tor Safe & Equip. Co.121, 2 
1 ~ Penell ¢ ao Yawman & Ertl 157 
Pencils, Thin Lead, Magazine —_— Agenc ies. Wanted. - 
Autopoint Co | - 249 
Dur A Lite Pencil ¢ as Sales Mgr. Wanted 
Listo Peneil ¢ Dal) KT-27 14 
Nardi Mfg. <¢ ete) Scrapbooks 
Parker Pen Co Ine, 60 Hort W ‘ Bros ly 
Riedell Corp ye Screens, Office 
Selfeed Pencil Co O76 Lamb, Ge I °90 
Sheaffer, W. A., Pen ¢ 146 Sealing Wax 
Pens, Lettering and Show Card - the 4: & Stamp Pad Co o 
Bridgeport Pen (¢ 27 infor fg Co 212 
Hunt < Howard Pp e ¢ , Seals, Notary and Corporation 
Pens, Steel. Meyer & enthe 173 
Esterbrook Steel Pen Mfg. Co.262 Stewart, R. A., & Ce 132 
Hunt, C. Howard, Pen Co 1 Shelf Boxes. 

Miller Bros. Pen ¢ 187 All-Steel Equip. Co 327 
Turner & Harrison Pen ( ! Diemer, John | & Co - 
Picture Hooks. Globe-Wernicke Co 177,78, 79,80 
Moore Push Pin Co 2% Shelving a 
Pins and Pin Containers All-Steel Equi Co ba 
Defla nee Sales Cory ” Art Metal Construction Co 1” 
Platens Typewriter Berger Mfg. | 142, 3 

Amer Writing Mae ‘ 114 General Fireproofing Co im. 1 

Ames Supply ¢ 14 Globe-Wernicke ¢ 177.78.79.80 

Bushne Mfg. © os Steel Equipment Corp 18 
Postal Scales Van Dorn Iron Works ¢ 125 

Hi eon tros Seale ¢ al) Sign Markers 

| Mfe ‘ o Hellesoer Hans H 325 

I Sales B>9t Signs. 

' Seale & Mfe ‘ ‘ Daver rt-Tavyk Mfe ‘ 289 
Publications Sm oki ng Stands, Office 

Brit Stationer " er Co 108 

i Bedarf I ' dor Mfg. Co. hh 137 

R “ 3 Sort ng Doviess. 

M | eau kK aaa (of 104 
Punches Stamp Affixers 

Atlas Stat ( te Mult at « el] 

R & Pease ( Stamp Pads. 

cL ' e Sales Cor Lait he Ink & Stan Pad 1 

Q Wernicke ¢ “ "* Merer & W t 17 

_ rn, W ( 14 M Kee P a ( ' ORT 
Push Pins pees —~4 ; | A e oa } .2 

M e Push-Pin ¢ 5 " . * oo —— - 

we R G Mire ( 132 

Ribbons & Carbons Stands for Office Machines. 

Aller « to im \ stable Table ¢ on 

4 A Wiberg ¢ 168 H ter ¢ | het 

! Ribbon & Ca n ‘ 1 - er Meta I lucta ¢ 242 

( e Ink & OF. 8 ( ~ S s Elk Weld Works 1” 

( rs Ink C eM} Sher " Mans Mfg Co on} 

( rs Ril & Ca Mfg I » Me Fur ( 1H 

on4 Stapli ing aia hi nes. 

‘ n Ribbon & Cart ‘ ou! uy 210 

Imy | Mfe. ¢ ORG in fiance Sales Cor o 

Little, A. P., It 565 Hotchkiss Sales ( O87, 8 

M 1 Suy es ( lol Neva Clog Prod ota, Ine 187 

M “ & Volger wo Stationery, Em seased Engraved 

Neidich-Process Co 184 American Embossing Co 2 

‘ Town Rib. & Car. Ce 128 Kihn Brothers 

P Carbon & Ribbon ( 4 Wiggins John B Co 2 

re ess Car. & I Oo Stationery Racks 

I ips Rib. & Car. Co Currier Mfg. ¢ 73 

Queen Ribbon & Carbon ( Imperial Methods (C< Wy 

Remington Tw ‘ tp Stencils 

Rockwell-Barnes Co mr Mever & Wenthe 172 

Storms, H. M Co 17 Stewart, R. A & 132 

t n Ribbon & Carbon ( 29 Stenographers’ Note Books 

t s rypewr. Ril Mr. ¢ 4 Boorur & Pease ( oST 

Webster I s i 2 Re we Rarnes Co we 


Stools. 
Conrades Mfg. © 300 
Crocker Chair C« 277 
Milwaukee Chair Co 283 
Searles Elec. Weld. Wks 319 
Teledo Metal Furn. ( 166 
Storage Cases. 
Bankers’ Box ( 111 
Kay-Dee { 323 
Rockwell-Barnes Co 02 
Steel Bound Box 1y¥ 


Swinging Tepoucites Stands. 
Amer. Writing Max 


Globe-Wernicke Co 
Weis Mfg. Co 
Tables. 
Corry-Jamestown Mf 
Furnas | niture Ceé 
seneral Fireproofir 


‘ oO 
tllobe-Weerr ke (Co 
Guth, H. I 

Lyon Metal Pr 

















Macey { The 
Mutschler I “Se 
Premier Meta I ts ( 242 
St. Johns Table ¢ 245 
Va Dorr I W ka ( 135 
Tablets 
tock well-Barnes { 302 
Telephone Accessories. 
American Electric C« 106 
Colytt La ratories i) 
\ tor Safe & Equi ( 
i121 y 4 3 
Thumb Tacks 
Graff. George B 240 
Moore Push-lin 325 
Time Stamps and Recorders 
Ajax Tin Stamp ¢ 15 
Her es Sul ( P85 
Joslin A I) Mrz. ¢ “ee 
Thompson T e Stamp ( =s 
Transfer Cases. 
All-Steel-Equip. ¢ 27 
Art Metal Const tion « 93 
Aurora Metal t Wks o4 
KRerger Mfz ( 142 4 
ih 1 1 e ( . 
(ilo Wert , 177. 78 
Kay-Dee { I 
Macey ( rt 221 
Shaw-Walk ( 145 
Steel Equipt nt ¢ Dp 185 
Van Dorn Iron Works ¢ 13% 
Weis Mfg. ¢ 107. &. 8. 10 
Trimming Boards 
Ideal School Supply Co 312 
Type, Typewriter. 
Ames Supply Co 314 
Toledo Metal Furniture ¢ 166 
Ty powriter Cleaning Brushes. 
Habe Arthur W 326 
Typewriter Cleaning Material. 
Amer Writing Mac 
Clarotype 
Purcell I P 
Sanford Mfg. ¢ 
Webster, F s ( y 4 
on sel Cushi on Keys 
Lincolr ibber Key Co 282 
Munson b poly ¢ 144 
Peerless Key (CC 125 
Speed Key Mf Cc 12a 
Typewriter Cushion Knobs & Feet. 
Ames Supply C 314 
Azora Rubber C 326 
Fox, Geo. E & 161 
Peerless Key Co 125 
Smith Noise & 8S k Elimi 
nator i228 
Typewriter Parts and Tools. 
Ames Sur ly ¢ 314 
Typewriters. New 
Amer. Writing Mactl ( 116 
Rarr-Mors Cort 172 
Corona lypewr r Cs m9 
Reliable T. W. & A. M. ¢ 328 
Remingt i'w. Co 103 
Rora Trpewriter ({ 226 
Smith, L. ¢ & Cor 1 Tws. 199 
I lerwood Typewrit« Co 
Back ¢ ver 
Varitype I r ated 2S4 
W one k I ow r ( 7 
Typewriters Rebuilt 
Amer. Writing M Co 116 
tre ra Cvpewr Ex one 
Rega rypew = 21 
Reliable I Ww > i. a ba 
Shipman-Ward Mfe. ¢ 1290 
= t) I'w s a { | 207 
Wholesale I writer C« 119 
Visible Index etens s 
\ e Card Syste ‘ 261 
‘ he- We ke 177 7s 7a. 80 
I ne-Pit Mi ( 244 
Ss) par ‘ 1 ‘ <> 
Stat ers La leaf ¢ o7t 
Vietor & A i 
21 e 3 
Wardrobes 
A Steel-Eqult 327 
Aurora Meta ( t Wks 4 
Furnas Furnitur ( 263 
General Fireproofing ( 1™) 1 
‘ he-Wernicke ¢ 177 78. 79. &O 
Lyon Metal P l ts, Ir 153 
Premier Metal Products ( 242 
rerrell’s |} nent { if2 
Waste Baskets 
General Fireproofing Co 1h) 1 
Globe-Wernicke ({ The 
177. 78, 79 
Invincible Meta Furt (oe 
Macey { The 
Metal Of Furniture Co 
Nat'l Vulcanized Fibre Co 
Peerless Wire Goods (< 
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The rate for a 
Classified Advertisements a, i on rz. FOR 
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SM WANTS and 
SALE 


is eight cents a word, 
Minimum charge, $1.60. 









SITUATIONS WANTED. 


SITUATION WANTED by factory executive with 25 
perience in manufacture of metal furniture Address L-57, care 
Office Appliances, Chicago 


EXPORT OR SALES MANAGER desires position Man, 29 

English, French, German, Dutch. Russian. Italian. Thoroughly 

experienced in all branches of office equipment business. Sy 
ilist for years in bookkeeping machines, having successful 


sales record, desires export or sales directing position. States, 
Canada or Argentine Address B-142, care Office Appliances 
Chicage 


SALESMEN WANTED. 


SALESMAN for Edison—Dick Mimeograph; also sell commercial 
tationery Salary and commission Edmonton, Alberta Ad- 
dress Z-90, care Office Appliances, Chicago 


WANTED —Side line salesman to sell desk specialty to sta 


ners Commission basis Mention territory, et Weinman 
Bros 121 S. Wells St Chicago 
YOUNG MEN to sell window and regular envelopes. Every of 
fi a prospect Protectior experience unnecessary Full or 
part time. Transo Envelope Co., 3542 Kimball Ave., Chicago 
MANUFACTURERS’ AGENT WANTED for exclusive territory 
handling steel shelving. lockers. counter show cases. wardrobes 

d letter files. Aurora Equipment Co Aurora, Ill 


ATTRACTIVE AND USEFUL office specialty is available for 


stati ers and specialty men who sell direct to large users 
Combination of quality and price appeal gives salesman big ad 
intage Address X-141, care Office Appliances, Chicago 


WONDERFUL NEW SIDE LINE. Big commission with order 


Sell printing for every business at half price. Copyrighted illus 
trations free Just take order We do the rest Pocket outfit 
fre« Salesmanager, 1522 Wells-Van Buren Blidg., Chicago 
STATE MANAGER—Marvelous invention seals 3,000 envelopes 
irly Sells $4.50 only Equals work expensive electric ma 
hines. Offices buy 1-100. Exclusive trial offer Write quick 


Rede, 138, Winthrop Bidg., Boston 


RIRBON AND CARBON manufacturer wants man with knowl 
edge f the stationery trade to travel New York state, Penn 
sylvania, Rhode Island and Connecticut Knowledge of ribbons 
and carbons preferable but not essential Address Z-91, care 
Office Appliances, Chicago 


WANTED—Typewriter salesman, city of Fl Paso, salary and 


commissior Roval ger! .' and = factory rebuilts of all kinds 
Must give bond F. B. White Typewriter Co., Ine El Paso, 
Texas 


DISTRICT REPRESENTATIVE, calling on office equipment or 
typewriter trade, to open distributorships for specialty of proven 
merit New $14 item by old manufacturers. Excellent side line 
State line now handling. C. R. Drake, Manager, 14 Franklin St., 
Rochester, N. ¥ 


SALESMAN-MBEPCHANIC for large and portable typewriters 


partic vy L. C. Smith and Corona. Knowledge of adding and 
other office machine desirabl \ good opening with a well 
established firm in a Mis gan city of over 50,000 Answer fully 
Addr T-56. care Office Appliances, Chicago 


WANTED, REPRESENTATIVES—By manufacturer of mani 


ooks and et lithographed business and bank sta 
ks, voucher oose leaf accounting forms, et« Not 
re Every job made up special Protected territory 
I ! on weer ’ Applications he'd strictly confidential 
Add ( care Off Appliar s, Chicag 
OUR TWO HIGH-GRADE TYPEWRITER SPECIALTIES car 
bv old 1 typewriter esmen, repair men upply nd spe 
t men T) golder pportunit for any salesman 
K n office trad Territories are being lotted now 
Writ Te detatts ! nz plans Address N-74 care Office 
ADI cy} 12 
LAWOSKE LEAF BOOKS—We can arrange territories in south 
tert tates, Missouri Valley and Rocky Mountain regions fo 
npetent salesmen w! now have one or two other good lines 
nd re uainted wit}! stationery store buyers Straight 
’ n ba Pl ve full information i ir reply 
| Vi ( I re e} ‘ N y : 
SALESMEN WANTED for de line whie Se readily to 
tione! ind office furniture dealers Just the thing for sales 
gx files } I desks or other art es sold in furni 
rtments A meritorious article it a remarkably low 
rice Sells from pric ind small sampk Mention territory 
vered nes handled and references Addr M-55, care 
om Appliances. () £ 


BOOKS OF INSTRUCTION. 


SERVICING ROYAL TYPEWRITERS The most complete 
handbook ever published on repairing. rebuilding, cleaning, rare 
adjustments, ete Vritten by an expert Formerly technical 
editor f Business Mact es. contributor of techr l articles to 
Top ind Business Equipment The complete book for 
only $2, postage paid anywhere Send for our Pp today 
Weslk " ut, Pul r. Box Enid, O} 


LINES WANTED. 





MANUFACTURERS’ AGENT with long established trade sell- 
ing retail and wholesale stationery and office furniture dealers 
in Michigan, Ohio and Pittsburgh, Pa., is open for representa- 
tion of one additional meritorious, non-—competing line. A direct 
to user proposition will not be considered. Address Fred C. 
Funke, P. O. Box 244, Detroit, Mich 
EXPERIENCED OFFICE FURNITURE salesman now calling 
on trade, New York and surrounding territory, would like to 
take on additional line. Address R-50, care Office Appliances, 
Chicago 





OFFICE SPECIALTIES on a direct sales plan to the offices in 
the Minnesota territory. Experienced salesmen and customers 
already established. Interested in exclusive agency proposition. 
\ddress S-88, care Office Appliances, Chicago 

ESTABLISHED FIRM distributing office specialties covering 
several southern states wishes to add another meritorious ap- 
pliance to its line where repeat business can be established. 
Address P. O. Box 2085, Atlanta, Ga. 





MEDIUM PRICED DESK or other office furniture line wanted 
by salesman already selling chair line in metropolitan territory 
Equipped to warehouse goods so that can compete in the New 
York market Has a wide acquaintance with all dealers in 
New York City. Address W-—54, care Office Appliances, Chicago 


LINES WANTED—ABROAD. 


I'TALY—Damiani & Giorgio, Venice—Special organization, type- 
writers and supplies. House established 1866. Particular inter- 
est riven to portable typewriters 

EXCLUSIVE REPRESENTATION FOR SWEDEN experi 
enced, financially responsible and reliable company wants to 
hear from manufacturers of specialties for filing, bookkeeping 
ind office equipment (not furniture) Address tduns Tryck- 
eriaktiebolag, Stockholm, Sweden 


FOR SALE AND WANTED TO BUY. 





ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney-Gi'lmore Co., 508 S. Dearborn, Chicago. 


FOR SALE—Murphy wall safes. Ten, new in original package, 
$20 each. Can ship at once. Charles F. Widman, McGregor, 
lowa 





WANTED TO PURCHASE—Immediately, Addressograph trays 
and B tab frames Lowest price and details. Box P-69, care 
Office Appliances, Chicago 

ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 

FOR SALE—Large electric sign suitable for stationery store 
lettered “The Fountain Pen Store.’ Any reasonable offer con 
sidered Address Y-53, care Office Appliances, Chicago 





FOR SALE—Three electric signs, 9% ft. by 2% ft. reading “Of 
fice Supplies” with ll-inch channel letters Same as above 
reading, “Christmas Cards,"" and one Bellows sign reading 
“Typewriters,” 9% ft. by 2 ft., with 10-inch letters. All in 
good condition. Reason for sale, we have ordered larger s'zns 
$50 each, f. o. b. Detroit Leonard & Company, 3100 West 
Grand Blvd Detroit, Mich 


MANUFACTURER OF STEEL EQUIPMENT. 


MANUFACTURER of steel equipment, fully equipped to make 
special steel office, bank or factory equinment in any wood 
grain finishes Let us estimate Loewy, 27 W. 24th St., New 
ork City 


BUSINESS OPPORTUNITIES. 


FOR SALE—Stationery store doing a business of $75,000 to 
$100,000 yearly in a prosperous western city Reason for sell 
other interests which require entire attention of owners 


ing 
Address A-51, care Office Appliances, Chicago 





FOR SALE—General office supply business established many 
vears. holding exclusive agency on such lines as the G. F. All 
teel lime L. C. Smith and Corona typewriters and the best 
known lines obtainable. Located in city of 40,000, and will make 


real offer if taken now Address V-52, care Office Appliances, 
(“hicago 
WANTED LIVE WIRE” partner (capital not necessary), who 
can produce sales in specialty office selling. Established for over 


ten years on same street and have no liabilities to assume 
Will furnish srecial Bradstreet's report and have liberal credit 
with nationally known concerns Located in heart of Provi 
lence, R. L., with over half million people within radius of 15 
miles. Reasonable rent and reputation the best Health neces 
itates relaxation Write fully, age and experience Office 
Equipment Company. 15 Empire St., Providence, R. I 

| WANT TO BUY interest in a stationery store in a town of 
possibly 30,000 population or will buy business outright Give 
complete information about inventory, annual business volume 
and other information of interest Address D-54, care Office 
\ppliances, Chicago. 


SALES MANAGER WANTED. 
SALES EXECUTIVE who has made good in sales promotion 
ind in hand'ing mer State experience, age and salary. Address 
7, care Office Appliances, Chicago 
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Business Opportunities 


These are inquiries from subacribers desiring lines, catalogues, 


ete They are tangible opportunities for manufacturers and 
jobbe ra 
Wants Abroad 
Ariesheim (near Basie), Switzeriand.._Fred W. Widmer wishes 


to hear from manufacturers of newly patented office specialties 


or paper and stationery items He is engaged in the import 
and export trade in continental Europe and Switzerland He 
can furnish Al references 

Madras, P. T., india.—C. T. Nathamuni Chetty, 4-19 Ver 
katashela, Mudaly street, is interested in office equipment lines 
with good sales possibilities, that are not already introduced t 
the Indian market He is engaged in the importation of office 
equipment, stationery paper and general merchandise He 
gives as references the United States Belt Company, 126 West 
Thirty-—fourth street, New York, N. Y ind The Mohican Rul 
ber Company Ashiand, Ohio 

Wanted Here at Home 

Eastern \ we known and energetic manufacturers’ repr: 
sentative seeks a line of sufficient size to permit giving the 
greater share of his time He sells to the retail office equip 
ment trade in Pennsylvania, New Jersey, Delaware, Maryland 
ind the District of Columbia He epresents several important 


| fe 4"3 





lines and has an established following Address SEM-13, care 
of Office Appliances, 417 South Dearborn street, Chicago, Ill 
Eastern.—An experienced manufacturers’ representative selling 
in the metropolitan territory, including New York City, Long 
Island and Brooklyn, seeks a line which will justify giving his 
entire time He is at present selling to tl trade in Metro 
politan New York, and desires a line which will be sufficiently 
emunerative to merit his concentrating on it Address SEM-12 
are Office Appliances, 417 South Dearborn street, Chicago, Ill 
Jackson, Tenn.—Tom Lawler, 107 Main street open for lines 

be distributed on a dealership basis in tl west Tennessee 
territory He has established himself recent! n the office ap 
pliance business; he had been with the Remingt Typewritet 
Company in this territory the past ten years 

Seattle, Wash.—James M. Byrne 2014 East Mercer street 
eks a stationery line to sell to dealers in western states He 
is covering the territory with an item of his owr ar iccount 
nz system for small business houses He plans cover all 
the western dealers personally He gives as reference Albert 
Humphrey, credit manager, Transport Motor Company, Seattle 
ind several others 

Tulsa, Okla.—Edgar K. VanEma 8 North Cheyenne, covers 
istern Oklahoma selling direct to the user such lines as visible 
equipment, loose leaf binders, library supplies, filling equipment, 
stock and special business forms He can handle one or two 
additonal lines Mr. VanEman has had onsiderable experi 
ence selling the lines listed 


























patented August 14, 
1928, by Burnham C. Stickney, Portsmouth, N. H., assignor to 


No. 1,680,483.—Typewriting machine; 


the Underwood Elliott-Fisher Company of New York. Serial! 


No. 42,114. 

No. 1,680,813.—Combined typewriting and card perforating 
machine; patented August 14, 1928, by Jesse A. B. Smith, Stam- 
ford, Conn., assignor to Underwood Elliott-Fisher Company, 
New York, N. Y. Serial No. 103,220 


No. 1,679,365.—Filing or indexing appliance; patented August 


—_—--. tA, 4 
wn i (oe — = 
—__-_— 


1,679,382 


to Un.- 
No. 


assignor 


1928, by John Waldheim, Elizabeth, N. J., 
N. Y. Serial 


derwood Elliott-Fisher Company, New York, 


660,424. 

No. 1,684,402.—Fountain pen; patented September 18, 1928, by 
Clinton E. Marshall, Brooklyn, N. Y. Serial No. 93,596. 

No. 1,687,208.—Paper finger for typewriting machines; pat- 
ented October 9, 1928. by Frederic W. Hillard, Tottenville, 
N. ¥. Serial No. 598,653. 


No. 1,687,157.—Duplicating machine; patented October 9, 1928, 


7, 1928, by Willard D. McFall, East Orange, N. J Serial No by John J. Flanigan, Chicago, Illinois. Serial No. 72,088. 
60,040. No. 1,679,382.—Pencil; patented August 7, 1928, by Nels B 
No 1,680,122.—Typewriting machine; patented August Sjobring, Milwaukee, Wisconsin. Serial No. 737,018. 
— 1,669,.14 Fount per David J. La and Oregor Filed June 8, 1926 
The Recent Patents France Somerville Mass assignor to (Granted May 1! 1928 Serial number 
The Carter's Ink Company Cambridge 114,413 
Copies of patents herein listed can be ol Mass., a corporation of Massachusetts _ 1,669,530 Lock for paper fasteners 
tained from the Co isstoner of Pate nis F i d Nove mibe rs 1926 “sal ted May 1S Fred J - Klit ~ Bayville N Y Filed Oc 
Washington, D. C.. for ten cents each in 1928 Serial number 146 873 tobe r 19°26 Gi unted May 15 1928 
cash, postofice money orders or certified 1,669 “- Enve lope me. ast Harmouth Serial numbe ri: 9,999 
check Stamps and personal checks not Yale Okla Filed Febr ary 3 192% 1,669,886 Filing cabinet Max Cc 
accepted Granted May 15 928 Serial numbe Whitmore, Dayton, Ohio, assignor to the 
65.640 Standard Register Company Dayton, 
1.669.7 Chair Robin H. Irvine, Bay Ohio, a corporation of Ohio Filed Janu 
1,669,301 Ribbon-shifting means for City, Micl Filed Ap 19, 1924. Granted ary 14 1924 Granted May 15, 1928 
typewriters Carl Kupfer, Nuremberg May 15. 1928 Serial number 17.648 Serial number 686.22 . : sien 
Ge rmany issigner t Triumph-—Werke« 1. 669.765 Sales . rding device 1.669.896 Coin p irse Warner H. Bux 
Niirnberg A.-G Nuremberg, Germany Leonard W Langford, San Francisc ton Longmeadow Ma Filed June 
Filed April 4, 1927 Serial number 180 Calif.. assignor to ineford Sales Audit °4 '1994 Granted’ Ma 15. 1928 Seria! 
972, and in Germany April 9% 19 Machine Corporatior : orporation f number 722.127 7 on 
Granted May 8, 1928 Delaware Filed October 3, 1923. Granted 1,669,897. Coin pur Warner H. Bux 
1,669,378. Pencil. John P. Lynn, Chi May 15, 1928. Serial number 666,255 ton, Longmeadow, Mass. Filed June 24 
cago, Il assignor to Dur-O-Lite Penci 1,669,766 Sales cording method and 1924 Granted May 15, 1928 Serial num 
Company, Chicago, I! t corporation of machine Leonard W Langford San ber 722,128 , 
Illinois P Filed May 1926 Serial nun Francisco Calif “led December 23 1.669.940 Multiple prone visible loose 
ber 110,519% : 1924 Granted May 1928 Serial num leaf binder Harry 3 Jones, Chicago 
1,669,486. Safe construction. Paul Ed ber 757,697 Il. Filed March 29, 1926. Granted May 
wards Pyle, La Favetté Indiana, as 1.669.804 Sales-recording devi 15. 1928. Serial number 98.151 peas 
signor to Schwa! Safe Company La Harry E. Baker, San Francisc« Calif.. 1.669.945 Kev holder Benjamin 
Fayette, Ind. Filed May 20) 192 assignor to Langford Sales Audit Ma Michailovsky New York, N Filed 
Granted May 15, 1928 Serial number chine Corporation, San Francisco, Calif March 19, 1925 Granted May 15, 1928 
as 598 I leaf bi ' t corporation of Delaware Filed August Serial number 16 656 
090,06 zoose leat assemoiy symat 20, 1925 Granted May 15 1928 Serial 670.017 ‘ountain-—per filte P ac 
Middleditch New York N Y Filed number 51,297 “ ~ , me. . L B r ~&.. _—— 
January 29. 1927 Granted May 1 1928 1,669,809 Bookkeeping appliance Mass Filed April 20, 1926 Granted May 
Serial number 164.408 Don B. Card and Horace Barns Port 15. 1928. Serial number 103.246 : 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“If man is what history declares him to be, 
there was no fall of Adam, and all the redemp- 
tive schemes rooted in that fiction become un- 
real and needless. If man is what education 
and philanthropy prove him to be, he has native 
capacity for progress, reform, and divine serv- 
ice. If man’s needs are what our daily ex- 
perience illustrate, his way of salvation lies 
through culture, character, repentance, and 
self-sacrifice. If God is what the discoveries 
of science indicate, the talk about sacrificial 
propitiation is little less than profanity. If the 
declaration of moral science is correct that 
merit cannot be transferred by imputation, the 
scheme of sacrificial atonement has no basis in 
reality. If Jesus’ teaching is true that God is 
a divine Father who simply demands repent- 
ance and righteousness, then salvation is the 
love and purity which all—Christian and Non- 
Christian — may possess.” — Joseph Henry 
Crocker, D. D. 


“If cathedrals had been universities—if dun- 
geons of the Inquisition had been laboratories 

if Christians had believed in character in- 
stead of creed—if they had taken from the 
Bible all the good and thrown away the wicked 
and absurd—if domes of temples had been ob- 
servatories—if priests had been philosophers 
if missionaries had taught the useful arts—if 
astrology had been astronomy—if the black art 
had been chemistry—if superstition had been 
science—if religion had been humanity—this 
world would have been a heaven filled with 
love, with liberty and joy.”—Ingersoll. 


“That the Thought-forms, Space and Time, 
wherein, once for all, we are sent into this 
Earth to live, should condition and determine 
our whole practical reasonings, conceptions, 
and imagings or imaginings,—seems altogether 
fit, just, and unavoidable. But that they should, 
furthermore, usurp such sway over pure spir- 
itual meditation, and bind us to the wonder 
everywhere lying close on us, seems nowise so. 
\dmit Space and Time to their due rank as 
Forms of Thought; nay, even, if thou wilt, 
to their quite undue rank of Realities ; and con- 
sider then, with thyself how their thin dis- 
guises hide from us the brightest, God efful- 
gences; Thus, were it not miraculous, could 


~ 


f 
ig 


I stretch forth my hand, and clutch the Sun? 
Yet thou seest me daily stretch forth my hand 
and therewith clutch many a thing, and swing 
it hither and thither. Art thou a grown baby, 
then, to fancy that the Miracle lies in miles of 
distance, or in pounds avoirdupois of weight; 
and not to see that the true inexplicable God- 
revealing Miracle lies in this, that I can stretch 
forth my hand at all; that I have free Force 
to clutch aught therewith? Innumerable other 
of this sort are the deceptions, and wonder-hid- 
ing stupefactions, which Space practices on 
us.” —Carlyle. 


a * a 


“He who aspires to the attainment of the 
higher life in its completion—who would per- 
ceive with unveiled vision the true order of 
things and the meaning of life—let him aban- 
don all the wrong conditions of heart, and 
persevere unceasingly in the practice of the 
good. If he suffers, or doubts, or is unhappy, 
let him search within until he finds the cause, 
and having found it, let him cast it away. Let 
him so guard and purify his heart that every 
day less of evil and more of good shall issue 
therefrom; so will he daily become stronger, 
nobler, wiser; so will his blessedness increase, 
and the Light of Truth, growing ever brighter 
and brighter within him, will dispel all gloom 
and illuminate his pathway.”’—James Allen. 


Kk * a 


“T agree that the measure of success is not 
merchandise, but character. But I do criticize 
those sentiments, held in all too respectable 
quarters, that our economic system is funda- 
mentally wrong, that commerce is only selfish- 
ness, and that our citizens, holding the hope of 
all that America means, are living in industrial 
slavery. The man who builds a factory builds 
a temple. The man who works there worships 
there, and to each is due, not scorn and blame, 
but reverence and praise.”—Calvin Coolidge. 


* * * 


“Finish every day and be done with it. You 
have done what you could; some blunders and 
absurdities crept in—forget them as soon as 
you can. Tomorrow is a new day. You shall 
begin it well and serenely, and with too high 
a spirit to be encumbered with your old non- 
sense.”’— Emerson. 


- 
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The Convention at West Baden 


Twenty-third Annual Convention of National Stationers’ Association 
an Important and Successful Event—Brilliant Merchandise 
Displays in Great Circular Hall Add Interest 
to the Occasion—Convention Does 





Constructive Work 


(;LANCE at the report of the resolutions committee the vear. A contract has been entered into between the 
presented above discloses some important activities association and the new general manager for five years 

which occurred at the annual convention of the duration at a salary of $15,000 a year. It has been sug- 
National Stationers’ Association in West Baden, Indiana, gested that part of this sum could be realized from the 
October 8, 9, 10 and 11 [hese activities included a change sale of advertising in the National Association News, which 
the name of the association from the name it has borne may be increased in size and made more general in its 


since the Des Moines convention, to the National Stationers’ range of matter. 
\ssociation. It is carefully explained that this involves no Despite the evident success of the merchandise exhibits in 


lisregard of the importance of the manufacturing industry, the Atrium at the West Baden Springs hotel, the association 
but that the change is made solely in the interest of brevity reiterated the principle stated in Washington that it is not 
convenience Another outstanding decision involved a the policy of the organization to hold merchandise exhibits 


change in the general manager and the removal of the at nat.onal conventions and the convention went on record 





general offices of the association from Chicago to Wash- is reaffirming its previous action taken at the Washington 
ngton, D. ¢ As President Waddy explained in his report, convention 
it was thought best to place The convention at West 
the headquarters of the as a 5 3aden was a red letter meet 
sociatiot at Washingtor 3. ing. The sessions were well 
which is a focal point for Stationers’ Convention Section attended and a number of 
several hundred other asso Reports of Officers vision s definite things were done in 
> President 0 Conferences . 
ciations. and that Mr. Gibbs First Vice-President Field Members 18° the expectation that advan- 
. ‘ Second Vice-President i General Conference of Re . 
ng all his interests wu rhird Vice-President 2 tailers, Wholesalers and tageous results will accrue 
, , my lreasur 41 Manufacturers 13° é2 48 
d near Chicago, did not Auditor ‘1 Manufacturers 19° to the association and to the 
F ‘ . % ‘- ; p Secretary and Counsel ‘ Round Table 1 ; , : i 
el tl e€ could ws . General Manager 6 Entertainment 25 industry. In point of at- 
ine ‘ton. Satisfact ne f 7 Convention Addresses: Del: tendance » convention w: 
Wa © ' ' Special Committee Reports gate to British Association ida _ the convention was 
ings ents were. theretore Poard of Governors 52 Burgoyne, is Costs and one of the largest the asso- 
: ae Budget Committee 41 Profits, Dunn, 52; Swat the 
ereby Mr. Gibbs Executive Committee 4 Snake, Parlette, 54; Merchan ciation has ever held. Be- 
. (3 vance Committe 43 dising, 56; Deferred Payment . 
, s ible sick Necsaiany Gomantten ‘ Plan, Leopold, 57: Co-opera tween four and five hundred 
, at N na ns Committee Py tive Advertising (;arrison oun - nl d : 1 
S he r Deseat Comaaittes ‘5 = 8 Simplified Practice, 60 versons were registered anc 
. nie ‘ ult « ned Res tions Committer 15 the ata > ¢ ¢ : 
s ict a £ wan engi S i Bebetee Steer he statement was made that 
is general manager S ' there were a considerable 
‘ : I) Commodity Committee Repurts Manufacturer . . 
December 1 otf the present 2A Blank Books number of persons present 
, , , , 2 I t Paper, Drawing and Artists’ Materials 
year, « which date Charles 130 Carbon Paper and Inked Ribbon who did not put their names 
) omme Furniture 4 ccessories . , 
P. ( sales ger ot : 5 a? 10 mthe registration list. 
, S Webster (¢ l Des s. W —— 210 Probably the total attend- 
ll relinquish that position iS Filing Cabinet & , ~y ince from the trade was be 
‘ general mana 61 lardware 1 Glasswar tween six and seven hun 
‘ ‘ ‘ : I \ sives 
the itional Statior : eather Goods and Novelti« dred persons 
: - Loos Leaf rong The ‘et! inten : 
s Ass ate i iitansiiamnenn Rhein =19 ie quietly efhcient man 
is residence in Washingt . ee ee ae a. ee eee sind who headed convention ar- 
vever. it is believe that 2 ‘ Fountain, and Mechanical P " ee rangements and activities 
' & 4 a —_ iar Sharneners Ps fi! 
1] diy he possible for 19 Safes and Safe Cabinets ind who worked literally for 
~ Stationery ‘ 
t . + rele ggg! Sh td She months to make the conven- 
; ; 241 Wome istration —Mer 231 . 
its lease in Chicago and ar- n— Registrat‘on tion successful was Ed. L 





we for removal to Wash yy 2 t Little, sales manager of the 


tor efore the first Wabash Cabinet Company, 
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ARTHUR J. WALKER. 





CA. STOTT 


Charles G. Stott & Compan) CLAUDE M. CONGER Farnham Printing & Sta 
Ir Washington, D. C President Irving-—Pitt Manufas tionery Company, Minne 
Treastrer turing Company. Kansas City apolis, Minn Third 
‘ First Vice-President Vice-President 





MORTIMER W. BYERS 7 — awe. CHARLES P. GARVIN 
= 
New York, N. Y Secretary VILLIA! Les Se : F Ss Webster Compan): 
and Counsel A. W. Faber, Chicago, Fourth Boston. Mass., General 
Vice-President Manager 





OFFICERS OF THE NATIONAL STATIONERS’ ASSOCIATION FOR 
1928-1929.—President, Charles M. Marshall, secretary-treasurer, Ivan Allen 
Marshall Company, Atlanta, Ga.; first vice-president, Claude M. Conger, 
president Irving-Pitt Manufacturing Company, Kansas City, Mo. ; third vice- 
president, Arthur J. Walker, vice-president Farnham Printing & Stationery 
Company, Minneapolis, Minn.; fourth vice-president, W. E. Smith, Chicago 
representative A. W. Faber ; secretary and counsel, Mortimer W. Byers, New 
York, N. Y.; general manager, Charles P. Garvin, sales manager F. S. Webster 
Company, Boston; auditor, Fletcher B. Gibbs, Chicago. The likeness o 
President Marshall appears on the frontispiece of the present issue and that 
of the auditor and former general manager, Mr. Gibbs, on the opposite page 











Os 


to whom the association owes a debt of gratitude for one 
of the most interesting and most smoothly managed con- 
ventions it has ever held. Gratitude is also due to E. H. 
Sell and John M. Sell, who had charge of the merchandise 
exhibits in the Atrium and were responsible for making this 
part of the convention a success both financially and other- 
wise. As a result of finds 
itself in possession of over $8,000 in the treasury in excess 


these exhibits, the association 


of its obligations to date 
The entertainment features of the convention were most 
interesting and both men and women were well taken care 
of. Concerning these features comment will be made later. 
Convention Sessions 
Addresses and reports mentioned in the following run- 
ning story of the convention will be found complete in an- 
other section of this issue when the name of the speaker or 
committee is followed by a star. Individual addresses and 
reports can be located by reference to the table of contents 
preceding this report of the convention 
The twenty-third annual convention of the National Asso- 
ciation of Outfitters 
was called to order at 2:30 P. M. in the banquet hall of the 
West Baden Springs hotel on Monday, October 8. After 
standing 


Stationers, Office and Manufacturers 


the singing of America, the delegates remained 
Rev. Father Honningsford led in repeating the 
The president appointed R. A. 


sergeant-at-arms and requested Ed Little to introduce the 


while the 
Lord's Prayer Baxter as 


first speaker, Arthur Sapp of Indiana, who gave a humor- 
address of welcome 

After a witty introduction, Mr. Sapp explained that the 
reason why Ed. Little got a layman instead of a high 
political officer to give the address of welcome was that he 
wanted to print his program some months in advance and 
was afraid that the high official selected might not be pres- 
ent at the time the program was delivered. He said that 
in Indiana people like to say welcome, but do not like to 
say good-bye. There is a Hoosier expression, “Come and 
see us, come and bring a ham and stay a week.’ Hoosiers, 
he said, are delighted to have the stationers of the United 
States come and spend their money and stay as long as 
they like He referred to the beauties of the state of 
Indiana in October and to the optimism of the people of 
this great state \ Hoosier, said Mr. Sapp, will admit 
unything to his advantage. He admits his culture and sta- 
tioners have profited by that culture very directly because 
if it were not for the books, professional and amateur, 
there would be no need for stationers or fountain pen men 
or ink men or anything of that character 

[he speaker referred to James Whitcomb Riley and to 
Lew Wallace who lived not far away, in Crawfordsville. 
He also referred to George Ade, Booth Tarkington, Mere 
dith Nicholson and Abe Martin. He then gave an interest 
ing account of his visit to the Stationers’ Guild of London 
and to the history that ancient and honorable organiza 


ous and timely 


tion. He said that trade convention is essentially an Amer 
ican institution and that such conventions have spread 
throughout the country, blessing business and the country 
as well. One of the interesting things, said Mr. Sapp, 
is to carry on just another thought from the Stationers’ 


In 1927 they had a meeting and inducted as one of 
Stanley Baldwin, prime min 
acceptance said “And so it 
is that in these days you stand for one of the greatest 
things in the world that is honest craftsmanship, and 
thing, teaching that craftsmanship and look; 
fallen by the way, and practical 
company such as yours with a motto 


Cruild 
their members the Right Hon 


ister, who in his address of 
, 


another great 


ng after those that have 


service to others \ 


such as yours, a company that preaches honest craftsman 
ship and service to others, can be nothing but a blessing to 
ts fellowmen, and I am proud to belong to it.” 

In conclusion, Mr. Sapp said: “We have gotten away 
from the old selfish policy of business. We have come to 
the victories of the present policy of business Edgar 


who has studied the present trend 
and higher business standards, suggests three things in 
America that have brought about a changed condition in 
business standards First, the campaign inaugurated by 
Theodore Roosevelt Second, a revival of religion which 
came during the past decade, and third, the idealism of the 
great war. I would all concede that when we 
look back or thirtv vears and see the change 


Ermans of Connecti ut, 


believe we 


over twenty 
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in business and business methods and business efforts that 
for some reason while everything may not yet be right, still 
there is a finer standard of business practices than ever 
existed before in this country. I realize more than anything 
else that conventions such as this are events of which 
we cannot say too much by way of praise.” 

The president thanked Mr. Sapp for his address of 
welcome and introduced William H. Greenleaf of Boston, 
to respond to it. Mr. Greenleaf said that those of us who 
were so unwise as to have chosen another birthplace have 











Fletcher B. Gibbs 
Auf Wiedersehn 


For more than twenty-five years Mr. Gibbs has been an 
outstanding figure in association work in the stationery 
trade. He was first president of the National Associa- 
tion, the position being his by unanimous choice of his 
fellow members, who recognized in him conspicuous 
qualities of loyalty, sound judgment, broad understand- 
ing and executive capacity. He was the organizer and 





aE 


FLETCHER B. GIBBS, 
Auditor, National Stationers’ 
Association. 


first chairman of the old National Catalogue Commission 
and was for several years the Councillor from the Na- 
tional Association of Stationers and Manufacturers to 
the Chamber of Commerce of the United States. He was 
a prime mover in the organization of the Chicago Sta- 
tioners’ Association in the later nineties and was its 
president for several terms. He has been called the 
wage of the National Association and well deserves 
the title. 


In common with the rest of us, Mr. Gibbs has added 
some grey hairs during the passing years. He has worked 
with great industry and concentration, and a period of 
relaxation will doubtless be welcome. His friends every- 
where rejoice in the fact that his health remains 
unimpaired. 


Although Mr. Gibbs has relinquished the post of General 
Manager, the Association hopes that its affairs will still 
engage his interest and that the organization will long re- 
tain the benefit of his experienced counsel. In recognition 
of his distinguished service Mr. Gibbs has been made a 
life member of the Association. 








had our regret softened by the kindly words that make us 
feel that we belong to Indiana and Indiana belongs to us. 
He said that as the speaker had welcomed all of us, so 
the stationers of the United States would put a special 
emphasis on this welcome as it applies to the stationers of 
Canada. Their presence here brings us personal pleasure 
and a sense of solidarity, comradeship and good will. Busi- 
ness is a civilized force in spite of ourselves. Business will 
not stand in its place apart, a thing removed from other 
interests. The competitor who holds resentment against 
others in his line is making a mistake. 

Mr. Greenleaf's response was followed by the report of 
President Waddy.* 
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SAMUEL B. GROOM, F. D. SARGENT, JOHN G. HULLETT, JOHN D. HANSON 
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Roston, Mass. District pany, Baltimore, Md New Orleans, La Dis- 

N I District No. 3 triet N ‘ 


THE REGIONAL GOVERNORS 
OF THE 
NATIONAL STATIONERS’ ASSOCIATION 
OF THE U. S. A. 
elected at the twenty-third annual convention held last month at 


West Baden, Ind. All the governors are pictured here but 
the governor of the sixth district, who is yet to be chosen. 
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\ ( clus this report on motion of Eberhard After thanking Mr. Dunn on behalf of the association 
er, duly s¢ de the report was accepted and made for his able address, President Waddy* presented the 
t of the cords report of the board of governors. This report was referred 
The president next a nted the following committees without debate to the committee on resolutions. 
esolutions ¢ ttee, W. Neill Stewart, chairman; James President Waddy next introduced Fletcher B. Gibbs,* 
P. Cooke, Waldo H. Rice, L. W. Kendrick and H. B general manager, who presented his report, which was 
( minating ¢ ittee: Francis B. Irwin, chairman; accepted and referred to the resolutions committee. 
L. W. Froehlich, J. D. Hanson, Arthur J. Walker, John |! \t the conclusion of the General Manager's report there 
Moll E. Clifton Wilson and Sterley F. Jerue. Necrology was long and continued applause and three hearty cheers 
F mittec William enry Brooks, chairman; Harry ¢ were given for Mr. Gibbs. J. Ogden Pierson then took the 
Sharp and Eugene H. Clarke Budget committee: Eber floor and said: “Mr. Gibbs withdraws as general manager 
hard Faber, chairman; Fred Bingham, irles Carpenter on December 1. He is a man whom we all love, honor and 
R. M. Tussing and Harry Horder respect—a man who has done more for this association 
THE RESOLUTIONS 
I ‘ g sugges . " nventior 
$ sugges I s B. Irwin that a eeting of the board of governors with the officers of the association be 
‘ of this annual meeting providing funds of the association will permit. 
Suggesting that each gi gov make known his proposed expen fer the year as soon as possible after the annual meeting to the end that all such 
sts si t ‘ ‘ apportionment " Apportic association funds available for work in the district is the province of the general 
g . . . x : 
R g tha sa ally conside P association as subsidiary organizations Such organizations to be eligible to membership in the 
Nat Ass ‘ b local s s’ associations now a It is suggested that a plan having this end in view be presented at the next 
F g is gis sa 
‘ g sing $ $ $ Nat Associati Purchasing Agents under the auspices of the Division of Simplified 
I t S ) 
< F Vholesale Sta s’ Ass i he U. S. A. a b anufacturers of pencils to simplify lead pencil lines as embodied in 
P » : No. 65 issu t he U. S. Depa f Con 
Rati g th h x ittee of the associati in deciding t nove the general office of the National Stationers’ Association from Chicago to 
Washing D. ¢ si ft th s i ispose of b existing lease covering Chicago office upon terms satisfactory to the executive 
\ s 8 A » “ gu th wing sections in the article be renumbered accordingly 
\ \ S ass read: Section 1. The name of this association shall be the National Stationers’ Association 
\ 1 ss ee : unager for a period of not exceeding five years from December 1, 1928, 
s x x i Compensation of such general manager shall be fixed by the terms of such 
i the by-laws 
< K g k $ I I Bill, legalizing the right of any producer of identified merchandise in fair and open com- 
“ | s s g lines ter into forcit cts at wholesale or retail or both for the protection of resale prices upon his 
Ure s ssage this bill a requesting the general manager to keep in touch with the progress 
s gis k $ s $ ~ S associa hearing hea gs defo appropriate committees 
; ‘ \ R Cross Ass geesting that i ve ¢ itions create by disaster be first submitted to the 
Red Cross s : ss 
| z suggesti he conference rf ilers and furniture dealers that the informa- 
s i Z hat a simplifx practice committee be appointed by 
s s st : to cooperate with the Division of Simplified 
s s wh h . ished erchandise exhibits at 
. ‘ ‘ : part f the ile previously announced 
‘ r t ha is xhibits a " ions 
re s sh x x h inclusi in the executive committee of 
t : : times f that mmitte r suggesting that during the 
x st vice-presi his association shall be invited to attend all 
ns be confine to th gular program provi by the respective committees in charge 
NEILL STEWART, St t Ofte Supply Company, Dallas, Tex., Chairn 
JAMES P. COOK, |] s A. Cook & § Ltd., 7 Canada 
VALDO H. RICE, Samuel W M cturing Compa Bos eee 
B. ELMER, Eberhard Faber, Brook N. 
R. KENDRICK, K k-I Stati pa De 
RESOLUTIONS COMMITTEE 
t S 1 ¢ S¢ MM r W than a1 one of us might be able to do I wish to make 
| ‘ é ‘ t S , é the motion that Mr. Gibbs be made a life honorary member 
t ( of this association.” The motion was seconded by Mr. 
Mr. Mit li ure t the ques 1 te y Allen and was carried by acclamation. Mr. Gibbs thanked 
es I] t ever e at t the c ention for its action 
| g é eport the treas rry G. - W. Neill Stewart* was next introduced and presented 
ect vit his re t, Mr the report of the National Research Committee 
Ss¢ ( ( { e st ce \t the suggestion of Mr. Stewart, and on motion of Mr. 
' ger’s este Allen, action on this report was deferred until Thursday 
5 r t electe be some é the same rning to give members an opportunity to consider it 
gene ‘ t sake enience thoroughly 
is t d ide t of t ( d The president next introduced Sidney J. Burgoyne,* who 
t t the vas rece r | ide part presented the report ol the official dele wate ot this asso- 
f tes of the t ciation to the Stationers’ Association of the United King- 
| ded t S ‘ rts at t next n the dom in convention at Manchester, June 18 to 22. 
progr S H. C. Duns assistant chief \t the conclusion of Mr. Burgoyne’s report, Eberhard 
business er st t Department of ( merce. Mr Faber presented a message from the British Stationers’ 
Dunn s Costs, ( ers and Profits Association He had recently, he said, returned from 














Ge ED 


Page 16 OFFICE APPLIANCES For November, 1928 


abroad and had been the recipient of a cordial invitation t Baden convention may prove an outstanding record in the 
attend a meeting of the council of the Stationers’ Associa history of the National Association as an unprecedented 
, . » success in every possible way We shall be thinking of 
tion of Great Britain in London on September 1/ Mr an . 
you and, in our minds, visualizing your business gatherings 
Faber said that he found on their program a point nun and your various social functions as we remember them in 
bered seven and when they came to this point, it was t the years that have passed 


May I beg that you will convey our hearty good wishes 


send fraternal greetings to the Stationers’ Association « j ; 
to your members for their happiness and their continued 


the U. S. A Finding Mr. Faber was there, they asked him prosperity? Will you tell them that Percy Barringer, Law 
J > i te « : : . -€ 

to convey the greetings to the officers of the Americar rence G. Sloan, Owen-Jones, Clifton Tollit, F. W. Bridges 

association and to the members thereot at West Baden and Herbert R. Marsh will ever remember their wonderful 


generosity, their cordiality and the fraternal regard which 


President Waddy expressed regret that a representatiy . 
, —y SI — woe » was so lavishly manifested during their respective visits 


of the British association could not be present and read to previous conventions? And wilt you say that each of us 
the following letter from Herbert R. Marsh, general se« hopes to renew the friendships we then made whenever any 
retary, and a cablegram from President Barringer and Se« of your members are able to visit our country 
sttece Merch Again expressing sincere regrets at having to commun! 
a cate to you the news of our inability to send along a rep 
September 25, 1928 resentative this year, and with the kindest personal regards 
Woodson P. Waddy, Esq., President to yourself and to every member of your organization, 
The National Association of Stationers, Othce Out Believe me, ever yours sincerely, 
fitters and Manufacturers HERBERT R. MARSH, 
1105 East Main street, Richmond, Va { Ss. A General Secretary 











PANORAMIC GROUP SHOWING ABOUT ONE HUNDRED AND 


NATIONAL CONVENTION OF THE NATIONAL STATIONERS’ 

WEST BADEN, INDIANA. OCTOBER 8. 8. 10 AND 11, 1928 

Gash in the extreme left; James T. Lacey, E. H. Sell, W. P 

Towne Uri Doolittle, Jerry Sprott, fourth from the right; A 
many others 


My deat Mr Wadd { iblegram 


Hoping igainst hope | have uited until the very last Londor (ctober ¢ 1928 
moment beto ymmus Ing t oO : rrettab vs ' ’ ; . 
nome! efore ci mn micating to you the regrettable nev Woodson P. Wadd, 
that we shall not be represented at your forthcoming c: Dp : “a 1A 

' resident Nation: ssociation of Stati 
entiol at West Bader All our efforts have failed t “4 a = F ; 
secure someone to act as our official delegate and, let m« Convention West Baden Springs Hotel, West Baden, Ind 
issure vou. tft . s not because we have no one wh s< British Stationers desire to extend traternal greetings t 
inxious to come Ouite a number of our members have members National Association in annual nvention assem 
, ol ' ' bled t ' ’ that ul f their 1} 
een approached and they have been delighted at the pros or ~ and oO express hope at results | deliberations 
nect and made serious endeavors to arrange their business will lead to better business, fraternal friendliness, cordia 
eo th it tney ild be aw \ tor the necessary pert d hart ‘ mfra les! Ip al d hap] iest | armony to the upliiti M4 and bet 
the truth is that Oct er is erv dificult month indeed fi terment of the entire stationery trade ot your great country 
most of us Barringer, President Marsh, General Secretary 

yt . lik a oe a 

( iCcK ' \\ "I Bing i¢ ‘ Stat ers A ssox lator: ot tsreat Br tall il d Ireland 
, a has wore fact that ere _ oof 
: haar rs _ fa tha KnOV\ On motion of Mr. Mitche the foregoing communica 
more Britis tationers have isited your country this veat , } ’ th 
. ‘ / ne ver spread u .Y +} mir tes and the t rs 
than perhaps ever! etore sev i parties have cross¢ . ; . ‘ ~~ , = , ; OF un 
ver and one | ed a nui er of our members vw Ist ssociati vere directed to express s é t wishes and 
the recent delegation from the National Chamber of Trade pre tior r these messages 
Vas t rt t ts stitution ind ( pris 

| ] , : , . 
umong other trades. several of our best known stationet Tuesday's Sessions 

ll of these |} aie stated what | wediawtes’ ¢tene , : . 

All of ave ce ated what a really wonderful tu Fhe convention was called to order at 9:50 A. M. or 
they had and how impressed they were with everything I , , , , , ’ Dalek D ‘ 

- ; : ~ , uesdav bv th rect "nt we hig mtroa ; 4 oh tte 
which they saw and the receptions they experienced wher esda e preside vnh introduced Kall Parlette 
ever thev went as a man of international tame trom Chicag Mr. Parlette 

Need I say how much those of us who have been priv spoke on Watch the Snake and Cooperate 
lewed to meet vour members in pre us vears would have " , : ‘3 . 

t } on sion ) t caress t > resident ire “J 

enioved coming again Bar mveelf. 1 con oniv say that } the « iclusion of the addre , the pre ‘ expressed 
, ‘ , , ; th ’ ] ’ vo , , ] ] ‘? r , 

never shall forget the time which I spent with you all an anks for the inspirational talk and aft 1 few routine 

, 1 ‘ . ‘ 
| long for the opportunity of renewing the experience announcements, he requested Charles Marshall to tell the 
which, I trust, may come to n gain some day } 

WW + & ay * delil ne Ga ' association where they can find government reports o1 

¢ most sincerely hope that ir deliberations will prove 
| i prov a, etent te hee trade . hall id th 
of benefit to your members and to your splendid organiza stock c = ounes ides. Mr. Marshall said that the 
tion as a whole Indeed, we go further and trust that West government has sent four or five hundred copies which 
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A it the round table meetings on introduced Lawrence L. Smith* of S. Gibson Company, 
Wednesday advertising, Chicago, who spoke on Merchandising. He 
, :, was followed by remarks from Charles A. H. Thom,* J. 
Ed. Little, the convention manager, here reported that . . 


Ogden Pierson* and Carl Nachtigal.* 

etween two and three hundred attendants at the convention as _ g 
Some general discussion ensued, participated in by C. W 

Roth, C. L. Mitchell and others. On motion of C. L. 


Mitchell, it was resolved that if possible the information 


had not yet registered. He said that there are between six 
und seven hundred people attending the convention at the 


hotel that day, but the registration was less than four hun 


dred. He said that the fact that we are stopping at an Ameri- bureau of the National Association be continued the same 


can plan hotel may have had something to do with the 45 heretofore. The suggestion was referred to the resolu- 


neglect to register He stated that the entertainment pro tions committee, 


f 550. If only Mr. Roth, in his remarks above referred to, suggested 


gram had been arranged on a registration <« 
350 registered, the association will face a deficit. He also that the National Association write a letter to corporations 


said that many of those who had not registered had not suggesting that it is not to their best interest to buy from 
turned in railroad certificates. This neglect might result one central place. Mr. Pierson said that he did not believe 
ot only in their failure to obtain half fare return privi it would do any good for the association to write to such 


leges, but might also prevent every one else from obtaining corporations about localizing purchases. He had been suc- 
them likewis« No expense was spared to obtain good cessful in getting some corporations to localize purchases 
n New Orleans or by going to New York and talking to 


talent for entertainment and the committee expected to 











FIFTY OF THOSE WHO ATTENDED THE TWENTY-THIRD 
ASSOCIATION HELD AT WEST BADEN SPRINGS HOTEL, 
Here the reader will observe many familiar faces, including Eddie 
Waddy, Eberhard Faber, William Henry Brooks, Ed. Little, E. S 


Pomerantz, Harry Sharp, Francis B. Irwin, Ray Martin and 
use all the money derived from registrations in that man them He cited large life insurance companies whom he 
ner had seen, in New York a year ago, and had persuaded 
Secretary Byers next read two telegrams, one from Ed them to buy in New Orleans for their New Orleans and 
Chapman of the Helwig-Chapman Company, Portland, neighboring offices. One of the other houses in New 
Oregon, regretting his inability to attend, and another of Orleans got part of this business. 
like tenor from Howell D. Melvin of San Jose, who hoped Mr. Roth pointed out that the Bell Telephone Company 
for the adoption of an aggressive program including means during the last two or three months has made its local 


for obtaining greater revenue, more extensive service to purchases in Cleveland. He suggested that the association 


members, renewal of Harvard Bureau Service and closer appoint a committee to take some action on the matter to 
ooperation between manufacturers and dealers see if the influence of the National Association can not be 
Che secretary then read the report of the executive com exerted upon large corporations. Secretary Byers said that 
ittee* signed by Woodson P. Waddy, Ivan. Allen and the suggestion of Mr. Roth might be put into effect and on 
Edwin H. Sell motion of Mr. Mitchell, such a committee was directed to 
Phe report vas received and reterred to the resolutions be appointed 
mmittee Mr. Tuttle believed that it would be useless to go to the 
Mr. Mitchell requested information as to the contract and big corporations who would simply say that they would buy 
rangement with the new general manager, on the salary of the dealer if the dealer could make the price. After 
be paid. Mr. Allen replied that it is the same that it some further discussion, Mr. Mitchell withdrew his motion. 
as with Mr. Gibbs and on a five-year basis. On motion Mr. Marshall told of one large business man who had de 
he meeting adjourned cided that neither buying under national contract nor buy- 
Conference of Retailers and Furniture Dealers, Tuesday, ing from local dealers was expedient. The answer lies 
October 9. somewhere in between. They are saving much money by 
At this conference, Third Vice-President Charles M buying nationally, but on the other hand if it were possible 
Marshall presided The chairman read the report of the they would prefer to buy everything locally but can not 
third vice-president,* following which he introduced H. ( do so. Mr. Marshall suggested that the association should 
Dunn* of the U. S. Department of Commerce cooperate with national users in their efforts to find a way 
Following the address of Mr. Dunn, Chairman Marshall to purchase without doing injustice to themselves or to 
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an ece both 


Meeting of Field Members 


dealers. It is nomic problem ways 


proposed resolution concerning the application of simpli- 


his resolution is reviewed under the report 


hed practice 























[The meeting was called to order by Fourth Vice-Presi of the resolutions committee given above 
dent Roy J. Simpson, who made a few remarks regarding Mr. Reckford reported that the pencil manufacturers 
the province of the field membership division. C. P. Garvin had been working about a year and a half on a simplifica 
followed with an explanation of what field membershiy tion program. He is chairman of the committee and sug 
implies and suggested that more serious interest must be gested that any complaints be referred back to him in order 
taken by the body as a whole Mr. Webster suggested that the manufacturers may take up such matters fairly and 
that the field membership division should adopt group in without injustice to anyone 
surance On motion, a committee was ordered appointed The president next called for tl report of W. Neill 
oe 
EXECUTIVE COMMITTEE AND BOARD OF GOVERNOR Left to right John F. Molloy Meriden Conn.; 
ivan Allen, Ivan Allen—Marshall Company, Atlanta, Ga.; Sterley F. Jerue, McClain & Hedman Company, St. Paul, 
Minn |. Ogden Pierson, Dameron-—Pierson, Ltd., New Orleans. La.; W. Neill Stewart, Stewart Office Supply Com 
pany, Im Dallas, Tex Woodson P. Waddy, Everett Waddey Company, Richmond, Va Sidney KE. Collins, Auto 
mati Pencil Sharpener Company, Chicago, Ill Francis B Irwit James Hogan Company, Ltd Philadelphia, 
Penna EE. Clifton Wilson, Wilson Stationery and Print ng Company, Houston, Texas; C. L. Mitchell, Crane & 
Company, Topeka, Kan EK. H. Sell, FE. H. Sell & Company, Columbus, Ohio: Roy Simpson, Sanford Manufac 
turing Company, Chicago, Ill William J. Kennedy, Wiliam J. Kennedy Stationery Company, 8S Louis, Mo 
Carl M. Schutz, Browne-Morse Company Muskegon, Mich ind William Henry Brooks, William F. Murphy's 
Sons Com Philadelphia, Penna 
consist ¢ man tt each district t find out whether Stewart councillor to the Chambet t Commerce ot the 
ti tie sure of the travelers to carrv their group nu United States [his report was received and spread on the 
sura t gh the travelers’ clubs or the field membershy records, and was followed by a report by William Kk 
divis rhe following committee was appointed t ! Diehl,* chairman of the Commercial Furniture Division 
nat fourth vice-president Bill Hoge, chairmat Bill The meeting was here turned over to Mr. Diehl as chan 
Pickering, Joe Hildreth, Jim Lacey and Frank Ryan Dhe man of the Commercial Furniture Divist 
committe: it once met and imed W | Smith, ot The ollowed an address by Fred B. Valleau* on Bet 
Chicago, \ responded with a few inspirational remarks ter Othces 
Vice-President Simpson appointed Paul Cheney temporary Chairman Diehl announced that the nominating com 
secreta mittee for the Commercial Furniture Division would be 
Manufacturers’ Conference made up of Conrad A. Netzhammer, Milwaukee, chairman; 
| nference opened at eleven o'clock « Wednesdav E. S. Agnew, Indianapolis, and Charles Roth, Dayton 
vith First Vice-President Richard B. Carter in the chair le then introduced Carl S. Leopold* ot the Leopold 
|. R. Armington as secretary and R. E. Baxter as serg t Desk Company, Burlington, lowa, who spoke on the De 
it-arms ed Payment Plat 
lirst Vice-President Richard B. Carter* read his report Chairman Diehl next called on W \\ (yarrison of the 
ifter wl several resolutions were discussed and adopted \MicJunkin Advertising Company, Chicago, who spoke on 
The nominating committee, consisting of E. Faber. E. S Cooperative Advertising 
Towne and ( M. Schutz, presented the name « ( \l Che committee on nominations re rted the following tor 
Conger of the Irving-Pitt Manufacturing Company t ‘ exect e committe f the ofthc e division tor the 
rst vice-president for the ensuing vear The report was coming vears B. A Tuttle Tuttle Corporation, South 
unanimously accepted Bend, Chairman; ( A. Wile The General Fireproofing 
George Schuster* of the Department of Commerce as Cor inv. Youngstown, Ohio: Robert Dishman, Skinner & 
dressed the neeting on the Simplihed Practice Kenned st Louis: G I Me‘ rgar t the Stow Davis 
General Convention, Afternoon Session, Tuesday, October 9 Company, Grand Rapids, Michigan, and R. F. Gove of the 
he ifternoon sess pened it 2 15 }? M and the Pittsb ry! Office Equipment {( ompany Pittsburgh (on 
president introduced George Schuster* of the United States tor the report was i epted ind the nominees were 
Ly martment of ( mimerce w he spoke the Apph t elected \ icciat That ( mpleted the prograt tor 
and Ben ts ot Simplified Practice the s« nd day 
Mr. Schuster’s address was freely illustrated with charts Wednesday's Proceedings, October 10 
and was instructive and enjoyabl The secretary read a The meetings of Wednesday were devoted to round table 
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discussions and the hearing of various commodity reports 


here were four of these group sessions. Round Table No 
1 was presided over by Third Vice-President Charles M. 


Marshall, with J. D. Hanson, vice-chairman The first 
report heard was that of dealers’ committee on blank 
books.* Then followed the dealers’ report on loose leaf 
devices* and manutacturers’ report on the same subject.’ 


he dealers’ committee on inks and adhesives* reported, 
likewise dealers’ committee on numbering machines and 
stamp goods.* The report of the manufacturers’ 
committee on numbering and dating machines and rubber 
stamps* headed by G. S. Hice, chairman, assisted by Louis 
Melind, and Gust Meyer, was one of the events of the first 
round table session Che final report heard by Round 
lable Group No. 1 was that of the dealers’ committee on 
carbon papers and inked ribbons.* 

Round Table No. 2 was presided over by Charles D. 
Brewer as chairman, with William E. Ward, vice-chairman. 
The following reports were heard Dealers’ committee on 
fountain pens and mechanical pencils*; manufacturers’ re 
port on fountain pens and mechanical pencils*; dealers 
report on pens, pencils and pencil sharpeners*; report of 


anutfacturers’ committee on pens, pencils and pencil sharp- 


eners”; report o! dealers’ committee on hardware and glass 
iré 
Dh report oft the dealers’ committee on leather goods 
nd novelties* was made a part of the record. The report 


was to have been read by Mr. Iseman of Richmond, but 


wing to a recent operation for appendicitis, he was unable 


attend but sent in his report 


The last committee reporting for Round Table No. 2 


s the Dealers’ committee on blue print paper, drawing 


u d | i} le ( } was presided over by | B Clegg as 








Diehl, chairman, and B. A. Tuttle, vice-chairman. The 
following reports were heard: Dealers’ committee on 
wooden desks; manufacturers’ committee on wooden 
desks*; dealers’ committee on steel desks*; manufacturers’ 
committee on steel desks*; dealers’ committee on filing cabi 
nets and steel equipment*; dealers’ committee on filing 
cabinet supplies*; dealers’ committee on safes and safe 
cabinets*; dealers’ committee on commercial furniture ac- 


cessories.* 


All of the reports presented at each of the round table 
discussions were made the subject of comment where nec- 


essary 


Wilson on Value and Use of Research Work 

\t one of Wednesday's sessions, E. Clifton Wilson of the 
Wilson Stationery & Printing Company, Houston, Texas, 
spoke on Research—Its Value; How to Use Information; 
Its Continuance, illustrating his remarks with several ac- 
count forms in line with classifications and decisions made 
by the Harvard Bureau of Business Research in its study 
of the operating expenses of retail stationers. 


These forms covered the following topics: Selling ex- 
pense, classifying salaries and commissions; salesmen’s ex- 
pense; advertising in newspapers; advertising catalogue and 
circular; advertising billboards and electric signs; advertis- 
ing—customers. Delivery expense included rent, insurance, 
taxes, depreciation, interest on invested capital, wages, 
truck supplies, truck repairs, parcel post, sundry expense. 
rhe direct expense form included, rent, insurance, taxes, 
depreciation, interest on invested capital, direct wages, light, 
heat and water, spoiled work, sundry expense. The form 
for administration expense included rent, insurance, taxes, 
depreciation on invested capital; office salaries; officers’ 
salaries; stock clerks and porters; collection expense; dues 
and subscriptions; donations; building expense; short and 
over; postage; sundry office expense; stationery and sup- 
plies, telephones and telegraph; bad debts. Each one of 





THE CANADIAN CONTINGENT AT WEST BADEN.—AIll but two or three of the Canadians present at the con- 


ention are included in this group Ladies Left to right 


Mrs. Grand, Mrs. Armstrong, Mrs. Moir, Mrs. Cook and 


Mr s. Evis Mer Left to right: Perey F. Grand, Grand & Toy, whose friendly sentiments expressed at the closing 


nner were isiastically received; William Pennycook, 
Company; Kenneth Dewar, Grand & Toy; William Lytle, 
Sons, Montreal; Frank Selway, Office Specialty Company; 


Cook & Son; J es Moir, Brown Bros Finlay bD. Chis 

f Stainton, Downey & Evis With the exception 
( \. Wilger as vice-chairmar Che follow 
ng reports were heard Dealers’ committee on paper and 
nvelopes* dealers report on soc ial stationery*: dealers’ 
report on greeting cards*; manufacturers’ committee on 
eting ird report” lealers’ committee n miscellaneous 
tems*: manufacturers’ committee on miscellaneous items* 

tte stee ‘ pper plate engra ing.* 

. 1 Table N 4 was presided er William R 


T. D. Bell, Montreal; Sydney Pringle, Kelly—Pringle Sales 
Jr Lytle & Lytle: Herbert Dawson, C. F. Dawson & 


Albert G. White, Grand & Toy; James P. Cook, James A 
olm, L. E. Waterman Company, Ltd.; and Sydney Evis 
of the two from Montreal, all are from Toronto 


these four forms was divided into general departments, one 
for the stationery department on the left and furniture de- 
partment on the right. The column headings are uniform 
in all four of the forms and include the following columns 
both in stationery and furniture departments: current 
month; per cent to sale; year to date. Two forms were 
given for a loss and gain statement. One was for the sta- 
tionery department and the other for the furniture depart- 
ment. The stationery sales form and the furniture sales 
form were identical in the subjects covered and in the col- 














Os 


umn headings. These subjects included special sales inside; 
net sales; deduct cost of goods; gross gain; direct expense; 
administrative expense; outside selling and advertising; 
delivering expense; operating gain and under financial, 
gains, interest, invested capital, discounts earned. Under 
losses, interest paid; net gain; stationery or furniture as 
the case may be. The first column listed the foregoing 
items. The next three columns were headed current month. 
Fifth column, per cent to sale; sixth column, year to date, 
and seventh column per cent to sale. Typical figures were 
given in these forms showing how they are used. 

Mr. Wilson in speaking of the value of research 
that if every dollar invested in business must earn its hire, 
it is necessary to measure the use of the funds and to set 
up standard by which each unit in the business may be 
measured. We must know what the turnover of accounts 
receivable in our locality should be. To measure the effi 
ciency of the use of capital in inventories and in purchasing 
we must know not only the turnover of our own inven- 
tory as a whole, but by items or groups of items and must 
also know the characteristic turnover of the industry and 
the effect of deficient turnover. We must have similar in- 
formation with regard to fixed investments, expenses, clerk 
hire, outside salesmen, etc., etc. Through research bankers 
are able intelligently to analyze the conditions of their bor 
rowers. The accountant can intelligently analyze conditions 
and point out the business ailments of his clients, furnishing 
measurement with the tools for the successful and intell: 


said 


gent conduct of the business Supplying the means 
whereby one may analyze every factor entering into the 
success of the business. The value of research lies in the 


ability to compare every item of operating expense with 
industry averages and locate excesses to compare turnovers 
of receivables, inventories, fixed equipment, net worth, et: 


with industrial averages. To mark the effects of inefh 
ciency in the use of capital to measure the value of 
salesmen and clerks and to make intelligent budgets of 


operating expenses possible 

It is necessary first to have adequate accounting; second 
to know the fundamental principles of statement analysis 
and how to interpret the data; third, intelligently to com- 
pare individual ratios with industry ratios set up and to 
account for variations, and fourth, to be able to remedy 
conditions clearly adverse. In analyzing the affairs of the 
business it is necessary to consider the trends of volume 
prices, expenses, turnovers, etc., as well as the position of 
the concern in relation to comparative standards for its 
industry and all other external conditions which may affect 
its progress. One can not figure cost ratios, etc., for one 
year and use that as a basis five years later. Figures are 
of value only as they may be used in comparison. 

Mr. Wilson said that without a continuance of research 
trends such as were started by the Harvard Bureau on 1926 
business, changing conditions in the industry can not be 
revealed. Without continuance of research a correct stand- 
ard cannot be available. He expressed the hope that this 
convention would go on record as being in favor of a con- 
tinuous year after year research into the different costs of 
operation in our business 


_ Session of Thursday Morning 

The final session of the convention took place on Thurs- 
day morning, October 11, President Waddy in the chair. 
rhe president announced the first order of business to 
be the report of the grievance committee* by Secretary 
Mortimer W 
The report of the budget committee,* Eberhard 
The 
Faber was 


Byers. The report was adopted and placed 


on file 


Faber, chairman, was next received. report of the 


and the comment of Mr received 
with interest, and on motion of Mr. Pierson, the report was 


the resolutions committee by W. 


committee 
adopted. The report of 
Neill Stewart, was next presented. This report is given in 
substance in the introduction to the present report of the 
convention 

After the adoption of the resolutions committee report, 
that of the necrology committee* was called for. As Mr 
Brooks rose to read the report, the convention stood with 
bowed heads in reverence for those who have passed on 
At the stroke of ‘the gavel the convention was seated and 
Mr. Brooks read the report. 

The 


acti m on 


research committee* 


Monday's 


that of the 
from 


next report was 


which was postponed session 


ia 
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On motion of Mr. Stewart, duly seconded, the report of 
this committee was received and its recommendations were 
adopted. On motion of Mr. Stewart, the 
mittee was continued and authorized to sell subscriptions 
in units of $10 each to advance the work of the committee 
and that sum of $11,000 had 
the executive shall, upon the 
committee, be 


research com- 


when the been subscribed 


committee written recom- 


mendation of the research authorized and 
empowered to contract with the Harvard Bureau of Busi- 
ness Research as contemplated by the report just adopted. 
Mr. Stewart 


in the room an opportunity to make initial pledges to the 


called for a few minutes’ time to give those 


work. He stated that immediately following the appoint- 
ment of the new research committee a campaign will be 
started by mail for subscriptions and suggested that the 


group present should make its fund a nucleus with which 


to start. The following subscriptions were thereupon 
made: 

Browne-Morse Company, 5; Frank H. Fargo, 1; Tuttle 
Corporation, 1; John Ward, 10; Lucas Bros., 5; Barnum 


Stationery Company, 5; Ivan Allen-Marshall Company, 10; 
H. K. Brewer Company, 10; Gregory, Mayer & Thom, 10 
A. Pomerantz Company, 5; Corlies, Macy & Company, Inc., 
5; James Hogan Company, 3; Wilson Printing & Stationery 
Murphy Sons, 5; E. H. Clarke & 
McClain & Hedman Company, 
Company, 1; L. B 
Dameron-Pierson Com 
Kendrick-Bel- 


Tropical Printing Company, 


Company, 5; William F 
Brother, 3; Butler's, Inc., 2; 
5; Koch Brothers, 2; Office Supply 
Herr, 1; Brown, Lent & Pett, 5; 
pany, Ltd., 5; New Orleans Stationers, 10; 
lamy, 5; John M. Cooper, 1; 

5; Carter's Ink Company, 5; 
Association, 15: Mr 


Baltimore Stationers, 5; Rich 


mond Stationers’ Siegert, 5; Eberhard 
Faber, 10 

Mr. Stewart was in two 
If they can get enough to cover the first part they 
If, however, enough is provided to go 


If there is 


explained that the program 
forms 
will go on with them. 
on with the whole program, that will be done. 
less than enough to cover the first part of the program, the 
The first part of the 
following 


pledges will not be used. program 
cost $6,000. The 


were then taken: 


will additional subscriptions 


National Blank Book Company, 5 units; Charles M. Hig- 
gins & Company, 5; Esterbrook Pen Company, 5; American 
Writing Paper Company, 5; Moore Push Pin Company, 1; 
Carolina Office Equipment Company, 1; S. D. Childs & 
Company, 2; Baers’, 1; Office Supply Company of Jackson, 
Miss., 1; Cooke & Cobb Company, 5; John F. Molloy, 1: 
Standard Office Supply Company, 1; Stewart Office Sup 
ply Company, 10; Stationers’ Guild of America, 5; E. H 
Sell, 5, making a grand total of 227 units subscribed 

The president stated that the response was very encour- 


aging, considering the relatively small attendance at the 


meeting. He believed that when the proper appeal is made 
the trade will come forward liberally in support of the 
research proposition. 


Francis B. 


The nominating committee headed by Irwin, 
chairman, reported the names of the nominees, which are 
identical with the officers given at the head of this report 


Brooks. 


instructed to cast the 


motion of Mr were closed, 


ballot of the 


The nominations, on 


and the secretary was 


association for those named in the report 
Following the election of officers, Mr. Stewart was ap 

pointed by the president to conduct the newly elected presi- 

Marshall with 


cheers and applause, the convention standing 


dent to the platform Mr was received 


In response, 
he said 


great 
and | 


sincerely for this 
shoulders 


“Gentlemen I do thank you 
honor that has fallen on my unworthy 


pledge you for the coming year the very best that is in me. 
zo rd 


I told that partner of mine that I have served in 
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PEOPLE WHO ENJOYED THE CONVENTION 1. Part l. Part 


ff the headquarters staff from Chicago Left to right ing, Mrs. Harry Murdoch Sitting, 

Mrs. Inez Watkins, Fletcher B. Gibbs and Mrs. Maud Murdoch, C. M. Conger, president, and Jimmie Pryor 
Akers 2. John King Reckford, vices esident, American From the Russia Cement Company: 

Lead Pencil Company, and Ralph Halpern, both of New cago manager; 

York Buxton & Skinner group, consisting of Messrs H. Arthur, Louisville, Ky 3. 

Hermar Kennedy Schmiederer and Ruedy 4 Cc. M Left to right: Ben Potts, sales 


Mitchell and Harry Hor 


| 


de 


of the Irving-—Pitt Company 


Iron Works Company; W. D 


Art Metal Construction 
ing, general sales manager, 


pany 


Carl M. Schutz, Marion V 


Delegation—Stand 


B. T. Sanders of Gloucester, 
Some steel furniture men 


manager of agencies, 
and Edward A. Keel 
Art Metal Construction Com 
Browne-—Morse Company 
Follin and Matt Massot 


Company, 
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MOSTLY LADIES OF THE WEST BADEN CONVENTION —1 Mr 
Moore, Cincinnati, Ohio; Mr. and Mrs. C. B. Mathes, Toled 0 a * “ 
Stanage and Mrs. W H. Stanage Cincinnati, Ohio 4 Mrs. J Hullett Raltimorse 
Herr, Lancaster, Penna 5. Mrs. Ray V. Schun her. Day 


Maryland; Mrs. J. S. B 
tor Ohic ind Mrs Frank Hi 


Indiana and Mrs Ly B 

port, Conn bow lir contest prize winners 6 Mrs. F. FE. Gordon and Mrs. W. C. Miner, Macomb. Illinois 

Schutz, Muskegor Mictl and Mrs. J |. Hanlor Indiana lt ina s » & Johnson and Mrs. Don DeM 
t Edwin | Baer 10 Mr i Mrs. I 


leff, Indianapolis, Indian ind rs 
Ohio, and Mrs. C. H. Rousch, Madisor 


competitors ’ Mrs r Ls 
Dayton Indiana 














uble harness with him now for a little over thirty years 
d that in case this eve d come about, he would have 
go to work this « g year (laughter) and stay on the 
b and give me a chance to do the best work I| could for 
you and that | pledge you. During the year | shall ask 
for your very close cooperation and | trust your response 
“ ” spontaneous and enthusiastic. Our association has 
roved its worth and we must carry on. Much good comes 
from these conventions to those who attend and | am sure 
each one has profited by our attendance at this meeting 
During my administration | am going to ask the mem 
vers of our association, especially the manufacturing mem 
vers, to seek the aid of the Department of Commerce in 
helping us to solve some of our problems, especially those 
met with in the reduction of items in the too extensive 
lines of many of our factories 1 am convinced there is 
too much chaff; the wheat must be winnowed again and 
again [These over-extensive lines are a burden to the 
maker and of no real benefit to the retailer or consumer. 
Let’s be rid of the indifferent and uncalled for items, and 


concentrate on the essentials to make them better and learn 
to better present to the consumer the merchandise that is 


W hen a new 


left in the lines item is born, let’s bury an 
old one 
‘Under the heading of Simplified Practice, the Depart 


ment of Commerce has this to say: “Reduced inventories, 
more rapid turn-over and greater profits are the benefits 
which Simplified Practice offers to the retailer. The elim- 
ination of unnecessary variety in sizes, dimensions, patterns 
and models in commonplace goods relieves the retailer of 
slow-moving seldom-wanted sizes and types, since each sim 


plification is based on actual demand, the sizes and kind 
most commonly called for being made the basis of the 
simplified line. Idle merchandise, with its accumulating bur 
den of cost for storage, interest, insurance, taxes, shrinkage, 
lepreciation and obsolescence, can make it difficult and fre- 
quently impossible for a merchant to remain in business, 
nless the accumulated burden is passed along to the con 
sumer 
“I am convinced we can pass but little, if any, of the 
load to the consumer t better profits are to be realized, 
they must come through the elimination of the waste and 
necessary cost of distribution; in other words, lower 
er] ad 
Note t Ss servat the report ol the Loose Leaf 
M ] turers ( mi eC In the loose leat catalogues 
present manufacturers, there will be found upwards 
2.500 stock items, the majority of which are slow sellers 
\ vestigation of over $1.000,000.00 of sales by one man 
icture showed that $680,000.00 or 638 per cent of the 
ufacturer’s sales were confined to 12 per cent of the 
s carried in stoch speaking conversely, 87 per 
t of the items stocked returned but 32 per cent of his 
S Such figures will. ot course, var with difterent 
ict ers it wit ill due allowances, there 1s no ques 
ut what our stocks are clogged with inactive items.’ 
\ oubt mat f r other manufacturers find them 
es in about the same position as do the loose leat tac 
es. What a splendid opportunity to do a worth while 
of simplification with the cooperation of the Depart 
ent of Commerce, and they hold out a hand of welcom« 
Id then id be needed 
f something along the line of simplification can be ac- 
lished this ear vill feel our eftorts have been o 
ilue to the trade | sk vour active he ly in this dire« 
We al ve rs ld love—this industry Our work 
or it have t it where t is today Let us resolve 
t shoulde 1 si ] Vi‘ Ww meet new roblems and 
t s as they aris¢ ster and conquer them, and pass 
ndus along t t ‘ will follow sit i | gher- 
me ve found it Gentlemet ] 
k 
O t f M AT resoluti thanks wa 
to M \\ f excellent 1 hicl 
is ( tine < during ths | hic 
< k ged } President V vit i 
Credentials Committee 
\ — c eis 
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1 te 1! the work ot! 


United States 


—*4 


1928 


] 


at 2:30 P. M., and has been in session each day of the con- 


vention 
We the who reg- 
istered in advance at the Chicago office, which expedited 


appreciate very much large number 


our work a great deal. 


We submit herewith the following report: 


Dealers DEGMMEST Dbie i < de Wein dah he dkaees tee 90 
Manufacturing Members ............cccseee0 105 
Asenpcente: MIGUIUNG :< omc ccc is caddis otnlewan 13 
Association Delegates ........ 3 
yy. Bf ere ree ne ee 29 
Non-Resident Members .............sccesee0. 8 
Trade Paper Representatives.................. 6 
fo, ee Pe ee ee wy — 95 
fo ey ee ae : oh cee w d's Cieeebe teks 2 
OT Re ere eee er es 104 

SOU i wsscihevsesc beds cen eee a ee 455 


The report of the credentials committee was received with 
thanks to Mr. Doolittle and his associates, and assistants, 
including Mrs. Maud Akers and Mrs. Inez Watkins of the 
General Manager's office. 

Mr. Cooper then moved a vote of thanks to Geyer’s Sta- 
tioner for the efficient way in which they have handled the 
proceedings of the convention. 
by 


This motion was seconded 
Mr. Brooks and carried, whereupon the convention ad- 
journed 
The Banquet 

\fter a most enjoyable meal, the tables being laid in the 
of the hotel, Charles P. Garvin, the toast- 
caster, appointed W. Neill Stewart, of Dallas to introduce 
the friends from Canada 


great Atrium 
Mr. Stewart paid a fitting tribute 
to the influence of membership of Canadian business men in 
United States associations as doing much to seal the in 
ternational friendship that exists between the two coun- 
tries He referred to the large delegation present at Boston 
and then introduced Percy Grand of Grand & Toy, Toronto, 
as the official of the Canadian 


representative Stationers. 


Some twenty or more were present at the West Baden con 


vention. Mr. Grand, in his response, spoke eloquently on 
the happy relations between the two countries and particu 
larly between the stationers of the respective natjons. He 


pointed out that Mr. Luckett through illness was unable to 
attend. Otherwise Mr. Luckett would be the official repre 
sentative of Canada. The attendance of so many Canadians 
at this convention is another indication of the friendship and 


good will now so manifest between the people of the two 


countries. The imaginary line which extends for five thou 
sand miles between the two countries and referred to as 
the border, is becoming a misnomer. We should think it 


ather as a portal or gateway through which friends pass 
to visit each other. The border line is without parallel 
in the world. It is fortified by nothing but understanding 
ind gcod will now for over a hundred years manifested 
between the two countries. He extended the cordial in 


vitation of the Canadian stationery trade to the stationers of 
the United States to 


Ontario Quebec 


He pointed out that 
of 
beautiful highways and there are two very fine organizations 
Montreal 


visit Canada 


and are now covered by a network 


of stationers in Toronto and He expressed the 
would continue to partici- 
of 


may 


stationers 
the 


Canadian 
line in 
the 


association south the 


‘ger measure until one day we use 


onal in describing the association 


toastmaster expressed appreciation of the remarks of 


srand 


and voiced the suggestion that he take from the 


stationers a word of good will to friends in 


istmaster then read the following telegrams: “Best 











Ge 


wishes for a most successful banquet 
S. Luckett.” 

“Serious illness is the cause of my missing first conven 
your will 


Regret cannot be 


with you. J. 


tion im over twenty years rrust conferences 


Pledge con 


Abrams.” 


industry 
Albert B 
Bill Dawson.” 


result in great benefit to our my 


tinued support for organization 
From Montreal: “With you in spirit 
The 


toastmasters’ 


on fourth vice-president oi 
the Allen Mr. Allen 
the statement that he belonged to the toastmasters’ union, 
observing that the only reason why he was not a member of 
that organization was that they do Democrats 
He paid a compliment to Ed Little as the most 
Chis remark 
the 


toastmaster next called 


union, Ivan shied at 


not permit 


to belong. 
popular man in the convention was received 
that 


the 


with loud applause. He said best loved members 
of the 
in emergencies to conduct these great national conventions 
tHe referred to Charles N. Bellman, Ralph Bauer, Carroll 


Cobb and the man who is with us tonight, Charlie Garvin 


association have been men who came forward 


but it was left to Ed Little to arrange this great hous« 
party here in West Baden Ed Little is the outstanding 
man in this convention and he is going to receive a beaut! 
ful set so that at odd moments he can write us all a 
personal letter A beautiful silver service was then pre 
sented to Mr. and Mrs. Ed Little Mr. Little said that 
the success of the convention had been due to the co 
yperation he has received from other members of the com 
mittee and the encouragement given by the president 


executive committee, Mr. Gibbs ard all others he had asked 


to participate in the work. The hotel has also done every 


possible and the various committees as well. He 


thing 


expressed profound thanks for the gift and the spirit i 


which it was offered 
The 


n a neat speech presented to Retiring President Woodson 


toastmaster then presented Francis B. Irwin, who 
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keen appreciation of the gift. He said that it had been a 
great privilege to serve the association and he had been 
more than recompensed for the labor he had put into the 
task during the past year and the privilege of serving the 
association 

Mr. Waddy introduced new president of the 
association, Charles M. Marshall of Atlanta Mr. Marshall 
pledged himself again to the work of the association and 
said that he would make it a point to attend wherever pos- 
sible every regional meeting, but that the general manager 
would be there in any event in attendance at these meetings 


then the 


wherever by any chance the president will be unable to 
be present. He asked the co-operation of every one in 
making this the most successful year the association has 


ever had 

After Mr. Marshall's remarks, the golf tournament prizes 
awarded by Chairman James R. Armington of the 
This list of prizes is given in the report of 


were 
golf committee. 
the golf tournament 

This was the final event of the banquet, whereupon the 
tables were cleared from the room and dancing proceeded 
until a late hour 
Favors for the ladies consisted of corsage bouquets of 
buds presented by Eberhard Faber 


rose 


The Golf Tournament 


The day was ideal, and the outlook across the course 
from the hotel veranda has seldom been surpassed. The 
course at West Baden is a long one and presents a num- 


ver of difficulties requiring careful play to overcome them. 


Che first tee is near the foot of the hotel veranda, and the 
final green at the end of the long course is but a few 
vards away Thus one may watch the start and the finish 
f a contest from the hotel 

\ large number participated in the usual “East v. West” 




















AN EVEN DOZEN OF INTERESTING CONVENTIONITES 1. Frank Waterman of New York Where Mr 
Allen would have his little joke He said this was the Klu Klux Klan or the Glue Klix Klang. we were not able 
to make out which Left to right: W. S. Pennycook of Montreal: Charles A. H. Thom, Detroit Ivan Allen, 
Atlanta; J. M. Towne, Holyoke; C. P. Garvin, Boston, and H. W. Dawson, Montreal }. Dick Ramsayer . & 
RB. Roberson, W Ward «. Geils and C. L. Mitchell 
P. Waddy a volume containing a few letters which have contest, the score at the finish standing—West, 44; East, 22 
telling in no uncer Waldo Rice made lowest net of all classes, winning the 


come from all sections of the country 
tain what Mr. Waddy's 
This he presented as a token of the regard of the members 


terms friends are thinking of 


best wishes for his continued 


Waddy, responding, 


with 


Mr 


of the association and 


health and pfosperity expressed 


silver pitcher donated by Eberhard Faber 

Allen M. Pearce distinguished himself by making a hole 
in one, receiving in recognition of the feat a special hole-in- 
Wahl Company 


one monument donated by the 











ue 


Following is a list of winners, the prizes and the respec- 


tive donors thereof; last names indicate the givers of the 
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Ink-Ou! 


Tenth low net, pen and Ink-Out set, Frank P. Swan. 


Mfg. Co 
Group 5, Handicap 24 and Over 




















prizes. First low gross, silver candlestick, Charles A. H. Thom, De- 
First low gross, fountain pen desk set, Frank Ryan, Chicago troit. Jos. Dixon Crucible Co 
Wahl Co First low net, silver candlesticks, Wallace R. Lobett, Boston 
First low net, silver berry bowl, A. F. Agnew, Indianapolis Archer-Strauss Rubber Co. 
Irving-Pitt Mfg. Co Second low gross, pewter pitcher, Eberhard Faber. Sanford 
Second low gross, Italian cigarette box, Wm. D. Fox, Chicago Mfe. Co. 
F. S. Webster Co Second low net, one dozen Silver King golf balls, George B 
Group 2, Handicap 9 to 12, Inclusive Ray F. W. Roberts Co. 
First low gross, golfer desk set, Ashton Derby, Gardner, Mass Third low net, desk set, James E. Neary. Sengbusch Self- 
L. K& Waterman Co Closing Inkstand Co, 
> 
=* 2 
Pe soi 
» we 
SOME OF THE WINNERS OF THE TREASURE HUNT AT WEST BADEN.—Left to right: Mrs. Wilkersen, Mrs 
Roth, Miss Sell, Mrs. Maul, Mrs. Detleff, Mrs. J. J. Hanlon, Mrs. W. J. Mackey, Mrs. Hice, Mrs. Dennis, Mrs. 
Rousch, Mrs. L. A. Hawkes, Mrs. Lovett, Mrs. Minor. Mrs. W. G. Robbins, Mrs. Roberson, Mrs. Don DeMay, 
Mrs. Cody and Mrs. Downey Mrs. Eberhard Faber and several others escaped the eye of the camera. 
First low net, silver bowl, H. T. Griswold, Chicago. Nationai Fourth low net, decorated cigarette humidor, Edward Soutb- 
Association Displays worth. Geo. E. Fox Ce. 
Second low gross, decorated cigarette humidor, H. S. Towne, Fifth low net, Conklin pen and pencil set, Lynn B. Emery 
Holyoke, Mass. C. Howard Hunt Pen Co Conklin Pen Co. 
Second low net, steel shaft driver, Chas. M. Marshall, Atlanta Sixth low net, Conklin pen and pencil set, Jos. M. Kager 
Stationers Loose Leaf Co Conklin Pen Co. 
Seventh low net, box of stationery, 8. E. Collins, Chicago 


Group 3, Handicaps 13 to 18, Inclusive 


First low gross, golfer desk set, C. A. H. Thom, Ji Detroit 
WwW A. Sheaffer Pen Co 

First low net, silver sandwich tray, J. D. Headley National 
Blank Book Co 

Second low gross pair thermos bottles Fred Christenser 
Bagle Pencil Co 

Second low net, steel ywstumer, B. FE. Sanford, Ithaca, N. Y 
Sanymetal Products Co 

Third low net. 1 dozen Kroflite golf balls, Alfred J. Meyer 
Detroit Chas. M. Higgins & Co 

Fourth low net, fountain pen desk set, T. J. Leonard, Chicago 
Parken Pen Co 

Fifth low net, pewter bowl, John M. Cooper Atlanta Wil 
son—Jones Co 

Sixth low net Bakelite cigarette box H. G Horde Chicago 
Adams, Cushing & Foster 

Seventh low net. pen and pencil set, C. C. Carpenter, Chicago 
lL. FE. Waterman Co 

Eighth low net, leather work organizer, Frank A. Koch, Des 
Moines Work Organizer Specialty Co 

Ninth low net, eraser and envelope opener set, B. H. Potts 
Cleveland Miller Bros. 
Tenth low net, per nd ink-out set, C. F. Cody Ink-—Out 
Mfe. Co . 
Group 4, Handicap 19 to 23, Inclusive 
Firs w gross, silver sh, W. C. Lytle. General Fireproofing 
‘ 

First w net, sily Frank H. Palmer, Pittsfield “A 
Friend 

Second low gross, traveling bag, Harry W. Balcl Scrantom's 
Rochester, N. Y 

Second low net, steel shaft spoon, D. A. Cril Southwort!l 
Paper C« 

Third w net, 1 t I B. Hustor The Buzgza Co 

Fourt low et r t k ends, Fred L. Coggir Chicago 
Burrows Bros. ¢ 

Fifth low net k shaker and ip, Frank Solway Weis 
Mfg. ¢ 

Sixth low net I n and ne ‘ \ Wilger 
Parker Pen C« 

Seventh low r irge box of stat er ( B. Ross White 
& Wyckoff Mfe. 

Eight low é “ flask (;eoreg Ss Mandeville - L 


Mfg. Co 


Co. 


White & Wyckoff Mfg 


Eighth low net, pencil sharpener, John H. Duncan. C. How 
ard Hunt Pen Co. 
Ninth low net, perpetual calendar, K. O. Gile. R. H. Baxter 


Tenth low net, knife, T. . Heyer. Miller Bros, 
Blind bogey, mahogany butterfly table, A. E. Johnson, Jack 
son P. Derby Co 


Entertainment at the Convention 

On Monday morning at eleven o'clock Mrs. Woodson 
P. Waddy of Richmond received the wives of the regional 
the executive committee 
Light refreshments were served. The meeting was attended 
by the following: Mesdames Waddy, Charles M. Marshall 
Ivan Allen, E. H. Sell, Carl M. Schutz, S. E. Collins, E. C 
Wilson, F. D. Sargent, J. G. Hullett, E. L. Little, Clifi 
Cody, J. S. Luckett, Frank H. Fargo, J. J. Hanlon, J. M 


governors and of members of 


Sell, W. R. Diehl, R. C. Hiller, E. I. Baer, B. A. Tuttle, 
H. L. Nichols, Carl G. King, Fred Colyer, C. A. H. Thon 
and Charles P. Garvin. 


’ * * 


On Monday about eighty women of the convention en 
joyed a bridge party at the Hoosier Country Club. The 
conducted by Mrs. Carl M. Schutz, hostess 
assisted by Mrs. J. J. Hanlon and Mrs. John M. Sell. Tez 
was served during the afternoon. The ladies were much 
impressed with the country club itself and the beauty of its 
The first prize, a handsome traveling clock 
was won by Mrs. Edwin I. Baer of Canton, Ohio. Second 
prize, a beautiful silver pitcher, was won by Mrs. Tracy 
York City. Mrs. Eberhard Faber won the 


party was 


surroundings 


Higgins of New 
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MEN WHOSE 


Convention 


NEARLY A SCORE OF 
CONVENTION l 


HERE WE HAVE 
rHE STATIONERS 


W. W. Johnstone, Jr Milwaukee; Frank E. Hannon, Chi 
dianapolis: Hugh O'Connor. Indianapolis: John D. Steve 
Edgewater oe P. A. Rice Detroit, Mich Alfred it 
wood Company (“. C. Fleming, sales manager, Koh-—i 
wood, George B. Wray « Strauss, Sidney J. Burgoyne 
third prize, consisting of a pair of salt and pepper shakers 
Mrs. C. Lee Downey of Cincinnati was the winner of the 
booby prize, consisting of a fountain pen set Second 
booby prize, a pair of towels, was awarded to Miss Mary 


Kathryn Sell of Columbus, Ohio 

On Monday there was a joint luncheon of the men and 
women of the convention in the main dining room of th« 
West Baden Springs hotel. It is stated that 550 conve 
tionites attended This is more than were registered at 


the convention. Entertainment by professional talent was 
a feature of the event Carl M. Schutz was toastmastet 
and introduced H. W. Dawson, representing the Canad 


! 


aistrict of 


the association 


presenting President Woodson P. Waddy with a gavel 


made of wood taken from the house of James Whitcomb 
Riley, Mr. Schutz quoted a striking passage from the works 
of the great poet The burden of the lines was “he is tl 
kind of a man for u and me Mr. Waddy replied appr: 
priately and with feeling. Charles P. Garvin was next intré 
duced and gave a humorou ddress, taking the charact 





ro uD ¢ 











ACTIVITIES CONTRIBUTED TO THE SUCCESS OF 
f the Aluminum Company of America Left to right 
ago R. G. Learned, Cleveland Darrell B. Davies, In 
s, Pittsburgh: H. R. Ochs, Cleveland: luen L. Dobyns 
Greuser, Buffalo, N. Y 2. Charles Lipman, Graff—U nde 
Noor Pencil Company ! Left to right Cc. F. Under 
John M. Cooper, C. P. Garvin and Williar S. Donnelly 
f the convention manager of the South Baden Chamber 
of Commerce, a purely fictitious organization Following 
Mr. Garvin's remarks, other association officials were pre 


and coun 


Mortimer W. 


humorously 


> . : 
By ers, secretary 


to Mr 


manager, 


sented, including 
l replied Garvin’s remarks 
Fletcher B. Gibbs 
president of The Carter’s Ink Company and first 
M. Marshall 


association: Roy 


who 

B 

vice-pres 
Atlanta, 


Simpson of 


general Richard Carter 


ident of the association; Charles of 
third 
the Sanford Manufacturing Company, 


BE. 


vice-president of the X 


fourth vice-president 


resident, was intro 


Sell of Columbus, Ohio, former p: 


duced and praised for the work he had done in arranging 
the merchandise display Some of the ladies were pre 
sented in the following order Mesdames Woodson P 
Waddy, Carl M. Schutz, William R. Diehl, B. A. Tuttle, 
Edwin H. Sell and Ed L. Little. Ed L. Little. chairman 
of the 1928 convention committee, was presented and 
received high compliment for nis work which made this 
ne of the outstanding conventions in as iation history 
* * * 
On Monday evening an informal dinner s served in the 








Ce 
main dining room of the hotel. There was a comedy fea- 
ture consisting of a collision between two waiters and two 
guests who later proved to be members of the Williamson 
Mr. Williamson at the 


four burst into a which 


convention entertainers interfered 


opportune time and the song was 


heartily applauded. Carl M 
The foliowing 
and Holwerk, 
Minnicks 


soprano, 


Schutz was host at this enter- 


tainment vaudeville artists participated: 


Elsie, a dancing 
Mary 


selections; 


Braun duet; Jockey and 


Harmony Four, singers; Braun, 
Walter, 


dancing by Drexler and Fox 


team, 


meZZo Fred accordeon 
Holwerk, tenor; novelty 


Mickey McShane. 


followed the 


piano 
Sol 
trio with 


Dancing entertainment, concluding with a 


fox trot contest and prize waltz contest. The grand circle 


event concluded the evening. 


‘= y 

On Tuesday morning twenty-three of the feminine visit- 
ors entered the women’s putting contest on the eighteenth 
green Che committee in charge included James R. Arm 
ington, Mrs. Harry G. Horder and others. Following are 
the prize winners and list of prizes with the donors of each 
First prize, won by Mrs. C. W. Roth, Columbus, bridge 
table and four chairs, presented by Ivan Allen Marshall 
Company; second prize, won by Mrs. Eberhard Faber, New 


York, sterling silver bowl from Yawman and Erbe Manufac- 
Mrs. Fred O 


Manufacturing Company; 


turing third prize, won by Dennis, 


Buffak 


( ompany, 


silk umbrella, Dennison 


fourth prize, won by Mrs. F. L. Coggin, Chicago, gold desk 
set, W. B. Carpenter Company; fifth prize, won by Mrs 
r. J. Leonard, Elmwe Park, lady's handbag, Binney & 
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Smith Company; sixth prize, won by Mrs. Frank Ryan, 
Chicago, fountain pen desk set, The Wahl Company; sev- 
enth prize, won by Mrs. J. P. Cook, Toronto, Dix House- 
hold Inventory, Victor Safe Company; eighth prize, won by 
Miss Dorothy Hice, Brooklyn, Kitchindex, Victor Safe 
Company; ninth prize, won by Mrs. Edward Southworth, 
Mittineague, cigarette holder, Ink-Out Manufacturing Com- 
pany; tenth prize, won by Mrs. Stanford Percy, cigarette 
holder, Ink-Out Manufacturing Company. 
* 7 * 

On Tuesday afternoon, about forty-five of the women of 
the convention visited Marengo Cave, twenty-eight miles 
from West Baden. The hostess of the occasion was Mrs. 
W. R. Diehl, assisted by Mrs. R. C. Hiller and Mrs. E. I. 
Baer. The party made the trip in automobiles and about 
two hours were spent in examining the cavern, the guide 
explaining the curious rock formations and the almost in- 
finitely slow growth of the stalactites and stalagmites. 

* * . 
A. Tuttle was in charge of the bowling contest 
The contestants were divided 


Mrs. B. 
held on Wednesday morning. 
into two classes: the experienced and inexperienced bowlers. 
The prizes for the experienced bowlers went to Mrs. Frank 
Mrs. Oscar Maul of 
went to 


H. Fargo of Bridgeport, Conn., and 
Detroit, Mich. 
Mrs. E. |. Baer of Canton, Ohio. 


In the inexperienced group, Mrs. R. V. 


Consolation prize in this group 
Schumaker of 
Dayton, Ohio, won first place; Mrs. C. C. Holley of Des 
Moines, second place, and Mrs. Carl M. Schutz, Muskegon, 


Mi h ; 


consolation pr-ze 





























\ I \ IMINENT \ THE CONVENTION IN WEST BADEN 1 William Henry Brooks and 
I f id A mmer and John A. Jones Frank Fargo, president, Connecticut Val 

Stat ! F. Molloy of eriden, Contr retiring governor, first district 4. William Henry Brooks, 

‘ ‘ | Ogden Piet Eberhard Fabet i Allen 6 H. G. O'Connor of the Gunlocke 


( r CC 


Ivan 
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SOME FOLKS MOST OF US KNOW 1. Theodore Reeves Heyer, Mrs. Edwin I. Baer, Theodore A. Heyer, Mrs 
Gross, Edwin I. Baer (Pretty soft for Ed. Baer in the rumble seat.) 2. Mrs. Fox, Mrs, Walker, Harry 


Vivian 
Horder and Mrs. Harry Horder 


There was a lively entertainment at the dinner on \. Wilkerson, Colonia, N. J.; Mrs. Oscar Maul, Detroit; 


Wednesday night. In addition to those entertainers who Mrs. T. A. Bettlauf, Indianapolis; Mrs. Andrew J. Haire, 
have already been named, there was John Braun, a magi Brooklyn; Mrs. G. A. Hice, Brooklyn; Mrs. William Diehl, 
ian; Fitch Cooper, musical rube, and Elsie in the Varsity Columbus; Mrs. F. O. Dennis, Buffalo; Mrs. W. H. Rice, 
Urag Boston; Mrs. W ( Miner, Macomb, Ill.; Mrs. W. I 
" «9 . Mackey, Chicago 
The entertainment for Tuesday evening included a visit Brevities 
o the “Little Brown House” at French Lick, where a num On Sunday preceding the convention A. M. Pearce of 
ver of the ladies were surprised at the quietness and ordet the Maverick-Clark Lithographing Company, Houston, 
ft the proceedings lex., when playing the fourth hole on the golf links, made 
On Wednesday afternoon there was a treasure hunt undet ‘¢ in one The record stands No other conventionite 
he direction of Mrs. B. A. Tuttle. The ladies participating equalled it, though Ashton Derby missed making a hole in 
were given a clue sheet which described in mysterious one at the fifteenth by about two inches 
terms the hiding places of twenty-four pieces of treasure * * * 
The prize winners included the folldwing Mrs. W. R 
Office Appliances attempted to take a picture of Mr 


Lovette, Melrose, Mass.; Mrs. L. A. Hawkes, Camden 
N. J.: Mrs. D. DeMay, Jackson, Mich.; Miss Mary Kath ; 

ryn Sell, Columbus, O.; Mrs. Eberhard Faber, New York ne a oe 
Mrs. W. G. Robbins, Rocky Mount, N. C.; Mrs. C. L. Dow 


Arminegton’s red golf hose, but the glare was too much for 


nev, Cincinnati, O.: Miss Dorothy Hice. Brooklwn: Mrs. A. B The New York train bearing most of the eastern con 
Robertson, Wilmington, Del.; Mrs. A. M. Madden, Chicago ‘mgent arrived Sunday a hittle after noon. There were 
Che remaining prizes were: Mrs. C. W. Roth, Dayton, O.; seventy-eight in the party The Chicago train carrying 
Vrs. C. H. Rousch. Madison. Ind.: Mrs. Clif Cody. Du many of the western and northwestern delegates, arrived 

Sunday morning a little before eight o'clock. Sixty-five 


yuuque, Lowa: Mrs. J. J. Hanlon, Indianapolis; Mrs. Oscar 


persons made up the contingent for West Baden 


* = > 


Che Canadian group, numbering more than a score of 
people, arrived in West Baden Sunday evening and Monday 
7 > * 


Monday evening at the dance the girls held a beauty con 


test for men, awarding the prize—a jingling collection of 
itchen-ware to Charles P. Garvin Che prize was pinned 
to his coat lapel. A beauty contest for the women resulted 
ina drawn verdict, and all were given first prize badges 


* > 


John King Reckford, vice president of the Americar 


Lead Pencil Company, traveled to the convention by air- 
plane trom Cedar Rapids, Iowa, where he had gone or 
yusiness. Mr. Reckford was an officer in the U. S. Navy 


Flying Corps during the war 
* * . 


om Stagg, general manager 


for A. Pomerantz of Phila 
delphia, won the seventeen jewel Hamilton wrist watcl 


donated by The Sun Rubber Company, which was repre 





sented at the convention by Treasurer T. W. Smith, Ir.. and 


Kdwit I Bigelow, New York representative 





MRS. ED. L. LITTLE OF WABASH, IND 


Mrs. Littl was Chairman of the Ladies’ Enter YY, 2 = 
tainment Committee, and her perfect tact and 

charming personality, her wit and resource Che Williamson Entertainment Bureau of Cincinnati was 
were greatly appreciated by everyone who came ' , , 

in contact with the social side of the conventior employed to turnish entertainers during the urs of relaxa 
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SEVEN SMILING CONVENTIONITES.—1. H. L. Watkins and H. A. Gerlach of the National Bank Supply Company, Milwaukee 
Frank Carr of The Victor Safe & Equipment Company, Marietta, Ohio; E. H. Clarke of E. H. Clarke & Brother, Memphis; 
1. G. Shaw Blank Book Company; Alfred Besser, 3. William 8S. Donnelly, The Modern Stationer, New York, N. Y 


James T. Lacey 


tion at the conventio The bureau, under the able man much halation, which is the photographer's term for the 
agement of Mr. Williamson, brought a fine aggregation of blur of light which attacks the plate when exceptionally 
young men and women, who presented some capital enter brilliant objects are photographed. 
tainment teatures \ll that they did was excellent and eo). 0.3 
they showed themselves heartily willing to enter into the \mong the faces which we expected to see at the conven 
spirit of the occasion and to give even more than the tion but who, for some reason or other, were not present 
ontract called tor. Pollard’s orchestra, which is connected were Mr. and Mrs. Herbert H. Herr of Ream’s, Lan- 
with the hotel, also deserves praise for its conscientious caster, Penna.. 
and tuneful efforts D> “eee 

Che entertainment throughout was capitally done and no The ladies who visited Marengo Cave under the guid 
part of it can justly be complimented over the other. To ance of Mrs. W. R. Diehl. Mrs. R. C. Hiller and Mrs 
music lovers several of the vocal numbers were especially Edwin I. Baer, were greatly interested in this natural 


io ] T . al » » , . . . 
pleasing, particularly those given by the mezzo-soprano phenomenon and particularly in the remarks of the guide 
ind the tenor; the male quartette should also come in for who pointed out the tremendous length of time which it 


special meed of praiss had taken the stalactites and stalagmites to attain their 
’ . present size 
Some of the prizes given at the dinners caused a good - <———— 
deal of laughter. At one of the dinners there was a draw Mr. Wielandy Declines Second Vice-Presidency 
ing carried on with all due solemnity, but we are assured Paul J. Wielandy of the Blackwell-Wielandy Book ane 
that there was no chance about it whatever. Seemingly, the Stationery Company, wholesale stationers of St. Louis 


name of W. Neill Stewart of Dallas appeared in the handsot declined to accept the position of second vice-president of 
Mr. Little as winner of the first prize This was borne the National Stationers’ Association to which he was elected 
down the aisle by a nurse and it developed that it was at the West Baden convention, his final decision in the 





a large doll, which was known as the Orphan and was _ matter having come just prior to going to press. Mr. Wie 
duly presented to Mr. Stewart Che ladies’ prize, als landy is very active in the Wholesale Stationers’ Associa 
borne down to the speakers’ table, was inadvertently to all tion of the U. S. A. and feels that he should not assume 
appearances, dropped on the floor with a loud crash, but additional association activities 

picking it up, it was discovered to be a Mah Jongg set The vacancy in the office of second vice-president wil) 
which the speaker of the day said was about the most be filled by action of the Executive Committee at its next 
iseless thing the committee could have thought of meeting 

[he place cards at the speakers’ table at the nal dinner 
f the convention were of an unusual character They were 
drawn by the nepl ew of Ed. Little a lad ot twelve Eacl 
one was individual, embodying some appropriate design 


ind each was drawn with a finished artistry 

















adi ng comme 
Praises of all convention golfers go to Mr. Armuingtor 
wi worked unremittingly to make the golfing part of the 
onvention a success Throughout all but the last day ot 
the convention he was a serious minded worker, but o1 
Thursday afternoon he permitted himself the one frivolity 
of his convention stay, emerging on the links clad in white 
> t and tré users with : The ry red necktic al d hose ot i — ee — 
seal eslls _ T* : . scihle = . 
lally brilliant hu s said that he was visible tor The charm of the pastoral scene viewed from the hotel was 
miles across the links OMe Appliances’ photographer nhanced by Pete Hoffman and Joe Hildreth at their evening 
er ‘ 2g —" - _~ chores. It was pleasant to see Pete astride of Job, bring up 
attempted to take a picture of this vision, ut the results the cows and to see Joe taking them in to the evening milking 
; . , at twilight Poor light in the barn made it impossible to get a 
vere not tistact € susper tna ere was too picture of Joe on the milking stool 
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Reports of the Officers 


President’s Report 


October 8th, 1928 

Before passing in review the events of the last year It is well 
to pause a moment and pay tribute to those far sighted station 
ers and manufacturers, who in Chicago on October 5th, 1904 
organized the present National Association of Stationers, Office 
Outfitters and Manufacturers To their vision and altruistik 
fidelity we owe a debt of gratitude we can never repay Many 
of these talwart men are here with us today, and by no means 

ast of the that sterling gentleman, the philosopher of the 
ndustry Fletcher BB. Gibbs, Father of this Association To 
these me ill honor is due and to them I humbly make my 
' w 

Membership. 

Fr« i beginning of 80 members we have grown and climbed 
higher each ear until our membership today is approximately 
1,271 Divided as follows Dealers 618 Manufacturers 261 
orgat ‘ ! nd publications 20, Field members 288, Associate 
rn be Art ted members 1! During the last year every 
effort w n t ! ease the usefulness of the Association by 
t? idd ' f much needed membership and I am happy tv 

t ’ w members were secured during the year. This 
ire ri be ew members would be encouraging indeed but 
rt due t var } ea ns the number of re gna 

t t ex eT mber ft w members by 26 

It ver reat pleasur t eport the organization of on 
idditiona! travelis ib, The Central, which was organized at 
the meeting f tl Fifth Regional District at Columbus last 
April. This now giv us six efficient well organized traveller's 
clubs, rendering excellent and valuable service to the Associa 
tion, particularly functioning at the various Regional Meetings 


Weare to be cong itulated upon having the loyalty and co }- 
eration of these splendid travelling fellows 

I al ad re it this time to pay tribute to our sustaining 
memberst s. Their loyalty and support is extremely encouras 
ing to the wl take turns at the wheel and I hope the day is 
ne far distant when this list will be greatly increased 

The Convention. 

After a long series of Conventions in city hotels your Execu- 
tive Committe thought it was about time to have a “‘Housé 
Party and so we have gathered here today in this unique ho 
tel away from the abstractions of city life to enjoy our deliber 
ations, ourselves and our friends Novel entertainments have 
been provided and tl opportunity t at last hold a real Off 
Equipment Exposition in the midst of our activities, in the 
largest room on the continent. was too good to be tru Here 
(harte Garvin can have his Banquet, Ed Sell has already ar 
ranged an Exposition, that a year ago most of us would have 
said wa mpossibl« \ great credit to our Associatior the 
exhibitor ind a monument t Ed, himself In such beautif 
surrounding James R. Armington has planned your golf nd a 
better opportunit than ever before is afforded us all to cu 

at the cial contact which from the very beginning of iY 
organization is | n such a reat factor in building and re 
ta neg friend Down to the minutest detail Edward L, 
Litt cy re ; f tvs C‘onventior Committe« has arrang ! 
{ ' r constant « ertainment and enjoyn 

i fw lo? i leave West I len, better Stationers, bett 
f ! dw nadlier irit worst competito t w 
! t ' ! sult of eed I tt ‘ 
Regional Meetings. 

Lx issun he dutie of office last October it required 

| ! glar t ir bank b nee to determine that the 
toma nee Governors was out of the question TI 
wa i seve! blow since this is the only opportunity to gat 
t lS @ rs together, sche them in the active work of tl 
Associatior irrange a suitabl tinerary of group meetings 
pr ran ar prepare and outline the year's work This should 
never ecu igatir if we are t function through regions a ¢« 
ference f the governors earl ! January is absolutel nece 
sary Without the id of this meeting of governors the ibor 
ous task of arranging the 13 district conferences was gone int 
by mail and after several months of continuous corr: ponds 
a schedule not very convenient to all but fairly economica 


time and travel was arranged between the 13 governors 
myself These conferences began about the first of Februa 
and continued at intervals until the latter part of Juns Al 
these meetings were well attended, the programs highly instru 
tive ind intensely nterestir Your president was able t 
tend ever ! ne fro oast t coast and these Re 


Meetings occurred iy 

Jackson\y ‘ imbus 
land, San Frar . ind 
Sevent! 


Springfield Toronto, Buffalo Raltin 
Waco, Des Moines, P 


Twelve tr ull. the 


Sixth and 


ners were given ir 


Montreal 


luncheons or 


attended 


Moines Resides these cities 
honor of your president and were vy him In 
York 








New Dallas, Houston, New Orleans, lanta, Minneapolis 
St Paul Indianapolis, Spokane Chicago, Los Angeles, and 
tichmond, Va I can testify that our Association is making 
wonderful strides through its Regional work h meeting was 
a credit to the National Association, and an inspiration to it- 
self You are to be congratulated upon having selected 13 such 
Governors as 1 had the pleasure of working with last year 
The rapid growth of these Regional Meetings must be the 


source of intense gratification to the founder of the Regional 
idea, Ivan Allen 
Harvard Bureau. 

No statistics that have ever been prepared for the stationery 
trade have produced the profound impression that the Harvard 
burea one and one-tenth per cent research report created in 
sur industry This first report of a proposed series of investi 
gations was eagerly sought and read by stationers all over the 
land All who subscribed were immediately sent copies and 
mar of those who subscribed for more than a single copy 
donated what they could not use to the Associatior Realizing 
tr mense instructive value of the report I directed our 
General Manager Mr. Gibbs, to send one of these donated 

pies to all who asked as long as the supply should last. Many 

jies were thus supplied to stationers who did not actually 
subscribe to the fund for this work In the absence of further 
noney to pursue this work your executive Committee decided to 
illow some time to elapse in which our mem rship could fully 
ligest and «discuss the report Rea ing the necessity of 
further research, however, I appointed as a spe il committee 
of one, our past president, W. Neill Stewart, to investigate the 
matter thoroughly and bring in a suggestive report at this con 
vention and | know you will hear from him fully at the proper 
tire 

Federal Trade Commission. 

Perhaps the event of greatest importance during the past 
year was the great victory in winning the suit resulting in the 
dismissal by the Federal Trade Commission of their litigation 
igainst the National Associatior The dismissal after four 
years of careful and costly investigation came unheralded early 
in the year The decision of the commission was both sudden 
and final and was welcome news to us all, as it was a complete 
vindication of the activities of your Association which had been 
investigated relentlessly by the government Too much credit 
cannot be given our counsel, Mr. Mortimer W vers, for the 
masterly manner in which he defended u t ery instance and 
in every place the government named The cost of defending 
the National Association in this investigation was approximate 
ly $10,600, of which $5,000 represented expenses other than 
ouns fees, and if to this ar int should b uided the fees 
paid t ittorneys representing the ther defer nts during the 
I l ears T which the ma rt was rf t t would bring 
the total t i very much higher figur net result o 
tained w < in slate but a depleted 

National Index. 
wir nz of the Federa Trade C case oper! 
the w the National Index and it A ‘ ; to pre 
ceed I mplete tl Index along t I riginally cor 
ten ited I National Index s t t ! hand 
? f ‘ ndustry It s tl ! t t \ itio 
ery \ devised and tin W ! stath rs 
‘ ; gs in loos ant _ 
Association News 

4 » asst be made for ’ worn 1 t 
Aas ‘ . News lur y +} past | " . sid 

it rey Ss the ~ i of wi bu lt T tor the 
brief four ig montl ssue Was t } our mailing 
ermit and the magazine in hope that the old saying the 
larkest he s just befor tl daw? ‘ ad r true We 
! i not hav the funds to g reer sue but 
‘ wht a heat t< ep t , P uch time 

‘ “ nm we ‘ 1 muster t ' j ‘ ? eSsarv 

" redital Asse tion News pe that 
s s now arrived 

Stock Control. 

rhe s ontre dea has growr j il 1 ny hur 
reds of ir dealer me bers who have fu pera 
or S eft ive are the tf t of t ad st k cor 
. , et United States D ' ft‘ re work 
gon a pamy et to be issue t s ‘ This is 

gr cog! t f ti } f s rol and a 
’ ment to « M ( M Marshall 

, | ; \ ‘ Presid ‘ 


Executive Committee 
Att time 1 want t enEeem +} . Execut 
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A. J. Walker, Oscar Modene and 
Madison, Indiana, 20. H. P 
Mr. and Mrs. C. K. 
Blank 
Mrs. 





Among them we discern 


left and Mr. Bssick fifth. 19. Mrs. C. H. Rousch, 
Rochester, and Mre Harry Horder, Chicago. 21. 
of Cambridge, Mass., and Fred Coggin, National 


W. R. Essick, Decatur. 25. 


n Mr. and Mr Essick of Decatur chaperon several men 
s fourth from the 


Kirbe Manufacturing Company 


Rockwe f the Yaw an & 
Wadhar ( ne & ¢ Dp Ir Daltor Mass 22 Mrs. W. R. Lovett 
‘ ! ( g Keeping score at the women’s putting contest 24. Mr. and Mrs 
Hiaw I 4. Hawkes of the C. Howard Hunt Pen Company, Camden, N. J 26. Four bridge players, one of whom won 
wl the ladies are playing. in a contest Around the table from left to right: Mrs. J. N. Hobbs, Chicago; 
Oscar Maul, Detroit Mrs. C. W. Rotl the winner, and Mrs. E. H. Sell 
Ss <4 Re 
PRAY ee AL 

















F. M. Barton, 





Morton Company, Louisville; 





> EW lI. KNOWN FACES l. J. D. Headk Seatth 2. V. E. Teeter, John P 
Ss esk Com} J. William Clark, J n P. Morton Compar George H Alf, Tri-State Office Equipment Company, 
H. ¢ “ n | Morton Company H. V Roswe'!l, The Macey Company; M. M. Rousch, Acme Staple Com 
! _ McLaughlin Soston 
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Committee, Ivan Allen and Ed Sell, past presidents of the As- 
sociation, who have shared with me the responsibilities of the 
Association and given me freely their experience gained in 
previous administrations Our deliberations have been most 
Jeasant and every decision has been unanimous 

Removal of the General Office. 

Early in the administration t was decided that the best in 
< t of our Nationa! Stationers’ Association could be served 
by the removal of our headquarters to the national capital at 
Washingtor dD Cc where there are now several hundred or 
ganizations similar to ours It is believed that our Association 
can serve and be served better by getting in step with the work 
that is being done by the government and the United States 
Chamber of Commerce Washington is a neutral city and 
ocated there is the Department of Commerce, Bureau of Stan 
lards, Federal Trade Commission, Tax Department, and many 
other branches of our National Government Though not quite 
centrally located geographically speaking as other cities it is 
more centrally located to the membership numerically speak- 
ing and the headquarters in Washington can serve the mem- 
bers to better advantage than anywhere else, and this ac 

ints for the decision of your Executive Committees 

Change of General Manager. 

It is with profound regret that the move of the general office 
entails the loss of our present General Manager whose home 
as been in Chicago for many years and though he appreciates 
the advantages of having the office in Washington, he does not 
are to make the sacrifice of moving It then became the 
luty of your Executive Committee to find a General Manager to 





succeed Mr. Gibbs, which in itself was a very large task Our 
diligent search was finally rewarded when we found that Mr 
Charles P. Garvin could be induced to accept the responsibili 
ties of this office No more fitting selection could have been 
made We know of no man in the association so versatile, so 
well acquainted with the membership, and more familiar with 
the responsibilities of the office 4 man who has served the 
Association in many capacities and has served well Chair- 
man of committees, Governor, First Vice-President, Chairman 
of the great Boston Convention, toast master extraordinary. 


ruthor versatile writer travelling man, manufacturer and 
familiar through his travels with the problems of the stationer 
ind with a personal acquaintance of our membership from 
coast to coast | am very glad at this time to announce that 


the Executive Committee has been able to negotiate satisfac- 
tory arrangements with Mr. Gibbs for the balance of his con 
tract and have concluded arrangements with Mr. Garvin to 


take up this work beginning December first of this year 


Change of Name. 


Out dustry is such a diversified industry and consists of 

many classes, groups and commodities that it is impossible 

have a name cover them all, and much complaint has come 
to the Ass ation on account of the length of the present 
name The National Association of Stationers, Office Out- 
fitters, and Manufacturers Your executive Committee there 
fore concluded to recommend to this convention the shortening 
of our name and have it read “National Stationers Associa 
tion a three word name which is the name it is known by 
ill over the world and which we might as well recognize The 
dea being not to change the design of the emblem, but to re 
talr ! the emblem the two words “Office Outfitters’’ and 
Manufa ers’ as is shown in the placard to my right 


in Conclusion. 


In cons sion I wish to thank the Executive Committee, the 
fficers of the Association, the Governors, and the rank and file 
of membership for their whole hearted support during the past 

ar A strenuous but a very pleasant year for me One that 
gave me any opportunities of contact that proved in every in 
stance very pleasant and resulted in the formation of many true 
friendships which will last, I hope, as long as I shall live 

- 


First Vice-President’s Report 


The verbatim report of Richard B. Carter of Boston, first 

e-president, is not available at the present time It was 
presented at the meeting of the manufacturers’ division, which 
pened on Tuesday at eleven o'clock in the morning with about 
ghty members present, Richard B. Carter, first vice-president, 
residing Mr (Carter's report was listened t« with interest 

1 close ttention, for in it he laid several important matters 
before the division for actior These matters are treated in the 

lowing resolutions wt h were passed immediately after the 
reser it ? f the report 

Resolved That while the manufacturers have recognized the 
special reasons of this vear for disregarding the vote of the 


Washington convention in regard to merchandise exhibits and 


ve cheerfully cooperated in the exhibit plans for this conven- 
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tion, they wish to reaffirm with emphasis the position taken on 
this subject by the Manufacturers’ Division at Washington in 
1926 

Resolved: That in order to strengthen cooperation between 
the dealer and the manufacturer elements of the association, 
the Manufacturers’ Division recommends that the by-laws be 
amended .so as to provide that the First Vice-President shall be 
a member of the Executive Committee and suggests that until 
such amendment can be made, the First Vice-President be 
invited to attend the meetings of that committee. 





Resolved That the Manufacturers’ Division will be glad to 
govern itself by any expressions of views on the subject of 
entertainment at conventions or regional meetings that may 
be transmitted to it by the Retailers’ Division or by the con- 
vention as a whole. 

The immediate financial needs of the association involved in 
the change of headquarters and official personnel were laid 
before the division and encouraging progress was made toward 
raising the amount required. A special committee was ap- 
pointed through which members of the division not present 
will be given an opportunity to participate. 


Oe 


Third Vice-President’s Report 


Since our 1927 convention, it has been my privilege to attend 
meetings of stationers at Boston, Springfield, Waco, and Jack- 
sonville. From what I gathered at these conventions and from 
what I observed in visiting with the trade, I can feel no dis- 
couragement at the progress being made by our more progres- 
sive stationers. Their growth has been steady and sure. Their 
efforts in working out and meeting their problems, and in 
serving their community have been rewarded by good business 
and fair profits 


Unfortunately, many of our members have not awakened to 
the fact that a new day in retailing has dawned, and have not 
made changes and adjustments to meet the new conditions 
Business is not done today like it was even five years age. 
For one thing, we are in a buyer’s market, and this condition 
is likely to hold for a good many years. And then, different 
goods have come to the front. (An example is visible files and 
records.) Different goods have necessitated new ways of selling. 
and these call for different salary and commission adjustments. 
Consolidations, chain stores, and national contracts have given 
a new competition to grapple with, a different kind of service 
to compete with. Shrewd purchasing agents of large industries 
who buy in quantities have produced a condition that our mem- 
bership does not seem to be able to meet successfully. Un- 
fortunately, most of the very large orders seem to be carrying 
no profit This is a condition that must be recognized and 
faced. Its handling calls for our utmost intelligence if we are 
to preserve any appreciable part of this kind of business to our 
membership at a profit. 


The pace has quickened, the game is faster and harder. It 
requires more thought, more careful planning, and more hard 
work. But all this makes it so much more interesting, so much 
more worth while 

[ am confident that our membership, through co-operative 
effort and individual initiative, will meet the challenge of 
changed conditions and forge steadily ahead. Don't lose heart 
There are more brains in the industry today than ever before, 
and more constructive thought is being given it. There are more 
and better goods to sell than were dreamed of a few years ago, 
and there are more consumers to sell them too. The public, as 
a whole, appreciates quality and service more than ever and 
are willing to pay for both and, what is more comforting, our 
customers—business men and corporations—have more money 
with which to pay. 

Mr. Klein of the Department of Commerce, in speaking of 
the independent merchant in competition with large selling 
organizations and chain stores, has this to say: “In the last 
analysis, the independent merchant will maintain his place in 
proportion to the efficiency with which he performs his func- 
tions and renders a real service to the community. The man 
who is unwilling or unable to take advantage of new methods 
or new developments must, of course, risk ultimate failure, 
just as today the farmer who attempts to cut his grain with a 
cradle scythe could not hope to compete with the man who 
uses modern harvesting machinery 

Let's be up and at it! As I see things, good times are ahead, 
but net easy times Good money is to be made, but no easy 
money For future profits will accrue only to those who dili- 


gently work and earn them 
tespectfully yours 


CHAS. M. MARSHALL, Third Vice-President 
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Report of Secretary and Counsel 


The reports of the undersigned 


1926 and 1927 Annual Meetings 


referred to the Proceedings instituted 
Federal Trade Commission against 


Local Associations; it has thus 


honored custom to devote a portion 


ject, and, once again but for 


observed, the subject is referred 


may be completed and finally 


this annual custom without regret 


When the last report was submitted, 


the fact that the Brief for this 
of preparation; that labor was 
firet of December, and the case 


fore the Commission in Washington, 
year It ocuplied the entire day 
senting the New Orleans Association 
representing the Stationers Association 
ris Popper, representing the Wholesale 
and Mr. John W. Ogren, representing 
city of Chicago, generously accorded 
of the time that was allotted to 
tentions of the National Association 
pletely as was possible within the 
Mr. Walter B. Wooden, the attorney 
ed and closed the argument and 
to refer to all the issues or contentions 
record of over 7,000 pages accompanied 


it was believed that the various Briefs adequately 


maior issues 


Under date of February 15th 


counsel were notified that the Federal 


dismissed the entire Proceeding 


it is worthwhile to recall that 





comprehended 


1925, 
necessarily 
the 
sundry 
time 
sul 
thankfully 
record 


‘ 
of 


to 


course 
the 
be 
this 
repre 
Dunn 
Mor 
Association, 
the 
much 
con- 
discussed as com 
for argument 
open 


possible 


a 


exhibits 
prese nted the 


its 


had 


in 
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twenty-one cities of the United States during the period that 
the Proceedings was pending, and that every active Local 
Association, and every city in which the work of the Na- 
tional Association was believed to be conspicuous, were visited 
by the representatives of the Commission, and the testimony 
of prominent § stationers, consumers and the complainants 
length and detail; 
thus it would seem that this organization and the various 


against the Association was taken at great 


Local Associations involved have gone through a most pains- 
taking and thorough investigation, and have successfully sur- 
vived it 


The National Index has undergone a process of analysis, in 
the effort of the Federal Trade Commission to destroy it; that 
ordeal established the surest vindication of the scope, purpose 
and use of that publication which can well be imagined 

A by-product of the Proceedings, probably not contemplated 
by those responsible for its initiation and maintenance, is found 
in the fact, that many stationers in various parts of the coun- 
try, who had been members of this organization for a number 
of years, received an education in the scope and purposes of 
the Association which cannot fail to be of value to them 
or it Men who previously had only a vague conception of 
the work of this organization, gained a new respect for it and 
for the stationery industry when they learned, at first hand, 
that this Association had attained the dignity of receiving 
Official attention at the hands of the United States Govern- 
ment 

Men who had always assumed that the calling of the sta-— 
tioner and the stationers’ national organization were not re- 
garded as of very great importance in the affairs of mankind 
speediiy corrected that view 

It may weil be that, during the coming years, this Asso- 
ciation will increase in stature and in the favor of all to whom 
it ministers, as the result of the costly and tedious experience 
which was a calcuiated effort to destroy it 


Following the presentation of the report of the Committee 
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’ Mrs. L. W. Froelich of Cincinnati, Ohio; Mrs. B. O. M artin of Toledo, Ohio: Mrs. E. H. Sell, Mrs. Ed. Little and 
lames E. Neary taking the names 10. Charles P. Garvin and Mrs. Garvin 11. Mrs. Gosiger and Paul A. Gosiger 12. Mr 
nd Mrs. I Doolitth l Mrs. Frances Johnson, Chicago, IL, and Miss A. M. Madden, Add-A-Unit Partition Company, Chi- 
iZ iT 14. Mr. and Mrs. Christian Laucht, Baltimore 15. Mr. and Mrs. Charles M. Marshall, Atlanta 16. H. B. McMaster, 
The Berg Manufacturing Company, and Mrs. Carl M. Schutz, Muskegon. Mich 17. Mr. and Mrs. L. W. Froehlich, The J. F 
Dietz Company, Cincinnati, Ohio, and D. W. Collins, Oklahoma City 
n Re ms at the st gene! meeting of this Association, that the complaining corporation will ultimately achieve no 
tl undersigned mad: 1 statement relative to two lawsuits, greater success in these cases than crowned its efforts in in-— 
rought by Sidney-Morris & Company, an Illinois corporation stigating the Federal Trade Commission Proceedings above 
t) I ted States District Court, Northern District, Eastern referred to 
Divisi f Illinois, against this Association and ninety-—four Standard Price Legisiation. 
fendants, some of them corporations, some individuals, and It again becomes necessary to direct your attention to the 
me co-partnerships, and some them members of this Asso question of Standard Price Legislation 
atl ind which lawsuits were started on October 7, 1927 There is reason to believe that the Federal Trade Commis- 
r a those two ses was explained in that stats sion is favorable to such legislation, although no definite and 
n t. and it is . ” t iterate the information thers final announcement to that effect will be made pending a can- 
‘ rimes vass of the questionnaires, with which many of you are fami- 
rhe . on -_ te an entre’ be the Some liar, that have been circulated in the past few months. One 
Sante. tp Ta Sie “= ih the frm of iaviek Walt year ago, a resolution was passed by this Association, request 
® Herenrh Escs hath ; leaes. ané. aimociated Sith ing the members to answer the questionnaire fully and fairly, 
=e ont cas ss un attorneys representing certain of to the end that the Federal Trade Commission might be placed 
the Gifendnntn: is nderalaned. of Ge@rek. ta Chasen’ qth « in possession of the broadest possible experience of our mem- 
defit - eibilits staat EN Te RIE bers upon the subject of Standard Price Legislation. 
Nation Associat re concerned Many of the members have taken the time and trouble ade 
; quately to reply to the questionnaire, and it is hoped that those 
” thes ; 7 = qurty for an injunction and who have not done so will be minded to follow this good ex 
“is ind, in that von it number of interrogatories ample, because, if the Commission should finally approve of 
ive bees led, tl swers to which were prepared during such legislation, it is natural to expect that Congress will be 
Spring of this year, at ry considerable expenditure of considerably influenced by that action. As it is, the Sub-—Com 
e and effor T ow an action at law for trebk mittee of the Interstate and Foreign Commerce Committee of 
nages, and it is belie ul the suit In Equity, with Its+ tne House of Representatives has filed a report with’ the full 
— S interrogatories intended by the complainants Committee, approving the Kelly-Capper Bill in principle, and 
dof tl hate this, in itself, is a great gain for the cause being urged by the 
\s t x nm efendants, none of whom r+ sponsors of that Bill 
ed , aepeteae ithin the Federal District hi This report cannot appropriately be brought to a conclusion 
is wiibvor - orders of dismissal have been et without an expression of deep and lasting appreciation to Gen- 
1 a ’ ’ ns ide for that purpose, so that eral Manager Fletcher B. Gibbs for the active help and assis- 
ose a aat ‘ any further responsibility it tance that he rendered throughout the entire conduct of the 
! ‘ with thes es Federal Trade Commission Proceedings, including the prepara- 
‘ fforts I nature re being made to have tion of an analysis of the National Index which was of great- 
WSUIT dispose t ground that 1 cause of action is est help on the argument and which was received by the mem- 
t! ar a decis I it content s to be anticl bers of the Commission, at the close of the argument, with 
d ir I r fut every indication of interest in its contents. Throughout the 
4 th : by rd to these two cases, of a course of that long and tedious litigation, four of your Presi- 
a nature a that ffort is being made adequately te dents and your other officers, and likewise the officers of Local 


belief f tl undersigned Associations, were extremely helpful in assisting In the presen 
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tation of the common cause, and the happy outcome of that 
case was definitely promoted by that loyal and wholehearted 


assistance and encouragement 
Respectfully submitted 


MORTIMER W. BYERS, Secretary and Counsel 


General Manager’s Report 





October 8&8 1928 


Once again it becomes my duty and pleasure to appear before 


Ta 
an 








SOME OF THE REPRESENTATIVE STATIONERS l 





4 Competition of Effort in Place of Competition in Prices 
Better Management 

More Expert Buying and Selling 

An Efficient System of Stock Control 

4 More Efficient System of Cost Accounting 

The Elimination of Trade Abuses and Unethical Practices 
The Study of Simplification and Standardization 


In this work we have had the hearty and liberal support 











P. Waddy and J. Ogden Pierson pledging something or other 


2. Fred Valleau, J. D. Hanson, Harry Stringe, Charles M. Marshall, Allen Pierce and Austin Leftwict ; G. 8S. MeCormick, 
John J. Duncan, M. S. Dimmitt, R. L. E. Nelson and John Duncan 4. The three Duncans: John H. of the H. C. Cook 
Company, Ansonia, Conn.; John H. of The Diehl! Office Equipment Company, Columbus, Ohio, and Jehn J f E. H. Sell & 


you and briefly review the work of another year 


I will first give in as few words as possible—for the benefit 
of our visitors and guests—a brief outline of our organization 


The National Association of Stationers, Office Outfitters and 


Manufacturers was incorporated in 1904 under the laws of 


State of Illin« since when it has functioned for twenty-—fo 
years without nterruption 
Because of the epidemic of influenza prevailing in October 


1918, and the edict closing the city of Richmond, Va to 


public gatherings the holding of the eighteenth annual conven 
tion had to be given up within a few days of the date upon 
which it was heduled to be held This Twenty-third Annual 


Conventior therefore closes the twenty-fourth vear of 


1s80K tion's tiviti 


Our membership represents all branches of the industry, lx 
those who produce the goods and those who distribute them 
The associatior iffairs are directed by a Board of Gover 


nors, consisting of its officers, the governors of its thirteer 


egional district ind its past presidents When the board 
not in sessior : f its powers—including the filling of 

mote how er, occurring—are exercised by the Execut 
Committe or ting of the president and two other member 
f the board app ted by the presiden’ with the board's 


Subject t t} iuthority of the president and the Execut 
Committee the ral manager conducts the business act 
ties I \ : ! 

For the past eight years the Assoc ition’s headquarters oft 


has been located in Chicago 


r? purt ft Associatior s t establish a spirit 
friendshil; nad operation in the ndustry with the view 
rende! x t iT fferent classes of membership a mutua 
helpf sery ‘ rid f better business 

This purpm s being carried out through the co-ordinat 
f the activitle f the officers, the regional governors, t 
various committ: ind the members themselves, under th: 
rection of the president and his associates on the Execut 


We must bear n mind that the Association was orgar 


primarily in aid of the distributor and its work has been to a 


vance that branch of the industry in the development and 


of certain fundamental principles of good merchandising, t! 





will lead t better business, su is 


the 


our manufacturing members—probably to a greater extent than 
will ever be known 

The program so ably prepared for this meeting by Edward 
lL. Little, chairman of the convention committee is a fair 
illustration of the methods used by the association to inculcate 
those principles in the minds of our members 

Programs of a similar but less elaborate character were pre- 


pared for the twelve meetings held from co: to coast during 





the year in the various regional districts—where were reached 
many hundreds of distributors who seldom con to our annual 
conventions 
You have already been told about these meetings and their 
iccess by President Waddy to whom too much praise cannot 


be given for the faithful manner in whic] at great personal 
neonvenience and sacrifice he attended them all and assisted 


in the programs 

Nor must we forget the governors of these districts who— 
while engaged in the pursuit of their business affairs—not only 
issumed the burdensome details of preparing for these meetings 
but labored throughout the year in pror ting the nterests of 
the association in their various territor 


we a deep debt of gratitude 


The Value to Business of Trade Associations 





The d impression which prevailed for so ny years that 
the sole purpose for which a trade ass ition was organized 
was that of establishing prices, I am happy to state s gradually 
fading from tl minds of the public and sucl ciations are 

w regarded in the channels of business and by the federal 
t t is well s mediums rough w irge amount 

stru ve work has beer d in s : lished in 

] business 

I a npr ensive bool f ‘ izes s ject of 

; ASSO ‘ ’ activit S re< ? ec ’ | S De- 
partr ( merce he tra ISSO ! s en aptly 
‘ } rgair int ‘ } isir ee Ww g wil reé the 
liv il ma xchange his experiences for tl wisdom of an 
industr In tl f word of that san publication, Mr 
Hert Hioove former Secretar of Cor r makes this 
= i ene 
While our industry and commerce must be used upon in- 
entive to the individual, yet the national interest requires a 


ertain degree of co-operation betweer ndividu s in order that 
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we may reduce and eliminate industrial waste, lay the founda- 
tion for constant decrease in production and distribution costs, 
and thereby obtain the fundamental increase in wages and 
standards of living.” 

The U. S. Chamber of Commerce, through its many bureaus, 
has been extremely helpful to the executives of trade associa-— 
tions. which under its helpful suggestions have been steadily 
seeking improved methods of operation. 

During the last year that great organization of business, the 
Chamber of Commerce of the United States, has opened a de- 
partment for the promotion of trade association work under the 
guidance of Dr. Hugh P. Baker, from which this association, as 
a member of the national chamber, will doubtless profit. This 
department as yet is new but is rapidly developing under Dr. 
Baker's leadership Its purpose is to outline and promote the 
use of these services which trade associations can render with 
advantage to their industries and with benefit to the public 
welfare. 

These two helpful agencies with those many other varied 
sources for special information, which are centered in the na- 
tional capital are causing many of the national trade organiza- 
tions to locate their headquarters offices in the city of Wash 
ington 
The Survey of the Industry by the Harvard Bureau of Business 

Research 

The survey of the stationery industry made a year ago by 
the Harvard Bureau of Business Research, under the guidance 
of Chairman Fred P. Seymour of the National Research Com- 
mittee was one of the outstanding accomplishments of the 
association 

Five hundred copies of Bulletin No. 67, containing the bu- 
reau’s report on the “Operating Expenses of Retail Stationers 
and Office Outfitters in 1926," were ready for distribution at the 
Boston convention, when every subscriber present at that 
meeting was given a copy, and after its close one copy was 
mailed to each of the other subscribers 

All who pledged more than a single unit subscription were 
advised that they were entitled to one copy for each unit and 


asked that—unless they had special use for the extra copies— 


resulted in receiving 129 requests for copies out of a possible 
390. 

3y request of Chairman Seymour, the Chicago office under—- 
took the responsibility of collecting the amounts pledged to the 
fund used to finance this service; 1,086 3/7 units of $7.00 each 
were subscribed by 376 individuals, amounting to $7,605.00 The 
3/7 of a unit is explained by a single contribution of $500.00 
(71 3/7 units) made by a leading New York City stationer. All 
but seven units, $63.00, were collected. After deducting this 
amount and adding $42.08 for interest on bank balances, our 
total collections amounted to $7,584.08, which was banked in a 
separate account from that of the association. 


Six thousand nine hundred dollars and ninety-three cents 
was paid to the Harvard Bureau of Business Research and 
$300.78 paid by authority of the executive committee to the 
treasurer of the national association to cover stationery, print- 
ing, postage. etc., leaving a balance in the national research 
account, after the payment of all bills, of $382.37. 


It is my hope that this service can be repeated in some one 
of the ways that will be suggested to you at a later period by 
Past President W. Neil Stewart. 

Simplified Practice 

The association has been asked to endorse two movements 
in aid of simplified practice. 

The first is a request from the National Association of 
Purchasing Agents that we approve the simplified invoice form 
which is a unification of the “national standard’ and the 
“uniform invoice.” This was endorsed by a joint committee 
representing the supporters of both forms at a meeting held in 
Washington on February 16, 1927, under the auspices of the 
Division of Simplified Practice, U. S. Department of Commerce, 
since when the simplified invoice has been approved by thirty- 
eight of the leading national trade associations, including the 
American Institute of Accountants, the Direct Mail Advertising 
Association, the National Association of Credit Men and the 
National Association of Purchasing Agents. 

This request is referred to the resolutions committee with 
the recommendation that the simplified invoice form be ap- 
proved by the association. 








ep hota ae cia 























WATCHING THE GOLFERS FROM HOTEL VERANDA, 


WEST BADPN.—1. L. B. Emery, Detroit; Ed. Southworth, Mit- 


tineague, Mass H. W. Balch, St. Paul 2. D. W. Collins, Oklahoma City; C. W. Honeywell, Wilkes-Barre; E. G. Vortman, 
Cleveland Fred Witherington and E. W. Nelson, Diebold Safe & Lock Company, Canton, Ohio. 


be permitted to retain them for distribution 


among those members who though failing to contribute to their 


ost of production, probably needed the information which they 
ontained 

Respouses to this request were prompt and enabled us to 
retain nearly 900 copies for free distributior 

I suggested to the executive committee that a single copy of 


these donated volumes be sent to each member who had failed 
to subscribe to the fund, but while the members of the com- 


mittee favored this suggestion in the abstract, they thought 

it if a member first signified his desire for a copy, he would 
be more apt to give it study when received We therefore 
addressed to those members a circular letter under date of 
January 30, 1928, the gist of which was contained in the first 
paragraph reading Six ents ir postage enclosed with a 
written request will bring t you by return mail a copy of the 


Harvard Bureau's report n the stationery industry.” This 


The second is in the form of a notice coming from the 
Division of Simplified Practice of the U. 8. Department of Com- 
merece, calling attention to the joint effort of the Wholesale 
Stationers’ Association of the U. S. A. and the manufacturers 
of pencils to simplify lead pencil lines. This effort, known as 
Simplified Practice Recommendation No. 65, was started at the 
annual convention of the Wholesale Stationers’ Association in 
Wilkes-Barre, Pa., in 1927, and has progressed to the point 
where the joint conference working in co-operation with the 
Department of Commerce in behalf of all interests has submit- 
ted a report of its recommendations. 

Producers, distributors and consumers of lead pencils have 
been asked to accept these findings, which were to become 
effective October 1, 1928, for a period of one year or until the 
present schedule is again revised 

Members can obtain copies of the schedule by addressing the 
Secretary of Commerce, Washington, D. C., but it must be 
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understood that tl 
joint 
of the I Ss 
cent of the 
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schedule represents the conclusions of the 
conference only and will not have the full endorsement 
Department of Commerce until accepted by at le 


80 per manufacturers, distributors and users of 


encile as eatimated by volume of annual produc tior 


committee with the 


This. to« is referred to the resolutions 
recommendation that this association expresses its commenda 
tion of this effort f the Wholesale Stationers’ Association and 
the pencil manufacturers to simplil lead pencil lines, a move 


ment to which this association pledges its aid 


I further commend that the issociatior provides for a 
permanent committee on st dardization and simplificatior 
which shall be privileged to initiat work of this character and 
to approve for the association . ilar movements begun and 

mpleted | ther 

The Information Bureau 

The association has bee maintaining for the use of its 
nembers ar nformation bureau, the object of which is to fur 
nish members with needed information of any kind or character 
(except price or discounts) elative to merchandise that is 
ither recu sold r occasionally called for in stationer 
7 res 

Phis servi perated at an annual expense of approximate! 
£1 800.00. has be rried on f re than eleven years, during 
which the issociation has been collecting from manufacturers 


and other sources stalogues, folders and advertising clippings 


Its files now contain the literature of nearly five thousand 


manufacturers and our records show that the service has been 


wed by 1.039 different inquirers, a large number of which have 
sought its ssistance many different times In fact, as many 
is 1 epara applications for information have been received 
on is w ember! 

In seeking economy in operation, the value of this servi 


questioned While it is true that its use has bee 


irgely confined to members having small business organiza 


tior it must be Imitted that a number of our largest dealer» 
ive each used it more than ne hundred times 
If this valuable ervice is ft be discontinued, now is 

















SIXTEEN MEN PROMINENT AT 
Orleans 2. Otto Kretchmer and E. H 
Walker of Akron, Ohio 4. William A 
N. J., and John D. Cardinell of the same 

; Martir 


and RB. O 
Hoosier Desk Company representative Fostoria. Ohi oF 


THE CONVENTION 


Albrecht 
plac ‘ 


foreign sales 


of the same company 6. Two Cantor \ 





Dunwoody . Ed, S&S. T 


sales manager of The Conklin Pen Compar 


— —#E 
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On September 1 Mrs I. W Stone who is 30 fficiently 
managed the bureau since ts inauguratior n 1917 by our 
amented Past President (harles North Bellman. filed her resig 

ilior to take effect on September 15, when she and her hus 


ind moved to Virginia with the view of making their future 
home in that stats 


No attempt has as vet been made to fill Mrs. Stone’s position 


nd for tl purpose of giving the bers an opportunity to 
a ide for themselves whet I r not t S ser shall be con 
nued, I submit the following for the attention of the resolu 
s comin 
RESOLVED, that it is the opinion of the members of this 
ssociation that the general manager be instructed to continue 


the service of the 


Information Bureau 


Who's Who in the Stationery and Office Equipment World 
One of the 
Who's 


the roll of our membership 


most popular f the association's publications is 


World,’ 


Who in the Stationer ind Office Equipment 


segregated 
ilphabetical 


listed the 


In this directory the names of our members are 


geographically The states follow each othe n 


order ind under each stat: n the same reer aire 


ities and towns with a list of the members in each 


members name appears his classification \ 


series of keved letters indicate the character f zoods handled 


! each dealer, to which is added, when obtainable, the names 
f his buyers, and, in the ase of a manufacturer, his principal 
products are recorded with the name of his sales manager 


Who's Who" is published in two styles ne printed on flat 


sheets, 11x8 punched for insertion in the National Index 
and the other in the form of a bound book, 4x92. to fit the 
pocket 

A single copy of this publication, which is now widely used 
is a mailing list. is furnished free in the flat edition to all 
nembers holding copies of the National Index and in the 
pocket edition to all other members \ hare of $1.00 each 
postpaid, is made for duplicate copies « for opies mailed in 
esponse to orders received fron utside of the ssociatior 
This service founded by VDast Vresident ¢ les N Bellmart 





ed. Spaet! McMillan Book Company Austin Lea 
rhe National Blank Boo 3 


sion Cardinell Vellum 
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FOUR PAIRS OF CONVENTIONERS.—1. R. A 
Arthur J. Lawless of S. E. & M. Vernon, Inc., and “Bill” 
Ee. Davis, Automatic Pencil Sharpener Company iB. E 
man & Erbe 
n 1914, and costing approximately $1,000.00 annually, was never 
ntended to be used as an advertising medium, but from year 
oO year as members come to a realization of its importance and 
ilue, there has developed a tendency on the part of each to 
nerease his copy, thus adding each year to the cost of produc- 
ior 
In the publication of the 1929 edition, I recommend that 
uside from the name ddress, classification and names of buy 
ers or sales managers, each member be allowed not to exceed 
twenty words in which to describe the merchandise which he 
stocks or produces, and that when more space is desired a 
harge of ten cents per word be made for the additional copy 


The National 





with the 


Association News 


The National Association News"’ goes to our members each 
ntl The subscription price is included in a member's 
nnu dues it was intended to be the mouthpiece of the 
sociation and is its only official organ 
The budget committee in its report to the Boston convention 
st October made no provision for its continued publication 
t executive mmittee after a careful review of the 
ibject dir ted tl general manager to issue the usual Novem 
er numb onta ne report of the convention and thers 
monthly edition in which each number would be limited 
) ur pages This was done at a total cost of $1,591.67 
Sir 20 tl November number of the “News” has taken 
e place of tl innual ir book and it was realized by the 
mmittee hat tl nis n of this number during the current 
ea is break in the history of the associa 
on's 104 nvention held in Chicago, the 
105 1 1906 held in New York City, we 
ive first vear book covering the St 
" been published in 1907, after which 


exception 


vention was held 
With sufficient funds t National Association News” could 
! to ove ! he annual convention but the 
rt nal meetings as w gether with every other activity 
rring during the ear i refer record, the value of 
hic! n hardly b« st ited 
It is n earnes | ir income will soon permit th: 
ss i rt gair s paper in an enlarged size and 
The National index 
| N 7 I x izghly valued service devised by 
esident Ivan A v five years ago, is now familiar 
\ member of sociation It contains at the present 
! t italogu lis t of our manufacturing members 
d in 1,006 pies re in daily use ° 
D t \ f , pies of the complete volume 
~ new mit d during the same period six new 
sts ar sixt n renew f ld lists were distributed to all 
embers having copies Index 
It w soon be ne furnish a new set of indexed 
lassification leaves and 1 second binder of the same typ 
a new binder of a type that will securely hold, without tear 
<, twice the number f leaves at present in the book This 
a problem that should have een worked out during the cur- 
nt yea but had t be d ed because of the lack of the 
essar funds 
The Nationa Index S buvers’ guide a service which 
ces upon the | s “ every dealer member an indis 
nsable ook of reference ontaining in condensed form the 
d £ italogus sts those mar 


Pickering 3. 
Sanford, Cornell Co-operative Society, and 
Manufacturing 








Jonas, Sr., and Robert P. Jonas, his son, Oxford Filing Supply Company. 


Barnes of The Brooks Company and 


H. P. Rockwell, Yaw- 


Montgomery 


Company. 


manufacturers whose products are distributed by stationers. 


A copy of the “National Index” is furnished free to 
dealer member and is open to our manufacturing members for 
the insertion of their catalogue lists without other cost than 
that of preparing and delivering such lists to the association's 
headquarters office. 


each 


Membership 
Our membership on October 1, 1927, was. ; 1,297 
We have lost during the vear: 
Dropped for non-payment of dues 37 
Because of resignation.. gu 
(jone out of business.... _ 3 
Deceased ‘ . é > 
1,175 
We have added during the year 
New members an 
Manufacturers 1s 
Dealers , isa>) @ 
Associates . es . 4 
Affiliated , ‘ 3 
Field 37 
Publication 1 
Total membership on October 1, 1928 1,271 
This is made up as follows 
Manufacturers °61 
Dealers 618 
Associates F 73 
Affiliated 11 
Organizations 14 
Publications 8 , 6 
Field members OR 
At the close of business on September 30, 172 members were 
delinquent in the payment of dues 
Manufacturers 20 
Dealers 95 
(ssociate 1 
Affiliated l 
Field or) 
172 
We have in our files the names of nearly two thousand 
dealers who would make desirable members, and a year ago we 
felt confident that with a favorable verdict in the Federal Trade 
Commission complaint it would be an easy matter to interest 
a large number of these prospects 
But, while we were entertaining this thought, the association 
was again called upon to defend itself in two suits brought by a 
(hicago stationer in a district court of the United States to 
which ninety-three other defendants were made parties—mpst 
of them members of the association 
Thus, notwithstanding the welcome news of the final dis- 
missal of the four years’ investigation by the Federal Trade 
Commission, we were again confronted with the problem of 
convincing not only prospects, but many of our members as 


well, that in spite of these repeated legal attacks the associa- 
tion was guiltless of any wrongdoing and still worthy of their 
interest and loyal support 

Analysis of Expense of Operation 
The association's expense of operation during the year 


ending September 30 1927. was $44,368.85 
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Amendments te Charter and By-Laws 














if 


CONVENTION l Left to right Walter 


Company, Evansville, Indiana 








Furniture Company, Jasper, Indiana 


G. J. Aigner 3. A. Pomerantz 


Mrs. C. H. Rousch, Madison, Indiana; 


Holley, Des Moines, Iowa 


I s a iment, of whicl 
‘ roviding fe tl chang¢ 
office will con be fe you 
| ] 

It i ! permi ) 
whic i hav sO patient I 
valedi 

I s the ending or my 
int 

de ~ of the ex \ 
s headquarters off 
“ ‘ he nterest f prog 

t ‘ ! to serve is 
f fort five ears in the ‘ 
n tl city too many and v 
asids 

Fortunately the committee 1! 
with a far abler and younger 


ind carry it on with the n 


I assure you that it is witl 


ictive participation in tl 


which I have been so closely identified 


century. and in the continued success 


leenp an interest as on that 


i dream long entertained gave 
[am sur that it is needless 
making the transfer of this offi 
duty | pleasure to assist 
Charles I’. Garvin, in ar wa 
And now te vou my friends 
Since i r it tf tf mar 
ce ad i ! hands ir the 5 
x} ss pe that under th 
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Disbursements. 





Budget for the Year 1928-29 


CARPENTER 





Manufacturers 


Treasurer's Report 


September 29, 


174.41 
36,103.12 


48.00 
307.84 


2,541.46 


4.00 
94.78 


91.39 


37, 791.81 


42.00 


BINGHAM, 


Auditor’s Report 


Dursement 


f the 


AND 
FRIENDS AT 


00.0 


MRS. 


THE 


1928. 


$41,365.00 


7,833.81 


Report of the Budget Committee 


2 000,00 


; 000.00 


200.00 


, 000.00 


"50.00 
500.00 
000.00 


650.00 


R. M 


records 
National 


Association of Stationers, Office Outfitters, and Manufacturers 

for the year ended September 30, 1928, with the exception of 

the Treasurer's receipts and disbursements records for October, 

1927, the bank statement for that month not being available 

for our inspection. We submit herewith a 

Summary of Cash Receipts and Disbursements for the Year 
Ended September 30, 1928. 

The record of the collection of members’ dues was tested by 
detailed comparison with the official membership roll of the as— 
sociation for the States of Colorado, Indiana, Kentucky, Michi- 
gan, North Dakota, and West Virginia, as listed in the 1928 
edition of ‘““‘Who's Who in the Stationery and Office Equip- 
ment World,’ after giving effect to changes occurring since 
publication Correspondence with respect to delinquent ac- 
counts was inspected by us. Our examination of the record of 
cash receipts showed that the collection of dues from all mem- 
bers residing in the aforementioned states had been properly 
recorded 

The report of the Chairman of the Convention Committee, 
which handled the funds for the exhibit and convention held at 
Boston, Massachusetts, October 10 to 14, 1927, showed receipts 
aggregating $9,614.44, and disbursements aggregating $7,270.57 
for expenses incident to the convention and exhibit. The un- 
expended baiance of $2,343.87 was turned over to the Treasurer, 
and the amount thereof is included in the accompanying state- 
ment The chairman's report was approved by the Executive 
Committee and the vouchers accompanying the report were ex- 
amined by us Verification of receipts, from the limited in- 
formation available, was not practicable. 

Interest on bank balance, as shown in the accompanying 
summary, is in agreement with that shown by the monthly 
statements from the bank 

Receipts from miscellaneous sources were not verified by us. 

The National Research Committee Fund, established by sub- 
scriptions for the purpose of financing a national investiga- 
tion of cost of doing business in the retail stationery trade, is 
held in trust by the General Manager and separately accounted 
for. This fund at September 30, 1928, consisted of a bank bal- 
ance of $382.37, which was verified by certification obtained 
from the National Bank of The Republic of Chicago, Chicago, 
Illinois The transactions recorded during the year are sum- 
marized as follows: 


Balance, September 30, 1927 .....ccccccccecees 2,504.37 
Voluntary contributions ... poceaussuseabed 64.50 
Encerent ame GIRRID 60cccéeewscsnesboneetese 15.21 
OG: ves awcie TT eee ey ee $2,584.08 
Payments made to Harvard Bureau 
of Business Research................$1,900.93 


Payments made to National Associa- 
tion of Stationers for various ex- 
penses applicable to research work 300.78 2,201.71 





Balance, September 30, 1928.. $ 382.72 
We examined the vouchers supporting all disbursements 











_ | 


HARRY MURDOCH (STANDING) WITH A PARTY OF 
STATIONERS’ CONVENTION 

















ule fre t Treasurer's fund for the year ended 
1). 1928, Including checks reimbursing the General 
fund for petty cash disbursements All vouchers were 
by the General Manager 

We verified the General Manager's fund by count 
cash on hand, and by certifications obtained from the 
tional Bank of the Republic of Chicago, Chicago, Ulinois 
the amount on deposit in the name of Fletcher B. Gibbs 
Treasurer's cash balance was verified by certifications 
from the deposito the Iiinois Merchants Trust 
Chicago, Ilinel 


Summary 





Yours truly 


HASKINS & SI 
NATIONAL ASSOCIATION OF STATIONERS, OFFICE 


OUTFITTERS, AND MANUFACTURERS. 


of Cash R 


eceipts and Disbursements for 


Ended September 30, 1928 


BRALANCI SEMVTEMBER 30, 192 

Held 1 Treasuret $2,174.41 

Hield 1 fieneral Manager vf ; 

Pest 
Receipts. 

Dues «ineluding $568.50 for sulbs« potion te 

National Association News) 

Sustaining members $ 4,300.00 

Manufactur: rs 1°.345.00 

Dealers 17,157.82 

Associates 1,080.30 

Affiliated members 100.00 

Field members 1,150.00 
Subscription to National Association News 1.00 
Sale of extra copies of Who's Who in the 

Stationery and Office Equipment World” 18.00 
Sale of ext copies of National Index 16.50 
Income from Washington exhibit and con 

vention, net 2,343.87 
Lists of prospects 10.00 
Sale of electrotypes and bhalf-tones ,. 51 
Manufacturers Research Committees 9.86 
Interest on bank balances 91.39 
Refund on convention expenses 197.59 
Reimbursement of expenses paid for Na 

tional Research Committ 300.78 
Miscellaneous receipts 18.85, 

Totai receipts 
Total 
Disbursements: 
Amount of 
Rudget Disbursement 

Rudgeted 

Salaries and payroll $25,000.00 $21,645.00 

Rent, Light, et« 700.00 2,617.90 

Office expenses, et 1.350.00 1347 


approved 


the Year 
% 17 
$42 i} 


September 
Manager 


the 
Na 
to 
rhe 
obtained 


mins 
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A DOUBLE EXPOSURE.—Tw 


different pictures on one nega- 
tive On the left Mre. T. J 
Leonard, Mrs. Frank H. Fargo 
ind Mrs. Ray \ Schumacher 
leaving the putting greens 
Right—Second picture on same 
film John King Reckford and 
Mrs. Eberhard Faber 
Traveling expenses 1,700.00 1,723.05 
Stationery and printing not 
including National Asso 
clation News) 2,200.00 1,526.20 
Dues to organizations 642.00 214.00 
Expenses of regional LON 
ernors sat ‘ =. 094.38 
Printing and distribution 
National Index 1,500.0 260.41 
Contingencies—Federal Trad 
Commission eXpe nse 1,158.00 ? 266.53 
Total $29,000.00 $234,195.52 
Not budgeted 
Retainer fees Oe 
National Association News printing and 
mailing LSOYL.e7 
Expenses of National Research Commit 
tee paid and charged to their account 134.8 
President's office expenses aN0.64 
Advances for 192 convention 1, 000,04 
Total disbursements 38,402.73 
Baiance, September 30, 1928 
Held by Treasurer $ $1.19 
Held by General Manage 181.49 
Totai $ 3,712.68 
> 


Report of Board of Governors 





Your Board of Governors has held two meetings since the 
Association met in Boston a year ago 

ur first meeting was held on October 15, 1927, at the Hote 
Statler in Boston, seven Governors, nine former Presidents be 


ing in attendance, as well as the officers of the Association 
The Executive Committee, consisting of the President and 
Mersrs Alien and Sell, were nominated by the President an 
his selection unanimously endorsed 
The same Secretary and Counsel was re-elected for the yea 


and the meeting then proceeded to the consideration of the 


work of the National Council and Delegates to the Chamber: 
of Commerce of the I Ss \ After a general discussion of this 
subject the meeting adjourned 

Our second gathering was held at the West Baden Springs 


Hotel, West Baden, Ind., October 8, 1928, at 10:30 a. m There 
were present, in addition to the officers, six governors, and nin¢ 
former presidents 

The Board proceeded to the consideration of the reports of 
the various Regional Governors, eleven being read either by the 
Governors themselves or in their behalf, and from these re 
ports the following matters require the attention of the Reso 
lutions Committee and action by the Convention 

(a) Report from the Second District The following re« 
ommendations contained i: this report presented by Mr 








THI CONVENTION Lett 








Po 
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Francis B. Irwin, were unanimously approved by the Board 
and referred to the Resolutions Committee for its considera- 
tion 
1) That the meeting of the Board of Governors, with the 
officers of the Association, be held each year and as 
early as possible after the Convention 
(2) That each Governor be authorized to call his leutenant 
governors to some central point in his District for con- 
ference early in the fiscal year 
(3) That a definite sum of money be authorized for each 
District, to enable the Governor to plan his work, and 
arrange for the convention of his District, this sum to 
be available only after a detailed program of proposed 
operations and expenses is submitted to and approved 
by the President, and no other expense to be incurred 
(b) Report from the Fifth District We quote the re 
arks of Mr. Carl M. Schutz, District Gevernor 
I would like to move that we consider the advisability 


of giving the travelers, the field members, a vote in the Asso- 

ciation. We feel that travelers are directly responsible for 

no small part of the success of the Association, and the 

Regional Plan. We feel the travelers should have repre— 

sentation as well as “taxation’’; that without the support 

of the travelers we could not exist successfully, and I would 
urge serious consideration of giving to the travelers a vote 
for their membership.” 

A motion was unanimously adopted by your Board of Gover-— 
nors that this recommendation of Mr. Schutz be submitted to 
the Resolution Committee for its attention and, if possible, 
favorable consideration. 


Respectfully submitted, 
FOR THE BOARD OF GOVERNORS, 
WOODSON P. WADDY, 


President 
October 8, 1928 


COMMITTEE REPORTS 





Report of Grievance Committee 





Two matters have engaged the attention of your committee 
since the last annual meeting of the association 
\ dealer member of the association felt that he was un- 
ustly charged by a distributor of imprint merchandise, not a 
nember of this association, for an order that had never been 
laced by the dealer or! 
ited that the dealer hac 
merchandise ordered for holiday business and the distributor 


‘espondence between the parties indi 
i complained of the non-shipment of 


ght to impose a harge for a new shipment to take the 
ot been delivered 





ace of one which had 


(miv a few dollars were involved in the disput but. as a 


itter of principle he dealer called upon this committee to 
nvestigate the circumstances and advise him as to his rights 
ind obligations 

The investigation revealed a situation which resulted in the 
viviee to the dealer not to pay for the charge, and we assume 
at the dealer acted upon that advice 

2 This controversy engaged the attention of the committee 
iring 1 period of hree months The parties were both 
tler met? ers of tl association and one of them had former- 

been associated with the other in the conduct of business 
nd had sold out his interest to the other and later opened a 
ew establishment wl naturally, involved competition be- 
‘ mn ti two enter] = 

The original compar ised a telephone listing which was 
esented by the newly organized concern, and the controvers) 

erred to this cor ttee for consideration 


MANILITA A 


ABLE CREW OF THE VICTOR 
SAFE & EQUIPMENT COM 
‘ANY IN THEIR BOOTH AT 


ght R. M. Tussing, president 
Messrs Hough, Kent and Car 





\ careful and painstaking investigation resulted in a report 
by the committee which was forwarded to both parties, recom- 
mending a compromise, namely, that the objectionable listing 
be abandoned by February 1, 1929. This conclusion was ren- 
dered necessary because the members of the committee were 
of the view that the situation which arose was the direct 
result of the failure of the parties clearly to establish their 
mutual rights and intentions at the time when one of the parties 
withdrew from the original enterprise 

The conclusion that the committee reached was established 
only after a complete and painstaking exchange of views on the 
part of all members of the committee, who took the liberty of 
believing that their report reflected the sensible view of the 
Seituation 

It is proper to point out, perhaps, that as the result of the 
labors of the committee the parties were saved the expense of 
a costly litigation, and a definite course was recommended 
which would accomplish within a reasonable time the adjust- 
ment of their conflicting claims. 

Experience in dealing with these matters, which not infre- 
quently possess features of embarrassing possibilities, leads to 
the recommendation that the committee now makes for the 


guidance of future committees 

Where a given controversy, at its inception, may seem 

to involve the business interests of any member of the 

committee, that member should feel entirely free not to 

participate in the investigation or adjustment of the 

controversy, but to call upon the president, as an ex- 
officio member of the committee, to take his place 


If this report be accepted, it ought to be understood in the 


a 


» The Victor Safe «Equipment (Co. 
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Report of Executive Committee 





stenographer's 





PUBLISHING UNDER DIFFICI 


a paper the size 


West 


—* 





The ommittee next met in West Baden on Saturday, October 

1928. and considered the financial report of the general man- 
Ta nd the treasurer's report and other routine affairs, also 
the support to be given to the Cappe Kelly standard price 
bill and a recommendation received from the American Red 
Cross Association Again the committee met on Monday, Octo- 
ber 8, 1928, and its recommendations requiring the attention of 
the association may be summarized as follows 

(1) It is recommended that the general office of the asso- 
ation be moved from Chicago to the city of Washington, D. C., 
for reasons which are fully pointed out in the annual report 
of President Waddy If this recommendation be approved, the 
action of the general meeting will necessarily imply authority 
to dispose of the existing lease covering the Chicago office upon 
satisfactory terms, and the adaption of a change in the by-laws 
of the association as follows 

Section 8 of Article VIII to be omitted, and the following 
sections of this article to be re-numbered accordingly The 
section at present provides: ‘““The business headquarters of the 
general manager and the fleld secretary shall be in the city 
of Chicago by omitting this provision from the by-laws the 
contemplated change to Washington can be made Your com- 
mittee does not deem it wise to have any provision in the 
by-laws covering the location of the principal office of the 
association Notice of this amendment has been duly given and 
the change can be adopted at this meeting without further 
formality 

(2) Your committee is of the opinion that the name of the 
rgeanization should be changed n the nterest of brevity, to 
The National Stationers Association This change will 
render the name of the association much less cumbersome than 


the present title, and as it is the designation by which the asso- 
ation is familiarly known throughout the trade, the suggestion 
would seem to be wort! of adoptior If this be done, the 
harter will have to be amended by changing Article II thereof, 
which at present reads 
Article Il. Name. Sec. 1. The name of this association shall 
be The National Association of Stationers, Office Outfitters and 
Manufacturers,’ 
so that it shall read hereafter 
Article Il. Name Sec. 1. The name of this association shall 
be The National Stationers’ Associatior 
Che removal of the association office from Chicago to Wash- 
has the approval of General Manager Gibbs, but he 
finds it impossible for him to continue in office under this 
change and with great regret your committee therefore has 
accepted his resignation and has arranged with Mr. Charles P 
jarvin to take over the duties of the general manager's office, 
is is pointed out more in detail in the report of President 
Waddy 
Standard Price Legislation 
Your Executive Committee recommends that the association 


nee more reaffirm its attitude on this subject by adopting the 


wing resolution 


MEMBERS OF THE STAFF 
OF GEYER’S STA TIONER 
PRESENT AT THE CONVEN 
TION Left to right H L 
Lindquist ‘irs Andrew Geyer 
James E. Neary, Mrs. James E 
Neary Willian J Dalton and 
G. Decker 


West Baden had no print 
it was neceSsary to do the 


away Copy for each edition 
items were also telephoned 
until Friday The completed 
Baden where they were 





ind Thursday mornings It 


trade paper to accomplis) 





a 
eport 
|. the 
iority 
upon 
-laws 


wing 
The 
f the 
city 
; the 
com - 
the 
the 
and 
‘ther 
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tion 
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LANDING OF PLANES THAT BROUGHT GEYER’S 


‘Resolved, that The National Association of Stationers, Office 
Outfitters and Manufacturers, in convention assembled, endorses 
the Capper-Kelly bill now pending (H. R. 11 and 8S. 1418) known 
as the Fair Trade Bill, legalizing the right of any producer of 
identified merchandise who is in fair and open competition with 
other producers of similar or competing merchandise, to enter 
into enforceable contract, at wholesale or retail, or both, for 
the protection of resale prices upon his own identified mer- 
chandise 
We further recommend, in deference to a request received 
from William Butterworth, president of the Chamber of Com- 
merce of the U. S. A., the adoption of the following resolution 
having to do with the American Red Cross Association: 
“Resolved, that the American National Red Cross Association, 
because it has applied sound and efficient business technique 
and administrative methods, without sacrifice of sympathy and 
understanding, in the prevention and mitigation of human 
suffering, is entitled to the enthusiastic support of every mem- 
ber of this association, and that we deem it unwise that con- 
tributions, individual or collective, be made to relieve condi- 
tions created by any disaster except upon Red Cross assurance 
that an appeal is necessary 
We respectfully submit this report in the hope that so much 
thereof as calls for affirmative action may be referred to your 
Resolution Committe 
WOODSON P. WADDY, 
IVAN ALLEN 
EDWIN H. SELL 

Ch tobe r S 1928 


> — 


Report of Necrology Committee 





During the past year it has been the great misfortune of this 
i our membership eighteen of our mem- 
bers by the will of God, and as is the custom of this association, 
I call on you all to arise as a token of respect to their memories 
and stand while I read the names of those who have passed to 


the Great Beyond 


William B. Carpenter, former president of The Globe-Wernicke 
cx Cincinnati, Ohio, died October 16, 1927. 

Isaac Crane Kiggins, general manager and director of The 
Kiggins & Tooker Company, New York City, died October 

Fran H. McChesney, president of Hall & McChesney, Inc., 
Syracuse, N. ¥ lied November 6, 1927 

William S. Tuttk Canisteo Ruler Manufacturing Company, 
Canisteo, N. ¥ died December 31, 1927 

Thomas Henry Dors president of The Dorsey Company 
Dallas, Texa died J vy 14, 1928 

J M. Ready J xon Crucible Compa lied in New 





DAILY TO THE CONVENTION AT WEST BADEN. 


William F. Lucas, Jr., president of Lucas Bros., Baltimore, Md., 

died January 31, 1928. 

Wiiliam Perey Mills, president of the Moore Push Pin Com- 

pany, Philadephia, Pa., died February 17, 1928. 

Lansing G. Wetmore, Scrantom’s, Inc., Rochester, N. Y., died 

March 20, 1928 
Louis J. Reckford, president of the American Lead Pencil Com- 

pany, New York City, died March 23, 1928. 

John B. Tower, The John R. Rembert Company, New Haven, 

Conn., died June 5, 1928. 

Tom K. Brownell, Boorum & Pease Company, Brooklyn, N. Y., 

died June 23, 1928. 

Charles Starrett Hoit, vice-president of the Newton & Hoit 

Company, Chicago, died June 26, 1928. 

Carroli C. Cobb, vice-president and general manager of The 
Conklin Pen Company, Toledo, Ohio, died August 12, 1928. 
Jacob Meyers, president of The J. Meyers Stationery & Print- 

ing Co., New York City. 

A. B. Howe, president of Pioneer, Inc., Tacoma, Wash., died 

August 19, 1928. 

George H. Habekotte, Pounsford Stationery Company, Cincin- 
nati, Ohio. 
Frederick G. Sellers of the Sellers-Davis Company, Cincinnati, 

Ohio 

Most of these members we have known in a friendly way, 
and we miss them, and others we have met in passing and our 
hearts are heavy in bereavement at their loss, and our heartfelt 
sympathy goes to their families who suffer even a more inti- 
mate loss and shock at their departure. 

Looking forward with faith in the future, we record our 
sentiments and lay our trust in the hands of our Great Savior 
and Redeemer. 

HENRY C. SHARP, EUGENE H. CLARKE, WM. HENRY 

BROOKS, Committee. 

—— >- -- 


Report National Research 
Committee 





National Association, Stationers, Office Outfitters and Manu- 
facturers, 24th Annual Convention, West Baden 
Springs Hotel, West Baden Springs, Ind., 

October 8 to 11, 1928 


After two years of investigation and consideration by a 
special committee under the able direction of Mr. Fred P. Sey- 
mour, the association adopted this committee’s report at the 
Washington convention in 1926 and embarked upon a program 
of fact finding By the direction of the Washington convention 
the association in 1927 conducted, under the supervision of 
Mr. Seymour, a survey of the cost of doing business in the 
stationery trade. through the Harvard Bureau of Business 














We - 
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Research The results of this investigation on the part of the 
Bureau were made known to the officers of the association and 
the trade as a whole at the Boston convention one year ago 
in the form of Bulletin No. 67, and for the first time in the 
history of the stationery and office equipment business in this 
country we were presented with some authoritative facts con- 
cerning the cost of operating a stationery business and a yard- 
stick to measure our own operatior 

So startling were the disclosures that page after page has 
been Written in our trade papers on the results and the subject 
memt intensely discussed wherev stationers have gathered. 
(me of our trade papers solicited comments from its readers 
m the subject of What's the Matter with the Stationer? 
\ large number of replies were received and published in their 
paper Replies from representative dealers and manufacturers 
ilike, each with a different idea of the most vital contributing 
factors to the stationers, so indicated deplotable conditior 
To one who has made no comment nor has none to offer, some 
of these ideas were good, some not so good, some narrow, some 
selfish, some apparently the result of only casual considera 
tion, and some bearing marked evidence of the most serious 
consideration of the problems of our industry through the years 
What is gol to be the result of these twelve months of 
discussion? Have the dealers taken heed of the solemn warn 
ing and sought to effect economies in operation according to 
their own ideas of the troubles? Have the manufacturers 
taken heed that these facts have a very direct bearing on the 
svetem of dealer distribution, and that theirs is the responsi 
bility of co-operating with the dealer to the end that conditions 
may be improved’ Our next step is to seek to ascertain 
what has bee the effect upon the trade, through a 
heck-up survey based on 1928 figures Further, it would seem 
highly desirable to seek to obtain more detailed information 
regarding the management methods of the most successful 
operators 

Therefore the following prograr s recommended for 1929 
First \ ontinuation of the 1926 study seeking to obtain 


i larger number of co-operators that the results might be mors 


iuthoritative This report to embody a special comparison of 
the reports of the identical firms submitting figures for both 
ears namely 1926 and 1928 Also seeking to obtain mors 
detailed information regarding, particularly, executive salaries 
salaries ind commissions to sales force delivery and rent 
expense, and such departmental information as may be obtain 
ible \ study of financial ratios to determine from the balanc« 
sheets data regarding the typica relation between current 


rrent liabilities and other financial ratios, and 


assets and u 
possibly relat« theme to the study of operating expenses and 
net prot 


Second \ comprehensive study Some fifty firms whos+ 


figure 
study to be 


have 


shown 


carried 
than 


work rather 


operating 


undertaken 


methods 
chased 

dition of stock as to duplication of items, and suc! 
to 


cost 


to 


average 


figures 
obtain 


mation in regard 


nent Ir relation to selling 
transaction both cash and 
methods of sales force 

and country or out of 

may be obtained regarding 

in terms of sales per 

man's compensation to his total 
obtained A study of those st 


tions as contrasted 


doing no outside 


a considerable proportion of their 
salesmer \ study of financial ratios 
balance sheets, data regarding the 
current assets and current liabilities 
ind possibly to relate these to 
ind net profit Also obtaining 
the methods of successful operators 
for dissemination 

Part L of this proposed program 
show the trend of the industry 


studs 


the 


because of the 
number of firms and also 
task on the part of the 
Part Il would set up 
lor. McNair of the bureau 


i 


the 


i par se 


dubs in 


ittainment 


average 


were firms who 
sales, tl typical 
of et sales It i 


obtain son 


management 


is the 


objectives 


essel tial cm 


car 


day 


be used 
conditions 


economies 


re 


rather 


were 
on for the 


by 


81Ze 


lower 


profits 


In 


made a ne 


opinion 


shouid 


net 


valuable 


profit for the groups bei: 
from this group 

information regarding thei 
f vour chairman that one 


be 


of operation 


of 


with 


correspondence 


most 


exceptionally 


for comparison 
information on 


detailed 
number of manufacturers from whom goods 
placed with 


purchasing and 


well n anaged Such a 
part by first-hand field 
In addition to getting 


with 1926 


it would be 
stock control 
were pur- 


manutacturer con- 


ther infor- 


stock as may seem perti- 


the average size 


credit 


city sales force 


the 


salesman, the 


than at 


the game, so a 


compensation 


Size of 


inside 


and such 


relative cost of 


perce! tage 


sales and the 


‘ 


of the sales 


Ie delivered 


itside in city 


information as 


outside sales 
f each sales- 


gross margin 


res operating in high rent loca- 


those in 
selling as compared with those firms which do 


low rent locations, those 


business through outside 


to determine from the 


typical rel 


ind other 


tion between 


nancial ratios; 


the study of operating expenses 


such other information regarding 


anticipated 


because of 


us may serve 


would afford a 
Also 
duce somewhat more authoritative figures than t 


it would 


; 


participation 


r-Ope rut 


m permissibl 


heck-up and 
o doubt pro- 


he first vear's 


of a larger 


better understanding of 


ng tirms 


par figures tor a 


puts it 


than average 


our previous 
profit 


to develop 


under 


business 


Just as 


the general average score of all 


s Well as the 
1 to shoot at 


golfer shoots 


firm should aim at the 


expenses and higher than 


study you will find there 


of 5 per cer 


’ 


t or more or 


i per cent 


that we should be able to 


intelligent 


that which « 


as a guide for successful operatior 


iT 


of merchandising, the 


operation in order to le 
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ON THE LINKS.—1l. H. L. Nichols and H. C. McPike, 
Frank N. Sell and J. M. Sell Charles G. Olsen 
operating expense and gross margin This can best be accom- 
plished by a careful study of the method by the trade in 
general 
The cost of such a program as here proposed would be 


between $10,000 and $11,000 In the opinion of Dr. McNair of the 


bureau To raise this fund it is recommended that the sub- 
scription plan be employed as before, except that the units 
be in denominations of $10.00 instead of $7.00 


In closing, your chairman desires to recognize the conspicuous 


service rendered by Mr. F. P. Seymour during the three years 
he served as chairman of the research committee Mr. Sey- 
our should be recognized as the originator of the research 
movement mn our association and the one almost entirely 
responsible for developing the work to the end that actual work 
was undertaken and accomplished Few realize the great 
amount of time and thought that he has given to the work, 
nd it was not until my experience during the past few months 


t | had an understanding of the task he undertook for threes 


ears His very thorough work has made my task compara- 
ve easy and these recommendations are based almost entire- 
on his recommendations 
Respectfully submitted 
W NEILL STEWART, Chairman 


Report of W. Neill Stewart 


Councillor to Chamber of Commerce of the United States 





rh last ear has been outstanding in the history of the 
( " er Commerce of the United States The increase in 
membership was the greatest since 1920 and its influence and 
prestige has been distinctly increased 

The ¢ imber of Commerce of the United States is a federa- 
ion of business organizations Each federated body has direct 

ntact with the central organization through a national coun- 


serving during. 
councillor to bring from 


had the 
the 
view of his 


cillor n which capacity I have honor of 
the past year It is the duty of 
membership. In 


view of 


his organization the point of own 


brings to his organization the points of 


ind commerce throughout the nation as crystallized in 
organization 

tion of the obtain the 
business on national questions and to present and 
and to the 


opinion of 


The primary fun Chamber is to mature 
judgment of 
government 


which the 


interpret those views to the agencies of 


public It through 


serves as the agency 


business is canvassed and when canvassed is given point and 
emphasis It is the voice of American business 

Its secondary function is its service direct to its members 
Its staff of experts is busied throughout the year in study and 
researc! The results of these activities are broadcast to the 
membership as bulletins. s veys and summaries 


One a vear, in the ial meeting ecredited delegates can 


Weis Mfg. Co., and Harry G. Horder. 2 E. H. Sell, 
and J. M. Triner, Triner Sales Company, Chicago. 
put the national chamber on record only after thirty days’ 


notice of such contemplated action has been given. The only 
other way is by a referendum 

During the past year the Chamber has expressed itself on a 
number of national questions, including federal taxation, flood 
control of the Mississippi, merchant marine, postal rates, gov- 
ernment reorganization, immigration and others of vital interest 
to American business. Time will not permit a review in this 
report of the Chamber's position on these questions or the 
results of legislative action. 

During the year the Chamber conducted three referendums, 
the first, on the report of the committee on federal taxation, 
submitted on October 7, 1927, and voting closed on No- 
vember 21, 1927 Your councillor voted in favor of the com- 
mittee’s recommendation on all three questions submitted. The 
results were overwhelmingly in favor of the committee's recom- 
mendation The second was on the report of the committee 
on Mississippi flood control and was submitted on October 31, 
1927; voting closed on December 15, 1927. Your councillor voted 
in favor of the committee’s recommendation on all four ques- 
tions submitted. The results were approximately as follows in 
favor of the committee's recommendations: Question one, four 
question two, ten to one; question three, eleven to one; 
question four, ten to one. 

The third is on the report of the 
and was submitted on August 31, 
October 15, 1928 

The service 
attempt 


was 


to one; 


committee on agriculture 
1928: voting is to close 
Chamber are too numerous to 
activities are carried on 
as civic development, 
commerce, insurance, 


activities of the 
brief resume. 
various departments, such 
finance, foreign 


even a These 
through the 


domestic distribution, 


manufacture, natural resources, transportation and communi- 
cation, research, and promotional activities. 
Of particular interest to our association was the creation 


during the year of the department of trade association services 


The demand upon the chamber for service from trade associa- 
tions, coupled with the fact that the place of the trade associa- 
tion in American industry is being made more definite and 


worth while through clarification of the meaning of anti-trust 
legislation as affecting these organizations, emphasized the need 


for better contact by the Chamber with the trade association 
movement 
The objectives of this department are along three general 
lines 
1. Through educational and promotional work to “‘sell’’ the 
trade association idea 
‘a) To members of trade associations, working always 


the and the other officers of the 


associations: 


(b) To the public, through 


through manager 


“Nation's Business,” the dally 


trade and business papers, ‘‘Week'’s Work,” and the 
speakers’ bureau of the Chamber; 
(c) To government, federal and state 

® To further and make more directly available to trade 














° “We 
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lepartments of the 
credit bu- 


the work of the service 


such 


associations 


Chamber along lines as statistics, cost, 


foreign trade, distribution, transportation, ete 
and effective trade 
from 


reau 
3. To assist in the upbuilding of sound 
associations in industries not now organized 
the promotional and educational work of the department 
direct services are available in the improvements of trades 
Through the Chamber's trade rela- 


aside 


relations in industry 
tions committee and by direct contact with trade associa- 
is unusual opportunity for constructive service 
bringing about the elimination of wasteful 
making for unfair competition In 
aim in this work to assist 
they 


tions there 
to Industry by 
and harmful practices 
so far as possible it will be the 


industries to do for themselves need to have 


what 
done 
Where it is possible for an industry of itself to carry 
the elimination of trade abuses making for unfair competition 
it is possible for the Chamber through this department to serve 
through which industries may 
Federal Trade Commission for trade practice 


through 


channel concerned more 


reach the 


as a 
easily 
conferences 

A second phase of direct service will be acting as a clearing 
house of information as to the technique of trade association 
This means advice and help to trade 
and worth 


associa- 


set-up and work 


building up of while 


tions in the sounder more 
organizations 

Two very important meetings were held by 
The first was the meeting of the national coun- 
cillors here in West Baden a year ago, which was attended by 
Immediate Past National Councillor E. H. Sell The meeting 
of the national councillors this year is being held yesterday and 
today at Hot Springs. Ark I am exceedingly sorrry that the 
conflict of dates with those of our annual meeting made it 
impossible for your councillor to attend 

The other important meeting of the Chamber was the annual 
meeting held in Washington, D. C., May 7 to 11 inclusive This 
meeting was attended by your national councillor and Dele- 
gates Eberhard Faber, Frank Waterman, Ivan Allen and Wood- 
son Waddy 

Two thousand delegates from 900 Chamber of Commerce and 
nearly a million mer- 
chants and manufacturers, The keynote of the 
“teamwork for prosperity,” can best be expressed 
words of Past President Pierson: ‘“‘The day is not far 
when organized business, organized labor and a com- 
prehending government will unite for the teamwork that alone 
can solve our newer problems Teamwork to bring more and 
comforts and luxuries of life to all who contribute 


the Chamber dur- 


ing the year 


600 trade associations, spokesmen for 
were present 
convention, 
in the 


distant 


more of the 
to the 

The program 
that it would be 
details in a report of reasonable length 

No one would attend an annual meeting of the Chamber 
without being impressed with the tremendous interest being 
taken in the organization by the most outstanding business 
executives of the country. and the seriousness with which they 
séek to solve the 

In closing this report I would 
association seek to maintain a closer contact with the Chamber 
and to take advantage of the offers to trade asso- 
ciations as well as to register the thoughts of our industry in 
regard to questions of national importance and thus have a part 


power of America.” 
widespread and 


productive 
general in character 


anything approaching 


was 80 


impossible to present 


problems of business and serve its needs 


most earnestly urge that our 


service it 
in shaping the recommendations of American business 


Respectfully submitted, 
W. NEILL STEWART, National Councillor 


-_ he —— 


Commercial Furniture Division 





Willlam R. Diehl, Chairman 

I desire to make a very short report of the year’s activities 
of the Commercial Furniture Division A total absence of any 
revenue its accomplishments necessarily small Our cor- 
shows that dealers in office furniture have 
now waiting for the manufac 
Harvard Bureau of 
sold at a 


made 
plainly 
reached the point where they are 
make the next 
Research has shown office furniture to be 
dealers have waited in vain for some aid from the 
facts 


respondence 


move Since the 


turers to 
Business 
many 
manufacturers. The dealer has now the knowledge of the 
He has 
control He has a 


loss 


force to near! 


y nothing He has a stock 
modern set of books with all 
cannot make a profit, and why? I 
until the dealer 


exclusive 


reduc ed his 


costs and 


Still he 
factories insist on volume 
for fear of 


operating figures 
will tell you: Many 
is forced to sell at no losing an 


after reading the 


profit 


agency Then. again, four or five dealers ! 


Harvard r 
Their selling 


establishments on a profitable basis 


port, put their 


legitimate profit is theirs 


prices are such that a 


but try to get it! A little dealer in a downtown office building, 
or the manufacturer's agent, will step in and prevent the com- 
pletion of a legitimate transaction It has now reached the 
point where the dealer is realizing that the manufacturer in all 
cases always gets his profit, and the average dealer is slowly 
Many dealers feel that the 
have brought this situation. 
wililng to see the dealer suffer 
financial losses, without making any effort to apply a remedy 
This division would like to see the furniture and the filing 
cabinet manufacturers show more interest in the welfare of the 
dealer, other than that of volume of sales. It is not a question 
of education any more; it is a question of some deeper con- 
co-operation on the part of the manufacturer Our 
permit it to sag to the 


slipping backward and downward 
manufacturers themselves 
They appear to be perfectly 


about 


structive 
industry is too important and too big to 


point where dealers are willing to dispose of their merchandise 


just to prevent any other dealer from making a legitimate 
transaction We believe, too, that it is now a grave problem 
of the manufacturers to help the dealers solve. We would like 
an interpretation for the word “profit."" So many are confused 
that this association should insist upon a correct use of this 
word What is a profit? Is it the amount above and over the 
laid-down cost of an article? Or is profit the amount over the 


plus the overhead? We hear of 
profit of five per cent 

that these goods were 
that the over- 


laid-down cost of an article 
many transactions consummated at a 
Why not correct this expression and say 
sold at a loss of 30 per cent, assuming, of course 
head is 35 per cent? 

We also recommend that if 
with the deliberations of our conventions, 
held in the evenings. (Applause.) 

The executive committee wants to present to you three sub- 
top-notchers to take up a half- 

fetter Offices,”" by Mr. Fred 

Furniture Company, Chicago 

(Applause.) 


golf is to continue to interfere 
our meetings will be 


jects, and we have asked threes 
hour each. The first subject is 
LD. Valleau* of The Commercial 
Mr. Valleau will now address us 

pack ens 
Report of Sidney J. Burgoyne, 
Official Delegate from the 
National Association of Sta- 
tioners of the U. S. A. to the 
Stationers’ Association of the 
United Kingdom at Its Annual 
Convention in the City of 


Manchester, June 18 to 22, 1928. 





It is a distinguished privilege to make my report to you as 


your delegate to the convention of the British Stationers’ Asso- 


ciation, which was held in the city of Manchester from June 
18 to June 22 
First of all, I want to thank my friend, Woodson Waddy, 


for the great honor he conferred upon me by appointing me 
as your official delegate, and I want to assure you at the out- 


set that when any of you discover what it really means to go 


across the sea as your representative there will be several 
applicants, so perhaps I better not say too much, for some day 
I really should like to be invited to go over again 

When I received a cable from my friend, and your friend, 


Mr. Marsh, to come over and receive the welcome and ovation 
I had no idea of its significance, but discovered 
when the boat docked 


awaiting me, 
what it meant immediately 

It was a very agreeable surpriss arrival of the 
Cunard steamship Laconia I was officially welcomed by Mr 
and Mrs. H. F. Hatcher of Gilbert G. Walmsley, Ltd., stationers 
of Liverpool I have heard a great deal about 
if 1 had been on the train on were anticipated, on 
Manchester, with Mr Mrs. Hatcher, we 
found one hundred and fifty (150) stationers there 
station to greet us, but it so happened we could not 
connections with that train, and on our arrival we 
town hall where the Mayor of Man- 
welcome, and 
English 
ushered 


when on the 


welcomes, and 
which we 
ur arrival in and 
would have 
at the 
make our 
Lord 
giving the official 
ved very whole-heartedly by the 


were ushered to the 
convention an 


chester was 
was rece 


eption room, after which we were 


ur delegate 
stationers in his re 


inte the Lord Mayor's office and his honor gave us a very 
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r4 cordial reception in the evening your delegate was entertained 
ne- ta dinne! ifter which the official reception and dance took 
he place It is needless, I know, for me to tell you the part that 
all Mr Barringer Mr Marsh and the committee played to see 
ly that ir delegate was made very welcome 
he Tue ay morning at the opening of the convention (and I 
n want to say that there was a full attendance, as near 100 per 
er cent as I have ever seer the delegates seemed to have come 
Ly there for a purpose and were anxious to derive the benefit) I 
ng found there was a seat allotted to me between Mr. Barringer 
he and Mr. Gascoigne, and a large card in front of me inscribed 
on “Our American Guest 
n- After listening to Mr. Barringer’s introduction and to his 
ur wonderful words of eulogy regarding the feeling that exists 
he between us, and then to the welcome your delegate received 
se when it came my turn to speak, I felt like the man who claimed 
te he was “too full for words 
m Wr. Barringer and Mr. Marsh, whom you all remember and 
ke who are so well and so favorably known to all of us, were 
ed loud in their praises as to what we have done for them and 
iis how difficult it would be for them to try to equal anything like 
he it in England, but, having just been the recipient of an English 
he welcome, I can assure you that it is a very genuine one and 
of one that will forever live in my memory 
it After all it is only an ocean which divides us, and this is 
re getting smaller all the time, and we can all profit by contact 
r- with each other Their troubles are our troubles and our 
troubles are theirs; our hearts are warm, and so are theirs. 
re The English stationers are much concerned on account of 
be the introduction of the syndicate stores into that country and, 
while of course they do not feel it as much yet as we do, they 
b- are giving it very much consideration We must remember 
if- that “only the best is good enough” for the large syndicate 
ed stores, who seem to be operating at a minimum overhead, 
48) making larger profits and paying bigger dividends. We can all 


profit if we will follow out some of their plans and apply them 
to our business, especially in the exhibiting of our products 
in such a way as to give the public the buying desire by the 
right kind of display Let the public see what you have to sell 





- and have your goods priced Priced goods today seem to act 
more of a magnet, or silent salesman, in comparison to asking 
how much is this, or how much is that, or not asking at all 

e I believe sales would be materially reduced if the five-and-ten- 


cent stores, the cigar, grocery, clothing, haberdasher, candy 
i- and drug stores were to eliminate their outstanding price cards 
It is being successfully worked out in some of our stationery 
e stores; why not put it into general practice and make a good 
start to combat a situation which is giving you so much con- 
cern? Undoubtedly the greatest competition is going to reach 
e you as the other fellow sees your defects In other words, 
the better you run your business the more the other fellow will 

il have to fear 
The folks across the sea (and we, I feel, are also in the 
same boat) have new conditions to face The tide is raging 
, f in and there is no question in my mind but what the days of 
the individual storekeeper are getting harder and harder, and 
. there never was a time when it was so necessary as now for 
- closer co-operation. We must realize our own valus We must 
know our own strength and the strength of the great organiza- 





tion that is behind us, and of its ability to servé Your asso- 


as ciation has done a great work, and the need of the association 





0- in England, as well as in our own country, was never more 











ne apparent than it is today, and I wonder if the same condition 
doesn't exist here as it does there in that we discovered that 
ly, the combined worth of the stationery industry in England ex- 
ne ceeds that of any individual syndicate Therefore it seems 
it- quite evident that the only solution is by your very strong 
go belief in your association and of its ability to formulate means 
ral that will assist you and help you meet the situation that you 
ay find yourself confronted with As a steward said to me on 
board the ship, “If you rest you rust,” and our big syndicate 
d stores are neither resting nor rusting 
yn We could spend a great deal of time here in discussing thes« 
ed various conditions but it is useless unless we are determined td 
face then ind when y¢ figure the value the syndicate stores 
he today are able to give | their enormous purchasing power, it 
ir seems to me that we have got to make up our minds, like 
rs Babson told us last year, to do more business with less help and 
nd not to increase our overhead I don't mean the kind of help 
on that i inder-knowledged I mean the kind of help that know 
we their business and know it well and are of a great advantage AFTER STRENUOUS CONTESTS.—1. A. H. Harecgq, A. J. 
re for a firm to employ—the paying kind It has been the cus- Mayer, F. L. Coggin, F. D. Valleau. 2. S. B. Collins, Evan 
rt tom to receive certain discounts in the stationery business and Johnson, R. P. Carpenter, R. H. Baxter. 3. Messrs. Bing- 
we today stationers will say to you, ““‘We need more discount.’ ham, Mandeville, Roth, Burkhart. 4. L. B. Emery, Ed 
n- Is this the solution? If we are going to stay in business Southworth and Fred Christenson 
nd we must look the new era squarely in the fac« If the manu- 
sh facturer gave the dealer any more discount it would probably 
ed r n more price itting 
I ow a manuf rer wil produced ar rticle to retail 
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it $1.50, on which he could give the dealer 50 per cent—and after 
» survey as to how many more he could sell if they could 
he produced for less, it was figured, in large volume it was 
possible to make it a dollar item by the manufacturer taking 
1 little less profit and the dealer taking a little less also They 
are now charging the dealer 60 cents net 

The dealers who are retailing the goods at a dollar are 
njioyving a very substantial increase, but the manufacturer 
still has his contentions because some dealers still say, “Fifty 
wer cent or nothing,.”” and then we have the dealer who will 
buy at 60 cents and still insist on selling it for $1.50, thereby 
putting the brake on the wheels of industry 

How many can be made and sold, is what the manufacturer 
is thinking about these days Knowing that the price of the 
irticle depends largely on volume, and when the price is right 
vou'll find a receptive buying public 

The manufacturers in England are putting forth their best 
endeavors to be of this kind of material assistance to the dealer 
ind I know that the manufacturers in this country have noth- 
ing but the same desire, and if you will all have a realization 
and picture the manufacturer as the hub of a wheel, and the 
stationers as the spokes, I can assure you that if all the spokes 
will work together we will have a rim that will be very tight. 

You have a wonderful opportunity here to enjoy the contact 
of your brother dealer and manufacturer. Go to and take part 
n the general meetings—be at the round table meetings This 
is the place to air your grievances if you have any, and if 
vou haven't any you can have a good time in listening to what 
the other fellow’s troubles are, and be of assistance to him 

\ subject that I would like to see thoroughly discussed here 
(considering at the same time some incentive for those of your 
sales force who have not given you the best that is in them 
but have not yet discovered it) is, “How can we do a bigger 
volume of business without increasing our overhead, and have 

larger bank balance at the end of the year 

rhe new order of things seems to tell us that the individual 
storekeeper who is opposed to any plan of facing these new 
conditions, irrespective of their advantages, is doomed to be 
followed up by those who see the light 

If vour business is operated with a soul, if there is joy 


within your organization if you are supplying the something 
else in business so necessary today, if you are enjoying the 
ght kind of contact, you will enjoy an understanding that 
will have more benefits than you ever have anticipated 


When I was taken around the city of Manchester and through 
one of the syndicate stores and saw displayed in one window 
i barrel of new potatoes and in another bread for 6 cents a 

if, it is quite evident that we have to step on it to keep 
nace with their present-day methods and especially in regard 


to their own anticipations 


People have asked me my impression of England, and I want 
say that England is a very beautiful country It is, of 
cours with all the taxation that they are subject to, wonder- 
ul that they really do get along as well as they do If we 
were subject to such payt nts to the government, | can assure 
uu we would have considerably less to do with There are 
tw words to my mind that explain their grit under all circum 
es ind they are sentiment” and “loyalty 
Hiow many of us her have forgotten the days that were 
se of us who can eg back thirty years or more recall the 
fferent kind of sentiment nd lovalty that existed then We 
\ just got to hav that “something else’’ in busi 
ess besides the met exchange of money for merchandiss 
\ iz son ! £ s n salesmanship applicable to 
‘ \ ' f ends nd whether vou are selling yourself o1 
re} se st got to put more of your “YOU 
salesman toda \\ nnot do something else besides 
taking of an order s useless and there never Was more 
ed than now fo road men that can realize the advantages 
ng individual by getting out of the chorus and playing 
lo part These men can stimulate the dealet I could men 
ver of his } 1 w we st have vitl is, but we 
nore of then t i it ti buyer receives with out- 
’ a} nda 
‘ we " bole t t conventions we should be on 





eS Sin 


the floor to listen to and profit by the papers that are sub- 
mitted for your benefit by the outstanding figures in our busi- 
ness. These men spend valuable time in their preparation and 
have nothing but a desire to make your business bigger and 
better Every man has an ambition to reach a certain goal, 
and these goals can be reached by more knowledge, and there 
is a tremendous amount of knowledge to be gotten here which, 
if absorbed by you and in turn rendered to your employes, the 
purpose of this meeting will be accomplished. 

I was very sorry to have missed Mr. Sloan while in London, 
because he has done so much toward that better feeling which 
is existing between the two nations. He was on his way to 
Australia with Frank Waterman, but I can assure you that 
it was not necessary for either one of them to be there to 
introduce me to the “Pen Corner” folks If all the Americans 
who go there are accorded the treatment which I received, 
I would certainly wonder when they found any time in which 
to work. It would take a great deal of effort on anybody's 
part to keep pace with Mr. Guildford, the general manager, in 
his desire to make an American feel at home in England, and 
I can assure you that anybody visiting London who fails to 
visit the “Pen Corner” is missing a great deal. I wish time 
permitted me to mention other wonderful folks who were so 
kind to your representative. Men like: 


Mr. Sidney Spalding Mr. L. Lydall 

Mr. T. Owen Jacobsen Mr. A. E. Owen-Jones 
Mr. Lancelot Spicer Mr. Walter Shaw 

Mr. Alex Finburgh Mr. 8S. H. Smythe 

Mr. H. F. Hatcher Mr. G. 8. Vivian 


Mr. J. Adam Keene Mr. Stanley Welch 
Mr. A. D. Gascoigne Mr. James E. Ward 

Everybody had on the tip of their tongues, “Welcome! 
Can't we do something for you? Here is the key to England, 
and lreland, if you want to go there.’ I just wasn’t allowed 
to ride in a taxi if anybody knew it Always a car at my 
disposal It was just overwheiming. 

In my talk before the convention I spoke of my desire to 
say or do something that would leave a mark on my hearers. 
| referred to the matter of selling, in which salesmen some- 
times leave no mark at all, and how it is possible to make an 
impression upon your hearer, and also how it is possible to 
leave an indelible mark, and how also it is possible with 
experience to leave a mark that will tatoo the hearer's memory. 
My endeavors were rewarded when Mr. Jacobsen, in his speech 
at the banquet on Wednesday evening said, “I am very pleased 
to see here “‘my old friend’’ Mr. Burgoyne. I met him for the 
first time on Monday.’ When I heard this remark I felt like 
the colored lady who impressionated her husband, in that I 
had left the mark that you had delegated me to deliver 

In thanking Mr. Jacobsen for his kindly remarks, he said 
that friendship is not to be measured by time, but by that 
intensity of friendly feelings that vent themselves in a form 
that one feels to be so very deeply sincers I make mention 
of this because I most sincerely hope that you will all inter- 
mingle here and that at the end of this convention everybody 
will khow each other—not as my “new friend,’ but as my “old” 
one 

Those who have successfully reached the hearts of the Eng- 
lish people have a very definite understanding and are very 
enthusiastic about the feeling that exists between them, and 
the more contact we have with our neighbors across the sea, 
lam sure the better our understanding will be. 

We cannot judge nations by some people we meet or by 
what some people say of others whom they do not really know 
well enough to discuss 

It is very unfortunate that we have not been able to welcome 
an English delegate at this meeting, because I know I voice 
the sentiments of every member of our association when I! 
ay that we are always ready to do our utmost to make their 
stay a nemorable one 

Your delegate went to England to sow a little seed, and has 
returned to you feeling that it will be like the acorn. My 
heart is just overflowing with the happiest Kind of remem- 
brances and with a big thought in view that there has been 
idded another link in that golden chain of friendship and 


good will 
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ADDRESSES OF THE CONVENTION 





Costs, Customers and Profits 





By H. C. Dunn, Asst. Chief Business Specialist, Dept. of 
Commerce. 


The history of modern business administration is a history of 
gradual development. It represents the pyramiding of knowledge 
gained from innumerable experiences—a sifting of the wheat 
from the chaff 

We can see the process going on about us all the time. What 
is the so-called “profitiess prosperity” but the process in action? 
An analysis of the income tax returns does not indicate a profit- 
lees prosperity for all business 

The successful ones, under the microscope, seem to have some 
specifications in common. Three specifications seem to stand out 
as important in modern business administration 

l Standards of competition, based on the golden rule 
’ Co-operation on common problems of the industry 
3 Business decisions based on knowledge of facts 

In the early days of this country people lived more simply. 
Business transactions were of a more simple character. Wants 
were fewer, commodities were fewer; therefore, the problems 
that perplex us today were fewer. Our problems increase with 
the complexity of our affairs 

In the early days production was on a small scale, the fac- 
tories were located close to the source of raw materials. We 
did not have the net work of transportation lines expanding the 
distribution of commodities from coast to coast as we do today 
With the development of machinery, rapid means of transporta- 
tion and the multiplicity of products resulting from new inven- 
tions, new fads and constantly changing styles, the problems of 
competition, increase both in number and in the difficulty of 
their solutions 

When our contacts were fewer our relationships with each 
other as buyers and sellers affected only ourselves as individuals, 
but the web of inter-relationships affecting the business men of 
today make it less possible for him to consider himself alone 

In the early days the practices and policies of the individual 
strengthened or destroyed confidence in him or his product alone, 
today one must give thought to its effect on the industry as a 
whole if he wishes to prosper 

What was a trade practice between individuals in the early 
days now becomes a trade practice for the industry. 

When the pressure of competition began to be felt it was 
but natura! that ingenuity should come into play devising means 
and methods by which to sell our own products regardless of our 
competitor. A little more service; a little lower price; a little 
longer credit period—anything to beat out competition on the 
particular order to be placed without regard to future orders. 

The 1928 model of business management considers as unsound 
iny practice for himself that gives his concern an advantage 
at the expense of his competitors. He finds that if his practice 
favors him it will be imitated by his competitors and if un- 
economical or unsound to begin with, it reacts to his detriment 
through adding one more unsound trade practice to the industry 
as a whole from which he, as well as his competitors, would 
like to escape 

The modern business man has found the practices that do not 
measure up to the golden rule are fundamentally wasteful; they 
produce friction and friction produces controversy and ill-will. 

The magnet that attracts business today, and always has, is 
confidence between the buyer and the seller With the passing 
of the era of individualistic competition, confidence today must 
be considered between buyers and sellers in the plural sense, or 
of the industry with its buyers as a whole Confidence is also 
the great stablizer; therefore, one of the principal specifications 
of the 1928 model of business administration is the golden rule 

Not so long ago we were quite accustomed to hearing the ex- 
pression that “my business is different but with the develop 
ment of trade organizations in which business men, especially 
competitors, get together and discuss the problems troubling 
them, they find that many of the problems are common to all. 
They find that their business may be different as between in- 
dustries but not so different as between individual establish- 


ments 
Trade associations are but the expression of the need for co- 
operation The Secretary of Commerce, in his foreword to a 


recent publication by the United States Department of Commerce 

“Trade Association Activities’’—says: ““‘While our industry and 
commerce must be based on incentive to the individual yet the 
National interests require a certain degree of co-operation be- 
tween individuals in order that we may reduce and eliminate 


industrial waste, lay the foundation for constant decrease in 
production and distribution costs, and thereby obtain the funda- 
mental increase in wages and standards of living.’ 

The value of co-operation is evidenced in the benefit Trade 
Associations have been, and are, to the industries of this coun- 
try, which makes it unnecessary, it would seem to elaborate in 
more detail what benefits can accure from the pooling of the 
best minds on the common problems of their common industry. 


The contact of industry with the Government has been main- 
tained to a very large extent through trade associations and 
their special committees. Through them industry has drawn a 
vast amount of factual information and stimulation which has 
flowed out in commercial and industrial channels through hun- 
dreds of streams. The government, on the other hand, has 
drawn from them many suggestions and much guidance in its 
dealings with business. Collaborating with the Department of 
Commerce there are nearly 350 standing committees, and in a 
period of five years more than 1,250 conferences with industrial 
groups have been held under the auspices of the department. 

The third specification for the 1928 model business man is 
one of the most important, yet probably one of the best as yet 
fully appreciated—basing business decisions on a knowledge of 
facts 

It is said that a very small per cent of the manufacturers 
in the United States have adequate cost systems, that relatively 
few business people keep sufficiently accurate or comprehensive 
records to furnish a basis for sound judgment. It is probably 
true that if all manufacturers, wholesalers and retailers were as 
efficient as the most efficient, great reductions could be made in 
the cost of articles to the consumer and at the same time greater 
profits accrue to the seller 

Mr. Sidney Anderson, representative, and chairman of the 
Joint Congressional Commission of Agricultural Inquiry is quoted 
as saying, “I think I can say after conducting what was prob- 
ably the most exhaustive investigation of business in all its 
relations ever carried out in this country, that the surprising 
thing about business is not what we know about it, but what 
we don't know about it. I wish we might have a ‘Know Your 
Business’ Compaign in this country. It would be the most 
valuable educational campaign ever carried on.” 

The most pressing problems of our American industry today 
are those relating to distribution. Our whole distribution sys- 
tem is in a stage of flux. We have hand-to-mouth buying and 
a host of other experiments The consumer complains that it 
costs too much to get the commodities from his predecessor to 
him as the ultimate user. We utter all sorts of accusations 
against the middle man All of this is very largely the result 
of lack of information. We have developed our efficiency in 
the production side of business enormously The average factory 
employee turns out a 50 per cent greater volume today than his 
predecessor of 25 years ago How much of this has been due 
to more information it is not possible to say, but obviously the 


solution to the numerous problems that made this evolution pos- 
sible can be traced to the greater amount of information we had 
with which to attack those problems We have a vast area of 
statistics regarding production of commodities but a very great 
lack in following the “experience” and costs of those commodities 
through to the ultimate consumers. We are, however, making 
some headway in the gathering of facts on distribution. 


Remarkable changes in merchandising have come about in the 


last quarter century as a result of mass production. These 
changes have tended to upset methods of distribution which were 
deemed fixed and unalterable Retail stores have increased 


rapidly in number, and their nature has become so changed that 
customers are uncertain whether to look for clothing in a 
haberdashery, a gasoline station, or drug store Some manu- 
facturers do their own wholesaling and retailing. Retailers own 
wholesale establishments, and wholesalers own or control retail 
stores. 

In any case the confusion which now exists does not simplify 
the problem of efficient business administration Consumers, 
who usually have neither the time nor the inclination to study 
the problems, assume, as a rule, that the lowest prices offered 
are profitable to the seller and that any higher price is excessive- 
ly profitable. Any situation which contributes to consumer dis- 
trust only adds to the difficulties of distributors. It is for this 
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and other reasons that the Department of Commerce is concen- 
trating its attention on the problem which affects our national 
livelihood so directly More than 750,000 retailers each have 
sales less than $25,000 a year, and almost 150,000 manufacturers 
have a yearly production less than $100,000 In other words 
there are in this country nearly a million individual business 
men whose volume of business seem hardly large enough to 
provide the facilities for the study of their several problems. 

Less than a quarter century ago, we were traveling in cycles 
of depression and prosperity The curve for business conditions 
over a period of years resembled an outline drawing of the swells 
of a stormy sea The problem at one period of the cycle was 
overproduction, at another time it was slow deliveries, or under- 
production, each alternating the other in rhythmic sequence. 

Then came the war. Co-ordination of functions and activities 
became the need of the hour and finally the salvation of the 
d when the Allied armies united their facilities for co-ordi 
nated direction Truly, it seems, balance rules the world, 

The pre-requisite of co-ordination is facts—and facts are re- 
vealed through research, analysis and statistics The definite 
science of mathematics furnishes the test of truth Our present 
ly largely due to the more compre- 


business stability is proba 
hensive statistical knowledge we have of ourselves. We are 
better informed on the relation of our unit to our industry and 
our market as a whole A complete range of statistical informa- 
tion that will reveal the anatomical structure of business opera- 


} 


tions tor an estat I 


lishment or an industry, will probably change 
the resemblance of our business conditions curve to that of a 
placid pond instead of a stormy sea. 

Co-ordination, or balance, implies the elimination of the super- 
fluous. The superfluous is usually waste. It is obvious therefore, 
that the total elimination of waste, or perfect balance, would 
create a most healthy economic condition and a measure of 
economic ills 

Out of this principle the idea of simplification was born 
concentration of effort where it produces the highest economic 
returns Profitable business rather than volume then becomes 
the measure of achievement. Evidence abounds to testify to 
both the theoretical soundness and the practical profitableness of 
the principle 
We see the principle at work in the selection for concentrated 
effort, of sizes, dimensions and uniformity of quality, or grading, 
to those sizes and dimensions which analysis shows represents 
the preference of the buyers. It is more often the rule, rather 
than the exception, to find that 80 per cent of the business is 
done on 20 per cent of the varieties offered, whether by an in- 
dustry, a manufacturer, a wholesaler or a retailer 


For example, the woven-wire fence industry found it was mak- 
ing 552 sizes and types and combinations of gauge of wire, 
length of roll, etc., and 2,072 sizes of packages, of which 69 and 
36 items, respectively, were found adequate to fill any consumer 
demand 

The president of a company distributing steel reinforcing bars 
testifies to the practicability and economic importance of the 
principle as follows “We, steel reinforcing bar distributors, 
probably carry in stock something like 100,000 tons of bars, 
which would represent an investment of $5,000,000. The interest 
on this at 6 per cent is $300,000 a year. At least half of this 
amount has been saved by simplification and other savings 
(which are more difficult to estimate) accrue in operating the 
plant 

The proprietor of a retail store was enabled to cut his inven- 
tory two-thirds and increase his sales 100 per cent through the 
simplification of electric lamps He was able to satisfy the 
demands of his customers with 6 items whereas formerly it re- 
quired 39 

\ manufacturer of leather products who sells directly to con- 
sumers analyzed the accounts of his 10,000 customers and found 
that 6,600 purchased less than $100 worth of his products an- 


nually 1,400 accounts ranged from $100 to $300 and the re- 
maining 2,000 purchased over $300 worth annually 

The 2,000 customers, or 20 per cent of the total number,, 
accounted for 90 per cent of the sales A worth-while saving 


resulted from discontinuing direct contact with the 80 per cent 


that accounted for only 10 per cent of the sales and diverting 
this business to wholesale houses handling their line. A whole- 


i 


irdware merchant analyzed his inventory in 1919 and 
found he was carrying 12,000 items which represented the prod- 
ucts of more than 700 manufacturers. Analysis revealed that 7] 
per cent of the total business was done in products from only 62 


manufacturers, The remaining 29 per cent was scattered over 


600 manufacturers’ lines Today, with the inventory reduced to 
6.500 items from 450 manufacturers, 60 per cent of the sales 
are n the products of only 60 manufacturers This principle 
I i true not nly in the distribution of his commodities, but 
also in the division of business among his customers. When the 
v ime f usiness done with each of his 1,432 customers was 


measured against the volume determined upon as necessary to 
produce a satisfactory profit, he found that only half of the 
accounts came up to this measure. Approximately 700 of the 
accounts were unprofitable. The unprofitable accounts were 
dropped, shrinking his volume of sales 33 per cent, and reducing 
the size of his sales total also by 33 per cent. He found, how- 
ever, that after a three-year operating period in the restricted 
area, with the reduced line, that his dollar volume of net profits 
had increased 35 per cent. His cost of distribution was reduced 
from 20 per cent to 16 per cent of his gross sales. 


I recently examined the sales records of a wholesale sash 
and door company covering a year’s receipts, shipments and 
stock on hand of two panel fir doors. They carried 22 sizes. 
Analysis revealed that 5 sizes, or 22 per cent of the line, pro- 
duced 75.2 per cent of the income from the entire line. These 
five sizes represented 70.1 per cent of the total inventory value 
and 75.2 per cent of the gross profit. It was found that these 
5 sizes turned over on an average of 3.36 orders per day. Con- 
trast this turnover with 13 sizes, or 59 per cent of the line, 
which accounted for only 11.5 per cent of the sales income. The 


9” 


average turnover of these 13 sizes was 1 order every 27 days. 


In a wholesale grocery analysis prepared by the Department 
of Commerce it was discovered that the wholesaler in question 
carried 2,100 items in his inventory. Representative grocery 
chain-store warehouses handling an even larger volume of busi- 
ness included as few as 700 items in their inventories. The 
latter secured stock turns of twenty times annually, while the 
former secured a stock turn of only seven times. In the whole- 
sale grocery the four items, tobacco, sugar, provisions, and flour, 
supplied 49 per cent of total sales, but required only 17 per cent 
of the inventory investment and 15 per cent of the total ware- 
house space. Four additional groups, canned vegetables, canned 
fruits, condiments and spices, and canned meats, added only 14 
per cent to total sales, but required 42 per cent of the inventory 
investment and more than 50 per cent of the warehouse space. 
From these facts it is obvious that a mark-up based on the 
average expense of doing business causes certain items to bear 
a disproportionate share of the operating expense. 


The wholesale grocery analysis also revealed that 22 per cent 
of the orders received were for amounts less than $5 each, while 
45 per cent of the orders were for amounts less than $10. This 
45 per cent of the number of orders received accounted for only 
12 per cent of the dollar volume of business. The added volume 
to be secured by reaching every consumer may prove momentar- 
ily attractive, but when the costs are weighed against the 
volume secured it is not infrequently found that a smaller 
volume could be handled at a greater profit. 

Let us turn now to the retailing field. Again we find the 
same tendencies and the same need. 

An analysis of toilet goods sales over a period of six months 
in a well managed city drug store of the residential type reveals 
that 74 per cent of the total sales were made on 159 items of 
474 carried. 

An independent retail grocer’s business is now being ana- 
lyzed. The figures show that 50 per cent of his trade is in five 
classes of merchandise—butter, bread, coffee, eggs, and sugar. 
These five require just 10 per cent of his inventory. Nine other 
classes of merchandise require nearly 50 per cent of the inven- 
tory and bring in only 14 per cent of the sales. 


Studying individual commodities shows, for example, that 
the grocer has on his shelves 42 items of tea. Six of these 42 
items have nearly 50 per cent of the total tea sales, leaving the 
other 36 items to compete for the remaining half of the tea 
business, 

Leaving the store and analyzing the customers discloses the 
fact that while 25 per cent of all customers’ orders are for less 
than $1 and amount to 5 per cent of the total business, 20 per 
cent of the orders are $4 and over and amount to 50 per cent 
of the total business. 


The grocer’s trading area shows 43 per cent of his customers 
to be within a half mile of the store. These customers account 
for 30 per cent of all sales. 

Upon examining the deliveries one finds the minimum de- 
livery to be valued at 6 cents—for two cakes of yeast, carried 
to a customer three miles away. 

It is possible that idle merchandise stocks on the shelves of 
retailers constitute one of the outstanding wastes in retail dis- 
tribution. Merchandise which sleeps on the shelves gradually 
accumulates costs, such as storage, interest, insurance, taxes, 
shrinkage, depreciation, and obsolescence. Furthermore, it ties 
up a retailer's capital and depreciates his credit, making it diffi- 
cult or impossible for him to take advantage of cash discounts. 
Idle merchandise, therefore, places the merchant in a situation 
which is highly undesirable. If the accumulated costs cannot 
be passed along to the consumer the retailer may find it im- 
possible to remain in business. 

(Continued on Page 242) 
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“Swat the Snake and Co-Operate” 





By Raiph Pariette 


Mr. Gibbs, Mr. Secretary and 


I thank you for letting me stand 


vir Pariett« Mr Waddy 


Gentlemen of this convention 


on your platform That is an honor And I thank you for 
coming it to this meeting In such a wonderful place as this 
is, it is mighty hard to come in and sit down, isn't it, and 


devote yourself to shop talk, when Nature has put us right in 


Eden I was down on the program to speak at 
nearly ten, and I have 

hoping that I might have something worthy, or sincere, at least, 

But we haven't much 

getting as 

point 


tl Garden of 


20. and it is ow come a long ways, 


ind I am going to try to present that. 
tim ind I am going to ask you to help me by 
close to the court as possible, and as the others come in 
nto the class here I have arranged with Mr. Waddy, 
your revered Chief, that ten minutes before this address is to 
table violently, and then I 
have ten minutes more to talk And if I 
stop after ten minutes, he s going to hit me with the 

( Laughter.) So when you hear that mallet, you only 
(Laughter.) Because there is 


mallet on the 
That is the caboose 


stop, he is to hit the 


don't 
mullet 
ive ten minutes more to suffer 


important meeting coming after this, these conferences 


i very 
that are very, very important And so I want to talk until 
time for this conference 

There is a subject here, but first of al My Friends, I think 


most important movements in trade and commerce 
ind production today is this very thing of getting to conven- 
tions, of getting together and knowing each other And I like to 
Why? Because I am meeting the 


get to a convention like this 
people who lead in that fleld, the 


they lose a bit of their time perhaps, to leave 


people who are willing that 
their home and 
make a journey to the convention, and meet other leaders I 
know you represent the field, and I would rather talk to this 
eroup this morning than to a thousand not so much interested. 
And I have the feeling that any man who works in any field and 
iMfiliate with progressive organizations like your Asso- 
ciation, is hardly playing fai: He 
where he isn’t so willing to help sow and cultivat« 

And this is a wonderful game we are in, My 


are turning our work into play (od never planned work He 


doesn't 
is willing to reap in a field 


Friends; we 


planned for us to play He didn't plan us to work. The trees 
and the plants and the flowers do not work They produce 
their perfect product without struggle Turning our work into 


great job And I venture almost every one of you 


you love the 


play is the 
here is in this field because work 

And something elee,. It is a good thing to come to a con- 
ventior isn’t it Because we get out of the grind, which 
may become a groove, and a groove becomes a grave. if we 
don't look out It is a good thing to get out of the shop and 
meet others It is a good thing to get away from your neigh- 
bors once in a while It is a good thing for you, isn't it? And 


t.is a good thing for the neighbors, too, isn't it? (Laughter.) 


Ln we love each other more when we come back 

We eed steam and vision I went into the roundhouse the 
ther lay it La Junta, Colorado And there was a big en 
xine s big Santa Fe engine a whopper And I said “Hello 
Engine M what a big machine you are Where are you 
going and when do you go Never again,” replied the en- 
ine I am dead And there it was, with great big wheels 
ind great bie pistons and great boilers, and all, but he said 
[ can't do anything I am dead, and railroading has got to 
stor I haven't a pound of power But I went in there again 
s little later und I saw a man come in and build a fire in 
that furnace, and pretty soon I heard a “Chug, Chug-sha, Chug 
sha al I could see that the fire was getting hotter and hotter 
aml that the steam was going up in the gauge And pretty 
soon that engine said, “Hurrah, we are going to have railroading 
rom now on and pretty soon that big engine was going 
‘Cush, Cush, Cush,” and pretty soon it said, “Here I go and 
iway it went on its journey and work The biggest machine 

the world is got to have steam, or it is powerless 

But | come to the matter of the meeting today I had 


with Mr. Little ind that man has written 
wonderfully fine ones, to put on this progran 


compliment Mr 


correspondence 
1 lot of letters, 
ind I want to compliment him, and I want to 
I have seen the reports of many 


finer publication covering the 


Gibbs on that report he made 
conventions, but I never saw a 
convention, the story of it, than the one of the meeting you held 


n Boston, Massachusetts, a year ago And I want to compli- 


ment you on the beautiful printing you get out, the invita- 
tions—that was a marvelously fine thing—and all the way 
throug! You are doing it grand! And my main word t 


what has brought all this about? 


! greatest invention 


ou this morning is, 


id me the other day that the 


ages—they don't even know 


human race is writing, because 
writing all that we accumulated in thought died wit! 
except what little we could hand on to our son. 
writing has come to be, and printing and all 


aml the greatest benefit to the 
before 
our passing, 
And now that 
that pertains thereto, we can pass our 
goes, like a great snowball of 
mental realm 


memory on to the next 
generation; and on and on it 
knowledge and wisdom, all that we obtain in the 
And it is like a great skyscraper, 
ss. And I am glad we can 


can be passed on to the next 
co-operatively built, as we prog 
for we have the fruitage of all the past here 

Let me tell you a fable It was written by a gentleman 
named Aesop, and I think he is now dead ( Laughter.) It is 
something like this: There was a snake that could talk, and 
he wriggled up to a man, a man made up of head and hands 
and feet and all the other parts. And the snake said, “Good 
Morning, Mr. Head,” and he said to the feet, ‘““Good Morning, Mr. 
Feet and to the hands, “Good Morning, Mr. Hands Do you 
know you fellows ain't gettin i square deal’ You do all the 
work, and Mr. Stomach gets all the food And the next day 





live today, 


hat snake wriggled back and said the same thing “Good 
Morning, Head, Good Morning, Feet, Good Morning, Hands, 
You ain't gettin’ a square deal You do all the work, and Mr. 
Stomach gets all the food And day | day, in every way, 


this snake wriggled up to them and made this statement, and he 


got the members of that man’s body peevish, and they began to 
thing over among themselves, and they thought, after 


And so pretty soon they went to 


talk the 
all, maybe the snake's right 
tl Stoma¢ if you don't get busy and 


e stomach, and said, “‘Say, 


work like the rest of us, well walk out on you, we'll 
strike next Tuesday noon. Well, Tuesday noon came, and they 
struck The head refused to think about how to get the food, the 
feet refused to go where the food was, and the hands refused to 
handle the food, and all together they made the strike a grand 
success But a few days of success vou understand, a few 
“We are a 
grand success, but things ain't like they used to be You know 
Mr. Head was getting dizzy, and the feet could hardly wobble 
and the hands could hardly cheer any And finally, 
were ready to collapse, the man said 


go out on a 


days of success, and the members said to each other 


1long, more 
just about the time they 
“We ought to eat.” And they said, “Yea, Bo, we ought to eat 

“Well, you will have to get the eats and they thought that 
was about right; and so the head thought how to get some food 
and the feet set to running to it, and the hands grabbed it, and 
the mouth opened up for eating, and the teeth started in to grind 
the food up, and they passed the food on to the stomach and the 
stomach did the thing that was necessar to bring the whole 
business back in to good trim agair Now the snake didn't tell 
them the fact, he didn't tell them the trutl The liars in this 
world never tell the whole truth, and that makes trouble. Mr 
passed the food back to all the members, the nouris! 

normalcy—quotation marks—(Laugh- 


Stomac 


ment, and they get back to 


ter) And then it was that this man was himself again, and he 
salii to the members, “Boys, who was this friend of ours that 
nearly sent us to the cemetery? And they said, “Mr. Snake 

No, I am pointing the wrong way here (Laughter) Wait, this 
was (Pointing) “Mr. Snake And that man said something 
He coined a slogan May I bring it to you? He said, “Swat 
the Snake, and Co-operate poetr (Laughter) And then it 


as they did that, and they lived happily ever after—quotatior 
marks again ( Laughter) That is the er f most of your best 
sellers, isnt it? 

Then it was that the liscovered the s é That was true in 
(reece. That was true en Paul wrote his Epistles ind ever 





preacher has said it from his pulpit, and we must say it agair 





What That snake s here? The thing, the lie, the spirit of 
selfishness, that tries to defeat everybody's best progress That 
snake is in Chicago, where I live It crawls down Michigar 
Avenue head of me ind after while he says, “Ralph. you're a 
fine fellow and I agree with him (Laughter) Sut,” e 
says, “that bunch in your Company are loafers That all hang 
n you, you do it all they don’t do anything And then 
e goes down to the office before I get there, and he says to 
every one, every member of the board You fellows are doing 
the work, and that Parlette is ist a afer And we get 
nad at ea other every little bit TI ke gets us mad Ar 
ve must get together, and put our the table I don't 
cnow what that means; maybe you do (Laughter) And we 


must find out that every one of us has been lied to: we must 
mut that we need each other, and that is what we call 
Hurrah, co-operation 


nobody 


operatior And today it is flowering 
knows how many 


if they 


is flowering—all through the ages 


Tennessee would be 
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honest (Laughter) But all through the ages this snake has 
had all humanity fighting ea other, every man for himself, and 
the Devil take the hindmost, and the Devil took them all 
Nobody got anywhere 
Only vesterda,y on the clock of time, somebody discovered 
that two hands are better than one, and they swatted the snake 
co-operating, two of them, and then those two were working 
together, and then others said, “Let me join,” and then thou- 
sands came in, and today there are millions of us getting the 
first lessons about co-operation, in which those who do the think- 
and the planning become the head, the management of this 
co-operative work; and the men who are skillful with their 
hands at making thines do the handiwork and become the 
ands and those who fet and carry become the feet And 
n't you see that it doesn’t matter what anybody does, so long 
is he does the thing that he is best fitted to do, and in co-op- 


erative understanding wit ill the rest. And then each man 
works for all, and all work for each, and that makes a fairy 
stor’ Why, the story of Aladdin with his wonderful lamp, and 


stories of the Arabian Nights are as nothing compared with 
the story of what is going on in our lives, and in this gener- 
ation, as we learn to work in team work, and to put our arms 


sether and thus make a bigger arm, and become able to buy 


1 bigger piece of machinery, and thus make a bigger business 
We are out for ourselves. Are you ready to agree with me 
at We are out for ourselves. There is only one honest 
motive in life As for me, I am out for myself, and I believe 
uu gentlemen are out for yourselves. I believe we came to this 
onvention to get something for ourselves I believe there is 
only one honest motive [ am out for myself, and when any one 
gets on a pedestal and says, “I care not for myself, I am only 
ne for others.” I make that bird pay cash in advance 
(Laughter) I believe e is lying. He is either lying to me, 


vr else, worse yet, he is lying to himself. There are a lot of 
fellows that lie to themselves, and think they are working for 
the other fellow And when any one gets on a pedestal and puts 
t spare tire, or is it a halo, around his head, and say, “I am 
only living for others I want to watch him, for he may soon 
be running away with some other fellow’s wife (Laughter), or 
he may cause trouble in your store, or divide your house against 
ou. There is only one honest motive—We are out for ourselves 
I don’t mean we are a!! out for money alone, or other material 
things; but we are out to be happy, and to get happiness in our 
lives, and we may get the keenest enjoyment and happiness out 
of doing something for someone else. That is why it is better 

give than to receive because we get more real enjoyment in 
our own lives as we do that intelligently. And that is why it is 
etter to do right than to do wrong, because we get more for 
ourselves Ask any gunmar n Chicago, or anywhere else, and 
ask any short change man, or dishonest fellow in any other line, 
ind we will find they think they would be happier doing right 


than wrons We talk about service We hear that around at 
the Rotary Club meetings and around at the Kiwanis Club 
meetings, “Service, Service and so many times they mouth it 
They talk as though they were giving something out as a sort of 
irtyr, “I will do it, and then later on I will get my reward 


No. sir we get the reward now, like the income tax, right at 


e source (Laughter), in the joy of doing things 

Life is a gymnasium, and when we help the other fellows we 
ire using them as dumbbells to help ourselves. The happiness 

mes in our growing It is the music of our growing. I be- 


eve in the fifty-eight ears I have been on earth that is the 
t important fact I have learned, that happiness is the music 


our growing And we must keep on growing if we hope to 
‘ App 

\s we learn to co-operate we get more for ourselves That 
w we are doing it That is why we are getting people to 


york with us, and why we work with them, in order to get more 
r ourselves We get paid three times. We get God's pay, and 


we get man's pay, and We get money pas What is God's pay 
Why everything, life and healt ind strength and sunshine and 
fresh air, and all the other raw materials of the universe We 
ways had them, the sa es had them, but we didn’t get the 
zood of them until something else came along. and that was 
ins ya Co-operation when they began to unite and get to 


ether, and they began to take the wood and the stone and the 


li the metals, and make machines and tools and buildings 


1 railroads, and cities and stores and organizations and gov- 
ernments When we began to co-operate, then we began to make 
70d's pay available to us, and we co-operated in the enjoyment 
f it 

First, God's pay. the materials Second, man’s pay, the co- 

eration that made them available, and then, third, money pay. 
I wsed to think it was all the pay we got, the money pay. Now 
I think it is just a tip, or a check on the bank of co-operation 


the world in recent times, and 


; 
“— 


i ave come from a tril 


that trip I learne something about money I brought a roll 
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along—and really I don’t want to show my wealth, although it 
takes a lot to stay at this Hotel (Laughter). But I want to 
show you my roll here—it won't choke a cow, but you haven't 
got figures enough to add it up. It is more money than Mr. 
Gibbs gets as salary (Laughter). You have got millions, you 
Plutocrats here—I say Plutocrats because Pluto is in Missis- 
sippi (Laughter). You got millions, but I have got billions 
right there, trillions, sneezillions. I brought all that back, and 
I think I only paid three dollars for the whole mess (Laugh- 
ter). And I think the man that sold it to me made $2.99 on the 
deal (Laughter). 

But it is money. There is the thing I never thought of be- 
fore. It is money. Let me find a small bill, one that I could 
tip the waiter with downstairs. Here is one—‘F-u-n-f," with 
two dots over the “u.” Here is a bill that says, “I am worth 
funf million marks,” whatever that is. I know what it is try- 
ing to say in my language, “I am worth five million marks.” 
You are a liar. I wouldn't have you if you were (Laughter). 
You aren't worth anything. You don’t know your redeemer 
liveth (Laughter). 

Listen! Here is one that says, “I am worth ten million 
kronen.” You are a liar. I wouldn't have you if you were. 
No, these are lies Here is a red one that I can't read. It is 
Russian. It looks like a lot of exploded caterpillars, and a 
Russian translated it for me, and he says it says, “I am worth 
ten billion roubles.” You Bolshevik liar! These are all lies, 
baseless lies, billions of lies. If these were the only money in 
the world, you and I wouldn't be here today. There would be 
chaos all over this land. Money is important, and that is money, 
remember. But wait! Good news! Where is it? Here is a 
piece of paper that is just as dirty. It has a picture of George 
Washington on it, and it says, “One Dollar’’—Pardon me for 
showing you my fee here this morning (Laughter). And I read 
on this piece of paper, “I am worth One Dollar. George Wash- 
ington.” You never told a lie You are. And I know why 
you are That paper intrinsically isn’t worth any more than 
this wall paper—I can trust it with your President and turn 
my back (Laughter). But there is something back of that 
piece of paper. What is it? It is God's pay and man’s pay. 
It is reseurces and co-operation, pledged, that keeps that piece 
of paper telling the truth, and in every land anywhere they look 
at it, and they say, “Hurrah, we want that.” There is the 
financial yardstick of the world today Why? Because co- 
operation stands back of it. 

Now may I, for the few minutes that are left, tell you a fairy 
story? It is a wonderful story. Right here in French Lick, or at 
West Baden. or wherever you live, there was a time when the 
white men began their settlements. The Indians and the Mound 
Builders and the pre-historic had roamed for centuries, taking 
advantage of but very little of what God had placed before them. 
But the pioneer came, and he built a cabin, a log cabin, and he 
worked hard, very hard, harder than you and I think of work- 
ing. And he had very little in his life, because there was very 
little co-operation. All he got he had to get with his own hands, 
out of the streams and the forests and the earth. And perhaps 
he had a horse and a dog and a scythe and a door hasp—and he 
made them all himself—and he had a gun for his protection. 
But now something has happened in our lifetime. Co-operation 
has come whereby man’s pay has come, and the thousands and 
the millions have come in around those cabins, and have learned 
how to join hands; and they have organized, and have done 
mass work and team work, and have built the cities of civiliza- 
tion and have built the different lines of business And now 
none of us think of working as those pioneers worked, and we 
are paid as he never dreamed of being paid. I thrill. It seems 
like a dream, but it is not a dream When I sit down any- 
where to eat, and I think of the whole world feeding me, and 
the railroad trains and ships from the other side of the world 
bringing me food. And Minneapolis sending flour for my 
griddle cakes—eventually, I read, anyhow (Laughter). And 
Texas sending beef, and California sending this orange, and 
Oregon this apple, and Idaho maybe baked potatoes, and coffee 
from Brazil and tea from China, and spices from India and the 
East Indies—and breakfast food from Battle Creek—-The whole 
world is feeding me every time I sit down to eat. Never before 
did that happen 

I telephoned this morning Did I pay for the telephone? It 
took thousends of men, armies, millions of money, years of de 
velopment to put that telephone to my ear and give me the 
wrong number (Laughter) I sent a wire yesterday, as you did. 
Did I pay for the wire? Co-operation paid millions for that wire. 
1 sent letters yesterday, as you did. Did I pay for those letters? 
I did not. Co-operation paid millions to organize the machinery, 
ind when I stuck the stamp on the envelope I just tipped it I 


(Continued on Page 249) 
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Merchandising 





By Lawrence L. Smith 


Mr. Chairman and gentlemen Upon coming into the office 
outfitters’ business, through our association with the Johnson 
Chair Company, we naturally investigated conditions existing 
in your industry, and found more information present and 
available to us than is commonly available in the normal indus- 
try that we serve We were amazed to find the completeness 
of the recent Harvard report and similar investigations that 
were made by private enterprises that were available to us 

One of the outstanding things that you as well as ourselves 
immediately appreciate is the relative low percentage of profit 
that exists in this business We conducted our investigations 
into the products which you sell, into the volume of business 
that your products run into and into the sales practices that 
you follow It would appear to us that your situation con- 
cerns the three fundamentals of most businesses: (1) your mer- 
chandise: (2) your market; (3) your methods of merchandising 

It was a very illuminating report to which we listened yes- 
terday by Mr. Dunn, showing that in the normal industry in 
this country 80 per cent of the business is done on 20 per cent 
of the items. So, taking your merchandise first, we cannot help 
but believe that the industry requires the substantial elimina- 
tion of many of the items now being carried. In talking with 
Mr. Marshall we found that this same thought occurred to him 
long since and that to his knowledge a certain very prominent 
stationery store has been able to reduce the number of items 
carried from 6,000 to 4,000 with a substantial increase in volume 
of business and profits. 

As a purchaser to a large extent of equipment such as you 
supply, because of the nature of our work, I recognize in the 
frequent encounters with your representatives that the very 
multiplicity of items that you have available diminishes the 
effectiveness of the sales presentation on any of them 

It is our recommendation to our clients in this business that 
they to a great extent eliminate all items from their lines that 
they cannot prove are justified as a result of demand and basic 
use 

Then from the standpoint of the market you are serving, we 
constantly encounter an endeavor to cultivate prospects within 
the range of your store service which, even if you were suc- 
cessful in selling, there would not be a profit to you as the re- 
sult, because the quantity required for their supplies is too 
small to justify the sales expense. We are recommending the 
same careful discernment in relation to the market as with 
reference to your items of merchandise and equipment Select 
for your sales attack just those prospects who, if you were 
successful in selling, would produce a sufficient volume of 
business to warrant the sales effort In talking with a very 
astute merchandiser yesterday, located in Detroit, he told me 
he was limiting his sales efforts through restricting himself 


‘exclusively to a thousand prospects, that his mailing list in 


that great metropolis would not exceed that number, and that 
were he to increase it beyond that he would have too high a 
percentage of names on his list that would not use enough of 
his equipment to warrant the sales endeavor necessary to sell 
them Greater care in selecting the people upon whom you 
are going to apply your sales pressure will, in a great measure, 
eliminate waste in sales efforts The wasted sales effort can 
then be folded back upon the prospects whose business is of 
sufficient volume to warrant your effort and with that addi- 
tional sales pressure increase the volume that comes to you 

As far as merchandising methods in this industry are con- 
cerned, we find that to a large extent you have been tending 
to supply existing demands, that your greatest effort has been 
to defiect tnto your particular institution a volume of business 
self-created on the part of your purchasers, and too little effort 
has been put forth to create a fundamental desire on the part 
of the public to buy your equipment. 

We believe that the greatest opportunity that is available 
to you today is: First, to restrict the number of items which 
you have for sale Second, to restrict your prospects to those 
from whom, if you do sell them, you will realize a profit. Third, 
to apply modern selling methods, in knowing more about the use 
of the particular items which you are offering than the man 
who is buying them, and that you stimulate the desire to buy 
on the part of the prospect prior to the prospect having created 
the interest Every time a prospect or purchasing agent finds 
himself in the position of having to supply a demand existing 
within his institution he starts shopping for prices The whole 
problem then becomes a question of: Where can I get the mate- 
rial at the lowest cost? If the salesman, on the contrary, 
resorts to the specialty selling method and creates a funda- 
mental interests and desire, the element of price is in the back 


>] 


ground and the problem is whether or not to buy the product 
or device. 

As a purchaser in large volume of the material you sell, fre- 
quently we have found the sales representative unacquainted 
with the specific use of the item of equipment we desire. I 
believe, and I think you will agree with me, that that comes 
about as the direct result of confusion from a myriad of items 
and a myriad of prospects and a general endeavor to do some- 
thing in a broad, general way It would be a wonderful relief 
to have office equipment salesmen so trained, so specialized, 
that they knew more about the particular thing that you had 
use for than you yourself would know, and with that knowl- 
edge and the acquaintanceship and courage that would result 
from the knowledge, they would be able to make their recom- 
mendations to the point where their mind would dominate the 
sales interview instead of the buyer's 

We are recommending to our clients these three things: 
Greater selectivity of items, Far greater definition of market 
with individual selection of prospects Sales training to their 
salesmen, so that the salesman will be a specialist in that par- 
ticular equipment Combined with that should be the normal 
sales effort in the way of direct mail, modern use of newspaper 
advertising and highly specialized service on the major items 
(Applause.) 

MR. CHAS. THOM’S REMARKS 

I have not been doing any business for about a month. I 
am on a vacation. I just got back from my vacation on Friday 
and left for here on Sunday, but from the reports I have got 
the boys up there seem to have been earning a few dollars 
while I have been away. Business is very fair in Detroit at 
the present time. There is great activity in the building line, 
four or five big office buildings being completed, and that has 
given us quite a demand on high grade office equipment and 
supplies. I might say to the convention that dealers in Detroit, 
as in other parts of the United States, are suffering somewhat 
from the competition of the national contracts which are being 
handled by the filing cabinet manufacturers who sell office 
equipment, desks, chairs, and so forth The individual mer- 
chant cannot meet this competition, either from a price or 
distribution standpoint. *articularly is that so in the automo- 
bile trade, as they have branch offices all over the United 
States They are being served by lines which are handled 
nationally through the large manufacturers who have distribut- 
ing points in the larger cities.. Otherwise, the business up in 
our territory is in pretty good shape. (Applause.) 


J. O, PIERSON’S REMARKS 


We made a very exhaustive research of the national contract 
problem last year We sent out questionnaires all over the 
United States and brought in a report at Boston that seemed 
to meet with the approval even of the manufacturers, as ex- 
pressed on the floor. As far as I can see, the national contracts 
arc getting worse every day and there are more of them, and 
they all start from the branch offices of these manufacturers. 
Most of them are made in New York It is difficult competi- 
tion I do not know how to cure it. Somebody might be able 
to work out a plan where the manufacturers would come out 
into the open and say how they are going to distribute their 
merchandise. Down in New Orleans there are a great many 
national companies opening branches We have followed the 
distribution of these companies. They come into your office 
and throw down a contract and show it to you. If you write 
to the steel manufacturer and ask him for a list of his con- 
tracts, he will not send it to you, but will tell you about an 
individual case if you ask the question We do not have the 
information by which we know how to meet the problem. 
There isn’t a dealer in this country who can handle a national 
contract as made in New York and make any money on it 
I might say that the business was handed to me on a silver 
platter and I had no sales expense, but just to take the mer- 
chandise out of your stock, deliver it and service it costs 
money, and you cannot make any money, because you are 
handling it 10 to 20 per cent below the cost of doing business 
It cannot be done. I certainly hope this problem will be taken 
up and worked out with the manufacturers When I left 
Boston last year I went to New York and spent a week there 
with the different steel people and talked this matter over 
The president of one company told me he flew over from 
Cleveland to New York to talk to me. He was most enthusiastic 
as to what he was going to do, but the boys in my furniture 
department tell me he is as bad as ever and getting even worse. 





act 


re- 
ted 

I 
nes 
ms 
ne - 
lief 
ed, 
iad 
wl- 
sult 
m- 
the 


gs: 
ket 
1e1r 
ar- 
mal 
per 
ms 


I 
day 
got 
lars 
f at 
ine, 
has 
and 
roit, 
phat 
eing 
ffice 
ner- 

or 
mo- 
ited 
dled 
but- 
p in 


tract 
the 
med 
ex- 
racts 
and 
rers. 
peti- 
able 
out 
their 
nany 
| the 
office 
write 
con- 
it an 
e the 
blem 
tional 
yn it 
silver 
mer- 
costs 
u are 
iness 
taken 
[ left 
there 
over! 
from 
siastic 


niture 


worse 








Ge 


Page 57 OFFICE APPLIANCES For November, 1928 


e 





——— 


I hope somebody will take up this work and try to carry it on 
and have a round table discussion with the manufacturers. 
That is all I have to say except that down in my territory 
things are pretty fair but nothing to brag about. (Applause.) 
c. J. NACHTIGAL’S REMARKS 

Mr. Pierson has covered the subject. This is my first con- 
vention as an individual dealer, so get me straight I have 
been a manufacturer for eighteen years National contracts, 
which seems to be a sore spot, is cleaning itself up There 
have been five national contracts renewed in the last five 
weeke at a discount of 5 per cent better than what they existed 
in 1928 In other words, they were 20 per cent contracts and 
they are 15 per cent contracts now. A big contract in Detroit 
was renewed on the same basis, without the retroactive feature, 
which improves conditions 10 per cent. That is better. The 
dealer can, under some of these contracts, handle some of that 
national work. Surprising as it may seem, some of your large 
accounts, what they call national contracts, are only 10 per 
cent off of the net—I am talking of filing equipment now—and 
that usually is an extra five on desks, because desks carry 
another discount I know fifteen or twenty national contracts 
that do not carry excessive discounts, only 10 per cent off 
selling prices, with 40 base list. Several carry 20 per cent, not 
a great many, Some carry 15. In Detroit, for instance, I know 
of contracts covering purchases, January 1 to May 15, where 


the retroactive feature went in, covering $627,000 of equipment. 
Mr. Thom’'s firm got some of it, we got some of it, and, of 
course, the balance went to the contractor. I agree with what 
Mr. Marshall has said. We are living in a new age. 


Let us look at the national contract from another angle. 
There are only a few national contracts where it is absolutely 
imperative for the branch or your local man to buy from the 
home office. A lot of national corporations now have de- 
centralized management, with centralized control, and they, 
with the decentralized management, can purchase their own 
equipment. For instance, 1 do not mind saying that if any of 
you boys have a General Motors Corporation branch in any of 
your cities, they can buy whatever they see fit, and they do 
not have to buy on their contracts. They are not compelled to. 
Some purchasing agents for that department will insist that 
they are, but I know different, and if you are good enough 
salesmen and can put your message across and can render 
local service, you do not have to meet that condition under all 
circumstances. At least that is what I have found. I think 
the dealers who are going to function under this new contract, 
who raised all of the thunder on the west coast, that that has 
all been taken care of, and you will not get the complaint from 
those dealers that you did two years ago, because the profits to 
those dealers are considerably greater than they were then 
when the first contracts were made. (Applause.) 


The Deferred Payment Plan 





By Carl S. Leopold 


The time payment plan of selling is one of your greatest 
advantages if you use it rightly. 

Installment selling has frequently established itself in the 
modern merchandising machinery and is here to stay The 
success of the automobile industry, the adding machine, type- 
writers, and other general industrial machinery business, has 
proved beyond a doubt that installment selling is a success. 
Installment selling, however demands adequate financing. 
without such an arrangement the dealer will shortly tie up 
his working capital and limit the opportunities for increasing 
his volume of sales It is for this reason that certain manu- 
facturers have worked out and are offering to their dealers 
a finance plan which will enable the dealer to have at his 
command extensive capital and resources to finance legitimate 
sales at a merely nominal charge to the consumer. 

Installment selling completed, with this finance plan will— 

1 increase the number of sales by putting within the 
reach of small capital the possibilities of purchase 
2. Increase the amount of sales by inducing the prospect 
to step up in his proposition, to appropriate surroundings. 
Will help to make a complete sale instead of partial 
sale to the prospect already in hand. That is, the dealer 
will be able to sell the prospect the rugs, lamps, drapes, 
etc., instead of just a piece of office furniture 
4. By tying up the indebtedness in notes it removes all 
indefiniteness in regard to the purchase amount and the 
payment date 
It will enable the dealer to discount his purchasing in- 
voices and create a big saving thereby 
t It will enable the dealer to keep a most definite check 
on his receivables and keep them liquid at all times 
Converts all long drawn out accounts receivable into 
cash through taking deferred notes and selling them to 


§ Installment selling under the Finance Plan puts the 


dealer or an equal footing with other industries in the 
npetition for the public's dollar 
Forms Required 
Form No. 1 Financial statement of the dealer Forms will 
be supplied by us 
Form 2. Conditional Sales Contract form also to be furnished 
by us in sufficient quantity for your uses Chattel mortgages 
are required in the states of Colorado, Louisiana, Missouri, 
Ohio and Texas Dealers in those states may use the standard 
form sold by all stationery stores in their city. 
Rates 
The down payment should not be less than 25 per cent of 
the sales amount The consumer is rightfully called upon to 
pay the carrying charges No contract should run over 12 
months The lowest amount of interest charged is 4 per cent 
TI ites amount are as follows 
Up t 6 months, 4 of unpaid balance 
Up to 8& months, 5% of unpaid balanc« 
t to 10 months, 7 of unpaid balanc« 
t 12 months, § of unpaid balance 


How the Plan Works 
When the sale is being made, the dealer explains the plan 


to the customer. If there is any indefiniteness in the mind of 
the dealer as to the customer's ability to pay, the dealer 
should get a credit report on his customer. We suggest the 
service of Hooper-Holmes Bureau. This is a national organiza- 
tion with 36 main branches, their home office being Chicago. 
They can render a prompt and reliable service. The United 
States Casualty & Fidelity Company, also furnish a good 
service in this field. 
To Figure the Amount of the Contract 

Assume that a purchase has been made of $1,000 worth of 
merchandise and the purchaser pays 25 per cent down in cash 
and asks for settlement on the basis of 12 months time. The 
particulars of this transaction then would be as follows: 


Gabe CF MGUEREGD . des bc cdenibvuebarsuee $1,000.00 
Less cash (down payment)............. 250.00 
DERENGS GED. .6<dcvccnsacctutcté6esene 750.00 


Plus financial charge (12 months at 8%) 60.00 
Total amount to be paid by consumer 


in 12 equal monthly payments...... 810.00 
Paid By the Consumer as Follows: 
raymeak. Ge GRO « vuidcccscctavevest $ 67.50 
Payment 60 days en dead 6 as ee 67.50 
Pageant: Ge Gae> i veucuccdenui ..» 67.50 
Payment 120 days. becomnseeae 67.50 
Payment 150 days... ere. . 67.50 
Payment 180 days... — sews J 
Payment 210 days ; tril aah Siac ol 
Teens Bee Gee vba vewecactedccene 67.50 
Payment 270 days errs a oon Ghee 
Payment 300 days , SeeawesOene 67.50 
PRUs Bee: GD ovie c avdeececssisn te” Ee 
Payment 360 days ...... 3y sascae “ee 

$810.00 


This is What the Financing Company Does for the 
Dealer on this Sale: 
Total amount of the customer's notes (see above)........ $810.00 


Less finance charge (SCC SBDOVE)...cccccccsescccccccsvecs 60.00 
Less 10% reserve .... skessessi nodes? : a vetoewencOeed 75.00 
Less total , ‘ penedéstinessdowucaed .«» 135.00 
Cash loan to dealer aan Seawe ten eenseesboudaas --+-+ 676.00 
How the Dealer Gets His Cash 
Money to dealer (cash down payment with sale)........$ 250.00 
Cash loan from finance company............++....+- a 675.00 
Cash 10% reserve (see above) paid upon completion 
OF GUMRIMGE 6 ic dds ccdeesercsedevexrtmmeenoaeee = 75.00 
Petal eulbesthgh <cdvciavadsesedus sbiacdatitesebuee $1,000.00 
Handling of Customer’s Account on Dealer’s Books 
Charge customer with your selling price............... $1,000.00 
Credit him with the down payment...............++s6: 250.00 
Credit cash received from finance company............ 675.00 
Credit 10% reserved turned over by finance company as 
soon as customer makes last payment—thus com- 
pheting COMATERRE oocc cc ccctcdbsccuccwese stones beeen 75. 
Total—Which is the amount of sale............ $1,000.00 




















Page 58 OFFICI \PPLIANCES For November. 1928 














rhe plan provides that collection will be made directly from 80 per cent would never be sold at a f re not for the i 
the istomer by the finance company and thus relieve th: stallment plan of selling 
of the responsibility and expense Should a customer Remember that the average dentist starting into business 
to pay the dealer in settlement of a note on or befor: today usually buys his entire office equipment on the install- 
ty. the dealer may accept the check as an accommoda ment plan Remember that lawyers buy their law books o1 
ti to the customer and forward it to the finance company the installment plan An appropriately furnished office to a 
instaliment Buying Usages in Practice business or professional man is just as legitimate a tool for 
om full 80 per cent of all automobiles are sold on the in business success as a dentist's equipment s to the success 
sta t plan and the chances are that 7 per ent f this { dentist. or law books to a law 
“ bd . . 
Co-Operative Advertising 
By W. W. Garrison 
ia appearing before ou, gentlemen, today, at the request Save the Surface Program— 
of th Commercial Furnitur Division, which body asked that 1921—Started campaign with object doubling industry Ly 
we i before you a publicity proposal on a great big vital 1926 Increase over 1921 as follows 1922—37.4% 1923— 
top f American business—good looking offices 63.6 1924—73.9% 1925— Doubk 2 New goal—triple in 
” juently we have made a considerable research t Se dustry by 1931 
ow well cultivated the ground is; to see how the business Association of American Florists— 
public would react to the idea; how it could be put over na 1918—Campaigen started 1924—Sa r 1921 192 
illy and make good looking offices a definite principle of Sa les ae over 1924 
Ame in business. W* ave und in our discussions of the California Wainut Association— 
subject with leading xecutives that with approximately 20 1916—Co-operative effort started ‘ | ! that time 
I them the germ ¢ ! dea exists today that fir confined to Thanksgiving and ‘ - 1 Now 40% to 
ft eara is det t isiness asset that pays cash 0 of product consumed aft: Holida ! lu lat Since 
divid I Mar of them w good offices as reflecti f campaign started, 9% irs we prod ' rebled, but prices 
ur f their busin Mai regard a cheap office as s e 1920 verag aa highe tha did wil program 
ne, whi ‘ view it as decidedly uneconor start 1% prices 82 higher tl “ t gram started 
: W t ny except rripanie with fine flices ! TI market n mported nuts 12 his than California 
1 ! ment absolut sound Several executives ex "7 California product brings 2 , , ‘ mported 
res i this thought I proud of my home I have nuts nd demand exceeds supply 
beautified it and modernized it, and y« [ spend m Waking Sun Maid Raisins— 
time vy office thar L «lk nm my on ind fror ! wn 191 Organized 1912 Product ent , 
na ! modernization should e done in 1 oth ! moved 1924—- 915.000 tons marketed 
bs is! it these fact , S out for ourseives . American Face Brick Association— 
al { t if \!l ur isiness mind is W“ 1000 Organised . Reorgal \ _ postpes 
“ a b t t? iele ! short t irn how muc} fa jo 7 ampaig? : 1990 4 om 96 theese 
‘ t put this over witt ! American public | =| ‘ : 1s 19290 19% Or a : : ~ 
i being bought toda quantities nother ndicat 199 Ome tate bemne to thre 
‘ ossit y of iitivat ! f the a nd successtf mar 
r step toward fir looking offices American Wainut Manufacturers— 
: Lief War, productior 0 f 000,000 fer 
\ MeJunkin Ad rtising Companys \ gone : 
t ! very tuatior ind have experienced he t consumed t FLOvrThe re tinder xX} i9isS l’rogran 
{ d that brings ne t ictually putting into execution t stat 192 Pred tlor 59,900.0 . per cent 
sported 
' f fine offi ippearance No office quipmer mar . 
told us tha =e § dea fil ofti tha ° was Associated Tile Manufacturers 
sity It dawned ‘ s graduall tha ‘ ’ First co-operative effort ’ > . ‘ KE . 
non il office was ia yy " il ! } ex us ly ? Sale we ited = t doled 
We were a iccessful ompatr we ! Copper and Brass Research Association— 
' ind we thous ‘ A prett good burt i i 121 Crgeaniz re a ‘ ! 
i we erned w ! ping witl . I S. 100 
f tutior s« bou years ag ve | dk Greeting Card Association— 
We did t brow! Not alor 19 \ me, $10,000,004 $f) ssociat ‘ 
! t ne off ffrective refi ‘ » ativ prograr tarted Ss $45.00 ‘ 
. but tl ! rale fTe« peo ’ Sales $ (eh CM ’ s ‘ : 0 ( 
. tiem te - nd — : $i ry 
\ ted, wit t ! ‘ Hollow Building Tile Association 
r dire Reorgar oan . . 
gent ' ' ‘ ! ! ! rs pre j 1 ar 
re t £ xit te 6. HF 
\! t | I . t e! r He 
wl ‘ : dust I bel d ‘ r 
" ! the | 
. ‘ i ites i wa . ’ 1 
d , er , ' P S w » 
ad enda re ‘ . x 
+} j { } " ! g d dow 
d da to | getting r ‘ t f e prev 
‘ ‘ ld embod ! ( ¢ tt mit 
trengt ea ‘ ! 4 I 
x! irger I re . x fift ! é 
dva y ‘ ent , 5 “ “ ‘ 
y will t i \“ » x 
rR f tl ty pe ! Sse 
Portiand Cement Association t N \ss Indust: u 
) 4 <n ation ‘ : it ‘ rivera , , on } 
nu 116—Co-operative ! an eted and , had t mething 
) (onsumpt ! ime bl 4 ( ' t? ‘ have ' ; , 
t ; 00.000 bbls ] t ! : iT ‘ A read “ irs rt | . 
Oak Flooring Bureau- refrigerat is ! z I ts frig 
1909—Orwanized 1% ‘ . ight bye ised. Ww r . 
ea ae ptior Hor . it ver d refrig i . inabl 
Coffee Trade Association— fT i ' gerat rt xes and using 
1919-——Cx perative plan perf ed rabl f mp the first time 
4 ‘ Tes ’ ) = 119 ’ ’ ( ae ntl . a} ‘ reg ‘ strong that 
- ans ‘ = y 7 ‘ dete 
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tion of organization back of it to put it over as ex- 
: . ssed in tl riod of t allotted to get that result 
We propose as the opening gun of the program in its first 
siness r tl two-page advertisement that you see exhibited here 
stall We propos Iso to follow that with a series of six singk 
Ks OT ges it i 1929 We also propose a similar program 
to a Liber Magazi ‘ «, Literary Digest and the Maga- 
ll for hus <s The re ther good publications that also 
iccess ad tbe t dead f ti flzure determined pon permits 
l t the t itions mentioned ire 7,700,000 
! ude t) Saturda Evening Post with an excess of 
“wy athe It is great trade paper of the coun 
~ ad | ‘ Ver line of endeavor and 
6 w “ e1 i Specia Signin is 
ss n ~ t bring he first news of new develop 
é ! str t wit illior da ! has 
is iq ning |} s AUS Ss al ' ely 
w of it t i ry Digest witl it it l same 
ry ly reulation is usual va ! nd following a presidential 
i923— ur na igerl nd iref ‘ ead and therefore con 
in tes x | bu ( = witl ibout mill and 
i i is g! rod diun several reasons 
. 1 ‘ each t) president of t 
2 my s jot n selling the ge manager 
ths n t ft ! nag th purcha ‘ gent, tl 
} Xe nd the peoplh surrounding ther for it s 
time essary t i . vpole n order to put over ft s 
— to rinciple of fir King tt ! American busines \ recent 
Since irve of 4. W Shaw Company indicated that nm many 
rices nesses il ten to twenty persor were entering 
gram nt the | ise ffi juipment for a sing oncert 
irted } very car inalyze« ow a great number of sales wer 
rnia le taking eactl ! d luall ind tabulating the origi 
orted f the idea for the purchasing f the equipment and the number 
people tha nte 1 i > the selection of the merchandiss 
showed iverauge that about six persons must be sold 
t l tl sales n in orde to get the order Our job with this 
gran s 1 only to se th « Six, but sell scores of peopl 
ind t . six so tha t make this selling easier 
por 1 mak \ me f a tt furniture in hundreds of 
= ! sands ¢ spots over tl country to the end that better 
Is ft urnitur 
Phese d sements tha 1 see are keynote ads to give 
ndica t f the direction of the argument for better offices 
\ ee Now w me to a method f broadening the effect of this 
gran nal program whereve good office furniture is sold We 
‘ ! v tha qual urn be f millions of circulation as those 
aed tional progran is obtainable through the co 
ition deale mer be f this body to whose advantage 
s t t p with this na advertising by running tie-up 
= ! Tuesda wing the appearance of these na 
t rtisen ts so that tl results from the national 
iver ‘ have cable of power t the place of 
tal puly nf 
uivertisements to ippear over 
gna es in their local newspapers so that 
‘ ! detir ish in upon the results that ar: 
gained t eT We propose that either the several 
1 = ge “wether it ! r individual cities and run these 
Sel ts wiltl ! signature of the companies if 
t igree te cipate in the payment for thess« 
ul vepap tisemer! that each dealer run his ow 
¢ dividu mr “ be sufficient different styles of ad 
He r n mah the tter possibl we propos t< 
£ g Ze t iz! ! Service Department of our organiz: 
‘ adv the dealers may select the ad 
ertiser ! desire t itilize in tying up witl these 
Sel nt ind have them ordered nto the 
‘ | | ma capitalize the result We do 
dow | “ } the de er nerease his newspaper expend 
v r i ! f this cedure but that he devote i moder 
nit f pace fF s appropriatior to «as justice to 
! j ‘ } izhiy casi n the pul 
W t suggestions f: <logat 
rather suggestior fe the expression of the business 
— f which we s d in this program This also is 
t embodied r th na advertisements when the 
' gan t l ~T se de« | There aré ther sugges 
fe “ sand I wi da few of them to you 
; Look as Good as Your Office Your Company Looks as 
. i Its (Cffies Yo Business is as Good as Your Office 
Looks 4 Good Business Deserves Good Appearance A Good 
Office S ls Su a: TT Judge You by Your Office The 
: Wor s Judgment Ju Them by Their Offices’ By 
—— Your Office You are Judged: Your Mirror of Success is Office 
+) ADI ne The Mirro: Success es in the Office Your 


Office is Your Mirror of Success; A Trim Office is A Mirror 
of Success 
A Good Concern Deserves Good Offices: Reflect Your 


The 
Business; A 


of Your 


Looks as Gr 


or « is the Mirror of Your 


its Office Does; A Firm 


Mirror 
Concern 


success; 


Looks as Good as its Office; You a Looks as Good as its 
Oftice; Business Appearance is ec Office; Be as Proud of 
Your Office as You are of Your Home; Your Business Looks 
as Good as Your Office: Appearance of Your Office Pays High 
Dividends An Office You are Proud of; Have Pride in Your 
Office; A Fine Office is A Symbol of Success. 

Are You Proud of Your Office?; Are You as Proud of Your 
Office as You are of Your Home?; A Fine Office Says Success; 
\ Pleasing Office Pays Big Dividends: Fine Furniture Gives 
Your Business Home Personality: Mirror Your Success with 
Modern Office Furniture \ Fine Office Reflects Success: Fine 
Furniture Helps Speed Office Affairs; Pleasing Furniture Perks 


Up Office Morale; Good Furniture—a Sound Investment in 
Office Efficiency; Be Proud of Your Office Appearance; Are 
You Proud of Your Office Appearance’; Fine Office Furniture 
Symbol of a Successful Business; Symbolize Your Success with 
Fine Office Furniture \ Pleasing Office Vortrays A Progressive 
tusiness 

Though not shown in the advertisement presented here, we 
propose a ““Gjood Office Furniture” seal signed with the name 
of this association, and embodying the selected slogan, and 
we propose that this seal be issued to dealers so that they may 
utilize it in their local advertisements that very definitely 
ally themselves with the national advertisements to get the 
results from them The seal forms the visible link between 
the dealers’ store and the national advertising and serves with 
the public as a method of identification of the dealer able to 
furnish the service of which the national advertising speaks 
This seal of gold or bronze reproduced in the national adver- 
tisements and in the newspaper advertisements should also be 
utilized in an enlargement for a window cut-out and a store 
decoratior 

it is our judgment that there is a big newspaper and meaga- 
sine editorial topic in the need for finer office appearance 
We have the modernization of homes which has formed a 
newspaper topl« Great public improvements are always given 
newspaper space and one of the most interesting is the sub- 
ject of the better office furniture and better appearing offices. 
We suggest issuing editorial matter, prepared the way the 
editors like to have it prepared, to the merchants co-operating 
with this program so that it may be handed to the local news- 
paper and used if the editors judge it to be of sufficient news 
value We feel the subject is capable of securing sufficient 
public interest so that much will be printed 

Through these advertisements which you see here we propose 
that you call attention of business men over the country to the 
Service Bureau of the association. We know from research work 


that there are many thousands of cases of business men who 
wonld like to improve their office appearance, buy better furnli- 
ture and would like to feel that they are given disinterested 


experts’ advice on the subject and if practical we would like to 


suggest the establishment of a Service Bureau as a clearing- 
house for information in the hands of a capable man. We pro- 
pose in this connection that such inquiries as are in need of 
ervice and wish to take advantage of the service bureau's ex- 
pertness address the inquiry directly to that organization and 
that the service be accurately and adequately rendered to the 
end that the inquirer secure a finer office with the idea that 
what particular manufacturer or dealer he purchases from 
has no bearing in the matter 

As the backbone piece of literature in this campaign, we be- 
ieve that interested inquirers who genuinely desire service 


brochure on the subject of office 
should be replete with beautiful 
should be 


should be 


ippearance 


fine 
brochure 


supplied with a 
that this 

use 

selection 


an explanation 
shown that we 
the subject of 


them 
the furniture 
may of this book 
the application of good furniture to the office 
, the proposal, the hub of the 
national publicity in national magazines. 


and below 
of 
recipients 


actual 
for 
educate 


suites in 
of the 


sincerely 


reason 80 


on 


Summarizing program is the 


plan The proposals in 


summary are as follows 


1. The national advertising 
The newspaper advertising as a cable of power to the 
national advertising background 
The dominant idea 
it. The seal as a visible connector of the national plan of the 
merchant's store 
The service bureau 
6 The newspaper publicity 
The brochure of fine suites 
In closing I want to tell you gentlemen that this program 
presented, while it will increase the volume of good office furni 
re purchase, without question still has a greater and finer 

















incentive The successful this 


great step forward in business progress. We must all 


achievement of program is a 
know that 
and the 
improved their 
surroundings as embodied 
should 


better homes mean a great deal to the American publi 


American public in the last ten years have 
wonderfully Finer 


in better selection of office 


homes business 


furniture and finer furniture 


be just as much of a great public movement as the better 
homes movement Gentlemen you have a definite cause, a 
definite bit of business progress to put over You will make 
business life better, vou will put pleasantness into what now 


may be a grind 
by the 


business life 


make 


and you will put sunshine into 


successful pursuit of this causs You will 
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into the 





human living better, put mental relaxation day's job, 
and genuinely help human 
While I have not the 


business public will grow into this idea in the 


make work easier to do progress 


with this kind of a slightest 


that the 


program 
doubt 
feed it by carrying out 


next fifteen or twenty years, you will 


this program into a period of three to five years and again 
spare the public by bringing them more quickly to the realiza- 
tion of the meaning of better offices 

Gentlemen, you have i genuine cause and one that your 
hearts should be in and must be in t s ssfully bring it to 


public realization 


The Application and Benefits of Simplified Practice 





By George Schuster, U. S. Department of Commerce 


in accepting the invitation of your chairman to talk on 
I did so, knowing that I 
many of your members are 
unable to find 


before, but I 


simplified practice at 


} 


would be 


this meeting, 


presenting a subject that 


familiar with I have been any record of our 


meeting with your association find among 


your 


members some who have been active either in the develop 
ment of mplified practice recommendations or who have 
xccepted programs worked out by other groups for commodi- 
ties which you make, sell or use as a necessary part of your 


business 


I do find a record of your part as an association in the 


program undertaken in 1925 to simplify office furniture sup- 
plies and appliances The committee of the industry con- 
sidered the simplification of various types of office desks, but 


was unable to develop a program for the consideration of the 


work of the 


for simplification, 


industry The disclosed the usual need 
that the 


existed in your industry, as it has 


committee 


which means usual diversity in 


pattern, quality sizes, et< 


been found to exist in many other industries 








In the meantime, other industries have developed and placed 
in effect simplified practice recommendations for various com- 
modities In 1925, when the program for the simplification of 





office furniture, introduced, there 


recommendations for various 


supplies and appliances was 


were in effect a total of only 38 


commodities Today there are nearly 100 in effect in a wide 
range of industries 
These industries were confronted with some of the same 


problems and conditions found by the committee on office fur- 
niture equipment and supplies, that is, too much diversification 
If that same condition exists today in your industry, the ac- 
complishment of approximately 100 industries cannot but revive 
your interest in simplification in your own field 

The wide range of commodities covered by 
programs completed 
which the Department of 
plification can 


the simplification 
through the co-operative 
Commerce offers 
find application in practically any 


already service 
that 


industry 


proves sim- 


There has been no change in the principles underlying simpli- 
fication and no change in the application 


used in the 


The same procedure 
beginning is followed today. The 


of industries 


increasing number 
applying simplified practice to the 
they make, distribute or sell. is proof of the 
movement 


commodities 
soundness of the 
part of 
devotes 


Simplification has 
industry 


become a permanent 
Practically trade 
space to telling its advantages or application to specific com- 
modities 


our modern every journal 


For over six years the Department of Commerc through 


the Division of Simplified Practice has been co operating with 


various branches of American industry in their efforts to elimi 
nate waste 

This co-operative service to industry began with the famous 
“Survey of Waste in Industry’ 
mittee of 18 well known 


under the 


made early in 1921 by a com- 
industrial and management engineers 
leadership of Mr. Hoover Mr. Hoover then 
president of the Federated American Engineering Societies, 


now known as the American Engineering Council 


was 


This survey, you will recall. disclosed 


in the metals trade, 41 per cent in the 
facturing, 49 per cent in the 


wastes of 29 per cent 
boot and shoe mant 

textile industry, 53 per cent in 
the building industry, 58 per cent in the printing industry. and 


64 per cent in the manufacture of men’s ready-made clothing 


The average for these six typical industries is practically 49 
per cent In other words, 50 per cent of time. labor. « nergy 
and money expended in these industries is spent without 


tangible return. 
(1068) The four major causes for this loss or wastage 
found to be 


l Low 


were 


production, 
materials 


resulting from 
machinery and men, 


faulty management of 


2. Interrupted production caused by idle men, idle ma- 
chinery and idle materials 
Restricted production, resulting from restrictions ll 
posed by owners, management or labor; and 

4 Lost production, traceable to ill health, defective vision 


industrial accidents, et 


(1069) A review of this report shows several ways of at- 
tacking the waste problem, beginning with the relatively simplk 
processes of thrift in the use of materials supplies, light, heat, 


working clear through until you have 
embodied in scientific man- 


materials, 


{ l water, et and 


ipplied all the 
such as the 


measures that are 
standardization of product 


and the develk 


igement 


equipment and performance, pment of equitable 


and men 


relations between management 
Simplified practice is one of these waste-elimination meas- 
ires. and a review of “What It Is and What It Offers’ will 


suggest opportunities for application in your industry 


method of eliminating super- 
standardization To sim- 


Standard- 


(581) Simplified 


Simplification is not 


practice is a 
luous variety 
plify is to limit variety to essential kinds and sizes 


ization embodies simplification, but carries the process into 
technical and scientific fields 
When a manufacturing company reduces types and sizes of 


its products to the fewest numbers possible, that is simplifica- 
If a group of manufacturers of a certain line of products 
their production and sales on a specific group of 
specific sizes of each article in that 
extent that it 


tion 
concentrate 
common 
group, simplification is carried 


products and on 
out to such an 


is now termed “simplified practice But the articles themselves 
may not have been standardized in order to accomplish these 
ends 

(630) One of the most conclusive of the simplifications 


accomplished by industry is that of lamp bases Not many 
vears ago 179 varieties of lamp bases were in process of manu- 
facture, which necessitated the memorizing of a lengthy specifi- 
eation before producing a lamp which would fit the 
socket installed in the Today the 70 manufacturers 


produce only the six standard bases as shown in the center of 


special 


home 


this slide 
(571) 

of seats to the ons 
(1042) Research is ne 

or standardization, but for the 


} 


A prominent implement manufacturer reduced 12 styles 


shown in the center of the top row. 
simplified practice 
former it resolves itself into a 


essary, whether for 


} 


study of the facts of existing practice—to list all styles, types 
sizes and variations of articles produced in any industry over 
1 representative period of years in order to discover the 
relative demand for each, giving consideration to special 
demands which may have importance apart from volume. These 


tion of producers, 


facts indicate, for the mutual ac | 1 distributors 
and consumers, the advantages of common sense limitation of 


variety and of the elimination of non-essentials as a commer- 


cial expedient The degree to which either simplification or 
standardization should embrace any subject is a matter of 
consideration of the economic advantages to be derived there- 
from 

(875-A) Simplification is merely concentration on sizes and 
varieties in most common demand Many surveys have shown 


that 80 per cent of the business usually mes from 20 per cent 
of the 


that vields only one-fi 


varieties offered The other 80 per cent of the variety 


fth of the 


absorbing capital innecessarily 


gross business is often a heavy 
and run- 
where the 


drag on the industry, 


ning up overhead and costs in general to a point 


public refuses to buy 
(693) As an example of an industry where this ratio applies, 
demand for a certain 


73 sizes 


there is illustrated here a survey of the 
paper product 


listed, 80 per cent of the 


variety of sizes Of the 
approximately 15 sizes, 


made in a 
demand is on 


or approximately 20 of all the 


sizes listed The 73 sizes rep- 
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rs Job resent $7‘. per cent of the business, while 2% per cent repre- Teahe ae Be. oon' dah cuba ukeeneens 421 182 57 %&% 
— sents 1,134 sizes Blackboard slates ............. ban 251 52 79 % 
ightest (1016-0) Simplified practice when applied to an industry, that etiae anu 
wm the is, the manufacturers, distributors and consumers, holds AVveraMe TOGUCTION ...cccccccccsscs 72%% 
ng out tangible benefits for all elements For the manufacturer it (1025-A) Simplified Practice Applied to General Supplies and 
again means Furnishings for Homes, Hospitals, Clubs, Etc.: 
ealiza- (1) Less capital tied up in raw materials, special me- Reduc- 
chanical equipment, semi-finished stock finished Commodity Formerly Now tion 
t your stock, storage space, repair parts. Beds, mattresses, springs........... 7 4 95% 
g it to (1061-1) (2) More economical manufacture through less idle Bed blankets .......ceeeecerecenees . 78 12 85% 
equipment, better scheduling of work, accurate cost Sterling silver, flatware...........--. 190 2 68% 
accounting, long runs on large units, simplified pack- Tinware, galvanized and japanned.. 1,154 873 24% 
ing, simplified material inventory, reduced costs per Milk DOttles .....cceeeecceervecenees 49 4 92% 
unit 2 errr 10 1 90% 
(1016-2) (3) The manufacturer also benefits because of more Hotel chimaware .......+-eceeceeeeee 700 214 69% 
efficient labor through less seasonal employment Restaurant chinaware ...........«.- 700 243 65% 
fluctuations, increased individual output, greater skill Dining car chinaware...........++.- 700 276 61% 
of workmen, ease of training employes, simpler and BEOSMEtRE DOGS occcocccccscesescevevssce 67 4 94% 
better inspection, smaller labor turnover, greater Bhool BSGMOTE oc cacccentdiceccasccedss 65 17 74% 
ma- earning power a — —— 
(1017-0) For the distributor, simplified practice means: Average reduction ...... tet ee ewes 74% 
. ou (1) Increased turnover, due to concentration of stock, (1021-A) Simplified Practice Applied to Plumbing: 
staple lines, easy to buy, quick to sell, no slow- Reduc- 
Vinton moving numbers, more effective sales force, more Commodity Formerly Now tion 
oncentrated sales effort Structural slate for plumbing pur- 
of at- (1017-1) (2) Decreased capital requirements, fewer complete poses—estimates .....sceeeseecees ane de 84% 
simpk ines to carry for maintenance stocks, for pack Ranmme Pomess. oc osc0ceseenceekee< cess 130 13 90% 
heat ing materials for storage space, for interest and Hot water storage tanks...... eeeee 120 13 88% 
have other charges, less operating margin required. Brass lavatory and sink traps....... 1,114 76 93% 
man- (1017-2) (3) Less overhead and better service through lower = ae — 
erials, handling charges, less stock depreciation, smaller Average reduction ........ ive enlinns 89% 
litable clerical forces, less obsolescence, quick and reliablk (1022) Simplified Practice Applied to Business Documents: 


Warehouse receipts, stock and de- 


delivery, fewer misunderstandings and errors 
very GeaU, GER. ccescccuabdncos .Each previously made 





meas- 1018 To the consumer, simplified practice means 
will (1) Better value for money, better quality, prompt de- in a thousand differ- 
liveries, quick replacement service, lower mainte- ent forms. 
super- nance costs, simplified specifications, protection Invoice, inquiry and purchase order 
, sim- against unscrupulous traders yg Oe ee ee There is now one a. 
idard- To date more than three hundred groups have requested the eotleg tare hoe 2 S 
; into division's co-operation in eliminating excessive variety in their ' , 
products Approximately 100 simplifications have been com- Bank checks, notes, deposit slips, 
ses of pleted and more than fifty others are under way and in due ype ee. o ee ae ee ee 
lifica- time will mature as have these others Average reduction ste ree eae es ae Te P 
(OLins © 8s ne severe 
up o (1024-A) Simplified Practice Applied to Mill Supplies, Ship simplifications are estimated by the leaders of the industries 
} that Equipment, Etc.: concerned as follows: 
sas dis Reduc- Estimated 
perves Commodity Formerly Now tion Varieties Reduced Annual 
these Files and raspe 1,351 175 65% Field From To Saving 
Forged tools ; 665 61 46% Plow bolts ..... mee 8. RA 1,500 840 $ 200,000 
pape Plow bolts 1,500 S40 44% Die head chasers........- ; 100% 25% 500,000 
manny Sheet ste 1,819 261 85% Paving brick . scuanmede a 66 5 1,000,000 
— Milling cutters 944 570 40% Sheet steel nd bd ara 1,819 261 2,400,000 
— Die heads, self-opening 15% Reinforcing bars . wat SS 32 11 4,500,000 
— Grincing wheels +++ 715,200 244,800 649% Box board thicknesses....... 244 60 5,000,000 
—_— Warehouse forms .............. (Thousands) 15 5,000,000 
ae es Average reduction 60% Range boilers ............. 130 13 5,500,000 
(1023-A) Simplified Practice Applied to Construction Mate- Inquiry, invoice and purchase 
nyeee rials: order forms ........... ..ses (Thousands) 3 15,000,000 
Redus Lumber (yard sizes)....... - 100% 40% 250,000,000 
actice Commodity Formerly Now tion  aeenmnnmeereT 
wandiing Paving bricks 6 92 % Total . ‘ sae - 289,100,000 
types Asphalt , 102 10 90 «= & (1027-1) In anticipation of your questions as to how well 
sich Steel reinforcing bars : 2 11 66 % these simplifications work out in practice, estimates by mem- 
me Metal latl 125 -4 sl bers of the respective industries concerned for the fiscal year 
n : a Woven wire fence - bY Ye ending June 30, 1927, show an average adherence of 83.5 per 
These Asbestos mill board 21 ‘ Sl & cent in eight flelds, as follows 
utors Eaves trough and conductor pipe... 21 lf 24 &% Field Per Cent Adherence 
on of Concrete building units ‘ 115 i4 S&S & 10. Milk bottles and caps..... pou hides 75 
— Sand lime brick 14 ee 12. Hollow building tile........  cdieen'snacnee 
> Roofing slate 8 48 51 &% Te Re er rrr 83 
os ° 26. Steel reinforcing bars sees > »2ee ae 
_ Average reductior 74% NS 
—_ (1020-A) Simplified Practice Applied to Building Materials, “os mevestreny and conductor pipe.... vee 87 
con Equipment, Fittings, Etc.: 30 Roe fing ternes ..... , ; Sits a ae a 
Reduc- GO. CROCE, MOCOE, SOG. is ccccccccccpocdscnsnasns 70 
one “n Commodity Formerly Now tion For the quarter from January 1, 1928, to March 31, 1928, 
Face brick. smoot} 6 1 97 & revisions of eight recommendations in effect show an average 
se Face brick, rough } 1 97% adherence of 83.18 per cent. The lowest was 77.6 and the high- 
n- st oh ‘ 
aie Common brick 44 1 98 & est 98 per cent The details are as follows: 
sia Lumber, soft wood, yard sizes 60 % S. P. R. Degree of Adherence 
plies Hollow building til 26 20) 44% 1 Paving BODE . ccnp anvbutebenbad seethabeeks mS % 
sition Builders’ hardware, items 2% % 13 Structurat Gee . un ctbncs dbeanues amine 74 % 
sizes Builders’ hardware, finish 71 & 14 ROOM GERACE ccccccesccesvcse --- 60 & 
Sidewalk lights—sizes 120 6 95 & 25. TRRRGROMTE BORGO occcccccccccenevess . 93.0 % 
sizes, : “yer. oe 
poe Paint and varnish brushes 480 14 70% 2. Concrete building units........... -- 90.0% 
Paint and varnish—house paints 4 ~S 12%%% (Continued on Page 256) 
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. 
Better Offices 
x 
By Fred D. Valleau 
| issiz it me for t) after et d ir men W © gr t t " ception these 
Offles This is ig road subject and vers a great ma suggestions will r na grea aces and you will 
ingle t? furnitur ind sta nery business But t & after ‘ ich pleased wit t t ime of sales and 
or | im ee ne t ets s closely is possible t } bet r pront it the end of th ir 
x« itive office movement and the effect that thi« n ement \ great many dealers are inde the ssion, that if the 
" or vou dealers as whole ire to take advantags of this new mart t offered them f 
wring ti past few “rs our ndus 7 going | t ( es they will be f dt ‘ itly increase thei: 
' re at bs ‘ ver rad al nanges We nave beet vetting nvestment and floor SIMice n rr st s this is wrong \ 
iway fror the severely plain type of office equipment and ver mpressive display f suite irnitur ot large but ef 
ming to designs that are more pleasing to the ey« ind t ay fect e can be made today wit! ve ttle dditional invest 
we find a well defined and constantly growing movement under ment and no additional floor spac I ir sales force must 
‘ ne executives everywhere to improve and bring up to be trained along the lines f the se} d furniture sales 
late their business offices mar ind with a little study the averag salesman vou have 
The business man has come to realize the mportance of in your employ at the present time am in quipped to handk 
properly appointed and we equipped business home It < the majority of equipment contracts 
where near two-thirds of his working hours are spent and Hie must have i working knowlede of or con itions 
ve knows that to properly function he must be in the proper ind an idea of commercial interior ecorations and furniture 
setting and e comfortable He no longer looks at his office irrancement, some idea of rugs, floor verings and drapes, but 
is a sort f necessary eV ra workshop—he realizes that th one f these subjects are complicated nd with a little studs 
mpression his office makes on his visitors can eithe e good ire easily mastered 
r bad ind may have some direct effect on the deal he ma be A number of our wide awake dealers throughout the cour 
ne to consummate it the time try ire now and have beet! training their sales forces along 
Ihe ofessional mat “ according to accepted business these lines A certa t e is set asid it their regular week! 
cs innot advertise through the regular advertising har r monthly sales meetings and their men have access to books 
knows the importance f up-to-date laboratory equipment ind magazines covering these different subjects. When this sul 
ind a comfortable and beautiful place in which to receive his ject is first broached to your men, the) iy be a little cold on it 
nts ind is, in a great many cases, a prospect w this but when they find that with just a ttle study that in place 
most important matter is properly presented to hin of selling a few pieces at a small price, the sale will run int 
This movement for better offices is not confined t ! ! more money and a great deal of sales sistence will be knocked 
tior ocality, but is sweeping our entire count! ! the dow! they will enter into the spirit f it and it will go a long 
w ids wake office furniture and stationery dealer is ¢t ning “ to settle that ever perplexing sul t of profits 
zation to reap t) venefit of increased sales Now et us lool it the selling of furniture for Rett 
| ‘ talked to dealers wl will tell vou tft t ther s Y Offices fron i profit standpoint t l « ilers There has 
rh f iite furniture their town or locality that theirs been a great deal of talk and stud ! the past few years 
' ! i price mat t nd they must carry ind displa on this one subject of profits roo ich time ind energy is 
re meet this pr mpetitior but I believe that na being wasted today trving to find nes that will meet the price 
ses the fault lies with the dealer t eping ompetition offered by our competitor on the regular stan 
“0 f is customer the finer detailed office suites ind lard nes of corporation desks and tables and not enoug!) 
ad } will awaken tft the fact that s . ss is t tl lite lines that l lift you it f this price class and 
way from him and t the hands of the deal wl plac 1 where pr comparisor be id one suit 
lisplay “ rnit for the hetter a - iw ta ther 
! hat t! rutomet . fair example of what I y different anufa i “ x suites toda 
wr " ' onl ‘ t heaper iss ha Deer is e different in desig ind d ‘ trying to Keep 
" ‘ rare ea kpensive fir appointed aut ‘N ‘ ther lines read n ti d if the desigt 
ts, bu wa Wide-awak energe lea rod ippeals to ir custor i itter of a few 
t wel r ur n this tow displa " | ! e wa al rw not fT t ile The popula 
1 almost 1 will s this rta ik . t la tender! ! sf x itive offi of 
reets reasing numbers siness man or pr = ul 1 n t ‘ fashioned 
| that lesirable art le = 8 \ \ vor =! nite i finel tu she« ggcesting he hon 
mark at the re always \ d ra er t 1 i pla vor t I ght bout sor 
; nx ye ft nd t s has pre ad nees it t ne me ds | } P . ‘ nee 
furnitures ter I t . I liv ‘ s but visualizes 
tur I i ecessarily I t x = ip} i bas « idea s t 
; » " bu today there ’ . . " ut i eff ‘ 6 , 
t xpensive xceutiv ff f 1 ire ted tied , 1s 
t lium priced rol gene! thing tl : : va { par z 
1) — nent pla r a mis f , : mission mad 
tl : es n t 1 n t j Bette orn 
! “ . suite that 1 } her ~ ‘ gs x « difference 
‘ t s ontempiating rr £ S Z ‘ t ‘a t of T 
! ‘ juarter : rn t terested so! witl t 4 ng qu t nte 
. t ‘ it he is in the tf . 2 t of this kind 
| entior ! rs t " ~ best poss j Y kmanshiy 
ur and ad not 5 x i g ! whe S ! ! i P< “ t the 
t t ire waiting and cing eo} want and w D y tl t 1 suite furnitur 
suge what they eu . } ur not just a actor t} g i few | es 
ia . , that will reff = ¢ , ofl - . nd ; . 
. , : —_ , P _ 2 ohe « 
z ? deaiers f ‘ w“ “ i great d f influ ! . ‘ s final d 
pres ting 1 sue ” - ad? ) » ¢ ; fr the y P 
: hecaus ' Woctix . tur — Dr , 
t t W settled ! aT re u s t ~ t fur ture tseit tft it 
. forg : mie mig } 9 » he , , , . . 7 iste en } 
. e bus = matt w hia “ tis be x ‘ S Nat ' t t your furnitu 
t | r Off . is ) rv «de ake son " Z t whereby ve 
\f " of us " stopp t 1 st \ gxgest ~ ‘ : per ‘ nes, pictures I 
t purchas talr pr ed b ! raper Ss This 4 = I t r it I ist add this de 
ind sugges \ hav te 1 _ rir nt to } nt bus as t } at easil irrang¢ 
: price iw tickled leat ‘ “ ne of you lealers f t ise of their 
= ‘ ’ furniture isiness f =1 gest ns ) i ? ~ ises nis mean increases 
suggest I Offices and if iT n s s and profits Ver ft« res will not | 
j e ww suggest } fter «on , reet ’ ‘ ' vs ' . ‘ t “ 
_ 
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with him a satistactor feeling that vou are really interested in 


seeing that his office is properly equipped and right in every 


leta and satisfied customer of this kind is a wonderful 

‘ ise nt tor 

Recently I called on a dealer in a medium sized town in 
the mid-west and while talking to one of the salesmen, a gentle- 
man came on the floor that was building a new building and 
vho the dealer had tried t get in touch with several times 
it was unsuccessful This gentleman informed the salesman, 
who offered his services t n that he had been told by a 


friend of his that if he wanted to get a complete service and 


quipment for his new building and for his own executive 
iffice there was cnly one place in town for him to go and 
that was to this dealer's s ind that was why he had come in 
Understand, now, that there re four or five dealers in this 
same town The customer who had given him this information 
vas one, that several weeks before, had been in the market 
f equipment for his new offices and had made the complete 

minds of all the dealers and who was so impressed by the 
servi in tl matter of suggested lay out and furnishing of 
is own executive office, that he turned the entire problem 

furnishing the remaining space over to the dealer and 


ilthough he had asked and received prices from all of the 


ther dealers, there really was no competition on this order 
when the final analysis was mace The results were so pleas- 
ne to him that he let no opportunity escape him of telling his 
friends where they also could obtain the same service 

\s in this case. so it is in a great many others—if the ex 
ecutive is properly sold and satisfied with the final results in 
s own private offic: it w earry with it the sale of other 
nieces for the working spac not only of desks and chairs but 

filing cabinets and the necessary office accessories that you 
lealers in office furniture and stationery handle 

I firmly believe that f any dealer in this room were to 
it himself in the places f the buyer, and you were in the 
market for furnishings—not only for your own private office 
but for the clerical forces and were to invite and receive 
bids from several dealers ind one dealer took the time and 
showed the interest to really study your problem and submit 
is suggestions to you in a clear and concise form suggesting 


only the most practical and decorative arrangement of the 


irniture but also suggestions as to rugs and draperies, in 
fact, gave you a pleasing picture of your new home, even If 
there Was a ttle difference in price between him and the com 
vetitor that left it almost entirely to you to select and arrange 


yur equipment he would be favored with your order or you 


would be interested enough to go deeper into his suggestions 
I have in mind a dealet who, three years ago, could not 
\ been considered a real factor when it came to equipping 
t bank or fine executive ffice He was in the furniture busi 


falling short of getting the order 


It wasn't a matter of price because his price was always as 
“ lower than his é petitor in making analysis of the 
sales he had lost, he ime t this one conclusion; that he had 
not been offering to his istomers the planning service and the 
ass of merchandise that they had planned on using and to 
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correct this, he started to study period designs and commercial 
interior decoration. Formerly, when you stepped on his floor, 
you might have found an incomplete suite of furniture. Today, 
half of his floor space is taken up with complete suites and he 
is not only a factor but a leader in sales and profits in his 
town, and to talk to him today, he will tell you that his sulte 
department has helped sales in every other department in his 
store. This is only one case and I could cite you several 
others who have taken a sickly almost dead office furniture 
department handling and displaying only the regular standard 
corporation lines of office equipment and have remade them 
into a healthy, happily growing department by a little intelligent 
study of conditions as presented today in the furniture busi- 
ness—and have equipped their men with the knowledge that 
enables them to go out and reap the harvest of business caused 
by the ever increasing movement for “Better Offices.” 

The small dealer in the small town has just as much op- 
portunity to get in on some of this business as the dealer 
in the larger sections. Most factories today who are offering 
the finer detailed furniture to their trade are also maintaining 
elaborate, permanent show rooms, where your customers can 
either be brought to, or sent with the knowledge that they 
will be properly handled and shown the lines produced. Also 
these same factories are furnishing beautiful catalogs, sub- 
mission sheets and educational booklets to you and your sales 
force and are co-operating more and more with their dealers to 
educate their sales forces and help them to build their volume 
in their office furniture department and increase the profit 
not only to the dealer but to the dealer's salesmen. 

In conclusion, let me leave you with a warning—to the 
dealer who is in the furniture business now and thinks that 
he has no market for suite furniture, I suggested that he make a 
careful analysis of his territory—look over the concerns and 
professional men in his town who are capable and entitled to 
have furniture of character that will reflect the spirit and 
standing of the professional or business man in his community 
and to get his own stock and store in shape and his sales force 
educated to serve this man or they will find themselves eventu- 
ally entirely out of the office equipment business 

To the dealer who is now carrying suite furniture but 
making no effort to educate his sales force and to make the 
necessary connections whereby if necessary, he can handle for 
his customer his complete contract from rugs up—I want to 
say that he is leaving a loop hole wide open whereby this 
class of business can be’ taken away from him by the interior 
decorator and the household furniture store 

This is a fact and must be faced by us 
factories whose main line has been household furniture have 
put out and are offering to the trade, furniture that can be 
used in the office and remember that your local household 
furniture dealer and interior decorator will have access to 
this line and to meet this form of competition it is going to 
be and now is very necessary that your salesmen be trained 


Already several 


along these same lines 
Gentlemen, I thank you 
FRED D. VALLEAU, Commercial Furniture Co., Chicago. 
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Reed Heyer 
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SOME CONVENTION COMMENTS 


It was a convention that will be 


memorable tor several reasons One 
‘ . ne hy 1 her 

cal scarcely conceive a hotel better 

adapted to the purpos« The great 


Atrium afforded a common meeting 


: ; : : 
place where the entire group could have 
gathered without crowding The big 

y adjoining the Atr and the 
, . same a F } 
spac 1s ve andgas Ww id 1ioOne nave 
, 
furnished ample space for the entire 
company) The weather man contrib 
uted a product that southern Colo 
rado or lower Calitornia might envy 
, : 
Clear skies every day but one whet 
fieecy ke s crossed the ue for a 
re ‘ Ss contribute the ieast Dit 
, 
a shower lemperature ideal. Pleas 
+ , , 
ant wart n the sun and pleasantly 
the shade At gent, cozy ul 
the ) cets 
ew from ¢ window of the 
hot resented a landscape of charm 
and be tv. Wooded s colorful with 
; 

the es of autumn. Through the va 
levs nd down the slopes, wide 
eres , s of the fairways on the 

: 
g rses 
| se who tramped the greens found 
elevations which afforded sce delight 
. nditione wi took their 
nm s from the landscape Lost River 
crosse twice was ar gre who took 
many balls for tribut One plaver 
‘ 4 ’ 
contributed five balls < ession be 
uppeasing the giant 
National Headquarters Change 
( the most rtant transac 

t ; t Sess S s the accept 

ay . execut ttee’s pr 
S t associat ‘ tarters 
tT ‘ ik to VW is * Wi 
the utter was not debated at lenct 
mn t session. it was t sehiece ni 
. 

ve . ssions "4 . T the 
his i Shee ene A consider 

: le | 1 er still I ‘ Cak be 

> +) rp al | “* - > 

La -¢ > ‘ KRCOK ai | oe | ‘ 

the siness. Those f r of Was 

“ SUKKC sted 4 iak OS 

} ; ’ } ‘ rt ’ ; ” ey 
eing ear the De ent of Ck 
merce and close to the he yuarters of 


jection was made to Washington on 


a nt of the temperature in summer 
\ h sends as many Washingtonians 
as Car afford a journée tt to more 


ways advantageous 


The General Manager 





The decision to move headq 


icago caused the resignation of 


Fletcher B. Gibbs from 1¢} a f 


general manager which he has held for 





the past nine years. Mr. Gibbs’ many 


friends will regret his withdrawal from 
association work to which he has con 


tributed so much tor many years, com- 


ment upon which is made elsewhere in 
this number. Mr. Gibbs has been so 
long a resident of Cook County and 


has so long been engaged in Chicago 
that he could not with contentment 
pull up root and branch and transplant 
elsewhere 

As suc ¢ ssor to Mr Gibbs the exec- 
Charles P 


business 


' 
he has for several years een general 
sales ma igzer 
( irlie Garvin's interest im the ass« 
ciation started in his vouth He has 
be reguiar attendant at conve! 





i ma T turer \ wWavs a Capital et 
— . | tamed thranah the 
‘ " is eiope Lill Am! . 
. ne . meee atone _— —_ 
cals i « cs x atiti La aut 
rile speaker He Ss i toastmaster 
, ; 1 sxe Ihe 
par e€xce nce in Cal iiwavs { Ss 
lites ’ } ah hire r { , ral 
au > a mu € Cidl 
> + > 1] 
inag S Pp < e associat will a 
: , ’ 
ford opportunity for his ability e at 
rg er and administrator 


\"\ tever variance opinion there 
: e been u n the numer s act 
ties at the convent there was or 
feature whic mn was wu! 
, 
s—entertainment The chairman 
§ ¢] cortain , mitt 1 
‘ et , 
ive wWorke nis tT is t 




















REUBEN 


AND ELVIRA.”—Mr. and 
Mrs. Smit the 


comedy pair who kept 


conventionites in a gale of laughter 
They ar known professionally as 
Smith and Lavour 


tmaster declared when pronounc- 


ing him the outstanding figure of the 


meeting, but on or off, the chairman 
never lost his head for a single minute. 
Every number on the program, music 


strumental or vocal—every act and 


every stunt, each day contributed to the 
occasion and 
The enter- 


the best 


and fun of the 


snap and gt 


interest 
moved with 


tainment program 


was ever 


The Convention Exhibits 
West 


Springs hotel afforded ideal conditions 


[The great Atrium at Baden 





for the exhibits of the manufacturers 
S arge is the Atrium that the three 
rows of booths around the big circle 
o— ke litt nattitces: Beane 
seemec t take e or nothing trom 
| ; : } . P * 
the dimensions of the room The uni- 
a : 
form decoration and artistically ar- 
. 
ranged display added to the impressive- 
ness of the great roon 
Every condition for the exhibits was 
tavorabl Here, under one root, were 
ill the convention delegates and visit 
rs Here were ex its attractively 
lisplaved in a place where they must 
- 
hye see! v7 times every dav Here 
S arr ve specia trip ot nspec- 
t Iw vould join in the group 
were perfect physical cor tions 
t é space : every convenience 
Not g that w promote interest 
a fe Yet disap tment 
s express \\ vs 
nm the rst ‘ Said ¢ exhib- 
nos interwie , ajor part of the 
iad . sists of manufac- 
eisai thers not interested in 
ots: Guiel ‘ f o " There are 
t eale rs represented here 
t the cor ent rew <« these are 
hornets , er lise at this time 
é came r another purpose 
‘ - , > . 
y T i’ — 
The cost of our exhibit,” said ar 
. r ? * + + ¢ - ; ’ loeon hl 
c a sia c is 4 Siac ait 
ecside t g king at 1 shipping of our 
g as ot A s w brought spe ial 
representatives t be present at the 
cooth and we mplished pract 
ally nothing 
None of those terviewed by the 
writer of t se | s expressed satis 
faction with the results of their exhil 
p ts cn those enet thaws tees 
= a sx c ‘ : a> ave eeti 
some whose experiences was other- 
wise 
The objections r rted by those ir 
terviewed n e summed up as fol- 
ws 
Te Tew c rs resent t make a 
} og 
. _ 
c t + ia 
oo few of those present interested 
seeing me se at such a time 





re of the 
chairman 
e minute. 
m, music 
y act and 
ed to the 
sion and 
he enter- 
est ever 


its 


t Baden 
ynditions 
acturers 
he three 
ig circle 
ng from 
The uni- 
ally ar- 


ressive- 





enience 


rested 
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Too expensive to bring extra men 
to be present at exhibits at all hours. 
Having failed of expectations under 
altogether favorable conditions, it was 
decided that no exhibits will be held at 


future conventions 


The Discordant Note 


[here was one discordant note in 


the events of the week. It marred the 
pleasure of a considerable number of 
the company by depriving them of rest 
conversa- 


and sleep It was a topK 
' : 


tion in the dining room, in the lobbies 
and on the verandas. 
The climax came Wednesday eve- 


entertainment preceding a 


ning at an 
lance. A large company was seated to 
the circumference ot a great cir 
cle the Atrium. In the circle some 
oted young girls were doing an 
terpretive dance As the first part 
of the number was finished someone 
in upper floor threw an empty flask 
a window The missile grazed 
e cheek of the wife of one of the del 
egates, whom had it struck fair it 


injure d, if not 


seriously 


| h read n +} 


killed, and shattered on the mosaic 


Porters cleared away the glass and 
house detectives and others searched 


‘ 


unsuccessfully for the guilty one with 


the intention of ejecting him bag and 
baggage 

There is no evidence that the person 
who tossed the flask belonged to the 
stationers’ convention. There were 
other guests in the hotel at the same 
time. But the incident nevertheless 
supplies a convincing argument against 
that excessive iridulgence which en- 
genders a spirit of lawlessness, of utter 
disregard of other people and the pres- 
tige of the association. 

The National Association of Station- 
ers, Office Outfitters and Manufactur- 
ers stands for high ideals and standards 
which are assumed to be reflected by 
its members. Its annual conventions, 
while convened primarily for business, 
have become delightful social occasions. 
Members come from near and far to 
participate in the business sessions and 
Many 


Some also 


to enjoy the social amenities. 
members bring their wives. 
bring sons and daughters 

The majority of the company, per- 
haps every one, enjoys upon such an 
occasion something of the carnival 
spirit in the hours of recreation. It is 
harmless and pleasant under the cir- 
cumstances, to drop some conventions 
and formalities. Everyone wishes to 
have a good time and the great major- 
ity would enter into nothing that would 


deprive others of the same enjoyment. 

In what form one may find enter- 
tainment for himself or his friends is 
nobody’s business but his own so long 
as the form does not violate the pro- 
prieties nor infringe upon the rights 
of others. An individual's rights leave 
off where another’ begin. Most per- 
sons always respect that boundary line. 
Those who do not respect it of their 
own volition should be compelled to 
do so. 

“The average man will stand much,” 
remarked a prominent member of the 
organization, “rather than say any- 
thing that through misinterpretation 
may make him appear a ‘kill-joy.’ And 
every man so abhors the ‘holier than 
thou’ attitude that he will take no 
chance of being misunderstood in that 
respect.” 

Sut to what consideration is that 
individual entitled who shows no con- 
sideration for others and who boldly 
disregards the proprieties? 

At a recent convention of an organi- 
zation in another field an individual 
made himself conspicuous by his con- 
duct and his “liberality.” He was or- 
dered to “cease and desist forthwith” 
or get out. He chose the latter alter- 
native. The incident produced a salu- 
tary effect upon kindred spirits to the 
benefit of the convention. 


THE MANUFACTURERS’ EXHIBITS 


Following are some brief notes of 


Atrium of the West Baden Springs hotel during the recent 


convention of the National 


ACME CARD SYSTEM CO 


stationers 


line of visible record equipment 
ADAMS MANUFACTURING CO., THE 
showed loose leaf books and accessories 
ADD-A-UNIT PARTITION CO., Chicago, 
partitions in mahogany, oak and walnut 


ALUMINUM COMPANY OF 
ine lightness with great st 


AMERICAN CRAYON CO 


line alks and crayons in various 
a nk | i d Permex 
ARLAC DRY STENCIL CORP. 
stencils and supplies for d ators 


AULT & WIBORG CO., THE, Cincinnati 
carbons 


riety of items necluding ribbons and 
showcard lors iquid paste ete 


AUTOMATIC FILE AND INDEX C( 


nstrated its steel desks and filing cabinets 


the exhibits in the 


Association 
Chicago, presented its complete 


HENRY T 


AMERICA, 
P emphasized the advantages of aluminum chairs, combin- 
rength and practical indestructibility 


THE, Sandusky, O 


Pittsburgh Pa... 


exhibited their line 
well as a number of colored rulers 


CARDINELL, J. 


age in colors. The 
containing a vial of Ink-Out known as 


Chicago, fountain pen, and 


CANISTEO RULER MANUFACTURING CO., Canisteo, N. Y., 
of Redi-Rede educational series rulers as 


Montclair, N. J., showed one-fluid Ink- 


Out in a number of attractive containers including a gift pack- 


Eradopen, similar in appearance to a 


“Eradovial” was also displayed, as was the Erado fountain pen 


demonstrated office 


which is a fountain pen containing a small Eradovial. 


CARTER’S INK COMPANY, THE, Cambridge, Mass., showed 


THE, Pittsburgh, 


both the right and wrong way of filling a fountain pen. The 
company’s line of inks and adhesives were also shown. 
COLUMBIA ART WORKS, Milwaukee, Wisc., displayed their 


several lines of calendar pad styles. 


showed a 
colors and featured 

carbon papers 
showed 


COLUMBIA RIBBON & CARBON MANUFACTURING COM- 
PANY, New York, N. Y., 


exhibited typewriter ribbons and 


CONKLIN PEN COMPANY, THE, Toledo, Ohio, featured a 


new black and gold finish to their pens. The ten steps in the 


©O., presented a va- 


Reflex inks, 


creation of an Endura pen proved of interest to the visitors. 
DENNISON MANUFACTURING COMPANY, Farmingham, 


Mass., showed many interesting uses of crepe paper, including 


Green Bay, Wis an oriental house, 


juipped with of their products 


miniature elephant and palm trees, all made 


DERBY MANUFACTURING COMPANY, P., Gardner, Mass., 


v-expanding file drawers 
AC TOMATIC PENCIL SHARPENER C Chicago lemon- exhibited posture chairs in many grades and styles. 
strated pencil sharpeners styles and colors DIEBOLD SAFE LOCK COMPANY, THE, Canton, Ohio, 
BAXTER, R. E New York, N. Y., showed I. D. L. calen- showed their lines of safes 
dars and leather g is, Seneca rulers, Crownola telephone in- DIETZ COMPANY, J. F., THE, Cincinnati, Ohio, had on dis- 
lexes and Ready |! I Publishing Co.'s diaries and play a new period design suite of office furniture. 


score pads 
BOOR 
new line of machine postir ‘ 


teresting new items 


BOYLE SMOKER CO., THE, Indianapolis 
Fraternal 


eral styles of Boyle smoker's stands 

blems in bronze were also shown. 
BULMAN MANUFACTURING CO., THE 

ids, Mich demonstrated a display stand 


and casters f easy removal from place 


several sizes 


UM & PEASE Co New York, N. 
g juipment and several other in- 


with tilting shelves 
to place It comes in 


DOWNEY COMPANY, THE C. L., Cincinnati, Ohio, pre- 


Y., demonstrated a 


chine. 

Ind showed sev- 
society em- 
FILING 


E. O., Grand Rap- 


sented their line of 


ENGRAVOGRAPH 


tubular wrappers, bill straps and other 
bank supplies, among which was the Downey coin counting ma- 


COMPANY, New York, N. Y., demon- 
strated their machine for placing names on pens and pencils. 
EQUIPMENT 
showed their various products. 

FOX & COMPANY, 


BUREAU, INC., Boston, Mass., 


GEORGE E., Chicago, featured decorated 
leather sets as well as some of their other products, including 


sponge rubber cushions covered in velour, felt and leather. 
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GUNLOCKE CHAIR COMPANY THik W Hi Wayland oll from its container 
N. ¥ exhibited a matched suite of office furniture nished ir PARKER PEN COMPANY Janesvi Wis showed the 
walnut nd covered with leather many styles of Parker fountain pens and chanical pencils 
HEYER DUPIACATOR COMPANY, IN¢é Chicag splayed ROBERTS NUMBERING MACHINE COMPANY, Brooklyn 
the rotary Lettergraph and supplies co demonstrated in interesting nner the versatility of 
HIGGINS & COMPANY CHARLES \ Itt N N \ eir product A large die stamper was also displayed 
esented ne of drawing ks, et RUSSIA CEMENT COMPANY THI Gloucester, Mass 
IDEAL SCHOOL SUPPLY COMPANY ( iz =! ved It showed a new packag: eae k kh s well as Grip- 
vento pap tters in r Zes is well as the St dara <preader mucilage 
folding ha SANFORD MANUFAS RING COMPANY Chicage had 
INDIANA DESK COMPANY ver d is pe r various inks | adhesives s} 
lesign siness fur? re SENGBUSH SELF-CLAOSING INKSTANID COMPANY Mil 
IRVING VANUPFAC"I ING COMPANY Kansa ( ‘ ike Wis presented thi varied ing especially 
M ‘ I aif de es iding en e marble Dipady desk sets 
ame t} d si il designs (rea x KK SHEAFFER PEN COMPANY W \ KF Madison lowa 
“ “ x trainloads ~ sul wed their complete ! nm ling s phy desk sets and 
x x pros ' t Los Ang tl new DeLuxe lack d pear ns ‘ l 
t rh SOLTHWORTH COMPANY Mitt eag ue Mass exhibited 
IAMESTOWN META ESI (OOMPANY la = N } r various lines of papeteries, « mer ] pers, et« 
splayed a n } ! 2 Ww is their metal desks SPENCERIAN PEN COMPANY New Y« N. ¥ feat 
TASPER OFFICE FURNI te COMPANY Jas Ine tl Society stub pen N 1S as well ~ numbers 
x i w period re irniture uding ‘ - STATIONERS’ GUILD OF AMERICA eadquarters at 
. , le sl desig Philadelphia, exhibited n products 
OHNSON CHAIR COMPANY ‘ iz ent r STATIONERS’ LAOS! LAF COMPANY waukee, Wis« 
| (“hairs in var wed their line oose leaf binders 
ASTO ENCIL COMPANY \lameda, Calif itured ! SUN RUBBER COMPANY, THE, 1 Ohio, featured 
' rigir ! Se vies t we products Ming nm = ers Lobve wirlers, et« 
. t ner g tl TRUSSELL MANUFA¢ RIN¢ COMPANY Poughkeepsi« 
. 2 ‘ ted s« neg new colored leat! 
ve METAI PROD! S. IN¢« \u son ind var m= «le \ ‘ utside backs 
d i ‘ Ste lge t Due ating 
gets LAN DORN IRON WORKS COMPANY THE, Cleveland 
AVI \\ MEPANY n \ t I I ? displayed it sin Vv - r Persian orange and 
we e blue effect being esr f ' 
MeMII AN ROOK COMPA ~ N. ¥ “ VICTOR SAFE & EQuIMMENT COMPANY THE, Marietta 
" k = »} presented their reducts, it iliing | sible card rec- 
METAITI Lhe LCCTsS COMI \ IN¢é We lia, ( ? rds, and Victor Safes f vark Ss sizes 
' boxes it . xes al equ wit! WAHL COMPANY, ¢ iz exhil d f Evershary 
Ses mes ock pens and pencils, as well s desk sets 
MILWAUKEE CHAIR COMPANY Milwaukee Wis dis- WATERMAN COMPANY lL. KE New N.S had an in- 
y +) re 201 ‘ covered it ew Tt th resting exhibit of the fount l na anical pencils 
sthers WEBSTER COMPANY rH r. Ss st Mass., showed 
MOOR! PUSH PIN COMPANY Philadelp) I’ " Multi-Kopy carbon | =, type nd typewriter rib- 
in air mail map in s “ their products bons 
NATIONAL BLANK BOOK COMPANY Holyok Mass WILSON-JONES COMPANYS Ch £ f red loose leaf 
wed various loose leaf products devices of all kinds 
OAKVILLE-AMERICAN PIN DIVISION OF SCOVILLE YANKEE METAL PRODUCTS COMPANY, New York, N. Y¥ 
MANUFACTURING COMPANY Waterbur eS ad ed featured desk sets, colored smokers Ss! Ker sets 
their nes f pins In addition to the foregoing exhibits hre of the leading 
OXFORD FILING SUPILY COMPANY, Br kivn, N. ¥ re de papers in this ld— Office Al al s, Gever'’s Stationer 
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EDITORIAL 





Paying Money to Make Money 

NE of the important topics taken up at the 
O recent West Baden convention of the National 
Stationers’ Association had reference to continuing 
the work of the Harvard Bureau of Business Re- 
search commenced in 1926, reported on at the con- 
vention of 1927 and now to be continued in 1928-29, 
providing the membership will individually support 
the work with moderate donations. Former Presi- 
dent W. Neill Stewart, of the Stewart Office Supply 
Company, Dallas, Texas, is chairman of the Na- 
tional Research Committee. He has just sent to 
members of the association a letter explaining the 
work it 1s hoped to do and urging all stationers to 
take one or more unit subscriptions at ten dollars 
each. 

The committee hopes in this way to raise ap- 
proximately eleven thousand dollars which will en- 
able the Bureau of Business Research to carry 
through the work to a point where every stationer 
may have definite and reliable information as to the 
factors necessary to be considered in the creation 
of a successful business and how to apply the in- 
formation obtained. 

The program, outlined in the report of the com- 
mittee at the West Baden convention and again 
explained in Mr. Stewart’s recent letter, proposes 
a division of the program into two parts. Part | 
will be a continuation of the 1926 survey of the 
cost of doing business in the retail stationery trade. 
his is essential a check-up and will show the 
trend of the industry during the intervening years 
of 1927 and 1928. 

Part 2, which constitutes a further step in re- 
search work, would set up par figures of successful 
operation as a target for all to aim at. It also would 
involve a detailed study at first hand (not by cor- 
respondence) by experienced investigators of the 
methods of management of successful operators. 

The stationery trade is urged to support this 
work with liberality. It is worth while, and its 
results will be of benefit to everyone who operates 
a stationery store. If the committee finds it im- 
possible to raise the full sum of eleven thousand 
dollars to defray the cost of the entire program, then 
the first pari will be carried through at a cost of 
approximately seven thousand dollars. 

lf members of the trade, realizing the value of 
this work, generously subscribe more than eleven 
thousand dollars, the excess realized will be spent 
in additional research work and for no_ other 
purpose 


<~_---> 


The Business Show 


N THE present issue of Office Appliances is a’ 


rather complete report of the National Business 
:xposition held last month in New York City. That 
show marked the twenty-fifth anniversary of the 
business show organization. It was a most success- 
ful event in every respect, and exhibitors were en- 
thusiastic 

Now comes the Chicago Business Exposition to 

held this month—an event which will stimulate 
much interest in the newest inventions in office 
machines and systems, and which, it is believed, 
will prove to be quite as important in this section 
as the New York show was in the East As Office 


Appliances was going to press the list of exhibitors 
was already large and there is every assurance that 
it will be still larger by the time the doors open on 
the event. It will be a representative exposition of 
every classification of office equipment and will 
demonstrate vividly the progress which this indus- 
try has made since the first practical typewriting 
machine was shown at the Philadelphia Centennial 
Exposition fifty-two years ago, since which time 
our offices have been revolutionized and made in- 


credibly more efficient and speedy. 
<> 


The Graf Zeppelin 

EKOPLE in all parts of the world followed with 

breathless interest the flights of the Graf 

Zeppelin. Its success was hailed with delight and 

rejoicing. The great airship came and went, break- 

ing records in both instances, first for number of 
hours in the air and second for speed of travel. 

The successful flights demonstrated the possibil- 
ity of commercial conveyance of passengers and 
freight through the air over the broad spaces of the 
Atlantic. 

Of particular interest to the office appliance in- 
dustry is the fact that on board the dirigble was 
a portable typewriter and some other representative 
types of office machines and equipment. A promi- 
nent manufacturer of an office duplicating machine 
also returned to the United States on the Graf 
Zeppelin and brought with him blue prints of a 
special attachment for his machine. Thus the office 
appliance trade was represented in the glorious 
effort. and will probably be one of the first to reap 
benefits from transoceanic air transportation, 
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ETC., REQUIRED BY THE ACT OF CONGRESS OF 
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Johnson. 312 North Kenilworth avenve, Oak Park, Ill. Business Manager 

John A. Gilbert, 310 Forest avenue, Glenn Eliyn, I. 
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total amount of stock should be given.) The Office Appliance Company, 
417 South Dearborn street, Chicago, Tll.; Evan Jobnson, 312 North Keni. 
worth avenue, Oak Park, Tll.: Estate of Albert H. Hitchcock, Mountain 
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information i« required from d4atly enblications oniv.) 
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Dr. Reiner a Passenger on the Graf Zeppelin 
Dr. Robert Reiner, president of Reiner’s Rotaprint, Inc 
1 Park New York, N. Y. 


Americans, and the only 


the three 
board the Graf 


avenue was one of 


business man, on 
Zeppelin last month when its historic flight was made from 
Friedrichshafen, Germany, to the United States Air Station 
at Lakehurst, N. ] 


Dr. Reiner had been in Europe for several months at- 
tending to some manufacturing problems in connection with 





——————————————— 


DR. ROBERT REINER 


the Rotaprint, when plans for the trans-Atlantic trip of the 
Graf Zeppelin were about complete Through his friend- 
ship with Dr. Hugo Eckener, Commander of the Graf 
Zeppelin, Dr. Reiner was able to secure passage on the 
giant airship, which he hoped would bring him to the 
United States in time to attend the New York Business 


Show that opened October 15. As the flight took over 111 


hours instead of the calculated sixty to eighty, Dr. Reiner 
missed the first day of the show 
Among the great crowd that had gathered to see the 


Reiner’s two sons and his 


Graf Zeppelin arrive were Dr 


} 


daughter, accompanied by a delegation of friends from 





4 CONFERENCE IN THE AIR Dr. Robert Reiner, pres 
ident, Reiner’s Rotaprint, Inc New York, with three fellow 
passenget n the dining room of the Graf Zeppelin on the 
recent flight from Germany to America M. G. M. News Photo 


Hudson County, New Jersey By following in the wake 


of Admiral Moftett’s official party, the group managed t 
get through the guard and enthusiastically greeted Dr 
Reiner as he leaned out of his state-room window Che 
younger son, a lad of twelve, was lifted up, as the ship 


floated a few feet from the ground, and heartily embraced 


Trip Fearful and Wonderful 


Of the 104 times that Dr. Reiner has crossed the 


the Zeppelin passage proved to be the most thrilling. When 
interviewed, he said The trip was wonderful—tar 


than the vovage by oce iT line t and 
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to cross again on the Graf Zeppelin. Of course there was 
a good deal of excitement and some anxiety the day the fin 
but Dr. Eckener re-assured us, the 


passengers stopped worrying.” 


was damaged, after 
Damage to the fin retarded the speed of the ship consider 
the 


an extent that the supply of food ran short. 


ably, increasing number of hours in passage to such 


Dr. Reiner 
said that after the second day out they were placed on 
that the 
giving out entirely on the last day 
that he 
squall that damaged the fin struck the ship 


reduced rations, and drinking water was “very, 


very scarce,” 
frightened when the 


“I was fright- 


Dr. Reiner admitted was 
“very frightened, and if 1 am any judge of 


This stout heart 


ened,” he said, 


faces, so was every one else in the cabin 
and hero stuff is all very well, and the passengers were all 
courageous, of course, or they wouldn't have started in the 
but that 


were all staring at each other, 


first place, when the ship went into sickening 


lunge, and finally righted, we 


shaking, and waiting for the next move, which we sus- 
pected would be toward the water—and in.” He is still 
strong for air travel, however, and is a firm believer in 


ts commercial possibilities 
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SIMILE OF ENVELOPE CONTAINING LETTER SENT 

GRAF-ZEPPELIN TO PENCIL HOUSE IN NEW 
YORK CITY 

First Letters to Cross Ocean by Dirigible 

The house of J. S. Staedtler, Mars Pencil Works, Nurem- 

New York City the 

whose recent flight 


Germany, sent to their branch 
Graf Zeppelin, 


berg, 
following letter via the 
America excited su world-wide in- 


trom Germany to 


terest: 
Nurnberg, Bavaria, September 24th, 1928 

J. S. Staedtler, Inc 
53-55 Worth Street, New 
Dear Sirs 

I take this opportunity of sending you a 
airship, “Graf Zeppelin,” Germany's latest enterprise in 
long distance flying. The airship is expected to leave 
Friedrichshafen on the Lake of Constance very shortly on 
its westward flight to America 


York, N. ¥ 


essage by the 


This flight will be accompanied by the good wishes of 
millions on both sides of the world, and will form another 
bond between America and the European Continent. It 


has always been Germany's 
and friendly enterprise to extend and improve the friendly 
relations between our two countries, and all our good 
wishes and sympathies are with the new airship and its 
brave commander and crew. 

J. S. Staedtler, the Mars Pencil 
lions of others in wishing the airship, 
good voyage and a safe landing 

Yours very truly, I. S 


The Munson Supply Company of New York City 
via the Graf Zeppelin’ sr from t 


a letter German 
Frederick Brandt of Hamburg 


endeavor by peaceful work 


Works, joins with mil- 
Graf Zeppelin,” a 


STAEDTLER 
ilso re<« eived 
agent, 
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Sn Combination Desk Pad Litigation Concluded 
the Some time ago Sainberg & Company of New York de- 
fended a suit against a Chicago department store involving 
der the alleged infringement of a patent. The suit was de- 
such fended on the ground that the combination of two articles, 
iner both of which had long been on the market and were widely 
on used, does not constitute a foundation on which a valid 
ery, patent may rest. 
We are informed that the trial court found for the de- 
the fendants and that the appellate division upheld the opinion 
ght- of the lower court. 
e of anilingus 
eart 
all Henry N. Levy Builds a Hunting Lodge 
ane Durig the past year, Henry N. Levy spent his spare time 
as at Long Lake, about six miles from Vicksburg, Miss., 
her, building a unique hunting and fishing lodge that he has 
sus- called “Logia Loca.” Mr. Levy built the lodge himself, and 
still as the picture indicates, he aimed high, starting the founda- 
= tion twenty-two feet above the ground, between two trees. 
In spite of its unusual location, the lodge is equipped with 
— all the modern conveniences of a home, such as electric 


lights, running water, a dining table, and a bed. Appar- 
ently Mr. Levy believes that be it ever so lofty, there’s no 
place like a hunting lodge with conveniences. 





When not “busy” at “Logia Loca,” Mr. Levy directs the 
activities of a thriving office machine business in Vicks- 
burg. He is the district manager for the General Office 


% ‘ 
4 ~ 7 . : : ‘ 
x S ric 1 im Service Equipment Corporation, New York, N. Y., and has for 








i the last seven years represented the Underwood Typewriter 

2 Company, Dictaphone Sales Corporation, Neostyle Com- 

ies — - pany, Remington Cash Register Company, all of New York, 
f AMERICAN RED CROSS 1928 ROLL CALL POSTER N. Y., and Addressograph Company, Chicago. 


American Red Cross 1928 Roll Calli 


The business equipment and office appliance field in New 





ae | York City is this year again co-operating actively with 
a the American Red Cross in its Roll Call membership appeal, 
which opens lly on Armistice Day The extensive 





nd public health program of 


metrope tan re a I 
the Red Cross is supported by the contributions received 
during each annual Roll Call 
iT W. D. M. Simmons, advertising manager of the Under 
w wood Typewriter Company, New York, N. Y., again heads 


the activities as volunteer chairman of the special business 
I 


equipment group and will follow essentially the same plan 


m- f intensive effort which brought such a generous response 
he trom the personnel of the field under his chairmanship in 
ht the 1927 Roll Call 

in- rhe office equipment group is of approximately 175 now 


being formed, under the Roll Call plan, into a series of 
committee organizations covering the entire city Each 


group, industrial, mercantile, or professional, will be di 








rected as in the past by a representative leader in that 
he held, serving as a volunteer chairman. Many of these men 
in ' , ‘ : 
saan ave already served in the same capacity in former Roll Calls 
. Aid for the ex-service man and his dependents still con-- 

stitutes a large factor of the Red Cross program in New 
ol York City, and government officials estimate that the peak 
It this work will not be reached before 1932. More than 
rhe 3,345 disabled veterans, men still in service, and depend 
ly ents received Red Cross service during the past year, in 
d the form of legal help, money loans, and medical advice 
ts , , - ‘ 

I yyment was found for 674 crippled or otherwise dis 
il- abled veterans 

ur . . . 

a iore than 600.000 surgical dressings were made for 

twenty city hospitals under the public health program 

This program, in addition to disaster relief preparations, . . ‘ 7 —- = on rere 
a * ; . : : LOGIA LOCA ON LONG LAKE, SIX MILES FROM VICKS- 
t includes sing service first aid nd work in home hy BURG, MISS.—Hunting and fishing lodge designed, built and 


. , ‘ ‘ owned by Henry N. Levy. Here we see Mr. Levy on steps 
giene anc are of the sick ; 
d i I c eading to lodge 
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Spokane Office Supply Company Awarded a Blue 
Ribbon 

In the recent United Fall Exposition coiducted by the 

Retail Trade Bureau of the Spokane Chamber of Com 

merce, the blue ribbon of exceptional merit was awarded 


258 =O°8— Wee 


ae 
[~~ 


to the Spokane Office Supply Company, Spokane, Wash 
for a window featuring a Christmas card display The 
central feature of the display was a wax model of a young 
lady seated at a desk acknowledging hundreds of cards 
she had just received The window is one of those that 
make up the new front of this recently remodeled store 
The remodeling involved extensive changes in the layout 
of the store \ mezzanine floor was added and the stors 
was finished throughout in Tiffany (green and gold) with 
fixtures in brown mahogany. Two-thirds more floor spac« 


was added and arrangements were made for departmental 





izing The total cost of remodeling was approximatel) 
WINNERS OF THE ROCKFORD INDUSTRIAL LEAGUE 
BASEBALIL CHAMPIONSHIP IN 1928 The Sundstrand 
baseball players took Class “A’ honors in a stirring series The top floor is now devoted to the store’s new depart 

of games, copping off the pennant 


$7000 





ment of office planning and designing with ample room to 





display the latest styles and finishes in office suites. The 





mezzanine floor is arranged for displaying tiling supplies 
and systems and also includes the office of the store On 
the main floor display tables and shelves feature everything 


in the line of office supplies. 


OO 





_ 





THIS IS THE FAMILY OF “MR. AND MRS. EIGER.” Taree, ae aes 
Eiger s the wonderful dog that captured the hearts of vis 
itors at the home of Mr. and Mrs. Metcalf during the Boston 
convention Both Eiger and his mate are pure bred St. Be 
ards of the bluest blood. Six smiles VIEW OF STORE FRONT OF THE SPOKANE OFFICE SUP 
. PLY COMPANY SPOKANE, WASH SHOWING EXCEP 
An Echo from the Boston Convention TIONAL FACILITIES FOR MERCHANDISE DISPLAY 
‘he ladies who came to Boston for the 1927 Nationa! I. S. Lawrence and C. J. Hillman are the owners of this 
Convention will remember Eiger, the St. Bernard dog be institution which was established in 1903 and has been at 
lopging to Mr. Metcalf, vice-president of The Carter's Ink its present location, 121 Howard street (just one-half block 
Company, Boston, Mass. Eiger, they will recall, acted as from the city’s center) since 1919 


host at the luncheon for the ladies at “Westwind,” Mr: 








Metcali’s home in Concord, Mass. Eiger now proudly pre 
sents six of his youngest sons. Like their father and their 
mother, these children have a pedigree that would arouse 


the envy of a Kentucky thoroughbred 
<= 


Silas Oviatt Sends Some Tarpon Scales 
Silas C. Oviatt, special A. B. Dick Company representa 
tive with the Dameron-Pierson Company, Ltd.. New 
Orleans, La., sent us a few of the beautiful scales from the 


prize tarpon caught at a recent Tarpon Fishing Rodeo 


held in the Gulf of Mexico near New Orleans The “little 
tellow as Mr. Oviatt called the tarpon, measured about 
seven teet in length Considering the size of the scales, 


we had no dithculty in believing that the fish was at least 
as big as claimed 

Che lucky fisherman who caught the big tarpon took 
one hour and twenty minutes to land it. The battle was 


hnally won after the weary angler had been “pulled all 





over the Gulf for a distance of about six miles.” 


—_—g_—_— 

; SPECIAL EBERHARD FABER WINDOW PUT IN BY 

Coder Resigns from Defiance Sales MeCLOY’S BUSINESS MEN’S DEPARTMENT STORE AT 

George B. Coder has resigned from the Defiance Sales PITTSBURGH, PENNSYLVANIA.—This window shows Mon 
Corporation He no longer represents Detianc« the gol pencils in various degrees together with some features 
southeaster1 States which he | is been doing the past tw 4 nterest evident w the pecture The goles of co-operation 
shown by these and other dealers is mux appreciated by he 


years House of E. Faber 
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lue Stationers Elect Marshall President 
Charles Mitchell Marshall, the new president of the Na- 

the tional Stationers’ Association, is regarded as one of the 
- fl successful stationers of the United States He is a keen 
ded ; , 

student of the principles of sound retailing, and, at the 
“ instance of stationers’ organizations in different parts of 
1 


the country. has put his message across to the advantage of 
Ing this 


many men in t trade He is the junior member of the 





rds > . 
Ivan Allen-Marshall Company of Atlanta, Ga., is forty-six 
hat ld " j _ a , : . 
vears old and has been in the stationery business since he 
was eighteet 
out a4 . 
. Mr. Marshall was born in Stewart County, Ga., October 
re > , j : 
a 2, 1882. He attended school in Lumpkin, Ga., and at seven 
ith 
teen came to Atlanta with borrowed money to attend a 
ac ° 
“9 business college and look for work, finding the latter in the 
m store of the old Fielder & Allen Company. At first he 
«3 kept the books, but from time to time saw more and more 
work to do and took it on, his salary growing as his work 
rt nded. On the retirem Mr. Fielde t. a REPUBLICAN NOMINEE FOR GOVERNOR OF NEW 
expanded n the retirement of Mr. Fielder a few years YORK DICTATES TO SPEED WRITERS.—Attorney Gen 
- igo, Mr. Marshall had progressed so far that he became eral Albert Ottinger, Republican gubernatorial nominee, cen- 
he : ter, dictating to the five winners of the recent speed writing 
1 member of the company and the name of the organiza championship contest conducted at the Exposition of Wom- 
ies han : . : , : en's Arts and Industries in New York City. Left to right, 
Yn 10n Was changed to Ivan Alle n- Marshall ( ompany with standing: Dr. William B. Tower, Methodist Board of Foreign 
Mr. Marshall as secretarv-treasurer. For vears he has Missions; Attorney General Ottinger, Helen V. Boswell, New 
ng . A ‘ York club woman, and Miss Emma B. Dearborn, originator 
been the head of the sales department of this company, of speed writing.—International Newsreel Photo. 


which does one of the most important office furniture and 


supply businesses in the south 





Mr. Marshall thoroughly believes in the future of his 
ympany and of his city, and has always been active in 
vic as well as business affairs His firm is a member 

of the National Stationers Association, and he has served 
is one of its directors, governor of the fourth district and 

“i chairman of the Atlanta Club. He is also secretary-treas 

urer of the Atlanta Blank Book Company; secretary of the 
Walter Ballard Optical Company; president of the Protec 
tive Mortgage Company; vice-president of the First Mutual 
Savings Association and secretary of the Marshall Ice 
Cream Company of Albany, Ga. He is a steward of St 
Mark’s M. E. Church, South, and past president of St 
Mark’s Men’s Bible Class He is past master ol Palestine 
Lodge No. 486 F. & A M He is a Scottish Rite Mason 
a Knight Templar and a Shriner. He is also a member of 


the Atlanta Rotary Club and the Capital City Club 








. On April 18, 1907, he was married to Miss Alline Ballard 

, if Atlanta—a most happy union Mr. Marshall is a mar 

iat ¢ , isi ; PHOTO MADE IN MID-AIR ON THE GRAF ZEPPELIN 
" sterl ny qualities ot character Hle Is honest charitable SHOWS LADY DRUMMOND HAY WRITING STORY OF 
und frank. and enjovs the affection of a host of friends in HER TRIP ON A REMINGTON PORTABLE TYPEWRITER 

— : , FOR THE HEARST NEWSPAPERS Photo made by Rob 

—_ is district ert Hartman of Hearst News Service International News 

> reel Photo 


Mexico City Dealer Uses Airplane 


When it comes to speed and modern methods, W. Fri 
denberg, prominent office appliance dealer of Mexico City 
Mexico, certainly believes i practicing what he preaches 

Recently Mr Friedenberg visited the United States and 


illed at The Globe-Wernicke Company, Cincinnati, Ohio 


| 


The time consumec discussing many details with his 


business associates in that city was far more than afttici 


pated, and under ordinary circumstances Mr. Friedenberg 
ould have missed his train from St. Louis, where he was 
catch the “Sunshine Special” direct to Mexico City 





Having important business engagements to fill in his home es = = ee 
city, it was imperative that Mr. Friedenberg adopt the ie > oe TA eae 
tastest method of transportation availabk ind therefore, 

through the Globe-Wernicke Company, he arranged for a 

rivate airplane to carry him from Cincinnati to St. Louis 

where he arrived in time to make his connection 


These aggressi methods and this ingenuity in serving 
: . “ ’ - a SHEAFFER'S “SUPER” FOUNTAIN PEN DESK SET 


T his customers on the appointe d hour are characteristic of This lists at $500, comprising two “Lifetime” fountain pens 
\ Ee riedenh , nal ane £ — . re and a “Zenith’’ desk clock. The base and pedestal are of 
- ir. | edenberg and account for the exce llent re putation ouys 18x12x2 inches and 8x8x& inches respectively. The 
he has built for himself as an office af pliance dealer i clock is mounted in a globular plece of onyx, supported in a 
\ suitable socket, permitting the clock to be turned at any 


exXice angle convenient to the user 














oe: - 


Page 72 OFFICE APPLIANCES For November, 





1928 














CREO CY 


Lamp Attachment for Kobler Copyholders 
A special lamp attachment for Kobler copyholders was 
recently announced by Kobler & Company, Inc., 11 West 
York, N. Y. 
venient type of lamp fixture that is used on sewing ma- 
chines. Light 
the letter being written, and the keys of the typewriter 


Forty-second street, New It is the same con- 


one time, on the copyholder, 


is directed at 


If desired, the lamp can be moved up or down, forward or 





KOBLER LAMP ATTACHMENT 
TO KOBLER COPYHOLDER 


backward, and can be fixed in any of the positions by 


The fixture is small enough to 


desk 


tightening a butterfly nut 
ht into the typewriter well with the machine when the 
is closed All 
in black enamel except the 


parts of the 


, 
; 


lamp attachment are finished 
socket and the wh 
are nickeled The retail of the Kobler lamp attach 
lete with the exception of the bulb, is $5.00 
a 
Burroughs Electric Calculator on Market 


shade . 
price 


ment, comp 





The Burroughs Adding Machine Company, Detroit 
Micl s introducing an electrically operated calculator 
capable of speed beyond the skill of any human operator, 

’ , 


manufacturer The new calculator is sim! 


appearance to other Burroughs machines « 





i RROUGHS ELECTRIC 


this type [The small electric motor is enclosed entirely 


operates on alternating ot 


| | 1 
takes current only when a key is 


within the machine case, and 


direct current. The motor 
depressed. Deliveries of this machine, in ten-column capac 
ity, are being made by Burroughs offices throughout the 
country 


The electrical operation is la med by 


| NEW MACHINES 
and DEVICES © 





part of the 
The light key 
actuates the motor, 
The new key 


reduce the the actual physical effort on the 


to a short depression of the keys 


ope rator 


touch, which is uniform for all keys, 


which completes the operation immediately 


action results in efhciency and greater 


greater operating 
An added 


Errors due to incompleted key strokes are im- 


rroduction per operator advantage is positive 


1 
’ 
’ 
KeVv actior 


stroke or otherwise 


short 


. ’ 


key 


possi! le is the operator canno 


mrs perate a 


The “500” Rotary Slipsheeter 


\ progressive idea in the field of slipsheeting as applied 


printing equipment is featured in the 
Rotary Slipsheeter which is now distributed 
the Arlac Dry 


Pittsburgh, Penna 


to duplicating and 


500” eing 
Stencil Corporation, 424 Fourth avenue, 
[he extreme simplicity of the “500” mmends itself to 
There are no 

kind No 


unyone interested in the duplicating held 


gears, Cams or timing arrangements of an 


mechanic is required to install it nor to watch it after it 
is been installed. 
Operation of the “500” is simplk \ roll of specially 





lower roller 


prepared absorbent paper is unreeled trom a 

on to an upper one As the ink-wet copies come from the 
iplicator, they drop on an apron of the absorbent paper 

is it travels from the lower roll and are automatically 


take the sheets out of this 


ll preparatory to mailing, it is only necessary to turn the 


: ; . ak ‘ 
andle of the lower reel. This unwinds the absorbent paper 
fr the upper reel and during the operation the copies fall 
it a tray provided for the purpos« 

The “500” Rotary Slips eeter will ( urketed through 
stationery and « e aj liance dealers rhe list price 1s 
£460 00 

_ >_> = 
Sesamee Keyless Lock 
A recent innovation in the office equipment field is the 


Sesamee Keyless Lock, several applications of which are 


hown in It is made by the Ses- 


she the accompanying cuts 

umee Company, 476 Capitol avenue, Hartford, Conn A 
umber serves as the key to any Sesamee lock. The user 
hooses and sets s own secret combination, which is 





of the 
ht key 
motor, 
w key 
‘reater 
sitive 
re im- 


-rwise 


op le a 
n the 
buted 


enue 





oe a 
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preferably some familar number such as telephone, address, 
date, etc \ flick of the wheels to this number opens the 
lock. The lock can also be easily opened in the dark. The 
combination can be changed in a few seconds, but only 
by someone knowing the prevailing one. 

Appropriate types of Sesamee locks have been used with 
great success in the luggage industry for the past two 
years and are now being adopted by manufacturers of 


instrument cases, Camera cases, golf bags, motor cars, office 





SESAMER KEYLESS LOCKS 


equipment, and others appreciating the advantages of this 
type of lox k over the old-fashioned key lock. 

Several manufacturers of desks have already adopted the 
Sesamee lock as standard equipment and it will shortly 
appear on filing equipment, cabinets, wardrobes and other 
lockable articles. Manufacturers and dealers readily realize 
the merchandising possibilities of this lock on their prod 
ucts, particularly as it is being extensively advertised in 
trade and national publications. Consumers certainly appre 
ciate the convenience of locking and unlocking their office 
equipment not with a key which is always subject to loss 
theft, breakage or forgetfulness, but with a number which 
is always with them. Furthermore, it is possible to pur 
chase a wide variety of other articles with Sesamee locks 
so that the user can apply the same key-number to those 
locks he uses most frequently in daily life, and be forever 
free of keys 

Che Sesamee Company will be glad to send information 
interested. 

———— 
Improved Model Inkograph 

Inkograph Company, Inc., 159-201 Centre street, New 
York, N. Y., has produced a new model Inkograph that 
S many improvements in design and construction. The 


barrel has a slight swell that tapers down at each end 
and terminates in a scant flare above the writing point 
Besides improving the appearance, this change in the barrel 
shape gives the Inkograph a better balance and feel in the 


writer's hand 


Simplifying the mechanical design so as to have less 
working parts aids in making the improved Inkograph 
practically fool-proof. Of particular interest is the auto 
matic gravity force feed that is designed to keep the ink- 


iow constant and even, preventing the point from clogging 
Special automatic machinery, installed to make the new 


, - 
model, assures accuracy as well as speed in production 





Insurance “Options” Printed by Machinery 


The Unigraph Sales Company, 440 South Dearborn 
street, Chicago, IIL, is producing the “Option-A-Graph,” 
devised by Gabriel Lipman, formerly with The Postage 
Meter Company and the “Mail-O-Meter” Company at Chi- 
cago. This machine imprints the various “options” offered 
policy holders by life insurance companies. The work is 
intricate, as each policy must include a table of options, 
such as age, loan and surrender values, etc. Both speed 
and accuracy are required, as the local agent wishes to 
receive policies from the home office promptly, and inac- 
curacies may be overlooked for a term of years until dis- 
covered through the maturity of the policy. 

The “Option-A-Graph” provides a series of printing 
plates covering each option and its term of years. A Uni- 
graph printing press operating through an inked ribbon 
furnishes the individual impressions. Suitable filing equip- 
ment is provided for the various series of plates. The 














‘OPTION-A-GRAPH" PLATE AND IMPRESSION 


original type composition of the various options is dupli- 
cated in a cast aluminum plate. Each plate bears a key 
number to identify it in the file, and to afford means of 
verifying the policy before mailing it to the local agent. 
\s the printing plates vary in size, according to the copy 
required, a unique means of providing accurate registra- 
tion is provided. 

Because of its simplicity and accuracy, the “Option-A- 
Graph” can produce a policy in from fifteen to twenty 
seconds, this cycle including the selection of the proper 
aluminum printing plate, registering it for the individual 
policy form, making the impression, and returning the 





IMPROVED MODEL INKOGRAPH 
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plate to its proper classification in the file drawer. The are finished with a beautiful Dutch banding. Drawer fronts 
“Option-A-Graph” system is sold direct, as the details and back and side panels match the top (Antique brass 
ot production make it necessary for the manufacturer to drawer pulls finish the picture For convenience, the 
have personal contact with each insurance company install “William and Mary” desk has ample drawer space, created 
ing the machine to give the busy executive room near at hand for oft 
— needed necessities 
Home Putting Greens for Practice Although just being offered to the public at large the 

Meilicke Systems, Inc., 3466 North Clark street. Chicago William and Mary Suite” is creating an exceedingly large 
Ill, produces an item a bit off the “system” line, yet of number of favorable comments and quick demand 
interest to many stationers. “Fireside Golf” was designed —_ 
to aftord practice in putting, although it also offers a form Inexpensive Office Proof Press 


\n office proof press of high efficiency and low price 


has recently been put on the market by the Fremont 
lypesetting Company, 222 West Adams street, Chicago, III 
(Originally a special job made for an individual customer, 
the press is now being manufactured on a commercial basis 

response to an enthusiastic demand 

Dhe press 1s of the cylindet type, with an easy ball-bear 
ing action. The same even, positive method of printing is 
used as on a large cylinder printing press [ype torms, 
half-tones, mounted or unmounted plates, on or off galley 
slides can be accommodated [The quality of the proofs 


produced is said to be remarkably fine, heavy halt-tones 





proofing as clearly as fine line cuts 


MEILICKE’S “FIRESIDE GOLF Portability is a feature of this proof press It weighs 





ndoor golt that several can play It consists of a piec 


f sheet metal in which are five holes, pitched at an anglk 


to the floor [he player swings at seven feet from the 
greens,” using standard balls and putters The balls rol 
the greens,” the angle at which the latter are pitched 
wiving the effect of distance [he holes vary in size, the 
smallest at the top oft the ‘oreens” countiny ‘birdie 
I he tw holes beneat! count as “par, and the botton holes 


vield i bows \ 





Phe wreens’ are enameled in a crystallized tinish, either 

‘ s green or scarlet red Che retail price 1s $3.50 
a 
*e > ° a] . 
Cutler Desk “William and Mary” Suite 

Designed by Evans to follow out the trend toward more 
sturdy furniture for the home and correctly furnished office 
the Cutler Desk Company, Buffalo, N. Y., has just intro 
luced a luxurious suite called the “William and Mary.” It 
is easily distinguished because it is more subtle and grace 
ful, a harmonious combination of straight and curved lines. 4 PRACTICAL AND INEXPENSIVE OFFICE PROOF PRESS 
The general effect of the furniture is very livable, and 


nly seventeen pounds, and takes up a space of only thi 
teen by nineteen inches 


The retail price of the press with a proofing space of 


nine by thirteen inches, is $12.50 f. o. b. Chicago. A com 
plete inking outfit, contained in a dust-proof drawer in the 
bed of the press is sold for $2.50 extra. A larger press with 


an eleven by seventeen proofing space is retailed for $17.50 
— > 
Statistical “Comptometer” 


The Felt & Tarrant Manufacturing Company, 1713-35 





North Paulina street, has simplified the analysis of figure 


records through the development of a complete unit 

twentyv-column “Comptometer”™ and steel standard Every 
WILLIAM AND MARY DESK BY CUTLER , 
DESK COMPANY business executive realizes the value and importance of 
statistical information derived from distribution and analysis 
the stvle s easily recognized The suite is beautifully t figure records [he taster and cheaper the information 
walnut veneered can he produced the more or tt he will have at his 
he most noted piece in the complete suite is the desk mmand 

here show! Its appointments are elegant ‘and lend then The new “Comptometer” unit is built especially for suc 
selves readily to the spacious offices of the particular execu requirements. The twenty-column keyboard can be divided 
tives of today The top of the desk is particularly note into separate keyboards in any way desired by means of 
wort! being of a large size and inlaid with four-quartered demountable kevboard dividers In this wav almost un 
at ‘ tt valnut 1 ! elegant guring The edges limited flexibilitv is provided For example i tw columr 








~¥S GF 


keyboard is made by placing the column divider on the 

fronts tenth column: dividers on the seventh and fourteenth col- 

brass umns make three keyboards; on the fifth, tenth and fifteenth 

the columns, four keyboards. In like manner, other keyboards 

reated up to ten of two-column capacity can be arranged. It is 
r 6oTt 
e the 
large 
price 
‘mont 
o, Ill 
omer, 


basis 








cal 
ing is 
orms, 
valley 
conan TWENTY COLUMN “COMPTOMETER” AND STEEL DESK 
tones 
, apparent that the variation in size and arrangement of key 
er ards is al st unlimited 
Che desk is all stee eautifully finished in mahogany, full 
rass ouns witl linoleum top and tull back and side 
ineis « the same : [wo stvles are n ade; one with 
he “Comptometer™” set at the side, and the other with the 
machine place approximately at the center These twe 
s ( ‘ size (50x33 inches) and finis 
ae 
Quality Park Makes Vertical File 
The Quality Par Envelope Company, Quality Park, 
Midway, St. Paul, M ind 162 North Franklin street 
Chicago, LIL, is producing the “Superior” vertical file, made 
of heavy red “Leatheroid” paper over strong board, rein 
ced and strengthens By producing this item at its mill 
e company enables s ners to stock this item fromm the 
centra est, shipping th their orders for envelopes and 
i ts Dhese les ‘ acked one to a box Four sizes 


*RESS 





thir 

be of 

com 

n the 

with 

17.50 

13-35 

gure 

nit SUPERIOR” VERTICAL FILE 

very 

Cc oO are made, aank check and receipt, note, letter and Cap, 

ily sis with three indexing schemes: Twenty-one pockets, A-Z; 

ation twelve pockets, January-December; thirty-one pockets, 1-31 

t his On special order and at a slight advance in price these items 
can be furnished doubly reinforced with tan cloth strips 

sucl to support sides and bottoms 

vided The company also makes manila desk files in note, letter 

~ ' and cap sizes, in the following indexing schemes lwenty 

un one pockets, A-Z. six t 1 box: twelve pockets. Januar. 

umr 
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%) 


December, one to package; thirty-one pockets, 1-31, one 
to a box. 

Sizes and indexes may be assorted and 
dealers to secure quantity prices. 


= 
Sheet-Feed Attachment for Rotaprint 


When Dr. 
print, Inc., 1 


combined by 


Robert 
Park avenue, 


Reiner, president of Reiner’s Rota- 
New York, N. Y., came back 
to the United States on the Graf Zeppelin, he brought with 
him a new auxiliary sheet-feed attachment for the Rota- 
print. The new device, attached to the roll-feed machine, 
makes it possible to re-feed the sheets cut from the roll 
when the first impressions are made, at a rate of approxi- 
mately 4,000 sheets per hour. This means not only that the 
reverse side of the page may be lithographed, but also 














THE DUPLEX MODEL ROTAPRINT WITH NEW AUXIL- 
IARY SHEET-FEED ATTACHMENT 
that two-color work may be produced. The new device 


does not complicate the operation of the machine 
—_ >) —_—— 

Ohmer Cash Register Is Announced 

At the 


Kegister 


Ohmer Fare 
Dayton, Ohio, announced the Ohmer 


For thirty years this company has manufac- 


New York Business 
Company, 


recent Show, 


cash register 


tured numerous types of registers for recording cash, 


tickets, transfers, and other mediums of exchange collected 
Now Ohmer 
has entered the cash register field, making several classes 


on street cars and other passenger vehicles. 


each class to 
register and record various transactions for every kind of 
commercial The are said to be 
small in size, occupying very little counter space, and high 
grade in design, quality and workmanship, and will be sold 
at moderate prices. 


of cash registers and numerous types of 


business. new registers 








The Department of New Machines and Devices 
is continued on Page 259. 
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ALBERT TANGORA of New J. N. KIMBALL of New MISS IRMA WRIGHT of 


Canada World's Amateur 


York City, Winner of World's York City, Manager of ¢ ‘ : Tyniat , 
Championship Typewritineg tests ( hampion r'ypis Victor a 
Contest at Sacramento the r'wenty-third Annua 
Calif.. Sept. 20, 1928 Contest Sacramente Cait 

~ pt ; av. 


Twenty-third International Typewriting Contest 
By J. N. Kimball, Contest Manager 


Not! ! iphic report naming the winners of th - streets were lined with bunting and as the different autos 
test ap red on page 44 of the October issue of Off 1- passed along they were bombarded with confetti. Che 
m a iu report gwen i was not avatlal J first auto was a mass of flowers and contained the then 
fits f publication last month champion, (,eorge L Hosst eld, the chief of police, and 

“ay the writer After wending its way through mules of streets 

During the twenty three vears in which I have had the und being shot at by cameras of every description. the pro 
~ a - oS na whistle to start er eo agnsaane cession finally landed at the State House, where the con 
in the Internationa ypewriting Contests, lave never , , , ; 
boheld auutiiiier tees sali the sieht of ti ee testants were welcomed by Governor Young, of ( alifornia, 

ae . . ee On Oe ind then driven to their hotel. I do not believe any of them 
of more than 5,000 persons seated in the Memorial Audi aT > forcet th 
Will ever orge that ride. 


torium at Sacramento, Calif., when the curtain rose Sa 


The Stage Is Set 


day evening, September 25, 1928. I had planned with the 
I 


stage manager to darken the whole house for a moment Friday morning the contestants were assigned their places 
then to raise the curtain and put on the stage lights by on the stage, and in the afternoon the whole outfit was 
degrees—it was magnificent and the audience voiced its transferred to the plaza in front of the Auditorium, where 
applause in the most generous mannet It was the climax they were again received by Governor Young. The latter 
of a reception such as never betore has been given to th talked for a few minutes to the operators and then con 
operators, during the existence of the International Contest gratulated the contest manager on what had been done 
Arranged in five tiers, one above another, and dressed i: through contests, during the past twenty-three years, and 
all the colors of the rainbow, they made one of the finest ill the while the Fox Movietone was busy recording both 
stage pictures | ever saw the picture and the words, and they ll be heard and 

From more than forty states they came, and from five seen in every part of the country Seven of the largest 
of the provinces of Canada, timing their arrival to reach moving picture companies were represented by camera 
Sacrament Thursday morning, where they were met by operators and a score of newspaper photographers were 
a big fleet of automobiles and welcomed by detachments also taking pictures as fast as they could change their 
from the various business schools of the city Piloted by plates—there has never been anything like it in the history 
the Firemen’s Band they began a grand procession Che t the typewriter 





NORMA SHEARER ENTERTAINS CHAMPION TYPISTS ON 
METRO - GOLDWYN - MAYER CULVER CITY STUDIOS, AT- 
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And then on Saturday evening came the contest itself. 
Copies of the book used, “Sacramento and the Trail of °49,” 
were handed to each person in the audience, and they could 
follow to some extent, the progress of the writers. At the 
end of fifteen minutes the novices were dismissed to their 
correcting room, and at the close of the half hour the ama- 
teurs also left the stage, leaving the professionals to pound 
away the best there was in them. 

The first sheet came away from the machine of Mr. 
langora, and was greeted by a burst of applause, in fact 
the audience applauded every time a professional changed 
his paper. At the end of an hour the professionals went 
to the correcting room and by that time the novices had 
returned to their seats, and kept the big audience happy 
and contented by some “stunt” writing, for minute and two- 
minute takes, ably assisted by the announcements which 
were made by A. S. Dudley, of the Sacramento Chamber 
of Commerce, and I want to add right here that much 
of the huge success of this contest can be traced to the 
door of that same Mr. Dudley. It happened to be the eve- 
ning of the twenty-fifth anniversary of his marriage, and he 


was presented with a huge bouquet of chrysanthemums 


Winners Announced 


Finally the professionals finished their correcting and 
then came the announcement of the winners, as follows: 
Professional class, Albert Tangora, 132 words per minute 


net, was proclaimed cl 
feld, 131 words net, and Barney Stapert 129 words net 

In the amateur class the trophy given by Governor 
Young was won by Miss Irma Wright, of Toronto, Can- 
ada, with 116 net words per minute to her credit. Chester 


ampion, followed by George Hoss- 


Soucek, of Coraopolis, Penna., was second, with 111 net 
words, and Miss Lucy Harding, of Toronto, third with 108 
words. Eighteen of the world’s best amateurs fought for 
Governor Young’s cup 

Fifty-eight novices, coming from every section of the 
country, contested for the Governor Alfred E. Smith trophy 
and for the American cup trophy. The latter was won by 
Wilma McBride, of Calgary, Alberta, Canada, at 87 words 
per minute, and Governor Smith’s cup went to Miss Anna 
Safer, of Jacksonville, Fla.. who made 82 words Miss 
Hazel Ruehter, of Norfolk, Nebr., won the silver medal 
at 81 words, and Miss Beth Beal, of Richfield, Utah, the 
bronze medal at 80 words 
General Increase in Speed and Accuracy Among Novices 

The increase in speed and accuracy that is being made 
in the schools is evidenced by the fact that eighteen of the 
novices made seventy or more, a record which has never 
previously been made. Writing before five thousand pairs 


of eyes, and under the nervous strain of a severe contest, 


the result shown by the complete list of novices is simply 
marvelous. 

Sunday afternoon a fleet of busses took the entire party 
to Coloma, Calif., where gold was discovered by Marshall 
in 1848, and to the old “Hangtown” now called Placerville, 
a trip of some 125 miles through a picturesque part of Cali- 
fornia, and at night they boarded sleepers, bound for Oak- 
land and San Francisco. Breakfasting at Oakland the 
party was shown through that city, Berkeley, and other 
outlying districts, and then across the bay to San Francisco, 
where, after luncheon at the Palace hotel, there was a sight- 
seeing trip covering the Twin Peaks, Cliff House and the 
Seal Rocks, Chinatown and other places, landing at the 
depot at six p. m. and finding their cars which had been 
switched around from Oakland. At eight o'clock the next 
morning they were in Los Angeles, where busses were wait- 
ing to take them to the Metro Studio at Hollywood. After 
receiving the courtesies of the studio they were assembled 
and “snapped” by movie photographers, in one of the best 
specimens of photography I have ever seen. Albert Tan- 
gora, the champion, stood in the center, and with him 
Norma Shearer, the well-known movie star. Luncheon at 
noon was held at the Deauville Club, at Santa Monica, and 
then a trip was taken through the wonderful studios of 
the Universal City. The depot was reached at five p. m., 
where they said their last good-byes and started on the 
homeward journey. 

I do not believe a more successful trip was ever made 
by any party of tourists or excursionists. Not a single 
untoward incident marked the entire journey, and the only 
complaint that came to my ears was founded upon the fact 
that they were obliged to leave California. 

Mr. Kimball Expresses His Appreciation 

And now I wish to express on behalf of every typist in 
the contest the profoundest gratitude toward the many citi- 
zens of Sacramento who contributed in so many ways 
toward our ultimate success, and especially to that band 
of high school pupils whose music whiled away the minutes 
during which the audience was assembling—I am only 
sorry I could not get the opportunity to thank each and 
every one of them in person. 

Only one thing now troubles me. Up to the present time 
each International Contest has been “better than the last,” 
but any attempt to excel that of Sacramento will be a 
Herculean task. However, we will see. 


tS 
W. A. Vawter, II., Returns from Europe 
W. A. Vawter, II, president of the Vawter Fanfold 
Company, returned in October from a pleasure trip to 
Europe. Business topics were tabu, and Mr. Vawter real- 
ized to the utmost the opportunities for recreation and 
contact with the culture of the old world. 








SET USED IN “BEN HUR” AND “THREE WEEKS” AT 


LOS ANGELES, CALIF... OCTOBER 2, 1928 
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Representatwes of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staf 
at the branch in charge of C. H. Everly at 1601 Pershing Square Blidg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shor 
18 Templars Avenue, Golders Green, London, N. W. 11, England 
Mr. Shore's knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 
valuable to those desiring to cultivate 
the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE 
APPLIANCES in the British Isles. New subscridtions should be sent to Mr. Shore. Renewal orders should be 
sent to Orrice APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


é . : i! ( Line Ss that ve 
ITI 1 the ews of A 5 ld do this, that and the other in some other way, in 
ore a6 to 1 Britich market for America! their way. they meas ve won't, and if they can’t help us 
< li ces s . I t g the road ve hk t travel, the cal go lor w! theirs 
sional to give my t occurred to me t vithout our company An America! n his own ground 
ther « that it might be interesting to ask the of is only to sell his machine or whatever it may be; here 
f Englishman a1 : ne w has ng beet he has first, often as not, to sell faith in up-to-date ma- 
se] g ’ es s K ~ 1 ~ s < nd met ds tine stert necessity tor them 
1 deal about the present a1 t ttleook for the future tor here he starts some way back from the mark he sets 
repeat what et said to me t long s t 1 his own country Another thing I would say 
k y iend \\ | go mt Englhis hee bout Americans Some ot their methods and some of 
omenriaed if d it is thoroug! juipped with th their machines are altogether too complicated, too complex 
asi , - va ' ‘ the dot Sos ~ , 6 their ling systems seet ‘ —_ ibsurd in this 
Vy \mer i here ! t \mer rect d I w id te iv t t S t easy t s¢ l 
< the t s We ‘ t ike the Wal then 
Le ves . 1 my ter ewer there is a qt ' eal ind nobody reallv needs then It s all my eve to claim 
truth in that. It does not so much apply to the Nces that a machine saves time, labor and therefore money, and 
i big on rati e . Iirse. ut ewer nm many S the vives added efficienc when all the time ill that it does 
there is much left undone that should be done But we is often as not can either be dispensed with or can be 
re making progress all ‘round m sure of that: slow done equally well in a much simpler way. Then I have 
progress The Englishman is not fond of revolutions. and found American salesmen, or, rather, salesmen employed 
e make: a d-fashioned office up-to-date is nothing less y Americans, very impatient; they think we are slow 
than a revolution—a mental and a physical revolut | because we do not “fall for’—as thev would say—their 
find the same mentality among bie men and «mall: they goods straightaway. We are too slow; we are sure. After 
are mostly rather shy of new things and new ways: the all the tortoise, not the hare, won the race! Americans can 
have to be thoroughly sold. and that is not so easv for ar teach us a lot, especially in the wavy of marketing and sell- 
American to do. or for the salesmen of American firms ing; and there’s not a little they could learn from us im 
practicing American methods of salesmanship It is the the same direction 
managers, and the salesmanagers, of American rms here And there was more, but what I have given indicates 
who do not seem to realize that the business atmosphere very fairly, I think, the attitude toward you of many astute 
here is not the same as it is on their side It is just as business men here It is an attitude worth studying by 
good, and we get there just as surely and often just as those who think they know all about this market after they 
fast as the Americans: but we travel by a different route have been here a week or so 
very frequently. We both speak the same tongue; but we Regent Street 
talk differently—at any rate. when selling! Americans must Parts of this old city are being rebuilt with a rapidity that 
adapt their methods and often their machines to our needs would amaze you Americans! Regent Street, known all 
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over the world, at least by name, was built about 1820, and 
more than a hundred years later it was practically un- 
touched: now all the old buildings have gone and others 
stand in their place. I am one of very many who regret 
the change, the vanishing of old landmarks and the disap 
pearance of familiar friends; but such is the life of man 
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REGENT STREET, LONDON. ENGLAND, in 1828 View 
from the quadrant 





his works The engraving here reproduced shows 


Regent Street almost exactiv a century ago, in the times of 


he well-known Mr. Pickwick The picture tells its story. 
lere Ss a picture of one ol the recently erected blocks 
ich have replaced the old biunldings Chis, too, tells its 
story But | am not writing my reminiscences! There ts 
rev utio ilso uSINEssS atmosphers of the historic 





a 


-=— oo 





CHESHAM HOUSE, REGENT STREET. LONDON, ENGLAND 


An example of the modern office and store buildings whic! 
ire replacing old Regent street landmarks 
thoroughtare The shops are up-to-date m every way; 


and so are most of the offices above many of them. In 
deed, I shall not be surprised if the “centre” of the office 
apphan ‘ trades does iot move Westward a bit, from 
Kingsway and Queen Victoria street. Already such go- 
ahead firms as the Burroughs Adding Machine ( ompany 
and Adrema are moving into Regent Street, taking large 
premises in the building shown in our other illustration. Of 


this move I shall have something more to say later 


<-e > 


Business Efficiency Exhibition 


Though somewhat late in the day (owing to the deplor- 
ible tact that its organizers will not take into account my 
nailing date') the success of the Business Efficiency Exhi 


ition at Glasgow, in Saint Andrew's Hall, September 10-20, 


must not go unrecorded in these pages It was organized 





by the Office Appliance Trades Association of Great Brit- 
ain and Ireland, and, as with its previous exhibitions, was 
a big success. It will help toward “feeling” the atmos- 
phere here as regards office appliances to give the following 
two speeches: 

Mr. S. C. Downes, chairman of the O. A. T. A.: “My 
lord and gentlemen, I am not going to take up your time 
by giving much more than a few introductory remarks 
in regard to the association which is now organizing, this 
exhibition and why it has come to Glasgow. The Office 
Appliance Trades Association is now of rather long stand- 
ing; it was originally formed before the war, and we 
can now say that the association comprises practically the 
whole of the trades and businesses dealing in office appli- 
ances and equipment, and that in itself is a very good thing, 
because we want you to feel that in dealing with a firm 
that is a member of the Office Appliance Association you 
are dealing with a responsible firm—one with whom you 
can trade with a feeling of safety and security; Glasgow 
is one of the four cities in the United Kingdom which jus- 
ties the association going to the expense of holding an 
exhibition. 

“The need for office appliances is greater today than ever 
it was because there is no question about it that the people 
of this country—I am not speaking of Scotland only, I 
mean the United Kingdom—the employers of the United 
Kingdom have certainly got to do their utmost to extend 
their businesses in order that industry can absorb the 
rather appalling legacy we have in unemployment, and there 
is only one way whereby these people can be employed, and 
that is by providing work for them. There is only one way 
work can be provided for them and that is by having an 
expansion in business, and the only way you can get an 
expansion in business is by being able to sell your goods 
cheaper than the other fellow. It is this question of get- 
ting down to the rock bottom prices that we as an asso- 
ciation offer our services. Without this association. without 
these office appliances and without these office systems, it 
is impossible to so organize your works and your businesses 
as to be able to offer one’s goods at the proper prices. 

“Well, now, that is just my littl message for what it is 
worth. I do not want to take up too much time. I there- 
fore, with very much pleasure, beg to introduce Mr. Nor- 
man Hird, general manager of the Union Bank of Scot- 
land.” 

Mr. Norman L. Hird: “Mr. Downes, my lord and gen- 
tlemen, when | was asked to come here and open vour 
exhibition I was very pleased to do so, for two reasons— 
one that as a former vice-president of the Glasgow Cham- 
ber of Commerce, I am interested in everything that is 
going to help the trade of Glasgow and the west of Scot- 
land, and secondly, that as the head of a large institution 
which has a large number of offices I am very much inter- 
ested in your particular exhibition. I think you have got 
some most excellent systems. I walked round your exhi- 
bition this morning and although I had no information 
about this equipment before, I should certainly know a 
little about it now; but, as a matter of fact, in my earlier 
days | had charge of the organization of a large office 
and I know what it means 

“I am not so frightfully old, however, and I cannot talk 
about business experience going back a very long way, 
but I do remember in my young days when I went to the 
city first (I should say, incidentally that I reversed the 
usual road. I started work in London and came to Scot- 
land afterwards). I have distinct recollections in my early 
days—twenty-five years ago—of the great scarcity of the 
real office equipment that you have now. I recollect after 
I entered the service of the bank we had our first adding 
machines. Well, there are representatives of the adding 
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around the exhibitions today will agree with 
me that you have got a very practical example 
of the application of science to the everyday life 
of the people in this extraordinary office equip- 
ment, with all these marvellous machines that 
do everything for you. You have there an ex- 
tremely interesting sign of the application of 
science 

“I hope you will have a most excellent at- 
tendance at your exhibition and that you will 
be very well satisfied. Of course I do not want 
to disguise the fact that ultimately you hope 


uink really there is a 


to make money, but I t 
bigger thing—that you are educating the public. 
I have very much pleasure in officially opening 
your exhibition 
Among the exhibitors wer Accounting & 
labulating Corporation of Great Britain, Ltd 
Addressall Machine Co idressograph Ltd 
Adrema Ltd.; Art Metal Construction Co.; Bar 
Lock (1925) Co.; Bizada Visible Systems; Blick 
Time Recorders Ltd.; Brandt Automatic Cash- 


er Co., Ltd.; British Tabulating Machine Co., 











GENERAL VIEW OF THE BRITISH BUSINESS EFFICIENCY EXHIBI e a 


7IOh ..Bfere we are able t serve the exhibits of the Comptometer, Pow Ltd.; British Typewriters Ltd.; Brunsviga Cal- 


os — ichines, Addressograph, Elliott-Fisher, Remington, Mult culating (¢ Burroughs Adding Machine Ltd.; 
grap Kent ! Jeffersor ind one or two others ncluding the Kardex _ 

+ ‘ sl } , » 

the distance Butterwor ile & Index C Carbon Paper 


I 
Supply Co., Ltd.: Cave, C. W.. & Co. Ltd; 
1 


machines her ind I would just like to say that the Copeland Chatterson Co.,Ltd.; Dictaphone Ltd.; Dictograph 
machines i not always give the same result I have relephones Ltd.; Edison, Thomas A., Ltd.; Ellams Dupli- 
no doubt it was due to the faulty operators, but the fact cator Cx Ltd Elhiott-Fisher Machines: Felt & Tarrant, 
remains that was our experience. However, that difficulty Ltd.; Gledhill, G. H., & Sons, Ltd.; Gledhill-Brook Time 
was soon got over and I don’t know what we would do Recorders, Ltd.; Halsby & Co., Ltd.; Hayward Co., The; 


Multigraph Co 
“I also remember that, certainly in banks, all numbers (Britain), Ltd.; Kalamazoo (Sales) Ltd.; Kardex; Kenrick 


wit 1t adding machines now Imperial Typewriter Co., Ltd.; International 


und letters were written by hand. I shudder to think what & Jefferson, Ltd.; Lamson-Paragon Supply Co., Ltd.; Library 
would happ« wadavs that was the case. In the first Bureau, Ltd; Ludgate Co.; Mail Room Equipment, Ltd.; 
place people cannot write and all these modern productions Moore’s Modern Methods Ltd.; National Loose Leaf Co., Ltd.; 


’ id not always do New System Private Telephones (Scotland), Ltd. ; Office Appli- 


by which we at nd a letter—you could not 

that in the old days—and the ease with which you can ance Trades Association; Postage Meters & Machines Co.; 

eee tie erespondence is a tremendous advantage in Remington Typewriter Co., Ltd.; Roneo Ltd.; Royal Typewrit- 
ma ‘ nts ers; Shannon Ltd., The; Smith, L. C., & Corona Typewriters 

ca ) x Ss ess . , : 


—— ' Ltd.; Smith Premier Typewriter Co., Ltd.; Sundstrand Adding 








‘ ; . } "\¢ ‘ , " 
. x itor eT maoubtedity 4pppcais , ‘ - . 
~} . . ha: rder > le 
~~ ' th j yn the Machines Ltd.; Tan-Sad Chair Co., Ltd.; Underwood Portable 
larger men ; ttle more than to 1¢ ordimary men ii c T . , > - ' . , » 
large ‘ . , Typewriters Ltd.; Universal Postal Frankers Ltd.; V. K. Re 
street i mat wit the Diz usiness it appeais t . tary Lo Ltd : W oodstock Typewriter Ci Ltd 
there > i) a al y ex t I t at > 
‘ ee ‘ ‘ c wit <T all Dus esses 
] inks ft ex t s « as ft s we ire wet 
t .? ‘ er y and in the Id days these 
pe < were quite ¢ t ru ng their 
businesses rry v ch about w 
the s rt 
| . t that lern compet 
, st 
t t is extr ‘ rtant ¢t have a well 
A rk it . af ne the d aavs W el 
adavs the 1 got their che st and scien- 
t ex . t ‘ sa Wa’ T our mces 
we t accustomed to going or 
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: fer against world 
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ca Rritis Ass at s meet 5 
ther egy tans | 
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7 
that « . ee ¢ ther im ¢ res 
ent « es of the I 4 and that is 
‘ ‘ . , ‘ . ects , VIEWS OF SEVERAL LEADING EXHIBITS AT B BUSINESS 
. EFFICIENCY EXHIBITION.—In the original picture v able to dis- 
t r ever te tinguish, besides the display of Kenrick and Jefferson. those of the Multi- 
‘ L oo ; 3 grap! Elliott-Fisher, Library Bureau, Dictaphone, Addressograph and the 


S ‘ Bizada visible systems 
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~ SEPTEMBER 13, 14 AND 15 WERE THE DATES OF THE SALES CONGRESS OF BRUNSVIGA-MASCHINEN- 
al WERKE GRIMME, NATALIS & COMPANY, A. G., BRAUNSCHWBIG, GERMANY.—Back row: Johnsen, Jr., 
: Oslo; Runte, Jr.; Carlos Dunkel, Porto; W. E. Block, London; BE. Jost, Zurich; A. Anderson, London, and EB. Des-— 
a borough, Londo: Second row: Dir. Petrowski, Riga; G. Y. Beckstein, Budapest; EB. Nystedt, Oslo; B. Jarolimek, 
er Prague; E. V. Campenhoudt, Brussels; J. Schaack, Luxemburg; J. F. Zarii, Rotterdam, and Prok. E. Benecke. 
Third row: Dir. Stenbeck, Stockholm; O. Danzer, Wien; L. Neuman, Paris; Magister A. Kuhs, Helsingfors; V. 
d.: Guillamet sarcelona; Frau Dir. Runte A. Knap, Kopenhagen; L. Lagomarsino, Malland; Frau 8S. Neuman, Fri. 
, Neuman, Frau Goldbach, Frau Dir. Dr. Hoffmeister, P. Bodyadjieff, Sofia; Frau Dunkel; S. Neuman, Frau Dan-— 
pn zer, London; Dr. L. J. Comrie, Konsul J. Majewski, Frau Dr. Comrie B. Goldbach, Bukarest, and A. J. 
. van Os, Rotterdan Bottom row: Frau Dir. Stenbeck; Frau Knap, Justizrat Silberschmidt; Fabrikbes. Schmal- 
bach; Kommerzienrat Gutkind; Dir. Runte; Dir. Dr. Hoffmeister; Bakdir, Huch; Prof. Dr. Kanter; Fri. Guillamet; 
nt. Frau van Os and Frau Anderson 
ne 
€ European Congress, Brunsviga-Maschinenwerke, London, gave a unique discourse on the use of the Bruns- 
Grimme, Natalis & Co. A. G. viga Dupla in scientific work, The wrapt attention of the 
ck a listeners gave evidence of their interest in the talk. For 
At the close of the Sixth International Office Equipment , : , : 
ry : the afternoon there was provided a general excursion into 
: Exposition it Berlin the srunsviga-Maschinenwerke, : 
1: : : the Harz mountain country and, thanks to the sunny 
Grimme, Natalis & Co. A. G., invited the heads of the ; ; : 
& ; ; ; weather with which the day was blessed, the excursion was 
2 European firms representing the company to Braunschweig - 
Hi cali le? , 2 > a shining success. 
for a conference, which took place September 13, 14 and 15. : : / 
- : Saturday forenoon was held open for technical questions. 
~ [The motive for the conference was the desire for a dis- : rigs ; 
t ; Exhaustive expositions of the manufacture of separate parts 
- cussion of business questions and other matters of com- . . 
rs were a matter of great interest to the men present. Fol- 
I nte st . 
ng aa arate eon = lowing this the gentlemen were conducted in small groups 
lo The program, which lasted three days, provided for an ; i. 
€ ee through the factory. In this event participated, moreover, 
appropriate va ition Detween earnest Work and agreeable . . . 
most of the ladies, to whom during the earlier days of 


After the official greeting in the forenoon of the first day, 
in the administration building of the factory at Kastanien- 
allee 71, there were introduced and discussed the models to 


be delivered in due time After that there was a general 


discussion of questions of organization and the like 
\ unique round table talk was conducted by A. Kuha, 


president of the A/B Systema, Helsingfors, Finland, on 


the congress had been provided the opportunity to visit, in 
personally guided tours, the worthwhile sights of the city, 
the museums, etc 

Saturday afternoon at two o'clock the participants in 
the congress assembled with their ladies to celebrate a 
banquet at the Deutsches Haus hotel. Present at this 
banquet were the participants in the congress with their 
ladies, several other invited guests from abroad, and fur- 


the theme Does the Setting of Quotas Result in a Higher ; . . 
5 - S ther a representative of the Chamber of Commerce, and 
Turnover Rate ‘ provided worthwhile stimulation ae . 
, 2 : the board of directors of the company 
to thought and led to a lively discussior 
; The guests offer the assurance that they carry away with 
reakfast t participants, the greater part of whom ; ; 
: , a them the best possible impression of Braunschweig. 
had brought their ladies with them, assembled ir the ap- ‘ 7 ee 
— « swe cn \ Hall Grimme, Natalis & Co. heartily thank them for their visit 
| i y 1,0U00-year-old Clothworkers a - 
and express the hope that in a later repetition of such a 


(he afternoon was again devoted to earnest work \fter congress, they will appear in equal numbers. 
tea at half past five, there was in the evening a visit to ctichitinda 
the National Theater. where Mozart’s “Tauberfidte” was ; 
uenaie ae 7 1 Pat pete: ye ; : 7 . ya Stationer Has Box for Straw Ballots 
the congress. whose homes ar the prir The J. K. Gill Company, Portland, Ore., used the straw 
I é ere unanimous the words of ballot to gain general publicity during the campaign \ 
S¢ the ved both on the theate und its ballot box was placed before the store, in which passers-by 
g ent the first-class ps ince pre could place ballots for their favorite presidential candidates. 
sented the artis This box was not intended to be an accurate index of the 
t t ess closed wv ( nity feelings of Portland citizens regarding the candidates for 
~ t | H] lw a dance to t t off presidency It fulfilled its major purpose—to attract 
1 the parti t the attention to the store. The results were announced over the 


radio daily by Station KFJR 
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European Typewriting Championship Contest 


On Monday morning, October 8, an European typewriting 
contest was put on at Magic City, Paris, France. 
the 
who came from Belgium, from Copenhagen, trom Holland, 
Poland, 


young 


»eventy 


six persons entered lists. Among them were several 


Eight 


Odette 


England 
Miss 


director of 


Czechoslovakia and 
the 
Albert 


l abor. to 


Germany, 


ladies were among contestants 


Piau was not present Thomas, the 


International Bureau of 
had taken 
Bureau 
Mitchell of 


Expectation, however, 


which she is attached, 
Poland 

In her absence, 
likely to be the 


toward Loucheron 


where the 
Miss 


winner 


her away to some locality in 


was pursuing investigations 


England seemed most 


turned Mesdames 





ul 1) s to uphold the honor of France Among the 
ury M Hemes of London; Rafael Bori of Spain 

Schoevers of Amsterdam; Gleiser of Berlin; Albert Navarre 
f France, moving spirit of the championship contest and 


f the week of Business Organization, and also Pierre Frat 
cois esident f the Svwndical Chamber of Commercial 
(Orga ati who was seated beside a gentleman trom 
America who came to watch the typists at work The big 
event of the day was the championship contest on the type 
writer lastir we twent' mintites< al d cor sisting of copying 
r tak gw iro. dictat at the | t the contestant, an 
ne \\ text 

, | , 1! ¥ ] ] ’ r 

In the pertec ma cs iii mec anical apt ances vere 
er tted ncluding lictating nachines stenograph! ma 
hines t Dh resuits the severa contests vere is 

European Championship 
(jross Wrong 
Machine 
Strokes Strokes Net 
Mies | Mitehe ‘ 50 1,43 I ‘ Smith 
: Mi rnc Dupuis b4 7s +540 ‘“ontin 
Mise \ ler we TAS 8 400 Remington 
National Championship 
Mime : ~ ma) . 154 Contir 
° Mise Viwier 710 18 8.630 Reminaget« 
Vir Low heron ‘4 a4 “we s Hi ‘ ntin 
Repeated Sentence—High Speed 
iMore thar “ words net) 
Morne 1 puis . 647 2 , 487 
_—Mr. Li 419 : 159 Contin 
Mme. La heror m ‘ te Cont 


IANCES 


mS 


For November, 1928 


Perfect Mail 


Contestants listed transcribed seven letters in fifteen minutes 
Machine 
l1—Miss Olga Fisher A E.G 
2—Miss E. Mitchell L. C. Smith 
3—Mme. Loucheron Contin 
i—Miss Delomet Contin 
> Miss Petit Noiseless 
§—Miss Michaut Underwood 
7—Mr. Lipi ‘‘ontin 
Business Mail 

Gross 

Strokes Errors Net Machin 
I Miss Fornaroli 7.781 63 7,157 MAP 
2—Mr. Nieps 7.101 ‘ 6,761 Underwood 
} Mr. Kellfritz 7,678 10 6.64 (“ontin 


MEETING OF EUROPEAN 
‘Ss photo repre 
reign champions 
mtest judges fron 
participated in the 


ontest held October 


‘itv, Paris Left t 
Spain; M. Hemes 
iss Mitchell, cham 


ype England; M 


dent of the Jury 


n, perfect ma 
: H ind dad M 
r. Russ 
Mr. Lipi, Miss Michaut, Miss Loubeix, Miss Montigny 


\ime. Mev, Miss Brunard and Billette received hon 


orable mention and a typist’s B certificate as business secre 
tat 
the pertect 1 ull contest there ere seven contestants 
nd in the business mail contest 
~ r 1 all + ; . reterring ¢ ‘ e . ~ ; 
evera ustrations ret x gome repe SY 
appear im a later issue 
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Sixth International (Berlin) Exposition a Success 


By Special Berlin Correspondent 


I Sixth International Office Equipment Exhibition 1 
elongs to the past but m the recollection of the exhibi 
tors and many visitors it is still a livine presence Now it 
s to the point to reflect over the many impressions and 
rst t all, to ascertain the result of the I B. A ( Inte 
nationale Buro-Ausstellung) 

Yes the big show of omece machines and articles 
Berlin was afr verwhelming success, which surpassed 


the highest expectations [he entire German press has 


recognized the extraordinary importance of the expositiot 
it d many leading papers h ive pul lishe d spec tal reports 
some with illustrations 

[The eminent success of the Sixt International (Office 
Equipment Exhibition is first of all shown by the mber 
ft visitors, which exceeded by far that of the exposition 
he Spring of 1925. though the latter likewise was well 





ccess 





a : 


attended The management of the exhibition states the 
number to be over 100,000, which would mean about 12,000 
visitors daily on an average. This is the largest number 
of visitors who ever came to an exposition of this kind in 
Berlin 

Naturally, the majority of visitors consisted of consumers, 
not only from Berlin and vicinity, but also from all Euro 
pean states Thanks to the extensive advertising done by 
the administration of the exhibition, numerous industrial 
concerns and banking institutions, state and municipal 
authorities had sent their representatives for the purpose of 
thorough study of the machines, apparatus and equipment, 
and, of course, more particularly of the novelties impor 
tant for the improvement of their work. A further proof 
4 the extraordinary interest taken in the IBA on the part 
if commercial schools, 1s tound in the number of attend- 


ints at lectures and presentations about modern ofhce prac- 


tice, arranged by the “Institute for Instruction in Office 
Econom) More than 400 instructors trom all parts of 
Germany as well as from abroad have taken part in these 


lectures 
f certain parties try to declare the IBA to be purely 
an exhibition for consumers, which has offered but little 
that is new to the expert, and if they assert that the 
Leipzig Fair tor Ofthce Requirements offers a_ better 
eld for the latter, then this assertion is opposed by 


he numerous declarations voluntarily made in dealer 


rcles The latter were represented from the whole world, 
is is recorded wn the ittendance-roll laid out Many of 
nen were charmed vitl the equipment of the exhibition 
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a conclusive judgment possible upon the result of the ex- 
hibition from a business point of view. Such judgment will 
only be possible later, when the effect of the incomparable 
advertising for the exhibition at home and abroad will begin 
to show in the enlivening of the business and increased 
turnover in office machines and apparatus. 

Chere is no doubt but what the IBA forms a mark in 
the history of our branch and gives evidence to the world 
of the capability of the German and foreign office equip- 
ment industry, at the same time being a pregnant factor 
in the important problem of improvement in work. The 
inspiration given through the exhibition will certainly have 
productive effects for a long time to come.—G. 

- - 


Eberhard Faber Pencils in Holland 


lrravelers in Holland during the summer were attracted 
by a very complete and unusually handsome display of 
Eberhard Faber products in the window of Blikman & 
Sartorius, one of the leading commercial stationery estab- 
lishments in Amsterdam. The display of Mongol and Van 
Dyke pencils and erasers made American visitors feel right 
at home 

: eiiceitaeen 
Barrett Executive Returns from Europe 


Frank J. Roderick, general sales manager of the Barrett 
Division of the Lanston Monotype Machine Company, 
Philadelphia, Penna., landed at New York October 8, 1928, 
on the steamer Lapland, from a three months’ tour of 
Europe. While abroad Mr. Roderick visited Barrett dealers 








EL ROPEAN BARRETT DIS 
TRIBU TORS’ CONVENTION, 
SEPT. 10, 1928, HOTEL BRIS 
TOL, BERLIN, GERMANY 

Left to right D. Treure, P 
Castelli Della Vinea, Salomon 
Clausen; D. A. Cardozo; H. Hal 
dorsen; 8S. Garmann Clausen; F 
J Roderick, Ludwig Spitz, ! 
Ebstein, C. H. Haugen, R. Hup 

pertsberg and S. Steiner 





with what was offered, and pointed out that they 


found in the exhibition just what they wanted to see; and 
t was repeatedly stated by dealers that the great number 
of consumers’ visits could onlv be an advantage to them 
which would be noticeable later on 

As regards the success for the exhibitors trom a business 
unt of view, this is favorable beyond expectation Ws 
have interviewed a large number of exhibitors and heard 
that they are absolutely satished with the direct and also 
with the indirect returns. Some said that the success was 
in extraordinary one. One of the exhibitors even assured 
us that already on Monday night, 1. e. on the tourth day 
ot the exhibition, he had an enormous amount of orders 
i hand s¢ that he was ulmost “sold out.” and that he 
never witressed anything like it before 
Wishes vere rep atedl expressed tor a prolongation ot 


e show, which, however is technically impossible. Part 


he exhibitors, furthermore, urged that arrangements hx 
ade for another exhibition next year Whether such a 


quick succession of special expositions would be to the 


purpose, remains an open question. We only mention this 


I the exhibitors 


order to characterize the disposition « 


We are convinced that the success of the IBA which 


rte ‘ 


ately is already plainlv noticeable. in no case makes 


in Sweden, Norway, Denmark, Holland, Belgium, Germany, 
Switzerland, France, Spain, Italy, Czecho-Slovakia, and 
England. He reports business conditions in Europe as 
extremely good, with prospects bright for a continued 
improvement 

While in Germany, Mr. Roderick attended the Sixth 
\nnual Berlin Office Equipment Exposition, held Septem- 
ber 7 to 16, 1928. Salomon Clausen, Barrett distributor in 
Germany, was one of the exhibitors. 

During the Berlin Exposition a convention of European 
Barrett distributors was held at the Hotel Bristol, Berlin, on 


Monday, September 10. It was attended by representatives 


of prominent office equipment houses from various Euro- 
pean cities. 
— ee —_ 
More About Russian Typewriter 


On page 28 of the October number of Office Appliances 
ppeared a short article written by our friend, John P. Men 
deleeff, about a new typewriter invented by a Russian 
named Tsiolkovsky. From a further description which we 
have received from Mr. Mendeleeff it appears that the 
[siolkovsky system is designed particularly for typesetting 
machines, although it can be adapted to typewriters. It is 
stated that the system is to be used with a special alphabet 











Oe 


Incidentally, it is the ventor’s belief that all communica- 


m 


should be written phonetically and that spellings 


wons 


should faithfully represent the manner in which the writer 
himself pronounces each word 
Mr I siolkovsky is a pioneer in the feld of dirigibk 


balloons and of suggested interplanetary communication by 
means of rockets. In 1903 there appeared in the Russian 
magazine, Naootchnoyeh Obozrania (Scientific Review : 
article by Tsiolkovsky about a gigantic rocket designed ti 
rea ther planets It was not until 1923, twenty years 
ater, that there was published in Munich, Germany, the 
work of the German | ec Herman Oberta At about 
tne sa e time Prote ssor God lard came t« pul c notice wit! 
sv ! terplanetary rockets. It is stated that Pri 
tess Goddard's suggested methods closely resembled 
those whi Tsiolkovsky had proposed twenty years before 
( } is fr nterested persons may be ad 


Zhores 3, Kaluga, | 


[siolkovsk) 





EXHIBIT 
EQUIPMENT 


ROYAL TYPEWRITER 
INTERNATIONAL OFFICE 

TION IN BERLIN, SEPTEMBER 7 TO 16 
men from left to right are: IL M. Rukin u.; Joh. Gross 
of Johannes Gross & Company, Berlin; Mr. Dannenberg 
w Jos. Foist, Czecho-Slovakia 
Inserra, Neape!l Theo. Mugeli. Zur 
riland; Car! Pietsch, Koln a. Rh., Germany; 
Kurt Kaufmanr I Germany 


AT THE SIXTH 
EXHIBI 


1928.—The 


Landberg a 
Rag. Ex 


! sw 


rice 
tze 


and 


T. T. Malleson Visits German Exposition 
lr. T. Malleson, Ri 


general sales manager of the val Type 


er Company, New York, N. Y., while on a European trip 
ently sited the Sixth International Office Equipment Ex- 
bition held in Berlin, Germany, September 7 to 16, 1928. Mr 
Malleson was well pleased with the Royal booth at th . 
Bn SB S08 ae 
Several European dealers Royal typewriters ma trips 
to Berlin to meet Mr. Malleson while he was there These 
dealers were: Jacob Ehrlich, Vienna, Austria; Paul Kovacs, 
Budapest, Hungary; M. Nissen-Lie, Os! Norway \. B 
Banzhaf, Stockholm, Sweden; Mr. De Flines of Blickm & 
Sartorius, Amsterdam, Holland; Emanuel Martel, Buk t 
Rumania; Fritz Oggel, Danzig; Anton Bernstein, Hamburg 
(,ermany George Wilkens, Breslau, Germany i I ind 
Mun Germar M. Pirrmann, Leipzig, Gern 
_ _ 
South American Trade Extension Flight 
SI gy 2 will and bettering trade relations with the 
~ ‘ Central Amer tries is the pur Se fa 
: ght arranged fr _ America to Sout 
An yn Americar tri-motored monopla 
eting t ght will « » tour 
7 P at An er tries 
Nat . | ww) ¢ o * , este at . ‘ 
erar = thir? ‘ r tra entere . 10 000 000 
$? 000.000 00% a ie de , , — 
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South American Trade Extension Flight, 


organization is known, will show an industrial moving px 
ture each of the principal trade centers which will de 


be the United States cities participating in the flight and 


a group of representative industries which are making a 


ddition to this, it 
the 


Spanish-American trade. ina 


booklet, printed in the langu coun 


tries visited, will tell of the United States cities, opportu 
nities and manufacturies 

An advisory board is be ng selectec trom tne leaders it 
the principal cities of the United States. The initial men 
bers of the board are, Hugh Morrow, president of the Sloss 


Sheffield Steel and Iron Company, Birmingham, Ala.; Gen- 
eral William L. Seibert, chairman of the Alabama State 
Docks Commission and the Boulder Dam Commission, Mo 


bile, Ala.; Colonel Marcel Garsaud, general manager of the 
port of New Orleans, La.; Samuel C. King, vice-president 


\ 
f the Bank of Ensley, Ens! Ala.; Lester F. Alexander, 
Alexander & ( 
uublisher of the 


th Ala 


gham, 
attorney and member of 


ey, 
president of Lester | any, New Orleans, 
I Victor H 

Age- Herald, 
widely known Bi 


committee of the 


a Hanson, | ningham News 
and Birmin Henry Upton 


Sims, rmingham 


the executive Association, 
Birmingham, Ala 
Prof 


tance 


ting by the lessons learned from previous k 
flights, 
equipped with pontoons and radio, 


all the hazards heretofore accompanying such flying 


yng dis 


ilt 
1, eliminating 


a tri-motored airplane 


e use 


and Sixth Aer 
chief pilot and director of the flight; Leslie A 


he World War, at 


of navigation during tl 


Donald C. Beatty of the One 
Squadron is 
Walker. 


tne 


instructor 
and for si 
Military 
Oertel, an offic 
1 North Pole 


Browne is assistant 


Pensacola Naval Station, x years instructor 


f Aeronautics at the Culver is 
navigator; Robb C 
Richard Byrd’s successfu 
co-pilot; W. O 


’ 
Brett 


Academy, serving 
cer of Commander 
1926, is 


Marte! 


a> 


sorhe 


ugnt in 


and 


ctor 


has been selected as the flight s historian 


> - 


Johannesburg, South Africa, Acquires City Status 


September 5, 1928, forty-two 


years after the 


1) . " ; sa , ney ] Toh . 
nent on the Witwatersrand in Transvaa lohannesburg, 
h tT, -elel _ 1 | ‘ 
South Africa, celebrated its lega ty status 
When Ferreira’s Camp was set up on the Rand in 1886 
. = ‘ 
the present site of | annes rg. 1 were 2 
e _ +} +} hisses! + + + e tir 
¢ A il re a spe t ¢ 
¢ ] ecatchir . re + + - +? 
c > S¢ ait “4 . Cad > > x yyere 
t for the gold outer e the , oor aval 
! w [ 
hI ld -¢ er } — y 
a \ eve €€ ¢ re ‘aR eet ve sea 
/ ° r | + + ’ 
eve and several eda Tt es ft i iwa Irom 
é transportat ar a territ that was t even 
- r tarmung, the site W i not ‘ sen save 
r the presence i g t was S ? t vn that 
_ » int ‘ » what . ' onthe 
a 3} x existe c bilk > eC CTiadaily 
. ‘ + + + 14 £ J ¢ @ } » 
x pe a i ea s $ otne 
nether Crane ther narte ¢ die 
ippearing K the seless tabri r 
But ¢ roved this belief errone ‘ 
e rg s eg ‘ . . ee nr , ane e 
crowt in ¢ ans f 7R2¢ ‘ were the only 
+ ? | + 
> ‘ > . c Ww r ~ > ~ rta pit 
4 € ed te T ; or wrt 
s » ~~ ’ 
S - g tc vet ¢ ne giant ; terow tec 
strenet Its progress was vigorous om di 
reeping 
— 
na s ! $s i t e tfMat 
, ’ ‘ 
ALL Ir str £ . Was a s i 
teer ] ’ , - We Yr ¢ } 
‘ el ‘ ogress . ¥ ess T ea 
‘ , , 
t } gs ‘ rKs x ent € 
syste ( s kent t resident 











districts of the city are evidences of prosperity and content- 
ment. In spite of the picture some men paint of Johan- 
nesburg, desolate and lonely, when the gold gives out, the 
city continues to grow and is now the industrial, commer- 


cial and financial center of the Union of South Africa 
City Souvenir Number of The Star 
For this story of Johannesburg we are indebted to the 


City Souvenir number of The Star, a Johannesburg news- 
paper, and E. M. Tunley & Company, office equipment 
dealers in Johannesburg, who sent us the paper 


The special issue of The Star, published September 5, 
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1928, contains two twenty-four page sections, one of which 
is devoted to the history of Johannesburg and the cele- 
bration of its status as a city. In it the past and the pres- 
ent of the city are pictured and reviewed with skill. Illus- 
trations of public buildings, parks and homes, airplane 
views, street scenes and pictures of men who grew with 
Johannesburg all help to tell the story. General articles, 
editorial comment, and reminiscent descriptive stories serve 
as complements to the pictures and express the happy civic 
pride and joy of the people in Johannesburg as a legally 
recognized city 














- 


»- « 
SCHWABACHER FREY 








WINDOW DISPLAY MADE BY THE SCHWABACHER-FREY STATIONERY COMPANY, SAN FRANCIS- 


CO, CALIF., DURING “FURNITURE WEEK."’—The 


pieces shown include “Steelcase” Metal furniture from 


the Metal Office Furniture Company, and aluminum office chairs from the Aluminum Company of America 


“Furniture Week” Display by Schwabacher-Frey 


‘ 


Some of the latest and most modern styles in office fur- 
niture and filing equipment were attractively displayed at 
the Schwabacher-Frey Stationery Company’s “Furniture 
Week,” which opened October 1 at San Francisco, Calif 
Following the modern trend practically all the furniture and 

i 


equipment featured was of metal 


Shown 


a raised platform, facing the elevator entrance 
to the third floor of the Schwabacher-Frey Stationery Com 
pany’s building where the furniture is displayed, was an 
office outfit for an executive or for a prosperous professional 
man’s office The desk and files were “Steelcase,” manu- 
factured by The Metal Office Furniture Company, Grand 
Rapids, Mich., and though entirely of metal, the desk, with 
linoleum top and the steel files, showed a _ beautifully 
grained American walnut finish. In this office set was the 


thing in office chairs, a luxurious leather upholstered 


affair made by the Aluminum Company of America. This 
also showed a walnut finish. though lifting it showed this 
piece of furniture to be very much lighter than any wooden 
‘ | s ir s 
Greeting visitors to the special display and explaining 
the line< . L very interesting manner were George R 
Arthur, in charge f the department and able assistants 
g Vi irge of g systems and 
ew 
. ‘Se, I oe Sens g #h, SC hwabache wg Stat ery 
Company is large and complete and was exceptionally well 
dis, c g é Furniture Week The line 
show lude r graduated sizes and also many 
Sais pe S give to de strating th 
ca 1 - ~ , goods. In the steel file lines 
the r s the display during “Furniture 
Week ¢ S 4 e] ing i d other a d ( t 
st t Ie ed by the mar ucturers, ré 


handsome to look at. The furniture was shown with wal- 

nut, oak and mahogany finish, as well as with green. Many 

interested customers attended the “Furniture Week.” 
nininas 


Invitations to Leipzig Fair Come by Zeppelin 

Twenty-two hundred prominent business men of the 
United States have received invitations to the Leipzig Trade 
Fair of 1929, which were brought to the United States on 
the super-airship, “Graf-Zeppelin.” Many hundred young 
Americans would like to receive the envelopes in which 
the letters came, with their German airmail stamps and 
surcharge indicating that they crossed the Atlantic on the 
“Graf.” 

These first invitations to the 700-year-old fair next March 
congratulate patrons of the fair on the new means of mail 
transport, and the development of business relations be- 
tween Germany and the United States. American partici- 
pation in the Leipzig fair is of long standing. The fair 
executives recognized the potential importance of America 
at an early date. They got in touch with Benjamin Frank- 
lin on his first visit to France, more than 150 years ago, 
and urged Americans to visit Leipzig. The first American 
visitors to the fair in 1780 made the journey in a sailng 
vessel [Today America is represented regularly at the 
fair by fifty exhibits and 2,000 buyers. The new air route 
to Europe promises to form a new and important link in 
the growth of mutual business relations 

—— 
J. S. Luckett Recovering from Operation 

Just before the National Stationers Association Conven- 
tion at West Baden, Ind., last month, J. S. Luckett of 
Vawter-Luckett, Limited, Toronto, Canada, was forced to 
undergo an operation. The operation was successful and 
Mr. Luckett is convalescing at an encouraging rate. 

—————— 
This is the age of leaders—not drivers.—Quality (Clarke 
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Business Show Celebrates Silver Anniversary 


Twenty-five Years of Successful Expositions Marked by One of the 


Best Ever Held in the Office Equipment Field 





Big Show 


at Madison Square Garden, New York, 
Last Month, Red Letter Event 


Dh Cwenty-hitth Annual National Business Show 

ught t : se Saturday night, October 20, 1928, at 
ten o clock VAS ¢ ‘ t the most successful ot the entire 
series t twent hive yearly expositions 

While Frank E. Tupper, president of the National Busi 
ness Show Company, maintained that the exhibitors had 

read themselves this vear, it is only right to state that 

e Show company themselves went ahead of any previous 





ex! mo oim the decoratior ind arrangement of the hall 
Ving ut the Silver Anniversary idea, the pillars 
‘ ‘ whi | ‘ tT . . 
pers ; arr Her: ; any sig < ? 
| ] 1 *? 
‘ ‘ AL ( u ‘ le ers vere 
‘ 
' i x I sts w the ivis t the ths 
! ' trimmir ‘ ‘ 
‘ + atie Ss grey ri re nstea 
us x x t pt Die ‘ Ss supe 
tr + ¢) nt aI rf 7 
i< ie. pres¢ < ix ix 
colors v d ' en used the New York 
’ 
eX] sit ( i . w tre ‘ d I ce ¢ 
Via the ‘ rite i ss ge machine dictat ®! 
idd ‘ ‘ t t \\ at « uld he } 2 at 
} . , . 
that cti the e rat « ‘ ex 
, ’ 
I . . : exe vices 
‘ ‘ vear , < ess «} " a \r - ie 
‘ Expos ‘ yg ing i 
| 4 
i 1M Frank | i per came t New \ K aS a 
report ‘ I i iceutica tra i¢ Stave wit! 
thie I years it capacity the vent 1904 
’ ay 
wit ‘ } iwwist s ( i t sell advertising 190, 
‘ t ft \I trea \ e re al ra i 
' ‘ T . 
iat AS rie ‘ atric Easter inawe ‘ tT ¢ 
Appliances e remain th Office Appliances 
vears the ve t nr ? Tal ‘ t rhe 11< e< 
’ ‘ . 
9] he hye . 4 < . ¢ 4 nt the MmINne<< sh ‘ late 
’ +> ‘ 
1ying alf interest 1912 ly t ising the 
ther terect , ' | proceeding { 
‘ ? . ess ‘ the eme<s she \ has r ‘ t 
‘ " ’ , 
\< a i e is still 2 @ st . 








The first New York Business Sh organized and con- 
ducted by F. W. Payne) was held 1904 at the old Madi- 
son Square Garden with sixty-six exhibitors. Of this num- 
eer a tew are still exhibiting im this exposition At that 
time business machines were not so numerous nor so versa- 
tile as now and most of them were manually operated. No 
such color as is shown 1n the resent day machine was 
used [he ancestors of many machines now at this exp 
siti were on display at the 1904 show 

Mr. Payne is now president and general manager of the 

EDWIN 0. TUPPER 
aimee 
inte tiona I xposit ( ( is charge I 
the Chemical, Power, Hotel, Flow | other large expos 
Of the twenty-five annua isiness s s, eight expos 

s were held in the old Madis Ss Garden, three in 
he new Madison Square Gard levet the Sixty-ninth 
Reg ent Armory tw m the Gr ( t Palace ind 
rhe - the ts tra \ler ant ’ o 

e silver a ersary the vas set the exhibits 
several of the ufact s erwood Type 
ter Company sent out ds e silver paper invitation 

t entire list Phe mte siness Machine Cor 
poration teature ts ty ears siness The L. ¢ 
smiit & Corona ewriters atured the silver an 
sa t the ©. Smith type te The Address¢ 
gra Compai s ve ne the riginal twenty-five 
machines manufactured thirt rs ago. and other 
anufacturers kept t ‘ ea t this ear s 
x sift t 

e Annual Typewriting ( st s not held at the 

sa time as the New York Business Show, having been 
held earlier at Sacr ent Cal t co the Underwood 
I ewriter Compat eatured a " if ntest between 


bert Tangora, W d's Cha n t 
Wr wnt of Thursda nignt a ret 
. , , 
ir. Tangora on Sat ‘ ght 
' 1 . ‘ 
c iOoOwilnw . were < ‘ 
. ' 

( ercial Stu ts Dav trom Sat 


Champion, and Al- 


Miss 


won hv 


ir, changing 
it was last 
narchaeinge 
urs is x 


col 


Mad 


num- 


1- 





Gra 


agent's day; W ednesday was 
hasing agents’ day; 


government day Chursday 


was executives’ and pur Friday was re 
tail merchants’ day, and Saturday was out-of-town mer- 
chants’ day 

[The Remington-Kand exhibit, containing the entire line of 
occupied the entire east wing annex 


this huge organization 


of the exhibition hall. A turntable showing several different 


devices of the compar attracted the attention of the 
crowds to the booth. A huge Remington Rand sign showed 
j j ne 


om to wood adavalils 


Underwood booth, attractively 


enormous book with automatically turning 


pages showing the seven stages of writing history, was 


directly in front of the visitor 
booth tlanked it on the 


Machines C 


The General Othce Equipment 


eft and the International Business unpany on 
the right 


The New York Telephone ( 


exhibit 


ompany deserves honorable 


which demonstrated the 
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Company, Inc., Aluminum Company of America, American 
Multigraph Sales Company, Art Steel Company, Automatic 
Machine File & 
Index Company, Barr-Morse Corporation, Russell E. Baum, 


Coin Wrapping Corporation, Automatic 
Bircher Company, Boorum & Pease Company, Burroughs 
Adding Machine Company, Canady Cooler Company, A. B 
Dick 


Edison, 


Company, Dictaphone Sales Company, Thomas A. 


Inc.; Ellis Adding Typewriter Company, Error- 


No, Incorporated, Felt & Tarrant Manufacturing Company, 
General Office Equipment Corporation, International Busi- 
ness Machines Corporation, International Postal Supply 
Company, Marchant Calculating Machine Company, Mon- 
National 


Company, R. 


roe Calculating Machine Company, Inc., Cash 


Register Company, Ohmer Fare Register 
Orthwine, Polar Manufacturing Company, Postage Meter 
Company, Rapid Stencil Company, Reiner’s Rotaprint, Inc., 
Remington Company, Safe- 


(;uard Check Writer Corporation, Selfeed Pencil Company, 


Rand, Inc., RodCompressor 


Incorporated, C. E. Sheppard Company, Simplex Time Re- 


| 





IGHT CHARACTERISTIC BUSINESS SHOW EXHIBITS 
iffice Exquipment Corporation, The C. E. Sheppard Company and 
Multigraph Sales Company and L 


nee telephone r ills th 


Other booths of particular interest were those of Bur 


ughs, L. C. Smith & Corona, Addressograph, National 


ish Regist \ lick C Elliott Rapid Addressing 
Machine Compa Reiner’s Rotaprint, I: ind many 
thers 
Che advertising this vear was particularly forceful Such 
eads as “Sy eedi g up Inside Work” “More Sales at Lower 
» Bette W ork Less Effort’ 1929 Methods or 
e Ofhece Economy in Business’ —addressed to the ex 
tives, sales managers. office workers. office agers 
treas ers respective! were attractively used in very 
ge splay space Good publicity attended the exposition 
the newspapers the city 
New products were prominently displayed by Add-Index 
Addressog al ( pan\ Allen I ypewriter 


Top, left to right: 


General 
American 


Center row: 
Bottom row 


Remington Rand booths 
Burroughs Adding Machine Company 
Smith & Corona Typewriters, Inc. 


corder Company, L. C. Smith & Corona Typewriters, Inc., 
Standard Mailing Machines Company, The Todd Company, 
Vivid, Incorporated, L. E. Waterman Company, Weig Sales 
Company, and others. 

Office Appliances wishes to express its appreciation to 
Remington Rand for the excellent furniture loaned us dur- 
ing the week and for the use of the Remington Noiseless 


Typewriter. To Charles P. Feinberg of the International 


Commercial Photo Company, Inc., we extend our thanks 
for hearty cooperation and the excellent photographic work 
produced by his company 

An interesting sidelight was the arrival during the week 
of Dr. Robert Reiner, president of Reiner Rotaprint, Inc., 
on the “GRAF ZEPPELIN” as one of the first American 
passengers. Dr. Reiner brought blueprints of a new Rota- 
print machine and came just in time to reach New York for 
the Business Show 
(Turn to Business Show Exhibits) 
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Following is a list of exhibits described in alphabetical 

order 
BUSINESS SHOW EXHIBITS DESCRIBED 

ACK MAIL, ADVERTISING, INC., New York, N. ¥ Samples 
of this company’s work, including mimeographing, multigrap? 
ing. et were displayed. particular emphasis being placed or 
the direct mal vivertising ser Miss lL. KE. Hauser was it 
charg: 

ADD-INDEX CORPORATION, Grand Rapids, Mich.—Featured 
the Addd-Index Portable-Electri an adding-listing machine 
with self-contained stop and start motor, weighing 27% pounds 
complete A\dd-Index hand operated machines and combination 
register were lao shown The Portable- Electric Weighs no 
more than the hand operated achine It is noisless in opera 
tion because the motor ! runs when the adding bat s 
touched (ther features are the automatic clearance signal 
automatic total and sub-total key and repeat indicator 


ADDRESSOGRAPH COMPANY, Chicago, UL—This company 
showed a complete line of addressing, duplicating, embossing 
ind indenting equipment Of special interest wer: number 





ANOTHEI rYPICAL GROUP OF EXHIBITS AT NEW YORK 
dressogrTra ( mpany The Todd Company Center row eft to 
wr nd Marchant ¢ culating Machine Compa 
\ RB. Dick 
ne ti elect iv-operat Dupligraph w 
: ts la itta ts and improvements. Special demonstrations 
showed the wide ange f : which Addressograp! 
? t is ¢ | Addressograph forms wer: displa 
' } test deve pr s in increased tlic ft ne 
Ss i ct x sident vas i 
x t? \ 
‘ w IM office pris gz mac e and the new A4 acl 
equiy d . iuxiliary print and signing attachment fer 
ening } ks w prominently displayed The first Address 
ograph ever put mn the market was shown and created 
siderable in ext 
I . Fe *. New York manager. was ir harge 
ALLEN TYPEWRITER MANUFACTURING COMPANY 
INC Alle wr Penna Exhibited not only their preset 
n but new model machine which will be ready for dis 
tribution t ea part f nex year This new model is 
standard k I four-bank machine tf te ail at $4 
Sales Manag i I (;,orma was if hare 
ALL MINUM COMPANY Of} AMERICA, New York, N. Y¥ 
H Ver show strong «a . aluminur hairs, durabl« and 
light n weight desk prot t : polished aluminum r at 
ac? t voode lesks as neans prevent tear z f 
stockings le guides t sheet aluminun having fixed and 
detachal tabs Sever new vements were » Lae . vw 





HS 


ANCES For November, 1928 
S. A. Hartwell, Jr., was in charge, assisted by W. E. O’Brien 
EK. W Davis, development engineer of the Aluminum Index 


Company, and Robert B. McKee, president of the Aluminum 
Company, were also in attendance during the week 
AMBERG FILE & INDEX COMPANY, New York, N. Y¥ 


the 
to meet prevailing business conditions 


Showed duplicates of actual commercial indexes created by 


company in the past year 


such as: Maintaining efficient reference with reduced personnel 


making territorial files which supplement the sales map, hand- 
dling 1928 mail volume with 1913 efficiency, et« These were 
shown housed in Amberg steel furniture as used in actual work- 
ing installations Paul Amberg, president, was in charge of the 
booth 

AMERICAN MULTIGRAPH SALES COMPANY, THE, Cleve- 
and, Ohio Demonstrated the regular Multigraph line, featur 
ing several new items. including the No. 100 hand operated 
addressing Multigraph which is a companion machine to the 
No. 66 addressing Multigraph, but designed for the user of 
smaller lists; also the new No. $1 lever addresser and a new 
heavy-duty folding machine and new suction feeder for office 
Ise printing and typeing Multigraphs togeth: with a small 











SHOW Left » right ‘ row R er I print, Il Ad 
wht \l e Caleu ne M e 4 npa Woodst k Type 
Bot ! ft x! I r M zg Com] ur 
" ding , ‘ , ' 
Comp e wet uso displaye« 

I . x! t was is hare of W I Hagelir manager of the 

echatr il sup] department assisted by ¢ ( Brown, assistant 
t M Hagelir \lso ittendan we Walter Strain, New 
Yo sion manager, and his entire ales for Ww. Cc. Dun 
7 ‘ e-president r charge f sales and | M Winger 
issistant sales director in charge f ad tising were also 
present from the home ffie 

AMERICAN TELEPHONE & TELEGRAPH COMPANY, New 
York, N. \¥ iSee New York Telephone Company.) 

ARLAC DRY STENCIL CORPORATION, Pittsburgh, Penna 

See Rapid Stencil Corporation.) 

ART STEEL COMPANY New York, N. ¥ The mpany's 

steel casi bond. office, card index and security boxes 
stee ter box files, transfer cases, document cases, bankers 
is and bankers coin trays: steel improved Ideal letter 

es nd ard ibinets, were displayed Shown for the first 
time we he steel helving and steel ounters William 1! 
La nd Gerard ID W hite metropolitan representatives 
were ir harge 4. Burger resident, and Irwin M. Levy. vice 

sident. visited the boot)! 

AT-SITH TIME SAVING DEVICE CORPORATION New 
York, N. ¥ Demonstrated here was the At-Site alculator set 
i any different apy ations in the pre mputed tabl 


field Shown for the first time was the } } nterest calculator 
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as well as the retail pricing system. The application of the 
bank interest calculator is obvious as banks are constantly in 
need of quick reference information as to the interest on notes 
or other money deposited with them and the At-Site has been 
set up to accomplish that purpose The retail pricing system 
alculator is one, standard in nature, which informs the mer- 
chant or manufacturer about the correct selling price for his 


merchandise The company's other line covering payroll ex- 
tension information, public utility gas and electric current 
tables and an assortment of numerous other common or seml- 
common systems were shown W. A. Hoffman was in chare: 

AUTOMATIC COIN WRAPPING MACHINE CORPORATION 
New York, N. Y Here were shown two models of the Batdorf 
Automatic coin-counting and wrapping machine. one of which 


sutomatically counts, wraps and crimps 350 coins per minute 
while the other has a capacity of 560 to 600 coins per minute 


The features of the machine are that it rejects bent and mu- 


tilated coins, shows the source denomination and value of 
every package and sends the coins out securely wrapped and 
checked five ways against over-payment and under-payment 


AUTOMATIC FILE AND INDEX COMPANY, Green tay, 
Wis Displayed a battery of Automatic “V"’ expanding filing 
cabinets, card cabinets embodying the patented lift-out-card- 
tray feature, besides the new steel Automatic posting pedestal 


ind the Automatic steel desks equipped with the “‘V" expanding 
letter size reference drawer; also a new line of Vandex Visible 
quipment In charge of this exhibit was H. A. Van Houten 
sales manage! Eastern division, assisted by F. A Harper 
Philadelphia manager es \ Brace Newark manager and 


(. W. Straubel. vice-president in charge of sales 
BAKER-VAWTER DIVISION, REMINGTON RAND BUSI- 
NESS SERVICE, UNC... New York, N. Y (See Remington- Rand 
Inc.) 

BANK. LIBRARY & OFFICE FURNITURE DIVISION, REM 
INGTON-RAND BUSINESS SERVICE, INC New York, N. Y 
(See Remington-Rand, Inc.) 

BRARR-MORSE CORPORATION Ithaca, N \ Showed the 
Barr typewriter in various colors, including a model with wide 


arriage and the Pook clock electrically operated Sales 
Manager W ke Barnard was in charge J H sari vice- 
president ind J 4 Fried general manager were also in 
attendance Nelson White, chief engineer of the adding machine 


livision of Morse Chain Company, and A. F. Poole, of the Pool 
lock division of the Morse Chain Company, visited the booth 
during the week 

RnAUM, RUSSELL E., Philadelphia, Penna Here was shown 
2 full line of Baur High Duty folders with both hand and 
1utomatic feeds The new collating attachment for feeding 
two sheets at the same operation was shown for the first time 
Thomas Darling. FE. W. Renz, J. M. Palmer, L. A. Low, J. 8S 


Rrown, and Ri Gardner, were in charge of the booth Russell 
Kk. Baum was present at the booth part of the week 
MILTWELIL PENCIL COMPANY, New York, N. Y.—-Showed 
Biltwell mechanical pencil, the main features of which are 
said to be Unbreakable barrel, in attractive colors fittings 
fourteen Karat gold plated; three action mechanism. which 
propels and expels the lead EE. R. Rodriguez was in charge 
RIRCHER COMPANY, INC rHE, Rochester, N. Y demor 
strated ghtnine letter openers hand and power operated 
Jaghtning mail sealing machines, hand and power operated, as 
Well as a general line of mail room equipment The new 
itomatic stamping machine wl h affixes postage stamps at 
rate of 150 per minutes is a feature of the exhibit 
This exhibit was in charge of R. I Reed, sales manager 
Rochester, a R. J. Ludlow, New York City manage 
MOORUM & PEASE COMPANY, Brookly1 N. \ Featured 
was the Double-fast binder for machine posted records 
wit tra ind transfer binders Other products of the con 
ir which were showr ! ide ring books, prong binders 
ring ders and bull-dog binders ¢,. A. Bishop, manager of 
Spe ities department was in charge of this display 
Freder k ¢ Binghan president and John W Tamany 
se etary-treasurer visited the booth during the week 


BROOKS COMPANY THE Cleveland ie presented the 
fompany's line of Brooks Visualizers, with the Flex-Site patent 


fe 


=I ind accessory appliances District manager H. FE. Mom 


er, Jt and New York Manager R. W. Brown were in charge 
RBROWNE-MORSE COMPANY, Muskegon. Mic! See Clark 
& Gibt Inc.) 

BURROUGHS ADDING MACHINE COMPANY Detroit 
Mich A complete exhibit of adding, bookkeeping, billing and 
alculating machines, including the multiple register book- 
eeping machine, typewriter-billing and bookkeeping machines 
and portable subtractor. wer: splayed Particularly featured 
was the new electr ca ate with positive eleetric control 
operation A short nifer stroke both as ts length and 
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weight of key depression, is a feature of this machine. The 
motor bar replaces the old crank. The speed of the machine 
has been considerably increased and accuracy has been in- 
creased in step with the other improvements. The Moon- 
Hopkins machines were also on display as well as bank transit 
machines of all kinds and descriptions. The new Recordak, 
manufactured by the Eastman Kodak Company was shown in 
operation with the Burroughs adding machine. A sawed apart 
machine was shown to demonstrate the working parts of the 
Burroughs. Portable machines of all descriptions, in fractional 
models, accounting machines with wide and narrow carriages, 
were also displayed and a large number of machines for special 
jobs were included in the exhibit. The booth was in charge of 
A. E. Spalthoff, agency manager, assisted by St. Clair Bloom- 
field, assistant agency manager. Visitors to the booth during 
the week were P. A. Lawrence of the Burroughs factory, and 
Rex Rathbun, assistant general sales manager. 

BUSHNELL COMPANY, ALVAH, Philadelphia, Penn.——The 
company's products including the new rope fibre “Paperoid” 
wallets and filing containers, SafeTseal mailing envelopes and 
“Perfection” binding straps, were shown Featured especially 
were the “Vertex” file pockets H. CC. Landon, New York city 
office manager, was in charge A Nelson Bushnell, sales 
manager, was also in attendance during the week. 

CANADAY COOLER COMPANY, New York, N. Y., featured 
a drinking fountain providing electrically operated refrigeration 
and scientific filtering President S. E. Canaday was in charge 

CARR, GEORGE A., COMPANY, New York, N. Y.—(See 
Stephen Greene Co.) 

CENTADRINK FILTERS CORPORATION, New York, N. ¥ 

(See Puro Filter Company.) 

CLARK & GIBBY, INC., New York, N. Y., displayed the 
filing cabinets and steel desks of the Browne-Morse Company; 
walnut, mahogany and oak wood desks in all grades of the 
National Desk Company, and office chairs in all grades of The 
Sikes Company, as well as the products of the Stow & Davis 
Furniture Company J. J. Dickie was in charge of this display, 
assisted by several of the company's own representatives, in 
addition to the representatives of the various factories whose 
products were shown. 

COLLIER & SON DISTRIBUTING CORPORATION, P. F., 
New York, N. Y¥.—The company's line of books including Dr 
Elliot's Five Foot Shelf of Books, The Harvard Classics, Science 
of Modern Business Administration, etc., were on display. J. J 
McNeirney., manager of the New York branch was in charge 

COLUMBIA RIBBON & CARBON MANUFACTURING COM- 
PANY INC., New York, N. Y A complete line of carbon 
papers, typewriter ribbons, duplicator supplies and stencil ink 
was exhibited 

H. M. Trowern, order department manager, was in charge 

F. R. Nichols, sales manager, A. B. Holmes, vice-president 
and general manager, and L. M. Dixon, assisted at the booth 
during the week 

COPPAGE PRINTING & LOOSE LEAF COMPANY, INC., 
New York, N. Y A complete line of loose leaf forms and 
devices especially for machine bookkeeping purposes was shown 
Especially featured was the company's portable tray 

In attendance at this booth were Vice-President D. C. Slo- 
bohm, in active charge; T. Nelson Bawn, E. A. Shipman and 
'resident L. R. Coppage 

CONHEAD CORPORATION, RALPH C., New York, N. ¥ 
presented the Mercedes automatic electric calculating machine 
which automatically multiplies and divides Problems of in- 
terest to business executives were solved by experts The 
machine has been reduced in price from $1,175 to $750. Presi 
dent Ralph Coxhead was in charg: and W. T. Criswell and 
S. P. Coxhead were also in attendance during the week 

DALTON ADDING MACHINE COMPANY, THE, Cincinnati, 
Ohio ‘(See Remington-Rand, Inc.) 

DANDY SEALER CORPORATION, Pittsburgh, Penna 
Shown here was the Dandy envelope sealer which seals 400 
envelopes per minnte, priced at $12.00, featuring its simple, easy 
and rapid operation Also demonstrated was the Horn alip- 
sheeter 

Elvin L. Burget, treasurer and general manager, was in charge 
of this exhibit Deane S. Reynolds, president, and E. EF. Gray 
vice-president, were also in attendance during the week 

DAYTON SCALE COMPANY, THE, New York, N. Y (See 
International Business Machines Corporation.) 

DEFIANCE MANUFACTURING COMPANY, Orange, N. J 
(See Monroe Calculating Machine Company.) 

DICK COMPANY, A. B., Chicago, IL—On display here were 
the Edison-Dick Mimeographs Autoslip interleaver, Mime- 
oscepe, portable Mimeograph, portable Mimeoscope, and Mime- 


(Continued on page 268) 
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NEWS and 
MISCELLANY 










Addressograph Absorbs Lisenby Manufacturing from metal “letter-plates” embossed in exact typewriter 
Company yi : PY 





, , - ssograph product sed for embossing metal address 
ihe A essograph Cor iny, Unicago, Il., manutacturers , 1 
, ] | ; ’ ’ 
/ 1.) ) ites The nat ‘ scuit css date bers | t a d body or t t 
ind str t $ tat i e of addressing, isting, ¢ , . as 
} } } ' ette é ted ther gt the same I i d 1 tacsimule 
OSsing ind ipliicating | ts, Nas purcn used all the : 
, , , signature nte« ctua Signature N all oa one 
patents and manutacturing rights covering the duplicating 
peration 
ind printing products of the Lisenby Manufacturing Cor : 
Cal Dupligraph-ed letters are produced at ‘ ite f 2.000 
jan ’ eet aiit 
| 
il I Addressograph Compar ilso manufactures and 
] ] 
se consolidates the engineering and manu 1 , , | . ' 
sells through the Addressograph organization the Cardo 
ct \ ‘ es of tw neers in the othice equiprime t . , 
. , grapl inother duplicating machine tor duplicating post 
nd t ver thirt years th Addressokt ip ; ; ' ; 
card-size messages and torms trom en ossed metal plates 


Company has been recognized as a leading manutacturer « , 
incs, electrotypes, etc 


ame and data writing equipment. Factories are esta The Model D4 DUPLIGRAPH fits appropriately into 


. 
lished ' (} , eronto Il andon ine j co} 
shed cago, Toronto and London, England, wit! \ddressographs’ line of products. It is a combination dupl 
, = off the smeinal citi she anel dy 
agencies i the rincipai cities in the we d Address ’ 
. . I . cating and printing machine which prints from embossed 
h or ‘ . culmea thrameand = thos f 
re. Ss are ss \ } sands ~ . 
. | ir g I . letter-plates” through a ribbor or ect from printer's 
isers er 3.000 lines of mercial and on-co! il : , : 
K Iror Standard fat incs, electrotypes iit-tone eneray 
XN wding tr ¢h . — ede af ei , 
~ : HnE _ ” a gis : s, and standard nter’s type of ar ice or stvle 
| re i 1 = ' 
LIke WI1S¢ r vears, the « ce ¢ plicating a l r t 
ae 
es the Lisenby Manufacturing C: any is bee 
; } +h, . —_ ‘ . — a _ 9 » > > nBeas 
ised by usands of concerns everywhere Addressograph’s Latest Duplicating Machine 
Immediately upon consummation of negotiations effecting The Addressograph Company, Chicago, III, announces 
this purchase, the Addressograph Company actively engaged the Model D4 Dupligraph, a high-speed office duplicating 
n the luction and distribution of what is now know: machine The new machine will be tully described and 
is the Model D4 Dupligraph, formerly a product t! strated in the December tissue Office Ay ances 
Lise M facturing Cx iny known as the M-24 Press a 
‘ rding to the terms of the purchase, the | _—- ; 
, Employees Honor New Association President 
Manufacturing Company will remain in business and ma a ; P 
, , Employees of the Ivan Allen-Marshall Company cele 
tacture nder hcense trom Addressograph Compar six ’ 
' j ' ' rate the election of Charles M Marshall a recident r, 
Ai | t 2 miucts I the exciusive use r the ting , \ 1 
: the t nal Stationers ssociat I Za inguet and 
trade Che Lisenby orga! at n has bes yranted vy the S 
o2 , . ance i< ' Saturday ever ey Oct er 19 
Addressog Company exclusive selling rights the : — 
bas ol hel] ¢ +} ‘ ‘ thieti 
event, Ww vas eld a \ a Athletic club 
\l lel 4 1) rap! ’ con mercial printers 
’ ’ , 
— nned entire hy emplovees ‘ mpat ry 
I " 1 service of D4 Dupligraphs to « ! i ' 
plig seaate: gullies af tee Geis ent an tenetinneies Wolintnd 
ind r i ent ses other tha com i ' , ' , 
exce ent course dinner riet at esses were made y 
-* ; 11 + 
s being carried \ddressogray] sale gre , , , 
, I i Allen. pres ent I the | in All Ma S all ( Mmpat 
< lunlheor »} centatr ‘ +} \ddress 
i i iikia l ‘ i Cts t c a ' - ; ‘ 
i He n Baker 1 Charles M. Mars After the speak 
gra ( y, Chicag 
g ncing was ¢ ved until midnig 
\ SoU ap! was ‘ I ‘ t t ‘ t vas te vat | the speakers t t Ss was the rst 
| } } > , | ‘* 
} iting machine ‘ < prit ed a cor ete i ¢ ‘ . the history f the Nat ~ ‘ ere A ssociatic 
, 2 | eration Pil dd | 
at a re ation | ) Addressogra ( i ou esidents had been select the same cits 
} i th, ret = P ‘ r} . , 
ace st Dupligra e marke s r the same stationery firt t the Ivan Alle 
' ‘ ’ ; rar, 1 ‘ ‘ ; ‘ 
printed ; ' vp pe ~ Marshall Companv Ws \ the elect f 
he letter : ted ect fens : ' 1" , 
l c NK ifr Mars! it tnis 
The Model D3 DUPLIGRAPH of today is the ut The event was thoroughly e1 ed by all wl ittende 
growt a rset Dunpligrar It prints completed letters 1 H.R 
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Remington Rand Dealer Sales Plan Office Utilities Corporation to Open Chain of Stores 
Rumors of important changes contemplated in the dealer in St. Louis Territory 
sales ian oO Re rton R: id e. hha 7 ee - < ’ : 
ales plan of Remington Rand Inc. have been rife in trade Arrangements have been completed for the opening of a 


ircles for several months Ever since the consolidation Se : . 
A if penieedl : chain of fifteen stores centering around St. Louis, Mo., as 

I jail a score oO outstanding manutacturing concerns in . 2, -E°,° 7 " 
S a part of the Office Utilities Corporation network, accord- 


the office equipment field, the trade has been awaiting some . 
atte dite — ing to President Ray Larter. 
definite statement of policy as related to the sale of the r i - 
Rand dealer lines through retail merchandising channels so will conform to the plan now employed by Office 
, . +“ ilitie ary s : SS) 
rennunccmnent tins been uande ef the calesian af Se tilities with its subsidiary stores under the name of W est 
ern Ofhce Utilities Inc., for thirty such stores on the Pacific 


rest any feeling of uncertainty as to the policy of Rem- 


or Safe & Equipment Company, Marietta, Ohio, as 
( oast 


The St. Louis company will be known as the Western 
Ofhice Utilities Inc., operating, however, for the present, 
under the name of the Heineman-Western, affiliated with 


tributor to the trade This announcement should put at 


\ statement by R. M. Tussing, president of The Victor 
Western of the Pacific Coast. 

E. H. Heineman will be president of the St. Louis unit. 
In selecting Mr. Heineman the company is following out 
the policy of securing men of proved ability in the office 
appliance field. Mr. Heineman, after an association with 
the Western Electric Company, joined the Kardex organiza- 
tion about nine years ago. Under his leadership the St 
louis agency has reached an enviable position. About a 
vear ago he was made manager of Remington Rand. He 
resigned the first of September and shortly after made a 
trip to the Pacific Coast to investigate the Office Utilities 
plan 

he Heineman unit, aside from handling a complete line 
of commercial stationery, will, through the direction of 
Office Utilities, have the exclusive distribution of the fol- 


lowing specialties, some of which are on a wholesale basis: 
A complete line of the Utilitas vertical filing equipment, 


including uprights, horizontal, counter height, storage cab- 





R M. TUSSING, President, . on 
inets and specially built steel equipment; Utilitas brand of 


rhe Victor Safe & Equip- 


ent Company Marietta, te ; 
Ohio ribbons, carbon paper and typewriter papers; Utilitas file 
guides and folders; they will handle all makes of portable 
Safe & Equipment Compatr says that for several months typewriters, including the Utilitas method of remanufac- 
the Victor sales executives have been analyzing the lines tured correspondence machines of all makes; the exclusive 
Some ¢ ive been mad Some items have been distribution of Tel-Kee, that new specialty that is taking 
scontinued. Several new products have been added, while like wildfire; the International visible systems; the Meilink 
others are in the process of development. line of safes, Handistands, Embostex, Universal Display 
Lhe Victor organization is prepared to give the dealer Fixtures, ete 
e same « nt shipping service and business adn stra The company will be incorporated under the laws of the 
the new line as has been the policy of the compan) State of Missouri and will conduct business direct with the 
t eS] to the distribution of Victor sates manufacturers and wholesalers in conjunction with the mass 
S t t f the bv-dav merchandizing of sucl buving plan of ¢ fice Utilities 
; Rand visible sectional equipment and Rand Che St. Louis address during organization is 761 Paul 
iness savers the local stationer is and always will Brown building 
e the logical outlet oth to the publi and to the 4 ~~ 
- 
e the sel e Victor Safe & Eqiup Wark Acquires Beacon Steel Business 
Ss a pers tribute to R. M. Tussing. Mr Wm. H. Wark, selling agent for the Beacon Steel Furni 
fussing knows office equipment and its distributior He ture Company, Chicago, and B. W. Willard, formerly con 
is apparently scrambled the eggs” in a way that is nected with the Albert Pick ( ompany, have acquired the 
ted to benefit all parties concerned factory of the Beacon. Steel Furniture Company. The 
Mr. Tussing’s business career wv spent \Wark-Beacon Steel Furniture Company has been incor 
equipment field At the end his college porated, with headquarters at 1410 South Wabash avenue 
( | lithographed stationery for the Columbus Chicago. Mr. Wark is widely known to dealers throughout 
( pany, ¢ us, Ohio. Later he became a the country as being general agent in the western territory 
kK the Dich! Office Equipment Company of for Thonet Bros., Inc., and also as sales agent for the 
vas for two vears secretary of the concern Alzoma Wood Products Company, Algoma, Wis 
cept a position with The Sate-Cabinet The Wark-Beacon Steel Furniture Company will con 
Marietta, Ohio, serving for two years as a trav tinue to cater to the various dealers and jobbers throughout 
& repre tive H ext position was trict sales the country on the large installations of steel folding chairs 
ARS he was promoted to the division sales for auditoriums, clubs, schools, churches, hotels, etc. The 
a . t e years Che Sate company manufactures two different style steel folding 
pany chairs, both in wood and upholstered seats, finished in a 
s exte S d regul attendance varietv of colors Mr. Wark will continue to handle the 
stat ‘ é < siness shows. Mr. Tussing sales end, while Mr Willard will direct the factory 
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Commercial Stationery Company Moves 
The Commercial Stationery Company, which was estab- 
lished about three years ago at 217 West Medison street, 
Chicago, Ill, has moved to the new Madison-LaSalle build 
ing, 173 West Madison street 
space on the fifth floor, where adequate facilities are 


[he company has leased the 


major 
available for the storage of stock, shipping and office work 
[The office and display room occupy the west end of the 


r, with the receiving and shipping room and ware 


noo}! 


house on the south end of the floor. Excellent freight ele 
vator serviée is available \ separate entrance is provided 
for the use ot errand boys and others requiring access to 
the receiving and shipping room. A large display window 
faces the elevator lobby, enabling the company to appeal 
to other tenants of the building when requiring stationery 
und office supplies 

[he personnel of the Commercial Stationery Company 
continues unchanged. This is an outgrowth of the former 
Commercial Stationery & Loose Leaf Company, which was 
formerly a member of “stationers’ row’ on South Clark 
street. In 1925 the company moved to the second floor at 
117 West Madison street, abandoning a high-rental ground 
floor for a second story establishment The company’s 
sales staff has been active in developing the possibilities 
ind has shown a goodly growth. The new location ts closer 
to the business center of Chicago, making possible better 


‘ 4 : | 
ind quicker service tft 


o customers 
Diebold at New Location in Chicago 
The Diebold Safe & Lock Company, formerly at 122 
South Wells street, Chicago, IIL, has moved to the fifth 
uuilding, 111 North Canal street 


Here about 10,000 more 


f Butler Bros 
square teet of floor space are 
ccupied than at the former location Offices, displays, 
stocks and repair department are all on one floor, with ex 
ellent elevator service for both passengers and freight 
\ railway siding permits unloading freight shipments and 
juick delivery to storage Dealers will tind ample stocks 
or immediate shipment within the territory of the Chicago 
branch 

Che executive offices, engineers, bookkeepers and sales 
men occupy the east side of the space, overlooking the 
Chicago river and an inspiring view of the city’s skyline 
Nearby the new home of the Chicago Civic Opera is under 
construction, and to the south the new building of The 
Chicago Daily News is soaring. Three engineers are at 
tached to the Chicago staff, to plan vaults and vault 


| 


interiors for customers Representative vault doors are 


shown in operative position, with a tile partition surround 
ng then \ complete line of filing safes, money chests 
Safety deposit oxes and sates is shown 

H. Deright, the manager, welcomes this change from the 
Wells street 


joyed by customers, as well as by the company’s salesmen, 


Unrestricted parking is en 


it the Butler Bros. building, while on Wells street “they 
amt any sich animile.” Fellow tenants are concerns of 
P , 
ile il repute 
\ complete repair department is operated, giving quick 
ce wi customers whose Sates have been limmied by 


yeggmen, necessitating expert attention to enable the owner 


to gain access to his records and valuables 
Phe new Diebold brancl is easily accessible tor dealers 
visiting Chicago from the north, east. west, and south It 


s a short distance from the Northwestern and Union sta 
ions Street car ane bus service 18 close at hand, and a 
tation ot the elevated lines a bit more than a block away 
oe 
New Office Supply Store Opened in Chicago 


Che Office Supply Company, Inc., 4474 Broadway. Chi 
I was recently rganized and has opened a store 


int 
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in Uptown Chicago. The store is well equipped to com- 
pletely outfit offices. The officers of the new company 
are: H. W. Denner, president; M. Denner, secretary; and 
H. L. Grotheim, vice-president. 
ses 
H. W. Jennings Joins Tredway Brothers 

H. W. Jennings joined the organization of Tredway 
Brothers, 429 East Weber avenue, Stockton, Calif., re- 
cently, as vice-president and manager of sales. According 
to A. L. Tredway, president of Tredway Brothers, Mr. 
Jennings accepted his new position only after carefully 





H. W. JENNINGS 


considering the business possibilities in Stockton. He was 
influenced in his decisions by the Stockton deep water to 
the sea project, which he believes will insure the future 
growth of the city. 

Mr. Jennings was district manager of the General Fire- 
proofing Company, Seattle, Wash., from 1913 to 1920 
During the following two years he was president of the 
Universal Index Tab Company, Seattle. Until 1926 he was 
again associated with the General Fireproofing Company 


as branch manager in San Francisco. The last two years 
he spent in the G F offices in New York City 

In his new work, Mr. Jennings will give particular at 
tention to the heavy equipment department of Tredway 
Brothers. It is expected that he will, as a member of the 
firm, give an added impetus to the rapid progress now 
being made by Tredway Brothers in developing business 
in Stdéckton and the vicinity. 

— 

Boston Rotarians Say Farewell to Charley Garvin 

A recent meeting of the Boston Rotary club was turned 
into a hail and auf wiedersehen occasion for Charles P. Gar- 
vin, who is soon to leave Boston where he has long been 
connected with the I. S. Webster Company, to take resi- 
dence in Washington, D. C., as general manager of the 
National Stationers’ Association 

Charley Garvin was one of the star members of the 
Boston Rotary club. A capital speaker, a splendid enter- 
tainer and imbued with the Rotary spirit, he helped to 
ifaintain the prestige of the Boston club. His resignation 
was accepted with regrets and with good wishes for success 
in the new work. 

> 
“City of New York” and Dixon Products 

The supply cargo of the “City of New York,” which is 
Commander Byrd's flagship for his antarctic expedition, 
carries Dixon products for making maps, charts, sketches, 
records, etc. “Eldorado” for drawings and shorthand notes 
“Eldorado” copying pencils, “Ticonderoga” pencils for gen 
eral utility, lumber crayons, “Thinex” and “Best” colored 
pencils, and several brands of erasers will meet the require- 


ments of the expedition 











es 
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Cornerstone of New Horder Building Laid 


At 9:30 o’clock of Tuesday morning, October 30, the 
ceremony of laying the cornerstone of the new Horder 
building at Quincy and Jefferson streets, Chicago, was per- 
formed by E. Y. Horder, assisted by his three small grand- 
sons. Present were other members of the Horder family, 
several members of the Horder organization, representatives 
of the architects and contractors, and a couple of trade press 
The ceremony was simple but impressive. Mr. Hor- 


—_— 


men. 
der’s remarks were as follows: 


Remarks of E. Y. Horder 

The opportunity to assist in laying the cornerstone of a 
new building comes very seldom, so it is fitting when such 
an opportunity does arise we should take advantage of it as 
we are doing today. 

It is good for all of us to have hopes and ambitions and 
to strive hard to attain them, then when we see those hopes 
realized, how great is the satisfaction. We had often 
dreamed of the possibilities of such a building as this for 
the housing and conduct of our business, and after many 
years of dreaming and planning those dreams began to 
materialize in the office of the architect, and from that office 
the drawings have been translated through the skill of the 
builders into this solid substantial building before us today. 

You of the Advisory Board have had a large share in 
making this enterprise possible, and while H. G. Horder was 
busy working out the financial problems, F. P. Seymour and 
John Lyng were also busy with the contractors on the 
actual construction. 

To them and to you, individually, I extend my personal 
thanks and congratulations for the initiative and wise coun- 
sel which has prevailed. 

To the architects, S. N. Crowen and Associates, and the 
general contractors, Geo. Thomson & Son Company, we 
owe a debt of gratitude for their skill, wisdom and patience, 
and to every man who has had a part in the erection of our 
fine building—the diggers in the heavy clay subsoil, those 
who drove the long piles down to hardpan, the carpenters, 
masons, bricklayers, electricians—to them and to you one 
and all we say, “Thank you,” with all sincerity, and may 
the blessing of God be upon this building and upon every 
one engaged in its erection, or who will in the future occupy 
it, and may the business conducted therein be always con- 
ducted for the bettering of the home life of the workers 
and for a greater and better Chicago. 

Just a personal word: I am glad that Mrs. Horder is able 
to be here to share in this happy little celebration, for she 
shared in the early struggles which helped to make it possi- 
ble, and I am glad, too, that some of our grandchildren are 
here, and earnestly hope that if, and when, the time comes 
that they take an active part in the operation of this busi- 
ness, they will carry it on with the same spirit and high 
idealism animating the Horder organization today. 

We miss Mr. and Mrs. Seymour, but our thoughts and 
good wishes follow them on their vacation down the great 
Pacific Ocean to the Panama Canal. 

To you young men let me offer this word of encourage- 
ment and inspiration: 

In the summer of 1884 I landed at the old Union Station, 
just one block from this spot—alone and unknown in a 
population at that time of 900,000 people—-900,000, and all 
strangers, and a young man of 23 lands here with no one 
to welcome him, no home to which he can turn his steps, 
but with ambition and determination to win out if at all 
possible to do so. Alone and unknown—yes!—and today 
our slogan of “Order from Horder” is known all over this 
great city and throughout the Middle West. 


In this copper box we have placed for the information of 
those who may read it long after we have passed on, a short 
sketch of the origin, growth and development of the Horder 
business. We have also placed in there a copy of Horder’s 
Catalogue, Twenty-fifth Anniversary Booklet, Photo of 
Picnic, Copy of House Rules, List of All Employees on 
Honor Roll, Copy of Last Financial Statement, Fiftieth 
Anniversary Supplement of “Chicago Daily News,” to- 
day's “Chicago Tribune,” and a number of other items which 
will, no doubt, be read with great interest many, many years 
hence 


And now I declare this cornerstone of the Horder Build- 


ing to be well and truly laid, and all of us will look forward 
hopefully for the completion of our new home and be glad 
because we have had a part in its building. 


American Typewriters for Russia 


A Washington correspondent of the Hartford (Conn.) 
Daily Courant of October 19 reports that, as a corollary to 
the $26,000,000 General Electric trade contract with Russia, 
extensive contracts may follow for the purchase of American 
typewriters for use in that country. The Soviet representa- 
tive in Washington is reported to have said that Russians 
prefer American typewriters, and that big contracts with 
one or more typewriter concerns in the United States are 
a possibility. Soviet headquarters that nothing 
definite has yet eventuated. 


states 


a 


George B. Graff Buys Out Percy Underwood 


On October 23 announcement was sent to the trade that 
George B. Graff had that day purchased the entire interest 
of Percy G. Underwood in the Graff-Underwood Company 
of Cambridge, Mass. Mr. Underwood has retired from the 
company. 

— -—-~<s-—__—_—_ 


Emerson Brewer New Editor of Rem-Rand News 


Emerson Brewer was recently appointed editor of the 
Rem-Rand News, house organ of Remington Rand Busi- 
ness Service, Inc., Buffalo, N. Y. Mr. Brewer was for- 
merly connected with the Lamson Company, New York, 
_%& ¢ 

ome <>————- 


A. L. Payne Joins Geo. E. Fox & Company 


A. L. Payne, who has been a factor in the Chicago retail sta- 
tionery field almost thirty years, has diverted his allegiance 
to the manufacturing end of the business. He has become 
Fox & Company, manufacturer 
of an extensive line of office utilities and comforts. Mr. 
Payne takes hold of his new work November 1. While 
some road work is involved, he will spend most of his time 
at the company offices, 319 West Ohio street, maintaining 
contact with the field through the traveling salesmen and 


sales manager for Geo. E. 


manufacturers’ representatives. 

Mr. Payne joined S. D. Childs & Company when a young 
lad, and worked his way up in the organization until he 
became store manager several years ago. Since he took 
hold a number of changes have been made in store arrange- 
ment and equipment that the company’s merchandise and 
service might have the best possible presentation to con- 
sumers. Mr. Payne’s connection with the Childs business, 
“boy and man,” includes eighteen years’ application to the 
craftsmanship of retail merchandising. For. a period of 
eleven years he was engaged with the Commercial Sta- 
tionery & Loose Leaf Company, Chicago, in which business 
he had an interest. When the latter concern gave up its 
Clark street store several years ago Mr. Payne was asked 
by S. D. Childs & Company to return to his first business 
connection. Since that time Mr. Payne has been store 
manager 


en 


Thomas Joins Chilton Pen Co. 


The Chilton Pen Company of Boston, makers of the 
“Twice the Ink” pen, has just announced the appointment 
as assistant sales manager of Everett B. Thomas. Mr. 
Thomas is well known throughout New England because 
of his connection with the sales and advertising activities 
of Lever Brothers Company, makers of Lux, Rinso, and 
other products; and in the South and Middle West through 
his recent work as assistant sales manager in charge of 
advertising with the Simplex Electric Heating Company. 
Chilton dealers will no doubt benefit from the valuable 
experience which he brings to his new position. 
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The Guest Book 


c. A. GOODRICH of the Beck Duplicator Company 
called at our office October 5. He was in Chicago several 
days handling the exhibit of the Beck Duplicator Company 
at the convention of the Life Office Management Associa- 
While in Chicago Mr. Goodrich 
arranged for Vern D. Evans to represent the company in 
Chicago territory. Before returning to New York he vis- 
ited the agencies in several middle western cities. 

L. M. BARMAN, for many years with the Roneo Com- 
pany of London, paid a visit to Office Appliances on Sep- 


tion at the Drake hotel. 


tember 25. It is Mr. Barman’s intention to remain in the 
United States indefinitely 
EDWIN I. BAER of Baers’, Canton, Ohio, called on 
October 5. On the following day he joined the Chicago 
party on the train to the West Baden convention 
THOMAS W. MOORE, Berkeley, Calif., 
well known office equpiment 


who repre- 
sents several lines on the 
Pacific Coast, was also a caller on October 5. 

DEAN S. PATTON, assistant sales manager, Marchant 
Calculating Machine Company, New York, N. Y., left a 
few items of news at this office on October 5. 

K. J. NASH of Kansas City, Mo., called last month 

JOHN J. DUNCAN, sales manager of the H. C. Cook 
Company, Ansonia, Conn., paid a visit to this office follow- 
ing the West Baden convention, where he was one of the 
three John Duncans present 


A. P. CHRISTENSEN of the Set-O-Type Company of 
Wisconsin, Milwaukee, called on October 16 
W. F. McCANDLESS of the Typographic Machines 


Company, Dayton, Ohio, was a visitor on October 17. 

J. J. WALSH of the Proudfit 
Grand Rapids, Mich., spent a short time in this office on 
October 23 


STANLEY E 


Loose Leaf Company, 


FRICK, Invincible Metal Furniture Com- 
pany, Manitowoc, Wisc., was a caller on October 24. 

HERBERT WESTERICH of Schacht & Westerich, 
Hamburg, Germany, favored us with a visit the latter part 
of October. Mr. Westerich is on his way home from China 
where he has been for the last two years. Accompanied by 
a friend, Mr. Westerich purchased a car on the Western 
Coast and drove to Chicago 
the Atlantic Coast. 

This is the 
try. His trip across the United States is more for observa- 


They will continue through to 
first time Mr. Westerich has visited this coun- 


tion purposes than anything else, that is, he wanted to 
observe practices and customs in the office equipment field 
in the Chicago territory for about a 


New York the 


He expected to be 


] 


month and will sail from middle of 
November 

The firm of Schacht & Westerich have the agency for the 
Dalton adding machine in Hamburg. They also are print- 
ers and handle paper specialties, office machines, technical 
Herbert Westerich 


is the fourth generation in the firm, his great grandfather 


fice equipment, drawing supplies, etc. 


having been one of the founders 
> — 


O. S. Bloss Opens Business at Davenport 
O. Ss a typewriter store at 312 Perry 
opposite the Hotel Blackhawk 
He had been with the Remington Typewriter Company at 
Davenport the past 


Bloss has opened 


street, Davenport, Iowa, 


twenty years, resigning some weeks 
ago. In addition to handling Woodstock typewriters, the 
Bloss store deals in rebuilt and second hand typewriters, 
and carries a full line of typewriter supplies 

Mr. Bloss 
les. He had been a member of the city council formerly, 
representing the fifth ward 


is favorably known in Davenport business cir- 


Formal Opening of Buchanan Stationery Store 


Thursday evening, October 5, 1928, the Buchanan Sta- 
tionery Company, 816 Scott street, Wichita Falls, Tex., 
opened one of the most modern and up-to-date office supply 
stores of its size in Texas. The general public were in- 
vited to visit the store and the printing plant between the 
hours of five and nine p. m. 


G. T. Buchanan, owner of the establishment, personally 
superintended the selecting and securing of merchandise, 
and arranging all the details for the opening and for the 
operating of the store subsequently. Mr. Buchanan was 
assisted in this work by R. B. MacDonald, store manager, 
R. Lee Joiner, manager of the printing department, and 
R. B. Parker, salesman. 


The stationery store, which occupies the down stairs 
portion of the building, measures eighty-two by twenty-five 
feet, and is conveniently arranged to care for a large stock 
and also to display:merchandise to good advantage. Among 
the products featured at the opening were Leopold desks, 
Johnson chairs, Art Metal and Shaw-Walker files, office 
equipment and supplies, De Luxe loose leaf devices, Tatum 
bookkeeping equipment, Standard blank books, Reyburn 
tags and utilities, Sheaffer fountain pens, Carter, Sanford 
and Sheaffer ink, Dixon, Venus, Koh-i-noor and Castell 











NEW STORE, BUCHANAN STATIONERY COMPANY, 
WICHITA FALLS, TEXAS. 


pencils, MultiKopy carbon Webster ribbons, and 


Sengbusch inkwells 


paper, 


A display room for office furniture and supplies occupies 
a portion of the second floor. The remainder is taken up 
by a modern and efficient printing plant. Working condi- 
tions in the plant are ideal. The walls are of a pleasant 
green color that is easy on the eyes. Each machine is 
equipped with an individual light. The plant employs 
seven persons and is especially equipped to handle high 
grade commercial printing jobs. 


<j 


Thrift Heads Direct Mail Association 


.Tim B. Thrift, for many years advertising manager of 
the American Multigraph Sales Company, and now adver- 
tising manager of the American Sales Book Company, was 
recently elected president of the International Direct Mail 
Advertising Association. 


——___<——— 


Vern D. Evans Beck Duplicator Chicago Agent 


Vern D. Evans has taken over the Beck Duplicator 
agency for Chicago and surrounding territory. His head- 
quarters are at 440 South Dearborn street. Mr. Evans is 
an experienced office specialty man and is quite optimistic 
about the opportunities the Beck line offers him. 








Os 


Promotion Comes to Chicago Dictaphone Men 
Two salesmen of the Chicago branch, Dictaphone Sales 


Corporation, have been advanced to managerial positions 


elsewhere Their records at Chicago showed fitness to 


go higher, and continued progress is expected by their Chi 
cago friends 


G. W 


phone 


Bailey has been appointed manager of the Dicta 


branch at Cincinnati, Ohio. He succeeds W. M 





c. W. BAILEY AND W. W. BURNHAM OF THE DICTA 
PHONE CORPORATION. 
Site, who has resigned. Mr. Bailey had been with th 


Chicago branch six years when promotion came to him 

Ww. W 
lowa, to take charge of the Dictaphone branch there. He 
Mr. Burnham 
was engaged with the Chicago Dictaphone branch two and 


Burnham was sent from Chicago to Davenport, 


replaces H. C. Wiedling, who has resigned. 


one-half vears, demonstrating his sales ability in many in 
stances 


+ 
Vawter Manifold Company Incorporated 
Che Vawter Manifold Company has been incorporated in 
the manufacture and 


kinds The 


the state of Michigan to engage in 


continuous manifold forms ot various 


Saiec of 


new company has a capitalization of 8,000 shares of cor 
vertible preference stock (no par value), and 40,000 shares 
of common stock (no par value). The Vawter Manifold 


Company is taking over the going business of the Vawter 


Fanfold Company, which George Vawter has been operating 


since May l. 

Che officers of the newly incorporated company are Wil 
liam A. Vawter, II, president; George H. Shears, vice-pres 
ident, and George H. Vawter, secretary and treasurer. The 
main office and factory are located at Benton Harbor, Mich 
[he company has direct sales offices at Chicago, Detroit 
Kansas City, Milwaukee, Philadelphia, and St. Louis; sales 


Dallas. and the 


The company’s plant is well equipped wit! 
I juIp] 


agencies are located at Tampa, Cincinnati 


Pacific coast 


modern 


who are 


The 


machinery and is manned by individuals 


experienced in the manufacture of office forms com 


pany intends to produce and maintain a high quality of 
work 
> 
Wrong Titles Given to Marchant Men 

On page 155 of the October issue of Office Appliances, 
Dean S. Patton and D. R McAlpine were referred to as 
vice-presidents John M. Lund was called sales manager 
The first two are assistant sales managers and Mr. Lund 
is general sales manager of the Marchant Calculating Ma 
chine Company, Oakland, Calif. On page 33 of October 


Ofhce Appliances, in the first item under the heading Guest 


Book, the proper titles were given It was the intention 


to “kill” the erroneous item, but for some unexplained 


reasot it was not dons tience the error 
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Ex-Safe Cabinet Men Form Company 

M. H. Moore, formerly the Safe Cabinet 
Department of the Company Chicago 
M. Knapp, for many years Chicago district 
Safe Cabinet 
Knapp- Moore, 
Chicago, Ill. The 
“Shur-out” extinguishers. 
Mr. Moore Mr 
Swan and O. H. McGrew, both former Safe Cabinet men. 
Mr. Swan, for the 
agency at Danville, IIL, joined Knapp-Moore, Inc., as dis- 
McGrew manager of the 
the Rand office 
before he joined the Knapp-Moore organ- 


manager of 
Remington Rand 
office, and §., 
for the 


known as 


have formed a 
West Adams 
the Chicago 


Company, 
176 


company 1s 


manager 


concern Inc., 


street, new 


distributor of fire 


Associated with and Knapp are “Gene” 


many years manager of Safe Cabinet 


trict representative Mr was 
Safe 
at Flint, 


ization. 


Cabinet department of Remington 


Mich., 


H. & W. B. Drew Florida Agents for I. D. L. 

In a recent trip covering the South, B. H. Roth, presi- 
dent of the I. D. L. Manufacturing Corporation, 200 Hud- 
New York, N. Y the H. & W. B. 
Company, Jacksonville, and appointed that 
agents for the state of Florida. The 
distribution will be handled through the wholesale 
the H. & W. B. Drew 


R. Norris is manager of the department 


visited 


Fla., 


son street, 
Drew 
concern exclusive 
dealer 
department of Company. James 

Mr. Roth expects to start on another trip the second week 
in November which will take him up into the state of New 
York 

- 
John Birney’s Seventy-fifth Birthday 

November 9, 1928, John Birney, a Remington typewriter 
man of long standing connected with the Berlin, Germany, 
the 


On the same day the ninth anniversary of the Ger- 


office, will celebrate seventy-fifth anniversary of his 


birth 


man Revolution will be commemorated 





Fifty-two years ago Mr. Birney joined the Remington 
organization and was put in charge of the exhibit at the 
JOHN BIRNEY 
Centennial Exposition held in Philadelphia in 1876. Later 


revitalize the Titania 
This 


Birnev's efforts because of 


he left 
[ypewriter Company, a German con 
Mr 


turing incompetency . 


Remington and attempted t 
ern company 


failed in spite of manufac- 


became associated 


Mr. 


with the Remington Typewriter Com; 
, 


Several years ago Birney again 


Berlin and is 
we ork, 


any im 
still going strong. He says, “I am still doing good 
being hale and hearty.” 


Congratulations and best wishes of Office Appliances and 


other friends in the field are extended to Mr. Birney 
May he continue “doing good work” for many years to 
come 
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Travels by Plane to Attend Convention 

lohn King Reckford, vice-president of the American Lead 
Pencil Company, Hoboken, N. J., flew from Cedar Rapids, 
la. to the convention at West Baden, Ind., last month. 

When the press of appointments kept Mr. Reckford in 
Cedar Rapids until too late to reach the convention on 
time by train, there was only one thing to do. Fly there. 
He did—and liked it so well that when the convention was 
over he flew from West Baden to Indianapolis. 

Mr. Reckford has had considerable flying experience, 
having been an officer of the U. S. Navy Flying Corps 
during the war. He insists that the airplane is an infinitely 
more agreeable mode of transportation than train or motor. 
He believes that it is destined to prove an important factor 
in saving valuable time for American executives, who are 
more and more accepting the airplane as a standard means 
of transportation 

— -_ = 
Gummed Tape and Devices Company Moves 

The Gummed Tape and Devices Company, formerly at 
401 Broadway, New York, N. Y., has moved to larger 
quarters at 173-177 Lafayette street, New York. Al Schul- 
man, manager of the company, reports that the removal 


took place on October 22 


Moving was made necessary by 
increased business and a desire of the company to better 
serve its customers 
- >  — 

“Berloy” Transfers C. E. Howes to New York 

C. E. Howes, who has been in charge of the office equip- 
ment division of the Chicago branch, The Berger Manu- 
facturing Company, has been transferred to New York. 
He makes headquarters at the New York branch, 514 
West Twenty-fifth street Mr. Howes will be manager 
of the equipment division at New York He won this 
promotion through the good work he did while at the 
Chicago branch 

Mr. Howes has a versatile knowledge of the capabilities 


of “Berloy” products, has had extended experience in 





Cc. E. HOWES 


maintaining contacts with dealers, and a sympathetic 
knowledge of the problems of the office manager seeking 
better arrangements and equipment. Mr. Howes went to 
New York some weeks ago to get an idea of his new 
environment He takes hold of his new work November 1, 
and will arrange to move his family to New York shortly 
thereafter 

The work Mr. Howes has been handling at the Chicago 
branch has been divided among several members of the 


Chicago staff, and will be carried on under the supervision 


A. C. Magee, the branch manager 
thimuiinaih 
J. H. Schermerhorn Back from Europe 
!. H. Schermerhorn, vice president of the Joseph Dixon 
Crucible Company, Jersey City, N. J., returned in October 


W. C. Bardenheuer Joins C. E. Sheppard Staff 

William C. Bardenheuer, for many years vice-president 
and sales manager of the Boorum & Pease Company, New 
York, N. Y., has joined the C. E. Sheppard organization, 
New York, N. Y., as vice-president in charge of sales. 

Mr. Bardenheuer will take up his duties as sales man- 
ager shortly. He expects in the near future to have the 
pleasure of renewing acquaintances with many of his old 
friends in the trade. 





WM. C. BARDENHEUER 


Very few men have spent as many years in the loose 
leaf industry as Mr. Bardenheuer. He is one of the best 
informed men in the business. During his long connection 
with the trade he has always been an enthusiastic sup- 
porter of stationers’ associations, both local and national. 
His thorough knowledge and wide experience admirably 
fit him to direct the sales of C. E. Sheppard products. 

Both the C. E. Sheppard Company and Mr. Bardenheuer 
are to be congratulated on their coming together, and we 
are sure they will receive the hearty support of the trade. 
Office Appliances joins in the chorus of best wishes for 
their success. 

ictasaltlaibinniiedion 
Special Financing Service for Dealers 

The Victor Acceptance Corporation, Lincoln Trust & 
Savings Bank building, 1951 Irving Park boulevard, Chi- 
cago, IIL, well known in the office appliance field for han- 
dling installment paper for the Victor Adding Machine 
Company, Chicago, is expanding its services to include the 
handling of installment accounts on all kinds of adding 
machines, typewriters and other office or business machines, 

This company has given a great deal of specialized serv- 
ice in this field, and is therefore in a position to be of service 
to office appliance dealers in handling their installment 
paper 

a 
Listo Traveling Window Display 

\ special Listo pencil display prepared by the Listo 
Pencil Corporation, Alameda, Calif., that met with success 
when shown in the windows of several Pacific coast station- 
ers during the year, was sent across the Rocky Mountains 
early in the fall. The trip was made in the Listo Advertis- 
ing Car, stopping enroute at the Pembroke Stationery Com- 
pany, Salt Lake City, Utah, W. H. Kistler Company, Den- 
ver, Colo., and at stores in Kansas City, Mo., and Chicago, 
Ill. During the week of October 8 to 11, 1928, the exhibit 
was put on for the National Stationers’ Convention at West 


Baden, Ind 














i. 
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Meetings--Conventions--Dinners 


International Stamp Manufacturers Meet 


Annual Convention of the I. S. M. A. Held at Edgewater 
Beach Hotel, Chicago, October 15, 16, 17 and 18 


The outstanding d seven 


Man- 


during the 


ial 


ecisions arrived at 


teenth annual convention of the Stamp 


ufacturers Association last onth in Chi 


luded a 


cago ‘ change in the executive 
tt s whereby James Corbett, formerly 
eld manager, became field manager and 
executive secretary. replacing ( R 
Manzer vho has beet executive secre 
tar number of years and who re 
tires fr that position It is understood 
t at Mr Corbett will receive in advance 
n salar mn consideration of undertaking 
tre \ tN both positions 
I 1929 convention will be held in 
] t that ear at Providence k | 
Che following othcers were elected for 
ensumg year Henry \ Evers, 
Hent \. Evers Company, Providence, 
e-elected president; chairman ot 
the i William Jenkins the James 
Matthews Compar Inc., Pittsburgh HENRY 


f directors: A. G. Fales of 


the J. P. Cooke Company, Omaha, Nebr Homer E. Wil 
la Toledo Stamp & Stencil Company, Toled hi 
sx ler, Schoder & Lombard Stamp & Die Company 
New York, and Henry |]. Hanson, C. H. Hanson Company 
{ cag treasurer ] sep! \ Pard \mericat Seal & 
Sta { pal Chicage [llinots 
Present at the convention were 132 delegates 1 80 


\ 








( teresting sessions took up practical problems of pro 
duction and distributior At the ver st session, to illus 
trate some of the repartee which was nstantly on tap, 

ne of the members inquired how some ot his fellow mem 
ers used natural gas, saying that this fuel refused to work 
his Bunsen burners Another member rose and sug 
gested in all seriousness that the inquirer should write to 
som the stan Ises Los Ange 
les where he said thev had nothing but 
itural was \ de \ ce trom the rest 
of the room remarked I'll say they 
have After the laughter had subsided, 
the member agai se and assured his 
hearers that he is speaking but the 
tri at which ther was more laughter 
He modited his statement saving that 
he reterred to the d not to the 
eoptt 
\ embe ror ent the Chicago 
stamp d said that he hoped that in 
Provide e gentlemen would be able to 
( tall ginger ile itter twelve o'clock 
midnight Hie said that a member had 
met his wits n the lobby il d complained 
t er that he « le t get any ginger 
“VERS ale ter midnight Che member referred 
t said that the s te Vas inaccurate, 
it he was s ply tak g his laundry down to be done up 
and had no desire for ginger al \ third member queried, 
‘Have you only one shirt 

Che discussion was closed by the president who assured 

e convention that the hot in Pr lence would be able 

furnish ginger ale at any hot 

Following is a resume of the program 








guests aking a grand total of 212 persons in all on hand 
lhe sessions were held 1 one of the commodious ball 

ms I tel and were attended by practi illy all 
the delegates each dav The discussions were lively and 
tu practical suggestions, interspersed with wit and 
which made the time pass rapidly hese lively 


SEVENTEENTH 


INTER 


» CONVENTION I 
HOTEL 


EDGEWATER 


OF THE 


HELI BEACH 


Monday, October 15, board meeting at ten a. m. 
the afternoon at 1:30 p. m., there was a combined 
e¢ g of vice-presidents, gover s, secretaries, district 
xecutive committeemen and general chairmen under the 
hairmanship of Herman A, | m with Homer E. Wil- 
d as vice-chairman 





they 


sided, 














les — 


— a: 
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On Tuesday the convention opened at 10:00 a. m., being 
called to order by President Evers The Rey R \ John 
of St. Paul's Evangelical Lutheran church, Chicago, pro 
nm unced the il catiol Ar iddress ot welcome was pre 
sente by President | \. Pardi of the Chicago Stamp 
Manufacturers’ Club, I: This was followed by remarks 
from Col. Lee Alexander Stone, representing the Chicag: 
World’s Fair Centennial The president next appointed 
credentials, auditing and 1929 convention city committees 
Re ts were ‘ receives f the credentials committee, 
treasurer, executive secretary, field manager, president 
cha , minating committee The 
sess ‘ d with a talk on Composition by Edward 
(;a wa es ent rinters Estin it w School 
After lun there wer everal group meetings, includ 
ng hher st < d s es, Frank Child, Des Moines. 
chairmal 1 | | fetlley Detroit. vice-chairmat check 

idg ‘ lohr \\ Mever, Chicago, chairman; 

: e x p, Frank Spaeth, Boston, chairman; pre 

iry meetings of the seal group, Joseph A. Pardi, Chi 

cag } i! d stencils group, s W Ree s¢ Ne W Yi rk 


On Wednesday morning, the convention was called to 
order by the president, who made a number of announce 
ments. Meetings of the steel stamp group, George West 
brook Toledo, chairman; seal group, stencil group and 
other groups having unfinished business were continued 

During the luncheon there was a talk on Merchandising 
by Professor Fred E. Clark, Ph. D., Northwestern Uni 
versity School ot Commerce 


] yntinuation of all unfinished 


luncheon there was a 


After 
group meetings 

Thursday's morning session included announcement by 
the chairman; report of auditing committee, nomination and 
elections of district officials: report of convention city com- 


mittee for 1929 and vote on the report; reports of standing 


and special committees; final reports of group meeting 


NATIONAL STAMP MANUFACTURERS’ ASSOCIATION 


CHICAGO, OCTOBER If l AND 18, 1925 
chairmen; clection of officers and budget and program a 
tivities for 1929 

n the é the ent heard reports tron Ice 
presidents 1 governors and cleared up such business as 
remained The anr uncement ot the result of the election 


ficers were introduced 


Too much can not be said of the fine work performed 
by the local Chicago committees. These included the 
finance committee headed by Henry J. Hanson; entertain- 
ment committee headed by Joseph A. Pardi; program and 
publicity committee, Roe Reed, chairman; reservation and 
transportation committee, John W. Meyer, chairman; re- 
ception committee, Charles H. Hanson, chairman, and 
ladies’ reception committee, auxiliary, headed by Mrs. L. K. 
Scotford, honorary chairman, and Mrs. Joseph A. Pardi, 
chairman 

[he entertainment features included a_ reception and 
dance on Monday night; a bridge tea on Tuesday after 
noon; theatre party on Wednesday; automobile trip on 
Thursday afternoon, and banquet and grand ball on Thurs 
day evening. In the first and last features the men partici 
pated along with the ladies 

\ number of those who attended the West Baden con 
vention of the National Stationers’ Association were pres 
sent at the I. S. M. A. convention, including S. M. Babson 
of the Bates Manufacturing Company, Orange, N. J.; G. S. 
Hice, Roberts Numbering Machine Company, Brooklyn, 
N.Y.; C. C. Holley, L. W. Holley & Sons Company, Des 
Moines; J. Howard Patrick, Patrick & Company, San Fran- 
cisco, and J, O. Popple, Zaiser’s, Inc., Des Moines, lowa 


The Banquet 


On Thursday evening the annual banquet of the associa 
tion recorded an innovation in such affairs. No speeches 
were made excepting one presentation speech by Mr. Fales 
of Omaha, on behalf of the Chicago stamp trade men. In 
a spirit of fun, Mr. Fales presented President Evers with 
a mammoth brass loving cup having red, orange and green 
glass jewels. Lighted from within, these were reminiscent 
of the street signals now in use President Evers re- 
sponded wittily and appropriately 

In a cleared space down the center of the floor there 
was dancing during dinner and an informal dance was 





held in one of the ball rooms upstairs after dinner was 
over. There was plenty of lively instrumental music and 
community singing and a tuneful male quartette. Two of 
the members achieved distinction as clog dancers. 
Following is a list of those who registered at the con- 


vention 














* . 
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MEMBER REGISTRATION, |. S. M. A. CONVENTION Ronayne, H. L.. Wn \. Porce Corbett jas. O.,. L 8S. M. A 
& Co., New York. N. ¥ offi Pittsburgh, Pa 
Adams on Ss. G Adams Hoff William Hoff Ross, Dor Irwin—-Hodson (<« Curry. Mrs. Samuel F Phi 
Stamp & Stationery ('o St Stamp Co Mir Portland, Ore idelphia 
Louis, Mo Mint Safford Chas L, Safford Dickins Mrs. J H., Cal 
Al ! Arc! Peoria, Ill Hollar, & F vs De oe Stamp Works, Chicag: il gary, Can 
ta he SM Bates Manu Son, Sioux City, la Saue R \ Lamb Seal & Dougher Miss Edith, Mor 
f ring «*« Orange, N. J Hoey Wymar Ed Stencil Co Washingt D> real, ¢ 
lecker «) On |e Art Sten Works New ‘ oug!) Mrs. W \ Mon 
Bre j “ ‘ ! leans La > I Walte Hi va tre ( 
na Hoffmar Gustav, ¢ St p Co., Cir nnat ‘ Edgartor Mrs W I Chi- 
tech Recker Br + cl igo. Il Schmidt (se« I G I x Il 
hme _ s New York Holley, ¢. C L. W H Schmidt In< cl 1g 1! kime r i H. D., Chicage 
( y Sons C Des Moines Schmidt Ray G I il 
Beck | ! Ir Reck Jaucl Cc. G Dayt Schmidt, In« Chicag I > \ I I ee. Ga 
Br hy iving < New Works Co., Dayton, Ohl« Schoder R F Schoder & 4 I 
," cit Jenkins William J Lombard Stamp & Die Co Kvers Mrs. Henr \ Prov 
heck Hi W Iw ‘ Matthews & Co New York, N. ¥ de R. I 
Stan ‘ Ster Co NI burg? Pa Scotford, Mrs. M. W Superi« ul NI I ank H Chi 
neal M Jonas, Harry, Ameri Type Co Chicag I iZ I 
tter Hi I Parker Stamy Manufacturing c Schulze, H. M New Or ans } . Mr = D.. Chicago. Il 
Work | Hartford. Conr York City Stamp & Stencil © New Fries, Mrs \ J Cincinnati 
Blo tH " \ T? Hiss Joseph, W. H W. H New Orleans, La oO} 
Stamp Columbus. Oht & Sor New York ¢ Schumann, Otto H Reliar > s, Mis I h M Cincir 
Bre Rog W B. G. Ve Kelting, L. C R Stamp & Stencil Wor Mil a O 
ger Mi ‘ i sai w J & Co New York C waukee Forrest M Ww. it Detro 
B r. | iu Irwin—Hod Kisker. T. W Banne Schweizer, Harry K.. Chas. K Mic! 
( S Was) ber Stamp & Se Schweizer C« st aouis Hay Mrs I t H Wash 
al ! ! Bernard Louis Mo Mo gt I ( 
i. 7 nto, Ca Krauss: I. M&M Seiffert, Gus W.. New Orleans Henriques, Mrs. R. G., Cl 
ida Stamp & Stencil Co Stamp & Sten ‘ New age I 
! } Des Me a |} Texas Orleans, La Hice Mrs. G. S Brooklyn, N 
Ss W Moir la Kuper, C. A , oo Sheras., Morris \ s y 
‘ Cooke I nan Ce Baltimore Manufacturing (* M Hic Miss Brooklyr 
S ‘ iha, Neb Laeremans R H Ss tee Mic! N. ¥ 
' S j Samus } Type Co San Fran Shindler. R. W Q ker ¢ Hirst Arthur J The Seal & 
‘ irt it Philade pl Lamb R L, Lamt ea Stencil «& Star p Works Li ( New York City 
'’ Sten Co Washing Philadelphia Hoff. M W m, Minneay 
} H (algar ~ & SkKeppstrom > F heed & olis Minr 
> . s ‘ ‘ Lee, Chas. O., Superior Seal & Skeppstrom, In c ig Hoff Mr Henry Minneap 
x | Star ‘ Detroit M Smale » ¢ Flint Rubber s lint 
Fidbr Hoegs & Levy J Ajax Time Stam! Stamp Works, Flint, M Holley, Mrs. C. ¢ Des Moines 
P ‘ ‘ ‘ - Co.. Boston, Mass Smit} a -. | 6 lowa 
Lindgren c . Amer ir Manufacturing ‘ Spring Hoey Mrs. Wymalr New Of 
I \\ Eag St Numi ng Machine cs field, Mass eans, La 
WW 7 | Chicag Il Smith Ray Victor Rubber Irvine lack, Irvine & Jachens 
Vi At nti | Ludwig, EF \ Amer in Sea Stamp Co Det Mi Sar Francisc¢ Cal 
t \I New \ & Stamp C Cc} iZ tl! Southw Ww. t San Antonio Jaucl Mrs. CC. C., Dayton, O 
Luther Hi J I her Rubt St p Sa Ar Jenkins, M Willian Pitts 


Net McArdle, E. J., Western Stamy idelphia Me 


Far } Wh \. For & & Stencil Ce Omatl Net Swift ae Superior Type Krausse, Mrs. L. M., Houston 
( I McBride T R ( | i cr «*) £0 I Texas 
_ | Superior re Stamp € Det t Mictl | t Chas W Sigwalt Lamb Mrs R L Wasl X 
‘ I Melind Lauis Lauis Melind Manufacturing ‘ c}) T 4 ton, D. C 
Fogle x H \\ rir & i cl is Il I Ludw M I \ ( ig 
kinerg ‘ Chicage I Melind to Louis Mi r W J I I s I 
Force Wr \ rd. W \ Co., Chicago, Il ( Cleveland, O Lut M a. J Newark 
ver Gust Mever & Var ron 


For & « Im New Me 


York om! Wenthe, Chicago, II St ! ) tal | : Ss 
Forrest: \\ I Acme St ' Mever Johr W Meve «& Mic? fice Pittsburgh, Pa 
‘ Detroit Mic! Wenthe,. Chicago, II Venker, H. O., Barnard Stam! Manzer Mr ( I Pitts- 
F'rie ‘ Anthor ] Messing Gus D Gus D Co., St. Louis, Mo burgh, Pa 
Fr ( at om Messing. St. Paul, Minr Wakefield, F. A R. H. S Maver Mat Indianap 
} “ rf ; om \ Moliatt. E. R L. W Holley Manufacturing C« Spring olis, Ind 
viar ‘ Wor ster & Sons ‘ Des Moines, Ia field, Mass Mayer. M e | Indianap 
Mass Nelson R E {70es I Wenthe He ir Me \ r s, Ind 
I est i. WW Schwaal graphing Co Chicag 1! Wenthe, Cl igo, Ill Melind Mrs. Louls, Chicago 
Stamp & Seal ¢ Milwau Neville, W. A., Cadillac Stamy Westbrook G Not X ae 
EN Wis Co Detrol Mic? Westbrook Manuf i 2 Messing Mrs Gus D St 
’ lelr \ S r Noble R. H Noble & Wes < Hartford, ¢ Paul M 
f as I brook Manufa iring ‘¢ Willard Homer FE \Toled Me r, Mrs. Gust, Chicago, I 
\ \ Atla I Hartford. Conr Stamp & St 1 ce Toled Neville Mr Wr \ Detroit 
be Mant uring Cor Olson. FE. ¢ Amer n Nu Ohio Mic} 
New Ye ‘ ’ t ne Machir ( ( ig W itt H \ Badger FPrneravy Nobler H. M Noble Stamp 
R. I } H. Ma ‘ I ne Milwaukee Wis & Seal ¢ Chicago 
A I rel Pa Pant rt \ \ Salt Lake VW oodruff \ Superb Stamy Oehm. Edna L.. L. 8S. M. A. of 
ig r? R D Stamp C Salt Lake City Pad C Auburn. N. ¥ fice, Pittsburgh; Pa 
Sw MI e C Pannie W J Ir P nis Registration—Guests Pannier Gladys Salt Lake 
! Bros. Stamp ¢ Pittsburgh en, Mrs. Arecl eoria, I City. Uta 
H{ « } ( H H Pa Raumearte Emanue Wash- Pannie Mrs \ \ Salt 
& ] ard Jos \ \ rican Seal net D Cc Lake Cit Utah 
i “ ‘ WH & Stamp € ( re | Rergen Mrs ~ € Daytor Par er Mrs W J Jr 
‘ ‘ I Partridge i & Pa i oO} Pittsburg I 
H t . \ ‘ I g & stamp \N cs Sea I \Irs H \ ( t } Tos \ ™> ig 
H = 2 ' Was rm} o 
H a ! o>) \ Parts ge I T I ( I } H New Yy ( | — , 2 Sa 
; , Co., Ludington, M hl Mrs. H., N y Pra 
Patrick, James, Pa & City ’ ; 
Hay, | Ha | . S Frat dw Mrs M } I J Za s Ir 
St Washing trick. J. Howard, |} & Phil phia and ¢ 2 Des ow 
I ‘ Co Sa Francis rns Mrs Ber 1 I I | J 0 Des 
H H. H H Peitzmeier. John W S ‘ Mi wane 
H Z | Adams Stamp & §S 
‘ H \ , St. Louis, M > 
- . manute, a Se. Sees ' National Commercial Teachers’ Annual Meeting 
Flenr ‘ ( Rates Mar | ‘ I ES \t se R \ Che thirtv-first rr 999% meeting ‘ ‘\ ; nal C on mer 
f Mi ‘ o yg 
H ner. H. I ‘ I ers’ Fe ‘ Statle 
H . 3 . R ~ M -“ 5 ‘ 
r I ‘ iz re, ex ts 
I Ss. W Ss W | 4 
I S N New Ye NW. ¥ es, cde s 
“ I < M. B., Binney & S I ‘ 
New } N. ¥ ‘ 
Hige X . I eg J t \y it¢ re s¢ t x 
H i \ H.. Peer lucat e s ¢ 
~ , NY, ‘ ‘ . 
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=— Chicago Typewriter Dealers Elect Officers ness by chains, mutuals, and other such agencies. This 
ion \t the first meeting of the new fiscal year of the Chicago W0rk to be carried on by a dual committee of wholesalers 
Ca pewriter Dealers’ Association, held Tuesday evening, and manufacturers. 
Mi October 9. 1928. at the Hamilton Club. Chicago. officers for 3. A continuation of the program of simplification and 
ats 1928-1929 were elected They are as follows Elmer ‘Standardization, with the assistance of the United States 
Chi- Young, Young Typewriter Company, president; J. A Department of Commerce. Without doubt, the simplifica- 
Lyons, Manufacturers Typewriter Clearing House, vice tion and standardization of the major lines of the industry 
nicagt ‘resident: P. E. Kinnisten, LaSalle Extension University, > about the elimination of duplicate numbers, unneeded 
3... Cl ecretary-trenguser: and the folleuiue Giseeters J. A sizes and similar styles of merchandise and enable manu- 
— tbres. Specialty Typewriter Company; W. F. Clausing, ‘'@¢turers and wholesalers to keep down their costs, and 
Chi itional Typewriter Exchange; and W. S. Holbrook, 'Ventories, and stimulate the volume of sales of more com- 
sina le Holbrook & Gibson pact and non-conflicting lines. 
Samael Preceding: the election of é@lnees, as informal amet ane 4. Because of the increasing tendency of some state leg- 
— the association's activities for the pest Sear qua aieen ie islatures and school boards to distribute all kinds of school 
ves > E Kinnletes itcressint: ‘to taste aes ae ‘nite supplies to children free, eliminating ‘merchants and dis- 
ste Winsieida diimicanell enlists wnh ft tan tributors as factors in the sale of these items, it is the inten- 
Wash gs mes etn - EEE La : " tion of the association to give serious study and active 
pe teliable Typewriter & dding Machine Company, as the attention to the eecbiinen 
real organizer of the association and spoke of him as a ' Pes ; : ‘ _ 
= i a 5. Price control legislation is vitally important. There 
; representing a good share of the dynamic force that has ; : . 
adit ap te OT is a good chance that such legislation can be passed at the 
= next session of Congress, if the business men of the coun- 
_ . Discussions on co~ ™ eave (Cae dissemir ation Of try make it clear that it is wanted. 
settied — 7 ge aa” - ee — ™ ai a Naturally cut price merchants, many retail chains that 
nneay toe a z = _ : ns 4 7 sn hh wines A = p48 i base their sales policies on cut price trade mark items, and 
foines ee ae 7 tah: a Bis — a a ee ee ae character, are opposed to such legisla- 
- & s aise er | : : - nee a i, tion, and are thoroughly organized to defeat this bill. The 
a ca vriting Machine Vompany, Tet support of the association will be added to that of the many 
wee: ng preside a OM ae a Icw words in farewell before Presi- oryanizations fighting to bring about this much needed law, 
atte. nt-elect Elmer Young took the chair and closed the and a strong legislative committee will be appointed. 
~~ 2 s - Finally, several conference meetings will be held be- 
New tween now and the next annual convention in Toronto next 
— San Francisco Dealers Open Season June, in various sections of the country. This will give the 
— The first get-together meeting of the new officers of the entire membership of the association an opportunity to con 
San Francis (vpewriter Dealers’ Association was held sider these problems, express their opinions, and assist the 
— at the Elk’s club September 19 and was as usual a dinner committees in their efforts 
shing gathe Che associat is changed its date of holding a 
Ag ts monthly meetings from the first Tuesday in the month Wholesale Stationers 1929 Convention Committee 
wark ‘ d Wednesda ' \ preliminary meeting of the convention committee for 
A. of One of the principal subjects discussed at the meeting the next convention of the Wholesale Stationers Association 
Pitts- is tl - or oll ctiy Buying ' The dealers are much if the U. S. A., which will be held in Toronto, Canada, next 
nterested in collective buying so as to get the greatest June, was held in Toronto on Tuesday, September 25, 1928, 
_— discount. According to L. Secor, the secretary, dealers can ind was attended by eighteen members, in addition to Presi- 
snared save on freight by buying a number of typewriters dent A. L. Salomon and Secretary H. C. Whittemore 
icago lectivel ereas individually would cost more Charles J. Campbell, general chairman of the convention 
St he address or Collective Buying” was given by Jack committee, appointed the following on the committee on 
-o. Ill Wulle of the Underwood Typewriter Company, portable arrangements: A. P. Reed, Copp, Clark Company, Ltd., 
troit Toronto; J. E. Moir, Brown Brothers, Ltd., Toronto; A. (¢ 
Stamp ing committees were appointed for the comnig Woods, Warwick Brothers, Rutter, Ltd., Toronto; Jos 
. 7 . \u ning W Bese: Ryan, in woe age Pra rng. lully, Eclipse Fountain Pen Company, Toronto; E. R 
sates . fhe. rm ro nson, Earl White; Attendance, ra Powell, Toronto Convention and Tourist Association. 
Perry s. Patten, H. ¢ loffman; Grievance, J. Gunzet Advanced plans for the convention will be announced in 
Salt \ \ stings the near future. 
Jr > ates 
- Wholesale Stationers’ Association of the U. S. A. National Convention of Apela Clubs 
; ipal efforts of the Wholesale Stationers’ Asso The Sixth Annual National Convention of the Nationa! 
— he U. S. A. this fall and winter will be devoted Association of Apela Clubs was held at the Huckins hotel, 
In ne five subiects: (1) Wholesale Distribution, Oklahoma City, Okla., September 13-15, 1928. A large at 
a 2) Re stior 3) Simplification and Standardiza tendance of enthusiastic members made every session of 
j P 1 f the Distribution of School Su the convention worth while. Some definitely progressive 
. Legis steps were taken for the purpose of increasing the mem 
ting \ ~ tline the : bership of the association during the coming year. It was 
mer P reported that fourteen local clubs are now in active opera 
atle s representing ‘ sex tion 
, » Canada, t © 8 Vn aS a The following officers were elected for 1928-1929: <A. I 
s e tact representative inutas sarber, Little Rock, Ark., president; W. H. Roquemore, 
vices lving existing s of dis Oklahoma City, Okla., first vice-president; J. M. Means, 
Wichita, Kan., second vice-president; and Frank Eaton, 
\ : { t earch, and Little Rock, Ark., secretary-treasurer. 
sist t ands le pe t retailers The convention next vear will be held in Little Rock, 
t t being 1 ( t : Ark. 
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rine THE BERGER MANUFACTURING COMPANY Back ro to right: R. T. I genba 
I \ Post, National Office Spe ality Co iny, Prev ne Rk. I Ww Hi. Bar Adams 
It Boston ( I Baxter Laf ette Ind : Hug Ss Nat 4 Office Sy nity ¢ ny 
J Burk Therp & Mart Cor any bk I H Al tt Adams. Cushing & Foste I Bos 
‘ Cushing & Foster, Ir Roston: W. A. Rogers. Bost rat Midd w, left git 
s, Cushing & Foste In Kostor W J | I & Mar ( any Bostor I I ( 5 
‘ I mnge & Equipment Company Pawt R I ‘ J I uv T? & Mart ( M 
t Pawt ket Typewriter Ex ange & | t « pany aw k R. I Ww yt s, Bos 
. Rosten brar RK r Faulkner I & Ma Company Beston I I. Dodew Adams 
! Reston Frent row left ¢ x J \ Se « Rosto bra } WW Frank ¢ ! H ] n 
& Martin Company, Bos H. BR. MeMaste Canton, Ot H. } Crosby I & Martir 
‘ ] Rates, Bates & H iswor Fran g Mas ( H Plaiscte Na na or Spe alty 
R. I Ww A. Gate Ther & Mart pa my Roston Relow f t v. knee x eft t ght 
4 Wf Perry Bos ran BR Lavigne Barre Office 8S y Stor Barre H.wN 
Sul Store I ‘ I 
spoke at the meetings Vv. OD é ( Thorp & Mar 
t ( mpany Bostor was electe ; : toastmaster ¢ 
eing held by the Equipment ' 
the meeting 
tacturing ( mpa vou branch ; ; 
: The 1 eeting at the New York bran was held Septem 
| } 
was heid at ti nome oO ce n 
, > 1 20 . ' ’ : 
De é and 28 at the Cornisl Arms hotel I N Grove 
brane manager, opened the session and 1] D. Wheaton, 
P j y nd 2 , 
S t Septem be 20 and 21 ssistant manager presided it the rest f the meetings 
- 1, + tter : ; . , ’ ‘ 
‘ eEINS +to aE COT ran > < \ \\ Fries t Cantor manage the Shelving and 
Locker Department, spoke An Understanding of Lock 
anager, Fred 1 fackley ers and Shelving llustrating the talk with charts 
il arrangements H. | i Allcock, New York Equipment ivision manage 
s* the \ge ! LJivis I S ke Hy W t« rind | rospects ‘iart Roth a 
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ager, New York Automotive Department, spoke on “Why Capital District Stationers’ Association 
Steel Shelving The regular monthly meeting of the Capital District Sta- 
H. B. McMaster of Canton, manager of the Agency Di tioners, Office Outfitters and Manufacturers Association 
vision, spoke on Agency Policies, and Selling Berloy was held Wednesday evening, October 17, 1928, at Keeler’s 
Equipment restaurant, Albany, N. Y. <A goodly percentage of the 
> : members were present and listened interestedly to F. D. 
J. M. Hackney Feted by Friends Sargent’s report of the N. A. S. O. O. M. Convention held 
|. M. Hackney, general sales manager of the Woodstock it West Baden. Ind 
['vpewriter Company, was the guest of honor at a dinner > | 
en October 13 at Hotel La Salle, Chicago. His hosts Cleveland Typewriter Dealers’ Association 
were members of the Chicago sales organization and home The Cleveland Typewriter Dealers’ Association held their 
office folks S. D. Wakefield was in charge of arrange second annual clambake on October 27, and it was, like the 
ents, and left nothing undone to make the occasion a first, a great success. Members and their families not only 
Mar- [Photo by P. Schaefer 
r DINNBR TO J. M H ACKNEY, GENERAL SALES MANAGER we ODS TOCK TYPEWRITER COMPANY.— 
It was given at Hote LaSalle, Chicago, by associates in the home office and Chicago branch organization 
tem ible é Che dinner wed the return of Mr. Hack enjoyed a wonderful meal but also some fine entertainment 
rove ev from a trip to Europe with President Sears that followed it. The occasion was in the form of a cele- 
aton, The ¢ ( vas serve ne of the private dining bration to mark the success of the recent convention of the 
. ; te he spoon and glass ‘vittals National body which was held in Cleveland. While formal 
d ( the delicacies son. Present addit te business was dispensed with the members discussed plans 
OCK guest ’ B. Brightmar sistant ge f the activities of the association this winter during the 
a ‘ \ ‘ Is, Export nage \\ evening, and a tentative program shows that there will be 
age é 1. Morse, 1 ager Chicag plenty doing President H. McBurney presided at the 
i S ( issistant m ger Chicag meeting and saw to it that everybody had an enjoyable 
g, Art lorf iH. E. M ( ( time { E. D 
om: t 
, Min bie o New York Stationers’ Golf Association 
; ai : jiinintiies saa ieaiiiili At a recent tournament of the New York Stationers’ Golf 
: siness ta Sent : \f Association, the standing for the season’s cup remained 
’ ong REFS vith hig Unchanged. R. B. Sainberg has a comfortable lead of a 
: ’ a a a es ; ; MI little more than seven points in Class A. In Class B, L. H 
, uf . ; escint comizrthated thal [Tavernier tops the list with a fourteen point advantage 
aera \ir. Tavernier has the highest point total for the season in 
- 1 bam ; any class ( |. Sigloch broke the tie in Class C, out 
; a “ ‘ 4 eaten ss lle ting Abrahams, w me aun into second place 
bes ee ee, Listo Easy-Grip Pencils 
ets: — The Listo Pencil Corporation, Alameda, Calif., announces 
‘i _knurled front barrels on Listo work pencils. This new fea 
. : ture insures an easier and firmer hold and absolute relaxa 
New York Office Appliance Managers tion writing Several large corporations have tested 
September, the New York Ofhce Apphanee the new idea and reports have been so favorable that it has 
M gers Associa schedule of s¢ : thly been decided to manufacture Listo Easy-Grip pencils as a 
55 a tings have bee ‘ well stock number for the trade. 
‘ S sales and s« roblems an 
ive | , ’ dicative of the interest « Alex Herschler Loses Life in Rail Accident 
t er \lex Herschler, of The Wahl Company at New York, 
the eeting t 8. re ts wer ide that ost his life in a railroad accident October 26 in Rumania 
é ‘ é ness September tl Mr. Herschler was about forty years of age, unmarried, and 
the es g ths 1927. The reports as been in Europe on business since August. The Sim- 
ef h t siness the balance plon-Orient Express traveling from Bucharest to Paris col- 
the year is unu lided with another train, killing thirty-eight 
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urious automobile busses, the merrymakers piled, 


Nashville Stationers’ Club 





intent 


The Nashville Stationers’ Club of Nashville, Tenn., has on making it a real party. 
} ‘ | t The trip lead through Lynn, Sale: Marblehead, Bev 
adopted the slogan, “It is more honorable to co-operate ne tri] ad u -ynn, oa! rolenead, 
than to compete.” J. Victor Barr, president of the club erly, Manchester, Magnolia and to Gloucester—an exhil- 
says that the members are all living up to the sloga arating trip regardless of the weathe: Throughout the 
Meetings are held by the club every two weeks for the jyourne much good-natured banter aimed at popular indi- 
viduals 1 ez nontan humor and singing ; 
purpose of transacting the regular business of the orgar viduals was heard Spontaneous mor and nging and 
Zatior Plans and suggestions tor the coming winter sea inners streaming in the wind made passers-Dy and resi 
son are now being developed into a definite program ot dents along the route aware that piness rode with the 
activities The enthusiasm and interest of the club me throng 
ers presages a successful future Riding along the shore swept wit t gorating aif 
an from the Atlantic gave a sharp edge t the ppetites of 
~ -_ . 2? . 1! na yer! oo t* les ‘ ' r > 
G. O. E. C. Central District Managers’ Convention ail! and genuine justice was done to the ess in 
R. E. Richwine, Central District manager ot the General formal spread. The thirteenth prove lucky day as 
Office Equipment Corporati called the local managers ir as clams were concerned. Some t was of course 
and t r assistants to Cleveland, O., for a meeting October give over the regular outdoor events iking the day 
1? und 14, 1928 seemer too short &Then the jolly. musical return home 
Phe ca unagers had virt ally sevent ive per cent t! r ite traversed earlier in thi Most of the 
the t quota in th Elliott-Fisher and Sundst: merrymakers were tired but hapy f the excitement 
Divis ; the books the rst ten days of Octobe Che such events bring 
——_ i 
CONVENTION OF THE LOCAL MANAGERS OF THE CENTRAL DISTRICT OF THE GENERAL OFFICE 
EQUIPMENT CORPORATION HELD AT CLEVELAND, OHIO, OCTOBER, 1928 Left to ght: H. P. Zerbe 
roit Mic? A. I H gz. Cleveland, O IK. Shutt Cohic K. E. Mille Pittsburg Penna E. F 
rf ‘ imtl ( H. ©. Sampson, assistant t nag Pittsbure R 1. Etzler, G Rapids 
I KB hu nor } gstow Oni j K sir I M J. R. Dever x issistar | t mar 
al E. Richw entral district n ger, ( C. T. Boulware, special repres Clev 
Windsor, Al Ohio; G. L. Ryan, assist nager, Det G. R. Gre s agent 
W \ Hug! Fram Ir Louisville KK R \i I issistant ! nag ‘ nd 
H 1 Ohio; K. E. § er, Huntington, W. \ J. H. Miles, W ng, W. \ Hunter 
i \\V ‘ ‘ Mi ' ‘ nnat fa, 
t é rding t the ~ \ ‘ the : t nks was 
. . t. is most encouraging ; ffer an Me Come 9 t in the event 
] r rse, the e was ] dc that 
thus gathe ys eve the s wou ( 
a 
g the Cent Dist Advertising Specialty Men Meet at Chicago 
\ \ OVW t Sales: } t . Advertising S lt Acc ld its annual 
‘ . the eeting ‘ , r + ¢ the ~ P « ‘ | r re () er l 4 \ 
be it Mor Sal was the theme, later it ‘ f manufacturers dist ting g the I re 
, More Sales was probably the " ved samples the ‘ 
te tt the component parts the l (Joes Lithogray g ( ( a! 
t r ‘ theme “MORI SALES ensive display ‘ d s lotters 
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RIBBONS and 
CARBON PAPER 
as a SPECIALTY 

LINE 


Removed from the hundreds of staple lines carried by 
the Stationer, as a specialty line the Department of Type- 
writer Ribbons and Carbon Paper should receive a great deal 
of attention because of the splendid opportunity afforded to 
make such a department the most profitable branch of the 
business. We have argued for many years that this line of 
goods properly belonged to the Stationer and we are par- 
ticularly anxious at this time to stimulate their interest in 
same to a greater extent than ever before; and we would 
invite correspondence from any Stationer desiring special 
information in regard to same. We undoubtedly enjoy the 
greater experience, being able to give any form of informa- 
tion required. We claim to make the most distinctive line 
of ribbons and carbons on the market today embodying new 
methods of manufacture which verify our claim in every way. 





We make inked ribbons not only for Typewriters, but 
for all devices using an inked ribbon to make its impression. 


We make a sheet of carbon for every purpose for which 
Carbon Paper may be used. Often times dissatisfaction is 
caused by furnishing the wrong sheet relating particularly 
to the wrong weight of paper and its finish. 


We are open to be consulted in any case of this kind and 
where special forms are used, and often in producing many 
copies at one time, if these forms are submitted to us, we 
will gladly tell you what to furnish. 


We excel in all we produce 
We meet every condition 
We fill every requirement 


EUREKA~—M. M.—-TAGGER—Ribbons—-TAGGER 
M. M.--MITVOL—-PROGRESS—-EUREKA 
SILK-SPUN—Carbon Papers 


WORLD LEADERS IN EVERY SENSE 


MITTAG & VOLGER, Inc. 


Principal Office and Factory, PARK RIDGE, N. J., U. S. A. 





Branches 
NEW YORK BOSTON CHICAGO ST. LOUIS 
261 Broadway 115 Federal Street 205 W. Monroe Street Merchants Laclede Bidg. 
CLEVELAND LOS ANGELES SAN FRANCISCO MINNEAPOLIS 
326 Erie Building 102 San Fernando Bidg. 591 Mission Street 1040 McKnight Building 


406 So. Main St. 


AGENCIES ALL OVER THE WORLD 
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= CARBON PAPERS 
P= TYPEWRITER RIBBONS 


— ‘The Line that can’t be matched” 




















































































































































































































— A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 
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Manifold Supplies Company 
188 Third Avenue 
Na BROOKLYN, cstationt2) N. Y., U. S. A. 
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New Style 
TAN CLOTH GUSSETS 





QUALITY PARK ENV. CO 





ALSO IN 
Old Style 


RED PAPER GUSSETS 
With Reinforced Flaps 





WHY NOT SELL THE MOST 
IMPROVED LINE OF EX- 
PANDING WALLETS 
AND POCKETS? 





THIS WILL 
ELIMINATE COMPETITION 
and 


Give your customers better made 
merchandise for the same money. 








START THE NEW YEAR WITH 
A COMPLETE STOCK OF 
VERTICAL FILE POCKETS, 
FOLDERS AND JACKETS 
FOR JANUARY SALES 














INCREASE YOUR PROFITS 
BY USING THE 
PROMPT SERVICE AND LOW 
DELIVERY COSTS FROM OUR 

CHICAGO REGIONAL 
WAREHOUSE 







QUALITY PARK ENVELOPE Co. 


Originators of Neur Styles 


Midway 162 N.Franklin St., 
ST. PAUL, MINN. CHICAGO 
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A. I. Goldberg Goes Into Business for Himself 

\. I. (Abe) Goldberg, for many years connected with 
Ralph Halpern, wholesale stationer in New York City, has 
gone into business for himself as a wholesale stationer at 


59 Walker street, New York 





A. 1. GOLDBERG 


Mr. Goldberg's intention is to sell to the trade only. He 
is admirably fitted for a business of this character because 
he is well acquainted with the problems and conditions of 


the stationery business 


[The many friends Mr. Goldberg has made during his 
long connection with the stationery trade wish him every 
ess in his new venture. 
> 


Lyon Dealer Salesmen in a Lion Hunt 


Dealer salesmen of Lyon Metal Products, Inc., Aurora, 
lll., are hunting big game A contest is on tor the largest 
orders tor Lvon steel cabinets ind tables rom 

October 1 to November 30, inclusive, 1928. Five prizes 
er consisting of “Steelart ge set, comprising 
ne table and four chairs, or individual tables. The same 
es zes is offered to the in sending in the 
gest number of separate orders. Dealers and managers 

eligible he est, as we S lesm«¢ 


- >_> —_ 
Wrenn Blotter Display Cabinet 
ympany, Middletown, Ohio, 


e Wrenn Paper C is offer- 


ng to dealers a specially designed steel display cabinet for 
lotters. The cabinet is made by The General Fireproofing 
pany, Youngstown, Ohio, according to specifications 
tlined by the Wrenn Paper Company 
The cabinet is substantially made of a heavy. gauge steel 
vith sufficient strength to carry the weight of its full cubic 
ipacity oft blotters Each cabinet contains a series of 
sixteen shelves large enough to accommodate blotting sheets 
nete¢ twenty-four inches in siz Double doors at 


the back of the cabinet are reinforced and are equipped 
' 


i latching device [he front is single strength 
lass permitting view of every color of blotter in stock 
The s of quarte cl polished pl te giass strong 

os 
if t stand eing use isa te Under the plate 
s, ft t shel provides i idmirable place t display 
i tters The teet are ist | ¢ The ( ibinets 
‘ 7: 
idé tw ( rs, ma wal an¢ ive grec 
t ch ¢ il met is §s d ( bi vit] a spe ial der 
lotters W he 1 cabinet leaves e Wrenn factor it 
ims a ll ass tment of blotters the follow gy cK 
+ l- ' ' lder 
S. K uc i€ rose pea “ ines x it 
i, cardinal, Harvard red, chocolate, moss green, robin 
‘ ’ 
gg. wild rose. white. blue and gree The stock is kept 


in order and free from dust in the cabinet, thus eliminating 


oss through spoilage 
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KARDEX 


SAFE- CABINE! 


. «+ Ten names — significant, honorable, implying 
staunch integrity, commanding loyalty and respect. 
Ten leaders — individually dominant in their chosen 
fields —welded now for signal service to the busi- 
ness of the world ... Remington Rand groups vast 


resources in methods, materials and men, makes 


fw 


them accessible for every business enterprise « « . 





Profit by the massed experience of Remington Rand. 








Remington Rand Business Service /n 


Remington Rand Building 
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Wanted! 


A 


General Sales Manager 


A large Company which has been engaged for 
forty years in manufacturing and selling 
throughout the world a nationally advertised 
Office Specialty requires at once a competent 
General Sales Manager to fill a vacancy. 


None need apply who have not had a long 
connection in like capacity with some promi- 
nent Office Equipment manufacturer with 
large sales volume, and who could not bring 
accumulated experience of value. 


He must have unusual ability for the position, 
good health, and an acceptable record. Age 
limitations between 40 and 50 years. 


In writing state exactly what you can submit 
for consideration and accompany the letter 
with references. 


Compensation will be made satisfactory. 


Address 


KT-27, care OFFICE APPLIANCES 
417 South Dearborn Street 


CHICAGO 
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Minneapolis Concern Moves Printing Plant 
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FARNHAM PRINTING @& 








NEW "Ls ” k 
STATIONERY COMPANY 
inged ivlight fi e and every mod ty tor 
< n economy and emcrency 
ie ery, ( é iture and school supply depart 
s at 417 Hennepin avenue For the con 
enience ist ompetent representative of the 
nting irtment is located at 417 Hennepin avenue, as 
neret re 
TRADEMARK USED BY THE WESTERN OFFICE 
UTILITIES CORPORATION, LOS ANGELES, CALIF An 
tem concerning this trade ark appeared in the October 
ssue of Office Appliances on page 178 under the heading 
Contest Involves Historical Research.” It has been dis 
ove i sine the contest started that the mark was used 
by Assyria! nstea Egyptian or Baby! in king 
rT wint of information will probably make it easier for 
cor s discover the name of the king and other 
nte 4 ibout his use of the mark 








d | I i ground floor store in the 
( ectl opposite the he 1dquarters 
A inks \s ition Conventior held at the 
Strat | during that week. A nicely printec 
1 le it sent ill t e attending the 
‘ S vest t e Ma Lyons exhibit 
Marx, the ex it took 
é ( ple ene \) part 
wre < Ne y S 
a ets, LD echanical « ert 
Nia ‘ re k 1) ] Sig 
] ‘ ~~ rt \ { ing 
k sk he) | 
I Dura i 
sé 
_ 
x K r 
ny, L 


Temporarily at the Ritz-Carlton 


‘ ‘ 
rs wer 


October, Marx-l ns Company, 
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GILODUUd 


World's Quality Standard 


Some of the 
“88 STYLES” 


Best Grade Rubber Eras- 
ers for Every Office 
Purpose 


Grades, shaves, sizes ex- 
actly suited to do the 
work you expect of them 


2 


Weldon Roberts Rubber Co. Newark,N.J.U.SA 
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SMOKER and 
removable. 





convenient cigar 
offers an unusual opportunity to share in 
the demand for non-spillable smokers. 


A BETTER SMOKER 
FOR LESS MONEY 


The NEW 


BOYLE 
SMOKER 


NOW RETAILS 


pn 2S 


Here is one of the fast- 
est selling, low-cost 
specialties on the mar- 
ket. Thousands have 
been sold to readers of 
Office Appliances at a 
higher price. Now the 
N E W BOYLE 
SMOKER, with heavier 
base, better finish, more 
rests and better lines 


Office executives particularly appreciate 
the cleanliness and convenience afforded 
by the BOYLE SMOKER. Ashes, cigar 
stubs, etc., drop out of sight and smell into 
the hollow base. 
detaches base for disposal of contents. 


SAFE—-CLEAN —-ASHLESS —ODORLESS 


And Now — 


the BOYLE SMOKER equipped with the 
Capitol Lighter, the most efficient lighter on 
the market—sells for $8.95. 


A simple quarter turn 


A real “he-man” lighter that simply cannot get 
out of order. It lights every time the frst time. 
Just lift it out of its socket cup atop the BOYLE 


click the trigger. Instantly 


SIMPLY CLIP THE COUPON FOR OUR COLOR CATALOG 





Indianapolis, Indiana 


Please send catalog 


information regarding 
the Capitol Lighter 


Name 


Address 





BOYLE SMOKER COMPANY, 


showing the four colors in which the 


the 


BOYLE SMOKER is finished Also send discount sheet and 


BOYLE SMOKER equipped with 
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“Eff & C” Chair with Byrd Expedition 

An “Eff & C” chair, made by the Fritz-Cross Company, 
Guardian building, St. Paul, Minn., is one of the two pos- 
ture chairs chosen by Commander Richard Byrd to accom- 
pany the Antarctic Expedition. The chair was selected by 
Commander Byrd after Richard G. Brophy, business man- 
ager of the expedition and a former St. Paul newspaper 
man, had demonstrated its comfort 

L. E. Goenen of the Fritz-Cross Company says, “We 
have talked about the coverage of ‘Eff & C’ chairs. We 
have told our friends how they are being sold all over the 
world. It is mighty pleasant to be able to say at this 
time that we have also shipped chairs to the Antarctic 
Circle.” 

— 
D & T Holiday Closing Sign 

The Davenport-Taylor Manufacturing Company, 412 
Orleans street, Chicago, Ill, recently introduced a holiday 
closing sign that has some distinctive features. It is con- 
veniently interchangeable, with the days and dates on indi- 
vidual bases. Because the complete words are mounted 


~“ 


Twas Banx 
WILL NOT BE OPEN 


WEDNESDAY MAY 30 
DECORATION DAY 


Lecat Howimay 








DAVENPORT —- TAYLOR HOLIDAY 
CLOSING SIGN 


on bases, it is not necessary to assort individual letters. 


The equipment includes wording for every holiday of the 


year 
However, for utility purposes, the sign may also be used 
with regular letters for announcements, bulletins, and so 


torth 
Inkograph Offered to Foreign Markets 
The Inkograph, a well known pencil pointed pen made 


+ 


by the Inkograph Company, Inc., 159-201 Centre street, 


New York, N. Y., is now offered for distribution in for- 
eign markets 
For several years the Inkograph Company, Inc., has been 


unable to fill even the domestic demand for Inkographs. 
The exceptional skill and intensive training workmen must 
have to produce a writing instrument of this type precluded 
any large volume production. Within the last year, how- 
ever, the Inkograph Company, In was successful in 
adding certain scientifically adjusted automatic machines 
which make possible the doubling of production volume 
and which insure the manufacture of perfect Inkographs. 

itside of the United 


At present, only a few concerns 
States are selling Inkographs. No effort has been made 
to increase the distribution because the production facili- 


ties did not warrant it. Now, however, that difficulty has 


been removed and steps are being taken to extend the 


Wherever it has been introduced, the Inkograph has met 


with favor and success. An attractive appearance and some 


exclusive features are two good reasons for its popularity. 
large industrial institutions have adopted 


in some instances, ia 


uipment. Because of 


Inkograph as standard 


its smooth round point, it lends itself well to all styles 
andwriting, and especially to the transcribing of cer- 

ta languages at are difficult t vrite with a standard 
i per 
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These three attractive display cards will be sent without cost. 
Lettered and reproduced in colors by a special process that gives 
a most distinctive appearance. Use the order blank on the 


opposite page. 


Right after Christmas instal] this model window 
display and do a big business in Weis Fibre 
Board Transfer Cases and other transfer supplies, 
You will probably be able to instal] the window 
with Weis merchandise from your stock. If not, 
turn to the second page following for details of 
a special offer we are extending on a model 
assortment of Weis fibre board transfer supplies. 


The window display is easily arranged and its 
productivity has been proven in the store of a 
Weis dealer. If your window has a full back 
ground, the display shown in the large illustra 
tion will serve best. If it has a curtain or parté 
tion, the display shown in the lower picture wil 
be most effective. Our instructions cover both 
windows. Use the order blank today. Make 
your window work for you. 
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Dealers are invited to join 


to sell Weis fibre board transfer supplies in January. 
Use the coupon below. 


this free advertising material at once. 


Without obligating you in any way, we will gladly send you 
the following advertising material Free. Just mail the coupon. 
The material will be forwarded immediately, together with in- 
structions for building the window display, and further infor- 
mation regarding our December-January activity. 


1. Attractive newspaper advertisement featuring Weis 
Economy Storage Cases and other items in demand at transfer 
time. Supplied in either electrotype or matrix form. This ad- 
vertisement will “‘tie in’’ effectively with an advertisement 
(shown at right) which will appear in The Saturday Evening 
Post on December 29, 1928. 


2. Display cards for the window display shown on the oppo- 
site page, together with instructions for building the window 
display. These cards are attractively lettered in colors and 
feature the economy of Weis fibre board transfer supplies. 


3. Distinctive 8-page envelope enclosures in colors featuring 
Weis Economy Storage Cases and other items of fibre board 
which sell readily at transfer time. Quantities imprinted with 
your name and address, for use in your mail and packages, 
supplied without cost. State on coupon quantity you will require. 


The Weis Manufacturing Company 
162 Union Street 
Monroe - Michigan 


CHICAGO 
Associated Stationers Supply Co 
Franklin Street 


NEW YORK 
A. H. Deany, Inx 
386 Broadway 





The Weis Manufacturing Co. F. B. 
162 Union Street 
Monroe, Michigan 


Ship at once the following: Model Window 
Display cards and instructions for making window. 
Newspaper Mat. Newspaper Electrotype. 


&-page Envelope Enclosures. 
State quantity and how they should be printed 


Name 


Address 


City State 











aterial to Help 
Fibre Board 


in a _ nation-wide campaign 


Items 


Order 


This advertisement will appear in The 
Saturday Evening Post on December 29th, 
right at a time when Business is thinking 
in terms of transfer supplies. Order the 
free material described on this page and 
identify yourself as headquarters for Weis 
Fibre Board Transfer Supplies in your 
locality. Here is everything you need in 
the way of advertising help to do a big 
business in these profitable, widely-used 
supplies. 





or Transfer 
Time 


Weis Economy Transfer Cases meet the demand for 
better, cheaper containers for storing transferred 
papers. Made of heavy fibre board with snug-fitting 
covers to keep out dust, and pulls to facilitate re- 
moval from shelves. Knock-down feature permits 
storing cases in small space until needed. Easy to 
assemble. No clamps, strings, bands or flaps to con- 
tend with. Eleven stock sizes—all of sufficient height 
to accommodate vertical guides with top tabs. Gummed 
labeling strips furnished with every case. Ask your 
stationer for quotations or write for free sample and 


prices to 
The Weis Manufacturing Co. 


Monroe, Michigan 


—_ 
—_— — 
———— 


= fer = 


Economy Transfer Gases 




















See Next Page for Special Deal on Model Assortment 





Mail Coupon for Special Price 
his Model Assortment 


On 









The pick of Weis’ 
transfer cases, etc. at 
a price you can’t afford 
to pass up. Every item 
a ready seller. 


Transter Time! 


DOCUMENT TRANSFER: One only No. 475 with pull. 


Just in Time tor 


If you join us in our Year-End campaign to sell 
Weis Fibre Board specialties, it will be to your 


advantage to have this assortment instock. Every 
item in the assortment is one that will sell quickly 
around the first of the year when files are being 
made ready for 1929 papers and correspondence. 


The assortment consists of the following merchan- 
dise: 

CARD INDEX TRAYS: One each of Numbers 35, 46, 58, 69 
and 49, for 3x5, 4x6, 5x8 and 6x9 cards and 4x9 checks re- 
spectively. 

ECONOMY STORAGE CASES: Six No. 9949, for 4x9 checks; 
six No. 9991 letter size. 


VERTICAL LETTER FILE: One only No. 225 with A-Z index 
and compressor block. 


LETTER SIZE VERTICAL TRANSFER CASES: One each 


No. 920 and No. 940, 20" and 24" long respectively. 


VERTICAL LETTER FILES: One each No. 194 (4" capacity, 
with A-Z Index) and No. 195 (54" capacity with A-Z Index). 


TWO TRAY CARD CABINET: One only No. 235 for 3x5 cards, 


CARD TRANSFER: Pull out style; drawer and outside shell. 
One each No. 3551, No. 4651, No. 5851 and No. 6951. With 
removable covers: One each No. 3516, No. 4616, No. 5816 and 
No. 6916. 


Use the order blank below. Here is an opportunity 
to make a substantial saving over our regular prices 
on merchandise that will move quickly. 


The Weis Manufacturing Co. 


162 Union St. 
Monroe, Mich. 


I'll join you in your December Fibre Board Campaign if your offer is 
satisfactory. Send full details and special price on Model Assortment as 
described. 


Dealer_____. 





Street 
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Save Money on Storage 
Filing Equipment Costs 


‘ Ds th ° . ERE is the New and Better way to do storage filing. A 
e tis way that keeps old papers and records in order, safe 


| from loss or damage, free from dust, and instantly 
-- New Method accessible when reference is needed. Already more than 30,000 


for Your banks and business organizations have adopted these boxes — 

many making them standard equipment. Very frequently, 

. Stomge Filing large banks or business firms have made tests to determine 
' the best way to do storage filing. Almost without exception, 

— —1 LIBERTY Collapsible Storage Filing Boxes have been se- 


of \\ 
\, 
a 


i lected. There is no better way to do storage filing than ‘‘the 
' LIBERTY way.” 


COLLAPSIBLE~— 
JU] Storage Filing Boxes 


“Unexcelled for economical storage filing” 

LIBERTY Boxes are made of the highest quality, water-proofed, cor- 
rugated fibre board. The patented advantages that have won for them 
unquestioned leadership in their field include 
A spill-proof method of fastening, prevents lost papers. 
Complete reinforcement which gives longer life. 
A method of labeling and numbering boxes to make reference 

easy. 
4. A-staunchness that permits overloading with complete safety. 
So that you may have opportunity to examine these points for yourself— 
and to test LIBERTY quality and service in any way you desire— 
just as hundreds of other progressive business firms have done, we will 
gladly send you a 


== in Convenience and Economy SAMPLE--FREE 


' ty 





wwe 






e 


> Clip the coupon below, attach it to ff 
19 STANDARD SIZES your letterhead and mail it to us to- 
day. The sample box and full infor- Size No. 8— 
cotter igtaseresses No. — =o mation will be sent by return mail ne — a. 
ap or egal ... _— ‘ 
Invoice or Bill “ 13—10 x 8 x24 similar size records. 
Check = 2— 9 x 3%x24 
- o— 9 x 4 xi5 
Voucher = 7— 9 x 4%4x24 
Voucher, Document “ 15— 44:x10 x24 
Private Wire ” 6— 8'.x 5% x24 
3x 8” “ 17— Sx 3% x24 
4x 6” = 3— 6 x4 x24 
4x 6” “ 10— 6 x 44x15 
5 x 8” “ 16— 68 x5 x24 
Ledger Sheets “ 14—12 x12%x12 
Tabulating Cards = I— 8 x4 x24 
Miscellaneous = 8&— 8 x4 xIi5 
- 6 4— 7 x 5%x24 
Envip. & Misc. ws 5—10%,x 442x24 si . 
“ in ze No. 2— 
Inv., Vouchers, etc os 16— 84 i x24 for Cancelled Checks, Bank Drafts 
Tabulating Cards, etc 19— 7%x 3x18 @ and similar papers. 





Most leading stationers carry stocks of LIBERTY Boxes. Rated stationers not 
doing so are invited to send for our plan that insures both sales and profits. 


Please send me a FREE Sample LIBERTY Box and full information. 


| prefer Size No 


Firm — ) .. 1 Attention Of ......%3... ere 


Street...... ee? Fay a ie ROR Tee cy af eee Seen 


BANKERS BOX COMPANY. INC. 


RAND MSNALLY BUILDING — CHICAGO, ILL. 








OA-11-28 
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OFFICE AND DIRECTORS’ TABLES 

















How Warping is Prevented 
In Samson Table Tops 


Permanently rigid construction is one of 
th important features of SAMSON 
ABLES. Every possible precaution is 
taken to secure it. The method used for 
the table tops is interesting: 

Samson Tables are 


Fach of the rails of 
heavy five ply tops with 
ntersunk screw In addition, | inch by 


4 inch cleats are 





anchored to the tops, 
on each side of the drawers. Thes 
prevent warping and afford secure founda- 


tion for drawer slides. They encase the 
irawers and make them dustproof. A half 


round molding is cut on the cleat to guide 


the drawer and reduce friction. 

\ll Samson features are as carefully exe- 
uted, with the result that Samson Tables 

are as staunch after vears of use, as when 
ceived from the factory. 

Ca g and dealer information on request. 


Mutschler Brothers Co. 


511 Madison Street 
NAPPANEE, IND. 























ba Samson 329 
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Catalogues for Von Soosten Are Wasted 
Manufacturers in office equipment and supply lines are 
requested to discontinue sending their catalogues and other 
printed matter to the Von Soosten Office Equipment Com 
pany, Evansville, Ind. N. H 


manager at 


Von Soosten, who conducted 


that business, has been Evansville for the 


General Ofhce Equipment Corporation about one year 


Catalogues continue to arrive for the former Von Soosten 
business, and there is no opportunity to put them to use 
Please take the Van Soosten Office Equipment Company 
off your mailing lists 

Von Soosten's business was 


interested in printed 


The typewriter branch of Mr 
sold to G. A. Todrank, who might be 
matter sent in his name 

> 
Autopoint Handy Pencil Lead Display 

The Autopoint Company, 4619 Ravenswood avenue, Chi- 

cago, Ill., provides its dealers with a display case for show- 


ing and selling Autopoint “cartridges”"—the company’s 


patented container holding reserve leads or erasers, or both, 
for the individual purchaser. It is not arranged to display 
the Autopoint leads in bulk. Enough compartments have 


been provided in the new case to accommodate a co nplete 


= —s 
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AUTOPOINT LEAD MERCHANDISER 


in ail colors and grades of Autopoint 
those for the 


supply of “cartridges” 


lead, as well as standard size erasers and 


oversize Autopoint—“the pencil of big business.” 


Any cartridge specified by the customer can be selected 


with ease. The case can be refilled with convenience. The 
attractive Autopoint colors give the display case prominence 

it is an effective eye catcher. The Autopoint Company 
a liberal offer to the trade, supplying its handsome 


lges contained 


makes 


cabinet gratis with the purchase of cartri 


therein 
a 
Personnel Changes by American Sales Book 
The American Sales Book Company, Ltd., Elmira, N. Y., 
sales organization 
Busi- 


has effected changes in the home office 
incident to increasing activities in two departments. 
ness in the autographic register and the continuous form 


departments has increased to make it advisable to separate 
the two departments 

Assistant Sales Manager W. L 
of the autographic register department, assisted by Judson 
Thrift has 


assisted by 


Boodger now has charge 


Wintermute Assistant Sales Manager Tim 


charge of the continuous form department, 
John ( Abbott The new 


ot these devote 


alignment permits the heads 


departments to thought to promotional 
the assistants relieving them of many details 


> 
V. L. Bates Promoted by Remington Rand 
V. I 


[ypewriter Company at Flint, Mich., has been appointed 


matters 


Bates, formerly local manager for the Remington 


Flint district manager for Remington Rand Business Ser- 


Vice Inc with ofhces im the Capit | 1 heater building, 


Flint, Mich 
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The Addressograph 
Metropolis! 


- AGINE . . . a city of 100 million inhabitants—with the indus- 
tries, institutions, banks and stores necessary to serve them! 































Yet if all Addressograph users and those who are benefited by the 
profit-making service of Addressograph equipment were centralized, 
there would be such a city, fourteen times greater than New York! 


Here would be located every form of business and social activity 
that would play its part in the conduct and welfare of a city of 
such colossal magnitude — the Addressograph Metropolis! 


It is easy to understand all this when you know the widespread 
service that Addressograph equipment is rendering to modern busi- 
ness. Two minutes spent in checking the Profit Analysis Sheet will 
demonstrate this to you—and will convince you that Addressograph 
methods will save money and earn profits in many ways in your 
business. Thousands upon thousands of users in over 3,000 
lines of activities use the Addressograph for imprinting, list- 
ing and addressing 165 distinct major business forms 10 to 
50 times faster than with pen or typewriter 


Our representative will be glad to explain the profit building 
applications of the Addressograph. Our Research Bureau is 
equipped to make a survey of your individual business to de- 
termine the ways in which Addressograph methods will cut 
expenses, secure new business and increase net profits. A re- 
quest from you will receive prompt attention 


Copyright 1928 
Addressograph 


S ’ rt ’ " th MPTINCID , 
ai id . cipal ci 


ADDRESSOGRAPH COMPANY, 901 W. Van Buren St., Chicago 
Canad Toront Var iver, Montreal 
European h i off ind factory: London, Engl 
Manufacturer f Graphotype Addressograph, Dupligrapt Cardograph * 





» Super - speed 
automatic 
models. 
















Electric 
PRINTS FROM TYPE Ss models — 
unive rsal 


in appli- 
cation 












* Machines for every 
size and kind of business 
Prices from $20 to $4400. 






Hand models 
for small lists { 
mes and rf rds 


** More than ‘an Addressing Machine 
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Iuisicl GIFT BOX LINE 


for the Holidays . . . and all year ’round 


a useful and attractive gift books will be bought in large numbers . . . for distri- 


bution to customers, clients, employees . . 
popularity for such .purposes was proven last winter. . . 
and new packing. We are equipped to im- 
print individual names, if wanted. 4 Have 
your salesmen show samples to prospective 


. early 


season we have some new numbers... 
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Featherweight Ring Memos 
with gold-stamped design 
or two gold-filled corners. 
Gold edged sheets, gold 
plated ring bars. 

Covers of Pigskin or 
blue box-grain Cowhide 
or tan calf-finished Cow- 
hide 

One complete book 
(cover and sheets)and two 
extra refills in the attrac- 
tive hinged - box package 
illustrated. Made in two 
sizes, for sheets 2's x 4 


and 442 x 2%. 





buyers of gifts and favors. . 


enough to be given consideration. 





A sample assortment of Gift Box numbers 
can be displayed to advantage, and will con- 


vince you of their sales value. 


ore ae a, jour 2 
a 5 

zi 
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Trussell Manufacturing Co. 
23 to 29 Cottage St., Poughkeepsie, N. Y. 


. guests at banquets and conventions. Their 


and since. {For the coming 











Loose Leaf Diaries and 
Address Books with gold 
plated metals and gold 
edged sheets; each in a 
neat box. 

Covers of No. 1 black 
hand boarded Cowhideor 
nut brown genuine Pig- 
skin; with gold stamping. 

Quarter-inch rings. 
Leather index in Address 
Book. Sheet sizes 4'2 x 


242, 5x 3, 6x 3%. 
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Boyeson Company Art Metal Agent at St. Paul 

The Art Metal Construction Company, Jamestown, N. Y., 
has appointed the H. E 
Paul. The Boyeson company, which is located at 343 Min- 


Boyeson Company its agent at St. 


ized an office furniture department Sep- 
Cathcart He 


nesota street, organ 
tember 1, under the management of E. L. 
has had an extended experience in the territory 

The H. E. Boyeson Company has rearranged its store, 
permitting the use of considerable space for the display and 
sale of office furniture lt carries the stock lines of the 
Art Metal Construction Company, the chairs of the John- 
son Chair Company, and the wooden desks of the Commer 
cial Furniture Company 

George W. Stapleton, who had been manager of the St 
Paul branch of the Art Metal Construction Company, 
makes headquarters with the H. Boyeson Company, assist- 
ing in the sale of Art Metal products, and doing some spe 
cial work 

Mr. Parham, of the Minneapolis branch of the Art Metal 
Construction Company, handles all contract work in the 
[Twin Cities territory. 

= : 
Sheaffer Products at Jewelers’ Convention 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa. 
made a comprehensive showing of its products at the con 
vention of the National Jewelers’ Association, held at Dal 


> 


October 2-5. The Sheaffer display was in the 


Baker hotel, which included all of the latest numbers of 


las, Tex., 


the line Several of the items shown were merchandise 


which has not yet been announced generally to the market. 
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LOS ANGELES BRANCH STORE OF THE AMERICAN 
WRITING MACHINE COMPANY, NEWARK, N. J This 


ew store, located at 752 South Spring street, Los Angeles 
one f tl finest the company has Fred L. Reynolds, 
inager f the store, has been with the company for ten 


ears as manager of the Pittsburgh store At the time he 
Pittsburgh, Mr. Reynolds was president of the Pitts 
burg! Typewriter Dealers Association 








New York Wins Dictaphone Sales Contest 
New York's victory in the Dictaphone September sales 
ntest in the United States and Canada was telephoned 

ss the Atlantic by Charles R. Fox, New York branch 
President L. (¢ 
Battistelle, 


manager, Tuesday morning, October 3, to 
Stowell, who was then in the offices of Mr 
Dictaphone’s Paris representative 

More than sixtv branch ofhces took part in the contest. 
New York exceeding its sales quota by the largest per 
centage An international sales contest between British 
ind domestic selling organizations will be conducted during 
November and December. Plans for this contest were com- 
general sales conference held at the Hotel Rus- 


sell, London, England, October 19 and 20 
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6542—6548—6560—6572 
42x30 48x30 60x34 72x36 
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NEW NUMBERS 


Oak—Mahogany—Walnut 


The addition of 6000 Grade 
tables gives the ENGLEWOOD 
dealer a line of keen looking, 
beautifully finished, exception- 
ally rigid tables that really 
match his desks—tables de- 
signed, constructed and finished 
to ENGLEWOOD standards. 


ENGLEWOOD is the IDEAL 
DEALERS LINE—more profit- 
able—faster turnover—and can 
be had on an exclusive basis. 
Write for the exclusive agency 
for your city. 


ENGLEWOOD [DESK Co. | 


5820 Lowe Avenue 
Chicago 
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TYPEWRITERS 


“INVINCIBLE” 


Non Blooming, Non Hardening 


PLATENS 


It will pay you to sell 
“INVINCIBLE”’ 
PLASTIC 
TYPE CLEANER 
Big Profits 


No Sales Resistance! 





Pleased Customers 








Parts - Supplies 
BLICK tree“ waters 


AUBBER 
COVERS, 


AMERICAN 
WRITING 7 
COMPANY 


449 Central Ave. Newark, N. J. 








and 
23 Principal Cities 


Established 
1880 
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PASSED AWAY 
#8 


G. Bruhl 
associated with the Old 1 


Brooklyn, N. Y., fe 




















Ribbon & Car- 
as export 


own 


Bruhl, 
Company, 


bon yr three years 


manager, passed away September 21, 1928, in Germany 
where he had gone in an attempt to regain health. His loss 
is mourned by his old associates in the Old Town Ribbon 


& Carbon Company and by many other friends who made 


his acquaintance during his long connection with the ribbon 


and carbon business 


As manager of the export department of the Old Town 





BRUHL 


Ribbon & Carbon ¢ Mr. Bruh remarkably suc- 


ompany, 


cessful, having built up that end of the business in a splen- 
did manner 

In the prime of life, Mr. Bruhl was only thirty-four years 
old; the thread of life was broken by an internal cancer. 
An indomitable will and a marvelous spirit were unsuccess- 
ful in Mr. Bruhl’s fight for life. Though he knew that the 
battle was a losing one, he kept up his spirit and fought to 
the last 

+ + + 
William A. Lieson 

Willa \. Lieson passed away at Sp eld, Mass., 
September 30, after a prolonged illness, aged, forty-nine. 
He was a native of New York City ind entered business 
life wit The Baker-Vawter Con pany it Chicago, later 
eiIng unsferred to New York Later he joined A. E 
Marte Keene, N. H., another manufacturer loose leaf 
devices. Subsequently he started business ft himself 

a small way, founding the W. A. Lieson Company at 
Springtield 

Mr Lieson esided he) | igfeld ninetec years, and 
dent himse with many civ ‘ mercial socie- 
ties le was a Mason, and m« ( he Springfield 

ul UL. C. T., Rotary Club and Chamber of Commerce. 

St ving are his ind two s William A. and 
Lone \\ Lies 

+ + + 
George H. Habekotte 

George H. Habekotte, vice preside ( [he Pounsford 
Stationery Company, Cincinnati, Ohio, succumbed to a I 
gering illness several weeks ag e was in his sixty 

st vea Mr. Habekotte ned the | sford business as 
a boy his ‘teens, continuing nearly half a century He 
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A ““CLEMCO” Columbia Suite Installation in the General es of the Penn Mutual 
Life Insurance Co., Chicago. Installation made by Marshall Field & Company 


“From President’s Suite to Office Boy’s Desk” 


[his expresses the breadth of the ‘““CLEMCO” Line of Desks and 
Fine Office Suites. The price range is equally broad enabling busi- 
ness houses, banks and professional men to enjoy the many advan- 
tages secured through better offices. 


‘“CLEMCO” Better Offices add to mental and physical comfort. 
[hey stimulate clearer thinking, generate pride, heighten morale, 
build ‘‘spirit’’ and establish credit. They sell the organization. That 
i . . . . . 
is why executives everywhere are expressing their preference — in 
purchases — for ““CLEMCO” Desks and Fine Office Suites. 
“CLEMCO” National Advertising and Sales Helps will help you materially in 
building PROFITABLE BUSINESS. Let us give you complete information. 


THE CLEMETSEN COMPANY 


Makers of a Complete and an Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use 





3403 West Division Street Chicago, Illinois 
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—e NEED the a HERCULES 


.--the fastest selling and most popular line of 


moderately priced safes on the market 





Every safe dealer knows without a second 
thought that he has lost sale after sale because a 
great many of his prospects didn’t need and 
wouldn’t pay for the higher priced label safes. The 


new Hercules is the safe for this demand. 


Doctors, lawyers and professional men know their 
need for a strong safe that will stand up under hard 
daily usage and afford them moderate fire protec- 
tion. Thousands of retailers have never owned a 
safe because there was nothing to answer their 
demand. 


*Steel angular frames; 


heavy door plates; 


They will buy the new Hercules because they 
are built strong* and guaranteed to preserve their 
contents in any standard one hour heat test. 

Any safe dealer who intends to stay in business 
must recognize and answer this demand for safes 
in fireproof buildings. 

The new Hercules line with its eleven sizes is 
offered as the answer. Dealers with vision are buy- 
ing this line because they know from experience 
that the trend of the safe market is toward a 
strongly built one hour steel safe that will render 
service. 


compound 


action bolt movement; solid cast monolithic insulation of 


Thermo-cel; 


full swing hinges and detachable casters. 


THE MEILINK STEEL SAFE COMPANY .- .- - 


TOLEDO, OHIO 
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traveled over twenty-five years through the middle west. 

Mr. Habekotte was a Mason, and member of the United 
Commercial Travelers, and active in the Wholesale Sta- 
tioners Association. 


- + } 
Egbert C. Tuttle 


Egbert C. Tuttle, president and treasurer of The Tuttle 
Company, Inc., Rutland, Vt., passed away September 26, 
aged seventy-eight years. He was a son of the late George 
A. Tuttle, who established the business in 1832 

- + +& 
J. Murphy 

Friends of W. J. Murphy, of the Dandy Supply Com- 
pany, Chicago, will sympathize with him in the passing 
of his father. J. Murphy was seventy vears old, born in 
Ireland. Of the seven children born into his family, two 
survive: and also his widow 


- + + 


Benjamin E. Bremner 
Benjamin E. Bremner, secretary of the Peck & Hills Com- 
any, Chicago, passed away October 25, aged seventy-four 


le was unmarried: a member of various civic and social 


+ + + 
Theodore R. Becker 


Theodore R. Becker, until recently general manager of 

he Zion Institutions & Industries & Printing Company, 
City, Ill, succumbed October 19 to injuries received 

1 an automobile accident July 17. He was fifty-one years 
ld. Mr. Becker was prominent in the Christian Catholic 
Church founded by the late John Alexander Dowie. In 
1927 he resigned his various offices in the church and its 
nanufacturing institutions because of a schism in the 


church He moved to Chicago after the troubles in the 


+’ F&F + 
Jerry B. Latham 


Jerry B. Latham, district sales manager for the Brown & 
Bigelow Company, passed away suddenly October 13 while 


duck hunting on Lake Manitoba, near Winnipeg. The 


body was taken to his home at Kansas City for burial 
- &- & 
Mrs. Sarah Tupper 
Members of the staff of this journal deeply regret the 
passing of a valued friend. Mrs. Sarah Tupper, wife of 


Nathan W. Tupper, former secretary of this company, and 
ther of Mrs. Carlisle Tupper Koenig of Omaha, Neb., 
passed away on Monday, October 15, at Los Angeles, Calif., 
following an operation for appendicitis 
Mrs. Tupper came from New England and possessed, in 
lition te the sterling characteristics usually assoc iated 
with the people of that section, a wit, charm and intelli 
gence which attracted all who came within the circle of 
her influences For a number of years the Tuppers lived in 
Oak Park, Ill, where their culture and warm-hearted hos- 
pitality made them many friends. During recent years they 
have resided in Southern California, having built a home 
it Pacific Palisades, a short distance from Santa Monica 
Othce Appliances joins the many other friends of the 
[uppers in sorrow over the untimely passing of one who 
as taithful to every trust and who met the vicissitudes of 


; +} svt ’ } Th 
cw 1 courage and cheerfulness 


+ + + 
William Feldmann 
Willian eldmann, president of the Feldmann System 
17 
anutacturing Company, Chicago, Ill, died suddenly on 
U LYS, ¢ sing an eventful and colortul career 
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Always harvest 
time for our 
dealers 


It’s always harvest time for 
dealers in Mastergrade 
Underwoods. They are in 


steady demand. 


Underwoods are so well 
known that Mastergrade 
needs no introduction. And 
Mastergrade _answers the 
purpose of a new machine for 
many uses. 


Mastergrade Underwoods 
stand up, they turn out good 
work and are full value for 
the money. 


Our supply is complete. We 
are prepared to ship at once 
all sizes, makes, types and 
serial numbers. Write for 
prices. 


THE 


WHOLESALE TYPEWRITER 
COMPANY 


Exclusive Distributors of Mastergrade Remanu- 
factured Underwoods and Largest Wholesale 
Distributors in the World, 


428-430 Broadway, New York, N.Y. 
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17 black 
degrees 
3 
Copying 





Selling Pencil 


with real profit margin 


HERE is no consumer sales resistance 
4g selling VENUS Pencils. Every pen- 
cil user knows VENUS—famed for its 
smooth, durable and absolutely uniform 
lead. 

And the seventeen black degrees rang- 
ing from the softest 6B to the hardest 9H 
—provide a range of hardness that en- 
ables you to meet the pencil requirement 
of every customer. 

Successful stationers have found that 
prominently displaying one or more of 
the several attractive, attention-compell- 
ing VENUS Display Assortments in their 
windows and on their counters has re- 
sulted in a real sales stimulus, that brings 
added profits. 


If you are not using a Venus Display Assort- 
ment, write us for descriptions and prices. 


Check over your stock and make sure it 
is adequate in all degrees. 
American Pencil Company 
500 Willow Avenue Hoboken, N. J. 


Makers of UNIQUE Thin Lead Colored Pencils 
20 colors—$1.00 per dozen 





. 
Largest selling 
Quality pencilin the World 


= 





Mr. Feldmann became associated 


with the loose leaf in- 
dustry as early as 1890. Shortly after the World’s Fair in 
Chicago, he formed and headed the Chicago Binder Manu- 
facturing Company, and in 1910 he organized the Feldmann 
System Manufacturing Company, and was solely instru 
mental in building the business up to its present strength 
In 1910 Mr. Feldmann devised and patented a magazine 
holder that is still being used throughout the country 
Later he secured patents on newspaper lever, Simplex, 


} 


prong and Feldco Roger binders, Memo case, a metal tip 


guide and several other loose leaf devices 

Mr. Feldmann was known and respected throughout the 
entire trade for his honesty and sincerity, and for his in- 
ventive and creative mind He was one of the few men 
who had the nerve and sagacity to solicit and convert con 
cerns from the use of the old bound book ledgers to loose 
leaf at a time when loose leaf was unknown and stationers 
did not look on it with favor. He helped pave the way for 


housands of loose leaf salesmen of today 


> 


Bankers’ Convention Sees Mechanical Equipment 

The American Bankers’ Association held its annual con- 
vention at Philadelphia early in October \ display of the 
various machines used by the Philadelphia branch of the 
Federal Reserve Bank was assembled in one room, and 


shown in operation d 


uring the convention 

The machinery included automatic counters of currency 
and coin, bookkeeping and check-protecting apparatus, and 
a device which makes an automatic photographic record of 
checks passing through the bank 

Engravers’ proofs of the short-length currency to be in- 
troduced next year, sent from Washington by the Treasury, 
also tormed part of the exhibit, together with charts show- 
ing various phases of the work of the Philadelphia Federal 


Reserve Bank. 


ee 
“I-P” Wins Advertising Award 
The Credit Monthly, journal of the National Association 
Credit Men, conducted an advertising contest during 
1927-28. Prizes were offered to advertisers in the Monthly 


) presented the most meritorious series of advertisements 


in that magazine The first prize was awarded to the 
Irving-Pitt Manufacturing Company Xansas City, Mo., 
r its educational series showing how appropriate account 
ng systems can control business The second, third and 

urtl prizes were givel to msurance companies The 
iwards were based on exhibits mad by the individual 
idvertisers at a convention held by the N itional Associa 
tion of Credit Men at Seattle 

oS 


Leeman Represents Sheaffer in Ohio-Indiana 
1M Leeman has joined the W \. Sheaffer Pen Com 


, ‘ ‘ 
panv in a sales capacity in Ohio and Indiana territory He 


had been formerly with the Sherer-Gillett Company, Chi 


zo, manufacturer of store equipment After spending a 

week at the Sheaffer factory ort Madison. Iowa. famil 
rizing himself with his new lines, Mr. Leeman established 

imself at Dayton, where he will make headquarters for 

rking his territory in western Ohio and eastern Indiana 


is far as Muncie 


> 
J. Thomas Hill Company Moves 
J. Thomas Hill Company, Ince Brooklyn, N. ¥ an- 


es the removal of its retail store from No. 52 to No 
5 Court street. In its new quarters the company has 
icquired badly needed additional space wl h will enable it 
arry a larger stock a1 d to better serve its customers 
——— 


Think of your work and your boss will be thinking ot 
i better job for you The Pencil News Joseph Dixon 


Crucible Company 
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- Announcing a New 

ann 

tru 

h. cs * 

zine 5 

of teon-spee ervice 
lex, : 

tip 

the 

in- 

nen HE VICTOR SAFE & EQUIPMENT COMPANY have 

nee acquired from Remington Rand, Inc., the line of products 

1ers illustrated on the following pages, better known as the Rand 

— Dealer line. 

and In making this announcement the Victor organization assumes a 


oii great responsibility. To the large number of users of Rand Dealer 
the line products who are continually adding to their equipment and 


bes to the many dealers who are selling these products, this organiza- 
tion pledges itself to maintain the same high standards of excellence 

ve that have always distinguished the Rand line. 

1 of 
For several months the Victor sales executives have been analyzing 

- these lines. Many changes have been made, increasing their value. 

oad Some items have been discontinued. Several new products have 

eral been added. Others are now in the process of development. At- 
tractive shelf boxes and package displays have been provided. 

ree The Victor organization is prepared to give the dealer the same 

hy efficient shipping service and business administration on this new 

nts line as is now enjoyed by hundreds of Victor Certified Safe dealers. 

the 

a All orders and inquiries regarding these lines should be addressed 

~ to The Victor Safe & Equipment Company, Marietta, Ohio. 

he 

ual “a , ; 

rn Che continuance of present, and the granting of new, exclusive sell- 
ing arrangements with dealers on Rand Visible equipment, is de- 
sired. This is a money making proposition for money making 

dealers. 

‘* Write for New Catalog and Price List. 

ga 

= R. M. TUSSING, 

fo President. 

ana 





Ne The Victor Safe & Equipment Company 


e it Dept. O., MARIETTA, OHIO 


formerly 


The Victor Safe Company 
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The VICTOR SAFE 
High Speed Service of 
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KITCHENDEX 
A practical reminder for household 


supplies. Has 31 pockets, listing 93 
items Note the visible signals to 
indicate the items needed. 

Price $1.75 





RECORDEX 
visible record equ pped 
for two 


A new type of 
with 238 interlocking cards 
line informa and index 


Price $1.75 





CALLDEX 
A celluloid-protected telephone index, 
that everyone needs. Has 15 cards, 
each providing space for eight names, 
addresses and telephone numbers 
Price $1.00 








HE Dex items here illustrated 

provide Rand Visible Record 
units at prices heretofore unheard 
of. The pockets are the same in 
principle and construction as the 
Rand Commercial units. Dex has 
all the Rand features of instant visi- 
bility, speedy reference and long 
life. 
Here is a line of visible units that 
retail from $1.00 to $2.00—the low- 
est price at which Rand units have 
ever been offered. 


Think what you can do with these 
products at these prices! They 
open up an entirely new field for 
profitable business. They are prac- 
tical—make ideal gifts—and abso- 
lutely new. 








aa 
—_—_— 


MYDEX 


Mvydex has 32 pockets for 5x3 cards and may 
be applied to any record for which cards are 


used. Folds up like a book and comes equipped 
with cards horizontally ruled on one side, ledger 
ruled on the other, and with a set of alphabeti- 


cal and blank index inserts. 


Price $2.00 


TF ee, 99 TA a Et) eres 
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DEX HOUSEHOLD INVENTORY 
A very complete and necessary in- 
ventory for household goods Con- 
tains 25 printed cards, 6x4, indexed 
with the names of the principal 
house furnishings Price $1.75 


“ACS een ener eee tans 





RAND TELEPHONE INDEX 


A practical telephone index, stock 
locatior ecord or price list Made 


with 60 ) or 150 name capacity 
Each na tected inan individual, 
trans] sid tube, easily re- 


Price, 50 Names, $2.25 





STOP PAYMENT 
REGISTER 


RAND 


Used by banks for listing checks upon 
wl t . er s to be stopped 
Made wit tf and 81 name capac- 
ty Ea tem individually protected 


: d tube 
$2.25 


Price, 27 Names, 


—_ 
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sary in- 
: Con- 
indexed 
principal 
ice $1.75 
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d EQUIPMENT CO. 


ND DEALER LINE 


AND visible records lead the field in speed, 
convenience and easy operation. They meet 
business requirements efficiently and economi- 
nal . 
cally. 


The Rand sectional units illustrated permit the 
growth of the visible record as the need for ex- 
pansion arises—an economical feature that appeals 
to any business man. 


Rand equipment is known wherever records are 
kept. It offers you a sure profit because of an 
established demand and recognized leadership. 












Note how the Rand 
colored signals, 
charting special in- 





RAND BOOK UNIT 


k we on the desk, where only a formation, increase 
’ > the efficiency of 

capacity s required For b 
. the visible record 
x 6x4 or 8x ards, or for one or The signal gives 
tw ne infor ation, in tubes the desired infor- 


nfo ae mation ata glance 
Price $6.00 and Up 





MAKUROWN INDEX TABS 


Cut your own Index tabs to suit 
your needs The most economical 
and convenient method of indexing. 
Comes in three exposures and six 
transparent colors. Price 55c a feot. 





RAND GUIDES AND FOLDERS 





Visible name angle tabs expose the 
lex informa i he gt ang 

f stant s The ¢ i 
t pe t X always ir 


RAND DESK SYSTEMATIZER 
Keeps the desk clear of papers, 
routes the work and keeps it in 
order Bound in imitation black 
eather, with heavy jute leaves and 
transparent, celluloid index tabs. 


Price $5.00 








’ TIE 7 ~ - - . 
VICTOR CERTIFIED SAFE ae Greek-t: Wins Gielen ie the meek otis eed VICTOR CERTIFIED FILING 
Certified protection for business rec- ‘ r " stapling machine made It will staple SAFES 
rds at . ' size at eet 40 sheets f paper without effort It is always Efficient, lghtweight filing safes, 
ready for . One loading provides 15,000 staples, giving a high degree of certified 
ty ata t of l2c per thousand It saves time, effort, protection, at low cost Large ca- 
f sinesses noney and sy e in the files pacity and adjustable filing devices 


THE VICTOR SAFE & EQUIPMENT CoO. 


MARIETTA, OHIO 
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“picture a Conference or Directors’ Room with furnishings 
that harmonize with the adorning grace and beauty of this 
‘Eighteen’ Series. 


This Series satisfies the demand for the newest and best. 
Its outward appearance is truly representative of that inner 
quality for which GUTH TABLES are known. 


The master craftsmen responsible for GUTH TABLES are 
able, thru long experience, to carry out in minute detail the 
artistic creations and carvings of our designers or the whims 
of your clients without sacrificing that sturdiness and ‘‘In- 
built Worth” which has made GUTH TABLES the prefer- 
ence of a large and steadily growing dealer clientele. 


GUTH TABLES constitute a comprehensive line—ranging 
from the simple square leg designs to the most elaborate 
creations. These are shipped promptly —stock sizes from 
three to sixteen feet, covering every table requirement 
for Offices, Banks, Schools, Libraries, Public Buildings, 
and other [nstitutions. 


If you are not acquainted with the GUTH LINE we invite 
your inquiries. If it is something special, our designing staff 
will work with you for the presentation of plans and sugges- 
tions to your client. 


November, 


1928 








HENRY L.GUTH ASSOCIATES, Allentown, Pa. 
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Engagements 


: 
£ 
> 
- 


Cupid Busy at A. Langstadter, Incorporated 


i 


Vic Schmidt, assistant manager of the Eighth avenue 

branch of A. Langstadter, Inc., New York, N. Y., and 

Anna Lasswitz, his secretary, surprised all their co-workers 

: on the morning of October 11, 1928, by announcing their 
engagement. It was a great surprise when Miss Lasswitz 
flashed a diamond engagement ring, but the surprise was 


doubled when she announced that the lucky fellow was the 


popular Vic S« hmidt 


At the same time, Miss Bertha Gross, who is head of the 
statistical department at Langstadter’s Sixth avenue store, 
announced her engagement to Abe Lieberman, who for- 


merly worked for Langstadter but is now manufacturer of 


men’s bathrobes and pajamas 
Both couples announced their intention of having a dou 
ble wedding in the early part of June next year and spend 


ng their honeymoon abroad. 











> 
Wheeler-Coggeshall 
Among forthcoming weddings is the marriage Novem 
her 9 of Miss Alma Wheeler, of Dallas, Texas, to Harold 
R. Coggeshall Mr. Coggeshall is traveler for the Asso 
ciated Stationers Supply Company, Chicago, covering 
Nebraska, Colorado, Oklahoma, Missouri and Northern 
Texas He will make headquarters at Kansas City, Mo., 
ifter January 1929 
an 
Weddings 
Ryan-Sweeney 
Saturday, October 6, 1928, Miss Henrietta V. Ryan, of 
C} cago whe tor many years past has been private secre 
irv to Mr. R. B. Buswell, western district manager of the 
Elliott-Fisher division of the General Offce Equipment Cor 
ration, was married to Mr. William Sweeney, the ceremony 
MRS. WILLIAM SWEENEY 
eing pe ed b Reverend Father Gorman at Resur 
ect C} Che de’s sister, Eleanor, acted as 
ridest hile Mr Sw eene was assisted by Mr Ber 
ard rina? 
Following the wedding breakfast at the home of the 
ide Mr ind Mrs. Sweens started on their honeymoon 
¥Y motor th Fren Lick Springs as their immediate 
ective After a few weeks’ sojourn they will establish 
LD eir re Cedar Rapids, Iowa, where Mr Sweeney 15 
dQ. gaged in the men’s furnishing business 
Miss Ryan was made the happy possessor of many beau- 
tul gifts a g whi vere included a silver service 
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The Voters Long Ago 


Elected 
Peerless Keys 


OST typists will tell you they prefer Peerless 
Rubber Typewriter Keys. Four out of five 
dealers will tell you they sell them. Such an 

overwhelming majority in favor of Peerless ought to 
be proof enough for anybody that Peerless Keys are 
better—better to use and better to sell. 


Four dominant points make this Peerless superi- 
ority:—(1) Peerless Key quality is the finest. A five 
year guarantee against deterioration goes with every 
set. (2) Peerless Keys have an already created con- 
sumer demand. They're asked for by name. (3) Peer- 
less cooperation includes referring inquiries and orders 
to dealers whether obtained by mail or by Peerless 
salesmen. And Peerless Dealer Helps are the kind that 
really increase your sales. (4) Peerless does not com- 
pete with dealers by selling direct. 





Peerless Keys will 
start making money 
for you now. Just drop 
a line for the complete 
proposition 
and we ll prove it. Ask 
also for a sample key 
and the famous Peer- 
less Erasure Shield 


PEERLESS KEY | 2 sates ofthe well-known 
COMPANY, Ine. | sworn: mrpied sree wnt am order 
176 Fulton Street 


New York, N. Y. 
Londen, 100 Union St. Southwark 





Peerless 





PEERLESS ERASURE 
SHIELDS FREE 


peli-known 


way f boosting your sales; a 
dealer help that lasts in- 
definitely ir. the hands of 


your customers! 











Peerless Key Company, Inc., 176 Fulton Street, New York City 

Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless 
Key and Erasure Shield, with our imprint. 
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We will place this 
cabinet in your store 





Here is the way to increase your sales of Desk Blotte: and 
make Bigger Profits! Any stationer may have one of these 
beautiful all-metal desk blotter display cabinets installed in 
his store at a price that will be pleasing. It pays for itself 


in a few months with greater sales and the savings it effect 


7 
from spoilag 


} ‘ee. 
I 


Make more blotter salesand profits 


olorings and 


The twelve brilliant beautiful designs of 
WRENN BLOTTINGS sell 
this cabinet. customer in 
Many will stop and buy. Send today 
STALLATION PLAN §$and 
BLOTTINGS. No obligation whatever. 


i then decide for yourself if 


themselves when displayed in 
store will see them. 
for our liberal IN- 
of WRENN 
Get our proposi- 
afford to 


Ever: your 


samples 


tion, an you can 


pa it up. 


THE WRENN PAPER COMPANY 


Middletown, Ohio 
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which was presented to her as a collective gift from the 
various branch office managers and sales agents in appre- 
ciation of the spirit of friendly co-operation which has 
been characteristic of her contact with her associates. 

Not to be outdone in good wishes by the branch man- 
agers, her fellow employees in the Chicago office also 
availed themselves of the opportunity to express their good 
will and high regard with an appropriate gift. 

—— 
Kniering-Van Dorn 

Miss Gertrude Kniering was married October 20 by Rev. 
Mr. McCullough, of Red Bank, N. J., at the Maplewood 
club, Claremont avenue, Maplewood, N. J., to Horace B. 
Van Dorn, Jr. The bride is the daughter of Mrs. Gertrude 
V. Kniering, Maplewood Mr. Van 
Dorn is assistant general manager of the pencil division, 
The bride was attended 


Ridgewood Terrace, 


Joseph Dixon Crucible Company. 


by her cousin, Miss Florence Beaumont, New York, as 
maid of honor. The bridesmaids were Miss Kniering’s 
niece, Miss Gertrude Kniering, and Mr. Van Dorn’s daugh- 
ter by his first marriage, Miss Laura Van Dorn. Little 


Florence Van Wahl, of New York, was the flower girl. Mr. 
Van Dorn was attended by Guy W. Hart, associated with 


him in the Dixon organization as New England rep- 
resentative 
The honeymoon was spent touring through the south 


in the Van Dorn motor car Che good wishes of the many 


friends of the happy couple attend them 


sueoniniialiliaiamasasanesh 
Newns-Miltenberger 

Miss Grace Newns, of the Philadelphia branch of the 

Lyon Metallic Manufacturing Company, was married a 


short time ago to Karl J. Miltenberger 
——- ~ 
Osborn-Rich 

Osborn was married some weeks ago to Earl 


Philadelphia 


Miss E. M. 
N. Rich, a 
Metal Products, Inc 


member of the organization of 


I yon 





>_> 


Wild-Samer 


Miss Beatrice Wild was married recently to George A 
Samer, a salesman for the Edwin Barnes Company, Chi- 
cago, Ill 

—— 


Birthdays 





Master Richard Frank Calhoun 
Mr. and Mrs. P. B. Calhoun are the proud parents of an 
eight-pound boy, christened Richard Frank. “Dick's” dad 
is chief clerk of the Chicago branch of the Yawman and 


Erbe Manufacturing Company. 


= Sa 
Master William Clark Wood 

Mr. and Mrs. Ben Wood, Aurora, Ill, are the happy par 

ents of a fine young chap who joined the home circle some 

weeks ago. Mr. Wood is manager of the “Steelart” divi 


sion, Lyon Metal Products, Inc 


o0 
Further Expansion by Hanson Brothers Scale Co. 
Hanson Brothers Scale Company, 523-31 North Ada 
street, Chicago, Ill., has let contracts for a new factory 
extension and office building. But eighteen months ago 
the company made a considerable addition to its manu- 


facturing space. This increase has been outgrown already 


Therefore considerably expanded manufacturing facilities 


have become necessary This business is forty years old, 


with an organization prolific in new ideas 
- > _ 
Effective October 1 an air mail service will operate be- 


tween San Antonio, Tex., and Laredo, Tex. This provides 


a connection with the service to be conducted by the Mex- 


ican government between Mexico City and Neuvo Laredo. 











page 
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SO WNo.450-F 
Single Pedestal Fiat Top Desk 








No.600 -0 











i] 
wy 


No. 450-D 
Single Pedestal Drop Head Desk 


STEEL DESKS _~ 


with 
Exclusive Features 


Aside from new and better locks, noiseless drawers, ouble Pedestal Typewriter Desk. 





especially designed pedestals, etc., Invincible designers 
are now offering you new and exclusive types 


You can now display a novelty of practical usefulness 
in the Invincible Steel Desk with the Built-in Con- 
cealed Safe. These safes also built into Invincible files 
are now in popular demand. You can feature the same 





selling advantage in the new type desks 

ons . ‘ . . No.450-P | 

[he desk when closed conceals the safe completely Single Pedeste! Tyeewnter Desh. 
, . Close ew 

[he Concealed Safe unit is inseparably built into the 

des! Asbestos in employed for fire protection. A 

three-point lock operates automatically by a double- 

key system or by a Combination Lock requiring no 

keys 


Write for the Invincible Desk Catalog today! Learn 








- \- 
=| the sales advantages of the new desk types developed > I 
= The types shown at the right are a partial representa- — B40. 450-5 
= tion of the line. The catalog gives you every detail = 
— Write for it today — 
li - 
——_. ~_ — 
-_ — 
. - . 4 or 
— INVINCIBLE METAL FURNITURE CoO. —_— 
—_—, 2 . -—- 
_—_ Manitowoc, Wisconsin o_ 
— — | 
— NEW YORK CHICAGO LOS ANGELES —— WW 
eo R. Orthwine E. E. Blankmeyer M. M. Corbett \— a i} 
— 344 W. 34th St. 133 W. Lake St 1206 Santee St. oo U & 
a ot a nwo.600-T 
ooo by Office Table 


= a <—. 


RE 0 OPUS Are ear 


| 
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OLD TOWN RIBBON and CARBON CO., Inc. W 
Johnson & Prince Sts. V Cmte, 
Brooklyn, 


To our Friends: 


It's not sufficient to sell just car- 
bon paper and typewriter ribbons in pretty 
boxes -- there's no customer confidence and 
repeat business in that! 


Cleanliness in use, sharpness in 
writing, durability and uniformity -- these 
are the factors which inspire confidence in 
OLD TOWN quality. 


The ‘hermetically' sealed OLD TOWN 
ribbons guarantee to your customer perfect 
condition in all climates and places--at no 
greater cost. OLD TOWN carbon papers are 
properly boxed and most attractive. 


OLD TOWN products are made in a spot- 
less model factory under constant scrutiniz- 
ing care that you may receive merchandise 
which is flawless in quality and performance. 


May we help you build a greater ribbon 
and carbon business? 


Cordially yours, 


Be ees Ox Oe &. Vice President. 








OFFICE 


November, 1928 


x~———— "5 
Committee Reports—Dealers 


The 











Stationers’ Association 
en— - iQ 
REPORT OF DEALERS’ COMMITTEE ON BLANK BOOKS 


round up 
report, but as 
matter to do 


National 








endeavored to some 
incorporate in this 
a rather difficult 
attention to one suggestion 
members of blank book manufac- 
East, it was suggested that 
of giving a discount on the 
individually instead of 
priced at list The 
a quick turn- 


Your dealers’ committee has 


constructive suggestions to 
in previous years, it seems to be 

We wish, however, 
In a recent me¢ 


with several 


to direct your 
ting of one 
turer dealers in the 
on slower 


line 


items, instead 
each book be 
catalog for 
competitive 


turning 
that 


the 


whole priced 
referring to 


items that ar 


and be 
and that 


price 


highly have 


over to be priced net, equivalent to the discount that is being 
given 

Dealers who have tried this found that they very materially 
increased their profits, as it was not necessary to give the 
discount on trial balance books, bills payable and receivable 
books. or, in other words, on the slower moving items, 


; 


Another suggestion 
that by a proper display of b« 


this class of merchandise can be 


brought to your committee's attention is 


uund memorandum books sales of 
One 


cabinet for 


manufacturer 
bound 


increased 
display 
had for the asking 


brought out a very handsome 


books, wl 


has 


memorandum ch can be 


THOS. J 
R. T. KINGSBI 
SWANSON, T1 


Dallas, Texas, Chairman; 
Keene, N. H.; A. N 
Wash 


SADLER, Clarke & Courts 
RY, G. H. Tilden & Co., 
ck & Murray, Inc Seattle, 


a 


DEALERS’ COMMITTEE ON BLUE PRINT PAPER, DRAW.- 
ING AND ARTISTS’ MATERIALS 
who handle this 
that a program of education is 
as there seems to be a spirit 
selling of this class of mer- 
making the best of their 
the drawing and artists 


After carefully canvassing the dealers line, 
your committee is 
needed more than 


of indifference 
chandise The 


convinced 
anything else 
as to the stocking or 
not 
out of 


Stationers are 


opportunities make money 


materials, stocking a few items in a half-hearted way 

A closer co-operation should exist between the retailer and 
the manufacturer There has been some complaint in the past 
as to the manufacturer selling direct to the consumer but this 
is also true in many cases of the stationery line (and the world 
still moves on); where there is a willing heart there is also a 
desire to help and be helpful Let the stationer study this line 
with the thought in mind of improving his business; make a 
neat display of transits, drawing instruments, slide rules, that 
will be attractive, and customers will come and buy; select a 
good representative line and push it to the limit; have someone 
study the line carefully so as to give a prospective customer 
intelligent information when asked for 


The drawing material line is a nice clean stock to handle 
and sell Transits and levels are of such improved pattern 
today that the engineer is always interested. One manufacturer 
has so improved its telescope as to exclude all dust and 
moisture, which is an important factor in the use of these in- 
struments and a great help to the man using them, but then, 
one must be sold on the goods he is selling before he can sell 
them to any else 

A well kept stock record will greatly aid in the selling of 


thus enabling the deal 


this line ler to discontinue items that do 
not sell Along this line there has been great improvement 
ads bot by the manufacturer and the dealer who have 
discontinued ma unsalable tems, One dealer writes as 
follows 
By l ga Ci f u PM cord and sales record of the 
ndividual s, which n be used as a guide in replacement 
reering, we dropped 307 items of drawing materials (not in- 
ing sig? writers and artists materiais) without hurting 
I \ i 
4 ‘ 
iry have stands t Ss ln i Ss fam ir 
with the diff: makes rs and brushes ind int this 
ld I é } el! sign wI! r and illustrator 
wi se illustrat boa s and brushes in wl there is 
a nik Pp I is bef e stated, y mus nave 
some “ s | i i W wil \W K a t for 
ali he S 
After carefully reading the report of this con ttee for the 
S 1926-1927 it appears 1 t there is much indiffe e on 
the par f the dealers in stationery to carry this line. and if 
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New speed! 
New ease of operation! 
New adaptability! 
Unmatched Value! 


The new 


CENTURY 
PROTECTOGRAPH 











TS superlative speed alone will win preference 

for it in every modern office. But in this new 
Todd machine there are many more superiorities— 
a fine balance and convenient, untiring leverage ; 
easy visibility with quickly read indicators and dial ; 
a simple adaptability to a variety of business needs 
—and a value that is unprecedented in a moder- 
ately priced check writer. 

You can best judge this new machine by a demon- 
stration. See for yourself how much faster and 
easier it operates. How it can be quickly adapted 
to amount-write practically any document. How 
much more accurately and perfectly it imprints. 
What a fine-looking and splendidly made machine 
it is. The Todd office in your city will send a rep- 
resentative. 


Todd Expansion Creates Opportunity for Salesmen 


National advertising identifies the Todd name with the 
protection of bank accounts—business and personal. New 
models are being made for a constantly widening market 
This era. of expansion means opportunities for men who 
an qualify to represent a progressive organization. If you 
are interested, write to us at once. The Todd Company, 
Protectograph Division. (Est. 1899), 1129 University Ave., 
Rochester, N. Y. Sole makers of the Protectograph, Super-Safety 
Checks and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


eliminates a large percentage of 


raised amounts. 


Protectograph 


The 
check frauds by preventing 


Todd Greenbac Checks with their patented self-can 
eling features, prevent change of payee’s name, date 
and number and “counterfeiting.” 

Standard Forgery Bonds cover the remaining check 
fraud possibilities namely, forgery of signature and 


endorsement 


reery of 


4q<< 
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Nice 
ooking, but? 


times. 


You’ve heard it many 
Nice looking but what good is 


it. And 


equipment lines, the phrase is 


even in some office 


not ill put. 
Bentley and Gerwig have pur- 
kept 


frills in office furniture. 


from the 
The 


line all the way through appeals 


posely away 


to the every day common sense 
of the average buyer—the great 
Honest 


market. value for 


every dollar. 


BENTLEY & GERWIG 
FURNITURE Co. 
PARKERSBURG, 

W. VA. 
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such is the case, would it not be better to discontinue this com 
mittee instead of burdening the association at its annual meet- 
nteresting* 


> 


ing with a report that seems dry and ul 


CHAS. H. LANGBEIN, Chairmar The Stevenson & Foster 
Company, Pittsburgh, Pa 
- 
DEALERS’ COMMITTEE, CARBON PAPERS AND INKED 
RIBBONS 


The Committee on Carbon Inked Ribbons has 
discovered that this field has been quite thoroughly covered in 
little opportunfty te 
offer any new thoughts cannot offer any 
thing very new in our report, we will try to make it helpful by 


£ 


Papers and 


previous reports and there seems to be 


Granting that we 


suggesting some of the following points 


Establish a separate department for carbon papers and 


ribbons. In the smaller or medium size store allied merchandise 
such as stenographers’ supplies (paper, pencils, erasers, note- 
book etc.) may be included to enlarge the department if 


desired This department should be in charge of a competent 
clerk or sales person. The employes in this department should 
make use of the manufacturers’ helps to educate themselves in 
‘onnection with machines and 
papers It is very essential that they know the proper finish 
weight and kind of carbon paper to supply for the various uses. 
also the proper kind and inking of ribbons to use with same, etc 

Establish contact with a good reliable manufacturer who wil 
with you in handling local business which is now 


knowing carbons and ribbons in 


co-operate 
going direct to some other manufacturer 

Carry in stock at all times a reasonable stock of the various 
kinds and weights of carbons, and an assortment of typewriter 
ribbons to fit the various machines in black record and in black 
and red record and other colors, depending on your locality and 

eds Keep a stock record of the carbon papers and ribbons 
stock of same at certain 
ordering whatever may be needed at the 
tire In this way, after keeping the record over an extended 
vriod, you will soon be able to find the slow and fast moving 
your buying 


carrying in stock and take 


you are 


periods each month 


' 
I 
numbers From this information vou can regulate 


as to get the turnover you desire 


Window displays, using the manufacturers oxes and cards 
and featuring the different weights f cart s with lettered 
cards calling attention to the kind of carbon, telling its uses 
and the number of copies that can be made from it will attract 
a lot of attention and help in building sa 

Establish a follow-up system of buyers and prospects 

Consider the adoption of the coupor ook plan of sales t 
Assist in If ow up 

Organize activities so that necessary t e will be available 

! : salesmen g 1 i istomers and 
" spe n their offices 

Make a juitable division of profits on goods sold with the 
active and industrious salesman 

Due »t fact that the average stationer has not paid an) 
attention te the sale of these goods, it is brought into exist 

‘ ! spe It house concerns that make a business of 

] “ ons and ribbons entirely they employ a corps oft 

les \ ar streets ev i nvassing from 

offi Their busir s r } x organized and 
w up customers very closely and are getting a large 
carbon and ribbon busines f this country 

\ f < mpet stationer 
‘ tak n interest in studying our istomers' conditions and 

t s ind nak m I SURB 
I this way we will get a share f the ness which is 
u rs 

y irs for a better carbon and bbor isiness 
IAMES McCOLLUM, Springfield Office Supply C« Springfield 

M s CHRISTIAN LAUGHT, JR Luca Bros In Baltl- 

Mad FRANK WALLACE, Kelley-! e Printing Co 

WW ae lexus 


> 
DEALERS’ REPORT ON COMMERCIAL FURNITURE 
ACCESSORIES 


I the preparation f this report the « mittee found itself 
i i by the fact that this being ! ‘ mmittee creat- 
t ear’s convention in Bost t e was no previous 
T Ww ty guided There is erable debate 
i s \ if = Ss eT i t ssories ist 
t $ al “ i ff ! ‘ f items 
’ I s h i i t s i T re acces 
“ “ | “ tt d led i s costumers 
re esk ets k we : | hair cus! 
I t s ! t vil t the ve 
" Y ; j < t f " or 
rta ” 
I rtant purpos i mr s try and 
bring vays and t i | t) of 
= r ~ is ‘ ver t bu Zz ‘ 
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Vance K. Miller Co. of 
Dallas made this striking 
display. A profitable use 


for» indo» space 
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| 
A utopoint windows like this pay, Gregory, Mayer & Thom tell us i 

Look at these windows! One from WV 
Detroit, one from Dallas and the JS) If 
third from Chicago. / fo aes ; 





Stationers everywhere know VY 4 
Autopoint for a live profit item. 











Brentano's have five large stores. The Chicago window furnished this photo. 


All over the Country 
they say. ..“Autopoint’ 


INDOWS are worth money. In this Brightly-colored displays that attract the pass- 
er-by, are provided with every order of Auto- 


to feature a slow mover. points. Make an Autopoint window now. 
Autopoint is the pencil for fast sales. As Feature this fast-moving line — the livest pencil 


testimony we offer these windows. The big in the trade. 


day of keen competition you can’t afford 


Stationers know that an Auto ont window Days. ys ’ 
P pa) Write—or ask your wholesaler’s 
salesman 


All Autopoints are made of Bakelite, in wide 
variety of color effects and a range of models 
“Better Pencil” , 
and prices to fill every need. 
Made of Bakelite 
AUTOPOINT COMPANY 


4619 Ravenswood Avenue, Chicago, Illinois 





Stock Autopoint and display it. You’ve never 
had a pencil proposition like this before. 
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h stamping devices and inking pads, each 
i e Se a leader in its field and performing its 

work with unfailing supremacy. We guaran- 
tee the dealer prompt, exact service in filling 


Stam his orders. We can refer to many dealers who 
DS call upon us in all stamping and marking | 


problems. 
RUBBER “Np 
METAL STAMPS 


OF EVERY DESCRIPTION 
Defiance Band Dater 


W E make high grade rubber and metal 





A small compact dater 
of unusual merit. BE- 
LOW, at left, the 
Triumph self-inking 
band dater—a most popu- 
lar model of ready sale. 


dealers 
CVCry- | EXCELSIOR STAMP PADS 
where | 44 ey 








Inks for all 
needs—Volger’s 


=~ inks fit 
ui Supreme in 
WOLGERGS i every need. In- 


scOMBINED. § delible, penetra- 
tive and water- 
proof inks whose 





The Excelsior Stamp 





quality has nev- pad has long been recog- 
er been ques- nized as the pad of 
tioned. quality. 


For a catalog illustrating and describing the 
full line of stamps and inks, with prices— 
write us today. 


PAL “itl 6 (cif “Tiny | 


INCORPORAT 
ke 


80 Duane Street, New York, N. Y. 
Selling Agents for 
B. G. VOLGER MFG. CO., Passaic. N. ] 
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ficient stock control, and improved store and window display, 
better advertising and keener salesmanship. We will touch 
briefly on each subject in the order named. 

Careful buying. There are dozens of staples in the stationery 
stock that can be termed commercial furniture accessories and 
then again there are many items that are liable to be sold 
largely. in connection with the sale of a desk and chair or office 
outfit These items are the ones the buyer must gamble on 
and when new items are introduced that look good as new 
numbers the buyer must be cautious at first to see just how 
good his judgment is and determine the salability of a new 
item. It is better to take on a limited quantity and reorder and 
perhaps pay a little longer price and transportation cost 
and determine the demand and appeal of the item than to hit 
it hard and find it is not half as good as it seemed and take a 
low profit or perhaps a loss on overstock An item may be a 
fine selling one in one city and slow in another, and the sal 
force in one store may take to a new item and sell quantities 
and another sales force in another store not take to the item; 
with the result of slow sales and perhaps loss Therefore an 
item should prove itself before giving it a first row berth in 
your stock 

Stock Control It is to be assumed that a stock control will 
cover items that have a pre-determined value as sales items in 
stock and have earned for themselves a place in the written 
records of a stock control Every stationer is more or less 
familiar with the various forms of stock control and the ap- 
parent value of such a record It is sufficient to say that any 
item of commercial furniture accessories should be controlled 
by such a record There is less chance for over-stocking and 
better chance to keep proper stock on hand by such a record 
There is also the satisfaction of knowing how many of each 
item are sold in a given time, The cost of the record is in- 
significant as compared to its value 


Stock Display The stock that has in it a line of office equip- 
ment has a decided opportunity for the promotion of accessory 
sales A furniture show room can have desks shown with 
countless items of desk trimmings, chairs with cushions and 
mats, costumers and waste baskets A well arranged furn 
ture show room with desks, chairs and filing equipment, dressed 
wit the accessories expected to be found with them in actual! 
use has a decided appeal; it actually helps the sale of the furni 


ture to have the proper fittings A desk stock for instance 
without the accessories shown is more or less a flat display A 
selection, of course should be made of items that harmonize 
with the furniture as to color, size and usefulness Stationery 
stock displays can be well arranged in show cases and on tables 
of most all the items constituting commercial furniture acces 
sories They, if properly displayed, will promote nquiry and 
create desire on t part of the prospects, often the sale of ar 


tem of merit, may be promoted by the offer on a show card 


connection with the display to deliver on approval or trial 


thereby giving the item an opportunity to prove its usefulness 
i value t the pros} 

Window Display The same rule regarding desk and equip- 

ent in furniture and st ! lisplay would apply to window 
lisplay except that the window must function as a means to draw 
the prospe the stor reate, even more, desire for the 
tems offered 4 window t " irge degree reflects credit or 
otherwise on the store and what it has to offer in the way of 
merchandiss« nd service Items shown in window displays 
should be very carefully selected as to usefulness, size, color 
and price ppen! The S 1 ir ll cases be in perfect cond 

ind free from soil or dirt So many times windows are 

appea g except for one or 1! re items that are soiled or do 
I harm Ww ‘ r! ndings 

Better Advertising. Most stationers advertis« ffice furniture 

| ju r i 1 forget x re the i ess s tna pa 
£ r re n profits It w d seem that items of acces 
sories sl 1 be advertised in connection wit)! ffice irnitur 
ids For instance a desk ad telling al it the my ur of 
having a modern desk in a modern office would |} ir more 
appealing with the telling of the fact that a costumer, waste 
basket r trays, fountain pen set or any one of man; 
tems of accessories can be had that will match or harmonize 
w the item advertised While the advertisement would talk 

pally about office furniture, the impression would be 

eated that all items needed to make up a complete and con- 

nience office could be had In addition to advertisements 

d with furnitur there are many items of eSsol 

that are worthy of separate and special advertising Man 
stationers are apt to advertise the items that run in big n 
ana forget a about tl t ems of accessories; or rather let 
them take care of themselves and take it for granted that if a 


man comes into the store and buys a desk, chair or file, he will 
aturally buy all the trimmings; such is not the case and the 


ivertising and proper display 
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The Junior 


Envelope Sealer! 


The ideal envelope sealer for small 
offices, where the volume of mail does 
not warrant one of Standard’s auto- 
matic sealers. And larger mailers will 
find it handy, to use in conjunction 
with automatic sealers, for bulky mail, 
catalogues, and all shapes, styles and 


sizes of envek pes. 


FKach executive needs a Standard 
Junior in his private office for sealing 


his personal mail. 
PRICE 


$12 
Standard— 


MAILING MACHINES CoO. 


Agencies in Principal Cities——Service Extended Everywhere 
Envelope Sealers—Stamp Affixers 
Postal Permit Machines 


Revere Boulevard Everett, Mass. 


For descriptive literature 


Clip the Coupon 
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The “EDUCATOR” 


—a NEW “Apsco” Model for 


Kindergarten and Primary Grades 





The “‘Educator”’ is designed to meet the 
long felt demand for a Pencil Sharpener 
which should produce a short blunt point 
pencils 


on 
diameter. 


It 


self-centering Guide, 


$450 
| yo 


larger than 


is an all steel model with the NEW 
which keeps 


pencil in perfect alignment. 


Adjustable for pencils or crayons up to 


15/32 of an inch. 





And here 


It's a great ‘“‘Seller’’ 


Automatic Pencil Sharpener Co. 


CHICAGO 


is the machine with a record 


of the LARGEST SALES in the world. 


The “CHICAGO” 


The famous Dollar Pencil Sharpener 


IN THE HOME 
Write for Catalog 
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ales people overlook 


the possibilities of increased sales for themselves and increased 
profits for the owners through accessory suggestions A sales- 
! wl er he be an inside or outside man after a sale of 
ture f a substantial amount is liable to take the attitude 
! ! s ild worry about the $25 worth of accessories as long 
got the big items In this day when the net profit is so 
ted on commercial furniture it takes all accessory business 
e to make the big show pay 
T s no question but what the access part of an equip- 
ile is an important and profitabl ne It is important 
se it is badly needed to average up the profit on the sale 
i fitable because while a buyer may barter for a low 
the equipment, once is sold he is generally speak- 
money for tl i ssories and n y cases $25 worth 
t sories shows as n profit as two or three times that 
f furniture Then again the right and best time t 
i ries is in connection with t sa f the main items 
1 in the buying mood else he would not have 
nitur rde His confidence has been gained and 
s ‘ ible t i ‘ suggestions and less likely to get 
‘ from you and go to a competitor for his accessories 
’ s an illustration A store sale was made of two 
‘ IN safe and about a dozen chairs, amounting to $800 The 
salesma was elated over being successful in securing the or- 
ds in a fleld of competition but did not forget the value of the 
ler for the furniture accessories and suggested that the buy 
‘ lect the other items needed to complete his office He was 
waved aside by the statement that he (the buyer) did not 
} w what would be needed and that he would leave that up 
t the stenographer The salesman ventured to suggest that 
e t wouid surely need a nice ink well for his own desk 
1 the uver admitted as much and furthermore admitted that 
! ind 1 his stenographer should make the selection, with 
t! re t he bought the ink well and apy} ximately $60 worth 
ther cessories and in a pr abilit e told the stenog- 
raphe he id bought ertain it ~ fi gs i connection 
witl fur? i and for he to g balance of the items 
eedec from tl same stor FE i his par llar case the 
s grapl bought approximately $ of additional ac 
ind the ratio of profit « ti f the $190 acces- 
al vas such that the prof n entire order was far 
! sa ict thar t ld have possibly been on the 
f \ ma paying $t for a desk is liable to ac- 
ggestion of a waste basket at $3 or ink well at $ 
and } ips a sugges n Ww sell a $ iir cushion with a 
$ Suggestion I va prospect explained 
a é rh Xe sed ! smart who can 
ms ssories in with desk and 
eq ne will i his s sit i lands vying more 
Y rygir f te his eT p 
d ! “ sales | t 
! ! } " ries ir f 
ie ter } on 
s é s i that are a 
i ft r be ‘ 
pr \ ad 
ul sol 
\v 
\ I al 
i i i t of 
W t« 
~ i ‘ 
ds it 
fur is 
kK tr ind in) 
sit th we i l ake 
! ne Ir I fa 
we i t £ n 
it x planning proper 
i “ w dist “ a ing’ a 1 sug 
re it Si in | ind profits ir 
“ i s 4 eg it r s rgeanizat s 
s ind i sta t 1 es] ally thos 
2 jua S al} i i na s 11S 
I quipment Or a I tt aler 
is mat £ i s possible every 
st I ind t s i ea r sells a 
ce nt n the s It is rue i } m be of 
s iw ! large, t so W p 
Res] f vy subn 
GORDON I BARGER, ¢ " ar Ceda lowa B. ¢ 
MecCoy I ng? \ i : 
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| GAM CMt_2/00N ts selected 
: fe ] } b 
a HE Chicago Theatre, one of the Swaystop dividers. Although not a par- 
) leading moving picture and variety ticularly large installation, the ability to 
houses, maintains what is known paren, furnish the particular type of 
as one of the most complete music (THE BIG equipment desired, immediately, 
HE PLETE LINE 
ad libraries in the country. To facili- ; Beas makes it unusual. This is typical 
< af ‘os ? 
ca tate the handling of this large 2 aay ro caren of many installations where a 
ae and varied assortment, they ate complete line is essential. Van 
* called upon the services of Van Dorn. Dorn can offer you as a dealer, an un- 
§ The above illustration shows a part of usual opportunity. Write for catalogs 
the large battery of files equipped with and information regarding our dealer plan, 





THE VAN DORN IRON WORKS COMPANY 
= CLEVELAND: OHIO 
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NY item that meets a demand, that sells at a 
reasonable price, and that allows a big profit, 
is a necessity to the dealer! 


The “Force” No. 150 not only allows a big profit 
—it allows the biggest profits on a popular priced 
numbering machine today. An extra dollar profit 
on each sale! And it represents the biggest value 
that can be offered to the consumer. 


By showing that they are a real business neces- 
sity, the booklet reproduced here, has sold many 
numbering machines for our dealers, and the 
dealers we have served in this way, now realize 
that selling the “Force” No. 150 is a necessity to 
their business, too. 


IFOIRCIE 


Model */50 
AUTOMATIC NUMBERER 


WM. A. FORCE & CO., INC. 
105 Worth Street, New York 
180 No. Wacker Drive, Chicago, Ill. 
573 Mission St., San Francisco, Calif. 
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DEALER’S COMMITTEE ON STEEL DESKS. 
Gentlemen 
In submitting our report to this Association, we are not un- 
mindful of the fact that steel desks are a comparatively new 
item in the office furniture field We, however, have not for- 
ten that wood desks have been a staple item for many years 


gz 
and will no doubt continue to hold their own The growth of 
the demand for steel desks in the past several years has been 
phenomenal, and the dealer who does not realize this increas- 
ing market is not mindful of his own interests The time has 
arrived when it is just as important to carry a line of steel desks 
as it is to stock steel filing cabinets The field is ripe and the 
time to stock them is NOW 
In this report we are ende oring to cover the subject, as 
concerns the dealer nder three headings, name Fabrication 
Prices and Lis nts ind Marketing 
Fabrication. 
Under the first heading we ez to report that there is a gen- 
il des in gett i f rers, Which we heartily approve 
to stick to uniform sizes of ot lesks and tables; that is, the 
flat tops, 45-ir , 50-inch, ¢ ! and 66-inch; in typewriter 
lesks ncl n and 60-incl We recommend that the 
in cturers adhere to these sizes as nearly as possible We 
think the {-ir lepth is proper and expedient We trust that 
inufacturers Wi ot de ite from these sizes as so many 
‘ sk nufacturers ive done in the past 
As t grades t eel desks, Ww see no need a present 
r n we ar | ea re than e two grades, name 
l mer grad i | x utiy grad ] 2 
hat these two fill all wants 
As t f shes, we re t er that the manufacturers carry 
stock, n nogany walnut nd green We see no necessity for 
eir carrying oak, when the demand is so small, and this finish 
an be treated under the heading of special work 
rhe finis given us in mahogany and walnut seems to be 
entirely satisfactory and is ver near uniform as offered by the 
lifferent manufacturers, but the many shades of olive green 
seem t is to be entirel nnecessary and we would recom 
end a more nearly uniform green finish by all manufacturers 
Of course, we realize there may be some arguments favor of 
each manufacturer having his own shade of olive green, but we 
re satisfied, from a dealer's point of view, that these argu- 
ts for ndividual finishes ars not nearly so strong as 
those for a 1 re uniform green finish We are not undertak 


ing in this report to go into the pros and cons of this subject, 


but simply pass it on with the recommendation that the manu- 
facturers get together a more uniform green finis! 

The idea « tere ingeable drawers in steel desks is an ex- 

ptional advantageous ne to the dealer, and we recommend 
all manufacturers embodying this feature Steel flat top desks 
equipped with two vertical letter file drawers can often be sold 

i small user 1 suit his better than a desk and a filing 

binet, and by so doing we would win his confidence and render 

na service The advantage f being able to interchange the 
drawers before the consumer's eyes is impressive and self 
selling 

We recommend brass drawer pulls on all commercial grade 
lesks as we fee! it gives more tone to them 

Ir osing the subject of Fabrication of steel desks, we feel 
that the manufacturers have done, and are doing, their shat 
na t x pt s to d ( rs 

Prices and Discounts. 

rhe subject of prices and discounts has long been a bone of 
contention between manufacturers and dealers In these rec- 
ommendations we have endea red to look at the situation from 
th angles 

W on nd tha i al d by ! manutfa r 
which is double the factor cost We also recommend that the 
manufacturers allow an extra dis int of 5 per cent where 
steel desks are bought and delivered in carload lots. This dis- 
ount to be treated as a quantity discount only It seems un- 
ist to us for the manufacturer to feel that the dealer who has 
mfidence enough to iy a carload of desks should not be given 
more consideration than the dealer who on orders a single desk 
it a time There should be some incentive for the dealer to 
arry a complete stock W “oO recommend that a dealer who 
ves not carry a representative stock of steel desks, but who 

ly orders out a sk ata w h he is si fr cata- 
g. be allowed a smaller than the dealer w irries 
e st c 

We are pposed to e principle of manufacturers making 
ntracts wit nation-wide users under various percentages of 
liscounts The dealer cannot afford to handle these national! 
ontracts on a basis of ) per cent to 30 per cent discount, or 
even at times more, without actually losing money We would 
have no particular objection to such contracts if the discount 


Was not so excessive In other words, 10 per cent to national 








OFFICE APPLIANCES 137 


‘Three New 


IMPROVED 


Smokadors 


Model 6—Latest addition to the 
Smokador line. Flat, non-rock- 
ing base. One piece, open bottom 
pedestal. Sanitary mason jar for 
litter in base—easily removed 
from bottom. Two snuffer-grips 
on tray. Six colors. Price $6.50— 
West of Mississippi, $7.00. 






Model 5—New de Luxe Rock- 
a-by model of graceful design. 
Ornamental! handle with holder 
for Swedish or book matches. 
Protected sanitary mason jar for 
litter in base. Two snuffer- 
grips and special screen on 
tray. Eight colors. Price 
$12.00-West of Mississippi, 
$12.50. 


ERE are the latest additions to 

the increasingly popular Smok- 
ador line... new semi-rocking Model 
4 at $7.95... mew de Luxe Rock-a-by 
Model 5 at $12.00...and now the 
new non-rocking Model 6 at $6.50. 
(Prices 50 cents higher west of Mis- 
sissippi.) Each with improved, pro- 
tected, easily removed and easily 
cleaned glass receptacle in base! 

These new models at these attractive 
prices will give you new sales and prof- 
its. The entire Smokador line is now 
being advertised to your customers in 


Bodie! Guciiien eami- the Saturday Evening Post and care- 








rocking Smokador at a 
popular price. 22 inches 
high; one snuffer-grip 
and match-box holder 
on tray. Easily cleaned 


fully selected newspapers. Write today 
for a sample of any Smokador model 
you have not seen. It will be sent for 


protected glass recep- 
tacle in base. Six col- 
ors. Price $7.95— West 


ing Co., Inc., Bloomfield, N. J. 
of Mississippi, $8.45. ; 


M odel I (Left)—Original rocking model, also known as Rock- 

a-by Smokador. Weighted, rounded base brings it back to 
upright position when bumped into. Tray fitted with snuffer- 
grips; match-box holder on handle. Eight colors. Price $10.50— 
West of Mississippi, $11.00. 







Model 2 (Right)—Smokador de Luxe—semi-rock- 
ing—Italian in design—six colors. Snuffer-grips on 
tray; cigarette and match-box holder on handle. Lit- 
ter drops down stem into protected mason jar which 
can easily be unscrewed, emptied and washed. 
Price $13.00—West of Mississippi, $13.50. 


Model 3 (not illustrated) differs from Model 2 in 


having a flat, non-rocking base. Price $12.00— 
West of Mississippi, $12.50. 


| TRADE MARK | 
The Ashless Ashstand 


Won’t SMOKE , 
ODORLESS ’ 


© 1928, 8. M. Co., Ine. 


free inspection. Smokador Manufactur- 


Won’t SPILL 
Easy to CLEAN 








° ON SELLING 
FILING SUPPLIES 








to render service to your customer...and 
your firm. 
worth $5.00 per year for upkeep! 


. 


-NO.O 


— 





iS 


~ ! 














=) 4 S =| 
~ iP Se | 
= =~ =v —y | 
> ; } 

= O fae 
~ aF = ; oe ~~, 
-_ — 


> a 


Every drawer is 
worth $5 a year 
to you...if.. 


Ricut now you have your greatest opportunity 
to earn profit for 
It is said that each drawer of a vertical file is 
If you get your share of 


this business, it must be sold between now and January Ist. 


Your customer will not only need transfer cases, 


but he will need miscellaneous folders, monthly folders and 
other transfer items. 


of your customers. 


Make it a point to visit the file room of every one 
Ask questions. You will find many 


chances to make recommendations that will better the file 
and increase your sales. 


See that every customer of yours has been given 


the opportunity of starting his file at the beginning of the 
coming year with a perfect index,,.and you will stand out in 
his mind throughout the the year as the one salesman who 
sold service and not merely merchandise. 


To Sell More, Think More! 


CTthe WABASH CABINET (. 


WABASH, INDIANA 


MAIL THIS COUPON 


The W abash Cabinet Co. 

W abash, Indiana Date 19 
Please place my name on your list to receive new 
Sales Ideas, and tell me more about your plans to 
help increase Supplies sales. 





Nam = 


Address 


Firm 
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isers we feel would be justified, but a 45 per cent discount is Out 
of all reasor Oftentimes the same manufacturer will have 
varied discounts under national contracts, and whenever these 
com] ations arise, it causes friction It would be better for 
the dealer or manufacturer to have no national contracts what- 
ever und let each job stand on its own footing, than to have 
onditions as they exist today 

The freight rates on steel desks are excessive as compared 
to other office equipment, and should be brought to the attention 
of the proper committee of this organization to see if some 
reduction can be made The manufacturer's packing of steel 
desks today is so near perfect, that there is very little excuse 
for damages in shipments The percentage of damages should 
be and we feel sure is, extremely low, and a thorough investi- 
gation should result in reducing the freight rates on same 

Marketing 

The subject of selling steel desks to the consumer is without 
a doubt the most important of the three headings under which 
this report is summarized Since, as before stated, the steel 
desk is a comparatively new item with the dealer, it necessitates 
more demonstration and adequate displays 

The old argument that the steel desk was a cold proposi- 
tion, had no warmth, etc., is fast passing and can be easily over 
come In the display of the steel desk, “dolling it up’ with 
desk lamp, inkwell, letter trays, et« eliminates these seemingly 
objectionable features Of course, to display them in a long 
bare row will not cause the prospect to warm up to them, 
but iking a display as you would a suite of period furniture, 
ou will find the effect entirely different To have the chairs 
natch the desks, particularly in the olive green, is very essen- 
tial and is very effective toward making tl sal 

We cannot expect the consumer to be enthusiastic over stee’ 
desks until they have been demonstrated to him and he has had 
a chance to investigate the experience of users Any new item 
in any field must pass through the same adolescent period. We 
are too prone to take too much for granted in our demonstra- 
tions of the steel desk and do not go into the selling arguments 
is thoroughly as we should Don't overlook the fact that it is 
1 new idea to a large percentage of the prospects, and give them 
the full benefit of a minute demonstration 

With the hearty co-operation of the manufacturers in their 

" : advertising campaign, direct mail advertising, et 
ogether wit their protection of legitimate dealers, the future 
success of the steel desk is in our hands 

The stee desk has passed the experimental stage and has 
ome to stay Dealers who are not already on the “band 
wagon should get there whole-heartedly at once, and those 
w are already on it, should “carry or and help make the 
lemand attain the proportions necessary to make the steel desk 
the best buy in the office equipment field 

Respectfully submitted 
SS & HOWELL, Chairman, T. H. Payne Co Chattanooga 
Tenn MICHAEL BARD, Nixdorf & Bard, Lancaster, Pa 
ZAC P. SMITH, JR., Zac Smith Stationery Co., Birming- 
han Ala 
+ - 
DEALERS’ COMMITTEE ON WOODEN DESKS. 
One of the subjects we were asked to report on was Manage- 
ment and Financing 

= mu is been written and said his subject that it 
eems a ttle out of place in this particular report, so it has 

! mitted 

The store personnel in general can add greatly to the sales 
f the Furniture Department by thinking in team terms, and 


remembering to remind customers that Wooden Desks can be 


hased in their store This team play can be carried fur- 

her by tl utside contacts of the inside personnel, who must 
be taught to bear in mind, always, the Furniture Department 
from a standpoint of tips 

Ine tside personnel in general, and the specialists in par- 
t r, should have information on wood desks so compiled, ar- 
ranged and filed that it is quickly accessible at all times. This 
nformation should not only be a full coverage on the line or 

es they pus! preferably line but should over, up to date 
the ympetition they run into, not on! t inswer competition 

so that any statements they may make are truthful about 

mpet t The latter is very important as a misstatement 

ywever unintentional on the part of a salesman, if found out, 
often causes the loss of a sale and worse the oss of a good 

stomer, and, it certainly is not the wish of ar good dealer 
t e untruthful about competit 

Stock control of desks is a comparative eas problem A 
perpetual inventory should be kept by the larger dealers and 
the smaller dealer can see ver plainly what he has in stock in 
desks. The stock should be controlled also by a ireful analysis 

the | market 

In t ! lesks, specialization on one ne wi elp greatl) 

ward simplifying the task By specializatior r standardiza 
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Write Today 
NEW SHIPMAN-WARD WHOLESALE PRICE LIST 


Ways Shipman-Ward Gae 
Saves Dealers Money 4 

















£ 
a 


W ee 
100% Rebuilt Underwoods < 
Semi-Rebuilt Underwoods 
100% Rebuilding Service 


Exchange Service 





Installment Financing 


Rental Underwoods 


Welding Service 
. Selected Rough 


Underwoods 
Underwood Parts 


CSC ONANHAWHN 


All These Features Explained in 
Our New Price List. Write Today 


SHIPMAN-WARD MFG. CO. 


Established 1892---36 Years Servicing the Dealer 
1778 SHIPMAN BLDG. 


4401 Ravenswood Ave. CHICAGO, ILL. 
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ARE YOU 


LOOKING AHEAD 
TOO? 


In the minds of far-seeing employers, 
ordinary Office chairs that overlook the 
fact that the body is a thing of curves 
—not angles—are already obsolete. 
Correct posture seating is coming— 
with arush. Derby Correct Posture 
Chairs fit the body, give all-day 
comfort, lessen fatigue, increase 
output. They have exclusive 
patented features available to 
no other manufacturer. Be 
sure to investigate this chair 
fully before determining 
your chair line for the com- 
ing year. Exclusive repre- 
sentation granted to 
qualified dealers. A re- 





quest will bring full de- 
tails. P. Derby & Co., 
Inc., Gardner, Mass. 


410TW 


DERBY 


Correct Posture Chair 


Made Under Earl Thompson 
Seating Patents 
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tion, the buying task is often lightened by the 

himself, as, one of the essentials in standardizing on a particu- 
lar manufacturer is his integrity Faith can be put in his ad- 
vice in the matter of buying desks that will sell Naturally 
this comes down often to the traveling representative of the 


a house is going to 
as he does want an 


manufacturer. This representative of such 


try his best to put goods in that will move 


order once in a while, and he’s not going to get it if he finds 
a stock that is not selling on his dealer's floor 

Another requisite in standardizing on one manufacturer, and 
which also touches on his integrity, is the matter of protection 
The Chairman of this committee has had a recent example of 

it the latter sentence means 

Afier standardizing on a particular ne for twenty-three 
ears the dealer's salesman brought a representative of the 


nufacturer to a prospect in a nearby town where the manu 


facturer Was not represented The line was deeply impressed 
the prospect, and was wedi up strongl by the dealer's 
i sma 
Ihe tcome of t leal was that the facturer sold the 
I was i nsideral i local niture 
lealer 
manufacturers lo not mer faitl t part of a 
ier na tr he ¢ ! his committee 
i t ned 
! ( i an’ «obr ! é i t is a 
ga nst s ' ! it ucl 
sul inn I t i rs protect the 
lealers 
Wit re r ‘ t sales nsnify s ndve 
tisin i tie poen s t ir 
The Fisher 
W i rT er s 
= s I t in 
Ir ! ! daw 
His ed 
it snir fer 8 S 
\ £ sts Ww ilies 
Fer ft s eigt 
\ retop sails 
The sun came up 
And the sea went dowr 
The roofs gleamed 
In the distant tow! 
“What be vou fishin 
Fer now, old head 
Right now, Im fis 
Fer fist he sa 
E. LESLIE SPAULDING 
Without a definite | n in selling and i ising advertising 
\“ h latter is part f sales anshiy i t of time and ma- 
terial is wasted 
Too much time is spent fishing for nprofitable shadders 
ul foretop sails and for profitable fist 
The salesman who makes the most calls is not very often the 
yne most productive 
The use of a large amount of advertising does not mean 
it a proportionate amount of return is to be expected 
4 little more thought and planning on the part of the sales- 
man on each call and a ttle more use « 1vouts and stage 
settings in selling a prospect will not nly produce more sales, 
but will lead the prospects to better and more profitable mer- 
indise 
Hit or miss rapid fire selling and advertising will not bring 
ts. or lasting s rs 
Manufacturers spend ountiess dollars it idvertising, and 
vise dealer will not only hook pm wit the national adver- 
sing magazines, but will give more t geht to the intelligent 
sé scriptive natter, catalogs, window trims, et 
This report is t intended t star information 
tell anyt g ti s iirea h it embodies 
points, that will bear dis ss 
PAUT R SOUTH Wil I i r Pr tine Co 
Indianapolis, Ind., Chair i Dealers’ ¢ eon W len 
Desks 


> 
DEALER'S COMMITTEE, FILING CABINETS AND STEEL 
EQUIPMENT. 


Ww e this report was to consist f dis ssions for the 
etter merchandising nr lit i ire mpelled by 
ison of agitation fror mar lealers | er sul 
ts such as standardization of sizes, increased dis ints, cut 
¢ down the number of grades of filing cabinets, and other 
matters of vital interest to manufacturer and dealer alike 
A rief questionnaire sent to a number of dealers various 
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Pr, and 
tection. J YPEWRITER and office equipment dealers 
nents! are urged to make a window display test 


Put a Wil-Fre in the window with our 
display posters and watch results. Check the 
ew visitors to your store. See for yourself the 
attention this new typewriter-writing desk 








° 
EP ROR eg me 





commands 


rniture 1,500,000 Portables 


Until the Wil-Fre was placed on the market a 
few months ago, there were 1,500,000 typewrit- 
w ¢ ers without a home. While designed primarily 
“e to house the portable typewriter, the unique 4 
construction also made possible an attractive NW 
udve writing desk and table—all three combined 
in one 


a 
oe Oe weer 








No. 101 Open 
36”x20” 









i—Cover raised; 2—Concealed light; 
3—Stationery; 4—Walnut; 6—Piano 
hinge; 6 Any portable typewriter; 
7—Finger and thumb draws type- 
writer into position; 8—Open drawer 












front supports base 9—Automatic 
typewriter base; 10—Metal tracks; 11 
Hinge; 12—Easy sliding drawer 



















: 

< . 

AY ) 

Ss For All Dealers 

saeteal <n Office furniture dealers, commercial 

. me — Stationers, typewriter} dealers—the | 
n - 

aS Wil-Fre is your opportunity. It / 

sAderé | Vi does not conflict with any other ; 

— S S line because there is nothing on 

—— — | ed . 

. FAG the market like it. Send for details . 
mean Zee Aa of propos.tion ; 
sales- 
stage 
sales, 

+ mer- 
bring 
and 
iver- 

saeaal Che Wil-Fre Desk 

makes a wonderful! 

— Christmas gift for 

lies wife or friend. The 

most practical holi- 

day item in your 

rooden store 

TEEL 
he 





“ | WILcoFRE 2501 Homer St., Chicago :. v. messes sons co. 
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CY) SHEMLEL RHEE EBEEBRILOW BLENEE 


THE COMPLETE When your outside men are checking up on Transfer 
BERLOY LINE needs this Fall, it will be to their advantage to have the 


Stee] Desks and Tables 


































: complete Berloy line to sell. 
Steel Filing Cas A 








Transfer Units 

Wardrobe Cabi . : Z - r'e ~ i an ane _— “sr 
Cn The salient points of “THE LARGEST SELLING 
Desk Cabinets . : 3 
coon bee y ne TRANSFER CASE in the World” are shown opposite. 





B-Label Sates 
Plan Drawer | 


No other case has ever equalled it in profitable volume. 





Half. Sections Combine this fact with the sales potential of the line 
Wedge-Lock She iM e a - 
Stee! Lockers that meets every requirement of the modern office. Add 
Bank Vault Truck 2 . : ‘igh ‘ . 
to this the Berloy line of Steel Shelving and Lockers and 
you will see why leading office supply dealers are investi- 
gating and signing the Berloy Agent Contract. 
\ A letter or phone call to our nearest Branch will bring 


complete information. 


THE BERGER MANUFACTURING CoO. 
CANTON, OHIO 
BRANCHES 


. Har 4 Milwaukee Roanoke 
B Houwst M: —— Rochester 
Chicage Indianapolis Montreal San Antono 
° ~ c a Jack i Newark, N J San Prancisco 
Wy > C umbus Kansas City New York Seattle 
: Z Da Long Island City Philadelphia St. Lous 
/t 'y Detroit Los Angeles Pittsburgh Toronto 
f i> EXPORT DEPT. 516 W. 2%h & New York City 
sas r7, fig 
= 


\ 
t ZS 


> he 
BERLOM 


STEEL TRANSFER UNIton 





: THE BERGER MANUFACTURING CO. 
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Munson QUALITY 
SUPREME 


VERYWHERE 
that rubber typewriter 
keys are used Munson is 
known for outstanding 
Quality in material, 
workmanship and _ ser 
vice. Munson Interna 
tional Rubber Type 
writer Keys do more 
work for their size and 
cost than any other office 
necessity. 


High standard of Qual- 
ity and National De- 
mand for Munson Keys 
create a profitable mar 
ket for retailers. 


No premiums 


just the best 
in profit-mak 
ing. merchan- 
dise. 


ONE GRADE 
KEY ONLY 
THE BEST 





MUNSON SuppPpLy COMPANY 


The Largest Rubber Key 
Factory in the World 


348 Hudson Street NEW YORK 
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parts of the country, made it necessary for us to discuss the 
subjects referred to. 

Merchandising of Filing Cabinets and Stee! Equipment. 

It is pleasing to note the progress our dealer members have 
made toward better merchandising of this commodity in the 
face of keen competition by direct to consumer manufacturers 
While there is a market for a low priced steel upright file, 
many dealers are stocking this grade for the purpose of show- 
ing their prospective customers the advantages of a higher 
grade file On the other hand, many dealers feel that the 
lower grade file requires more servicing, owing to its cheapness, 
hence they should have a higher margin of profit on the cheap 
file 

The dealer with a trained sales force, knowing the value 
of quality, has a larger sale of the better file The file busi- 
ness used to be a floor sale business; now it is a highly 
specialized outside sales problem. A salesman with a complete 
knowledge of the features of his file, in comparison with a 
competitor's, and equipped with a detailed illustration of sus- 
pension slides, roller bearings or ball bearings, various gauges 
of drawer fronts, side panels, etc., and further equipped with 
real photographs of installations made in his immediate vicin- 
ity, will impress any prospective buyer Just what grade 
to sell the customer is not a difficult matter While some 
manufacturers offer from two to six grades, and in various 
units from two to five drawers in letter size, the salesman 
should dwell only on life long service, and standardization of 
equipment 

With the manufacturer's co-operation in the way of adver- 
tising matter, and by instruction of manufacturer's salesmen 
at dealers sales meetings, the dealer is better equipped today 
to get his share of this business 

Dealers are taking advantage of manufacturer's offer to 
send salesmen to factory schools, giving more attention to filing 
systems and instilling confidence in salesmen that their prod- 
ucts are right 

While many dealers may have to contend with trade-ins 
when selling new filing equipment, they have had very little 
difficulty in disposing of the old equipment, providing they 
will brush it up a little and put a price tag on it, plainly 
marked, with a figure that will include a fair handling charge 

The selling of storage cabinets and miscellaneous equip- 
cupboards ete., has 

Again demon- 
etrating that by presenting suitable illustrations, showing ac 
tual photographs of how the equipment will look in the man’s 


ment such as shelving wardrobes 


} 


been largely increased by the outside salesmen 


office or stationery room, the salesman will create the need 
While this is, as yet. somewhat of a specialized line, the 
average salesman can handle it profitably 

No doubt, due to the increased cost of having outside sales- 
men running around in cars, the discount on this particular 
be based on a 50 per cent margin to permit the 


should 


dealer fair profit 
Standardization in Sizes and Colors. 
report on this commodity in 1926 emphasized standard 
itior n sizes and colors of filing cabinets. Those not favor- 
standardization present the argument that by stan- 
dization, the various lines lose their lentit This sub- 
ts ild be discussed freely and fairly at the convention 
Increased Discounts 
Many dealers feel that an increas: nd nts will enable 
them to do more in their efforts towards development and sal 
f filing equipmer by a higher specialized sales force, carry 
" stocks hand and egiv t ery t customer is 
tled te n the filing inst tion by higher priced salesmen 
National Contracts 
Some of the manufacturers, due to previou ommenda 
navy not fa red tl Va nal ¢ roposition as 
several years izo and the dealer representatives of 
these manufacturers should recognize 
Recommendations 
This committee recommends the free discussior of the 
following 
l That manufacturers continue and increass where possi- 


ble their attention to National advertising and literature t 


selling the need and systems along with their containers and 
not in pushing the containers only Efficient business sys 
ems shoud be the manufacturers watchword 

2 That the manufacturers put less effort on the cheay 


grade of files. which are no business builders but are an aver- 
lasting grief and extra expense for dealers having to service 
the cheaper built fil 


That the manufacturers endeavor standardize heights 


and depths on uprights and more uniformity in color 


4. That manufacturers produce and ffer the dealers not 
more than two qualities of steel files 


That manufacturers increase thei! ts s is to permit 


a 50 per cent discount 








ERD RE eT , 


xo or. 





1928 


Ss the 


nt. 

have 
n the 
urers 
t file, 
show- 
igher 
t the 
ness 
*heap 


value 
busi- 
ighly 
iplete 
ith a 
sus- 
1uges 
with 
vicin- 
rrade 
some 
rious 
sman 
yn of 


iver- 
smen 


oday 


r to 
filing 
yrod- 


e-ins 
little 
they 
rinly 
arge 
juip- 
has 
non- 
ng 
lan's 
1eed 


the 


rles- 
ular 
the 


ee ee ee 


AY semen 


Pere <at> 





eR EEE 


: 
? 
: 





November, 1928 OFFICE APPLIANCES 145 


"By all odds 


ID MELILIXY METALL LOM ITIL LLM ALLL 
says successful New 
Orleans dealer 


~ 
— ones ‘ 









H. C. PARKER, 


President 


Shaw-Walker dealers the country over are 
forging ahead and sharing generously in 
the profits assured by the Shaw-Walker 
Exclusive Selling Franchise . . . Several 
excellent territories are now open. Write 
us today. Your inquiry will be held in 
strictest confidence. 





SHAW-WALKER, Muskegon, Mich. 
I'd like to know more about the new Shaw-Walker Selling Plan 


and how it can make more money for me as an exclusive dealer. 





Name 


| Address 











146 OFFICE APPLIANCES Vovember, 





Who gets the profit? 


Sheaffer's protective dealer policies have but one pur- 
pose: to assure the dealer all possible profit. For— 


1. Sheaffer does not sell to jobbers. And even factory sales 
are credited to dealers for profit. 


2. Every Lifetime® pen is registered by serial number so 
jobbing, can be traced and eliminated. 


3. Sheaffer sells only to dealers who push Sheaffer products. 
The immense volume of Sheaffer business is sold by 
less than one-half as many dealers as that of the nearest 
competitor. Double profits! 


4. Sheaffer does more advertising, per dealer than any pen 
maker in the world. And Sheaffer's outstanding, adver- 
tising, is concentrated on the Lifetime pen. Consequently, 
the average pen sale has been tripled in the last five 
years, through demand for quality merchandise. Triple 
profits here! 


5. Lifetime merchandise is not merely guaranteed against 
defects forever. All Sheaffer merchandise, whatever the 
price, is so guaranteed. But Lifetime is juaranteed uncon- 
ditionally for the user's lifetime. 


Consider these points. Through them the most tre- 
mendous business in pen history has been built. And 
they will work for 300d merchants everywhere who 
sell under the Sheaffer franchise. 


SHEAFFERS 


PENS: PENCILS+ SKR 
W. A. SHEAFFER PEN COMPANY . FORT MADISON, IOWA, U.S. A. 


Reg. U.S. P 


1928 
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Identify the Lifetime 
pen by this 
white dot 


Genuine Brazilian Onyx 
$13.75 


= 


of pen 
; Yes je 
merchandise makes money “es 


Gs 


The phenomenal success of the W. A. Sheaffer Pen Company 

has been in 300d measure due to this remarkable desk equip- 
si ment. The Lifetime® desk fountain-pen set! It is a Sheaffer 
(604 yay’ 


i; 


ita 


TAKS 


UE oriZination. The universal folding, ratchet-lock sockets, free 


17 v 
OF 


i of all spring, Srips, allow pens to release instantly without 
ink splutter. These and a hundred other exclusive fea- 
tures, combined with Sheaffer's protective policies assure - ys 





better profits and more of them to wise dealers. And a 
Sheaffer franchise is ever open to a merchant of jood repute. 


At better stores everywhere 


HEAFFER’ 


PENS* PENCILS? SKRIP 


ork . . Chicago . . San Francisco 
A. Sheaffer Pen Co. of Canada, Ltd. - Toronto, Ont.— 60-62 Front St., W. 
fellington, N. Z. - Sydney, Australia - London—199 Regent St. 


© Reg. U.S. Pat. Off, 








“SIT UP” 
: easily ‘ 





This ts No. 100 Sten: grapher's Chatr utvel 
genuine Spantsi eather uphol fering, new 


spring seat, Rubroid otl-less casters, standard 


ive green finish; height 17” to 211%" 
Individually 
Adjusted 
so that the worker 1s comfort- 


ably seated and supp rted in 
the correct posture. It 
osts no more to correctly 
ur offic 


seat VO or factor’ 
: 
workers, and it pavs big divi- 


dends in increased efficiency 


Ef &C 


“Scientifically Correct Chair™ 


sip fae 
iTrtic 


Information 


The Fritz-Cross Company 
MANUFACTURERS 
Guardian Building 


Saint Paul, Minnesota 
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6 That manufacturers issue their Western lists permit- 
ting a 55 per cent or 60 per cent basis 

7 That dealers co-operate with such manufacturers who 
offer a sound profitable dealer co-operation on their product 

8 That dealers representing an exclusive agency for manu- 
facturers. work closer with their manufacturer in sales cam- 

1igns and conducting sales meetings with manufacturers 
representatives as often as possible 
DANIEL 8S HANSEN Carlson Brothers Ine Moline Ill 

Chairman HOWELL D. MELVIN, Melvir Roberts & Hor 


wartl San Jose, ¢ 


> 
DEALER’S COMMITTEE ON FILING CABINET SUPPLIES. 


In the opinior f the Dealer's Cs mittee on Filing Cabinet 


Supplies, this Department ! our tore should be a most 
ofitable one The dealer should select, first of all, the best 
dl most compléte lit available nd e the buying of these 
aterials in the hands of someon: ving thorough knowl 
dge of Filing Equipment Suppli« A st Control Record is 
ig vy recommended nd it should e handled efficiently se 

that dead numbers w not creep ints ou tock to any extent, 

und the turnover will be n h bet 

One of the most successful Office pment manufacturers 
he United States today, sells I g¢ Equipment Supplies on 

in entirely different basis than the rage Stationer Their 


thed is Sell the system and tl Filing Cabinets will sell 
themselves. This scheme of selling filing equipment has added 
aterially to their success. The method is certainly deserving 
a great deal of consideratior t the dealers of this con- 
ention While this phase of selling is only one of the Furniture 


Department's problems, yet if carried out with good executive 


supervision will ad i great deal toward increasing sales 
At the present time n many nst es very little attention 
s given by the executives toward educating the sales staff in 
t} system of f neg letters, record ds, et This may be due 
par to tl ict ts I g (Ca net Manufacturers are 
ne to overlook the importance f fa irizing their dealers 
this very essential part of their business or they neglect to 
give them any assistar Howe r, the dealer himself is to be 


the attention t tl St Ca t Manuf i s. wl stil 
ire lacking in t ! ect t } t a ger pera 
t nand a better r tion ft ‘ d < ld f endea ) 

The best wa lis} f g ! supplies is a hard 
question t inswW I trving t solve this problen after ex- 


perimenting with several different methods, we suggest the fol 


Wing as a ver sotist th I on your floor near 
tr main entrance of the store ne of the most popular num- 
f your four drawer vertical file cabinets In the second 
drawer from the top have a complete set of indexes and folders 
dexed and n rked just as the would appear n actual use in 
istomer’s office In demonstrating the features of a filing 
ibinet. one ft outstanding features is the suspension 
showing how easy the drawer re t operate Ask the cus- 
tomer to satis! hims I mn this t ina n so doing the cus- 
tomer will per ind close the lrawer several times isually 


stopping with the drawer oper This places the index system 
efore him and soon you have hir terested in supplies. The 


for the file being osed, you ! ed to demonstrate 

idvantage of proper indexing ! i have made a 
substantial addition t the ordet 

To the right of the filing cabinet, } ea Universal’ display 


on the leaves of which you should display the different 


es and sizes of vert file guid f lers ndex cards 
z es ind al her £ t I 

ere S another mportant fF tte ve would like to submit 

his conventic: It has beet ggested } Mr. I ’. Pearce 


Vice-President of the Care ‘ ! f Houstor Texas, a 


b f iss 
Posting ma ne equipment ir x As } ive perhaps 
bserved nearly 1! f not al fn nufacturers put out 
exes in multiples of 25 subd or t popular ones being 
0 ’ j e1)} 
Filing supplies 1 ifacturer t t ‘ t many of them, 
their nidexs ' multi f 4 ft traight A to Z 


s is a source of cor ble ! e to the sta ner and 
ts a problem that is at t diff iit to solve. for 
s reason Binders are st exte é ised in banks and 


antile houses and when t nt re indexed with a 


100 division index in the current binder, it is desirable to 
ive them sin irly indexed the ense file or transfer 
‘ And as many ich concerns prefer steel transfer cases 
t ers for this rpose, it is frequently impossible to get 
les for the transfer case with subdivisions that will cor- 


of a problem in the case of check files and 
leposit ticket files Nearly all the banks index their check 


es alphabetically and it is important that the subdivisions 
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The Solution of Inter-Divisional Filing 





RodCompressor 








TT 
5. Easy Gling accessibility at any 
desoed pome 


Pa sav be removed be 4. Tabs may be placed in center 


Je ca , space © ode 


as preferred 






































When ordering NEW CABINETS, specify that they are 
and we will promptly supply RodCompressor, which you can instantly install at your office; or you may order 
your manufacturer or dealer to deliver the cabinets already equipped with RodCompressor. 


RodCompressor is an all-metal device replacing the ordinary follower-block and guide-rod, 


without interfering with 


RodCompressor so fi 


pression and distribut« 
pressing inwardly on th 


RodCompressor rod, mies of being threaded, operates loosely through the hole in the 
ind backward, 
drawers ) sendin, to our compressor section at the rear; 
notched along its length, 


drawer head, torward ; 


A few Agen- 
cies left for the 
highest type 
Office Equip- 


ment Repre- 
sentatives. See 
us at the Chi- 
cago show. 


(Patent Pending ) | 


nections as to tightly compress the entire contents of the drawer by 
simply pulling forward on the knob on the outside and, conversely, to release the com- 


e knob. 


remains in normal position, not protruding. 









> all 


> 


4 i le “iy 


* 













6. Full capacity of 
drawer vtilized, 




















7. All one 


nel bek 


chansm placed in chan- 
» drawer bottom free 


from smterference with on- | 





tents | 








to be delivered minus follower-block and guide-rod, 


your present equipment or filing system. 


the papers along the entire length of the filing content, by 
\When at rest, either compressed or loosened, the knob | 


(or aperture, in wooden 
one surface of the rod is 
a plurality of metal dividers, each sleeved about 
having a housed-in latch which automatically 
notches when this notched surface is turned 
oamenrilie by an instantaneous half turn of the knob. When 
the notched surface is down, the dividers are freely movable 
to and from each other, permitting the filing of thick and 
thin bunches of papers, documents, books and other content, 
while maintaining them always vertical and even at the top, 
firmly compressed when not in use, but made easily loose 
and accessible at any point desired, by a gentle turn of the 


knob. 


RodCompressor Corporation 
417 South Dearborn St. Chicago, Ill. 


through the channel 
carrying 
the rod 
engages the 


and 
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HEADLEY: INC- 













Good Displays 
Pay Dividends 


Headley’s, Inc., of Seattle, Wash., believe in the 
selling value of good display. 

Just as a well furnished office reflects the char- 
acter of a business, an attractive display of your 
merchandise will interest the prospective buyer. 
He likes to have a picture of what the equip- 
ment will look like in actual use. 

GF offers full cooperation in furnishing atten- 
tion-getting display material—to identify your 
store with GF’s national publicity, and make 
your store known as handling a _ nationally 
respected product. 


THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
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New| 


G-F Allsteel Counter Height Files 
with Slip-on Tops 


Wherever business is done over counters steel tops, and where a better writing sur- 
in banks, hotels, clubs, real estate and face and more attractive appearance is 
insurance offices, railroad and steamship wanted, a bronze-bound slip-on Velvoleum 
agencies, municipal, county and public ser- top may be added. 
vice- there is a ready market for Counter These new slip-on tops are made in all 
Height Files. sizes to fit various Counter Height units, 
You can now supply every requirement by or they may be had in continuous style, to 
carrying only one line of GF Counter cover with one uninterrupted Velvoleum 
Heights. They will be made with plain surface an entire battery of Counter 
Heights. 


Continuous paneled backs of attractively 
finished steel are also available, bronze- 
bound or with marble base, to give the en- 
tire assembly a self-contained, custom-built 
appearance. 

Here is a new opportunity to fill from a 
modest stock every Counter Height 
demand your customers can make. It 
means increased sales and greater profits 
for you. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio 
CANADIAN PLANT: TORONTO, CANADA 


The Velvoleum Slip-On Top is made 
to fit perfectly on any installation 
Its bronze binding adds just the right 
finishing touch 


A COMPLETE LINE OF OFFICE EQUIPMENT 





SERVES AND SURVIVES 
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correspond with the ledger 
in the same way 

If some plan of standardiz: 
houses would correspond wit 
or vice versa, we believe a 
toward the simplification of 

If there is a dealer present 
sold on a Stock Control Re« 
beginning with filing cabir 


every department of his busi 


be the result 


H. H. HUGHES, Chairman 
ville, Ky I H. DUNCAN 
JACK HANLON, W. K. Ste 


MECHANI 


Realizing and appreciating 


of this merchandise 


Approximately 10 per cent 





This four-point suspen- 
sion chair iron in com- 
mon with all Bettcher 
Irons can be furnished 
with plain hub, standard 
tenon hub or special 
lock hub, as desired 


inswers to questions asked 


dising, particularly that of t 


fundamental question arising 
main lines should be carried 
verstock It is t a part 


a name that stands for | =i mer were 


Bettcher Reliability is based on the proper Seshevneaie Sy tn as the | 
design of the chair iron with all parts bal- f all manufacturers to n 
anced to give maximum service. rege ge RD cag ETE oe 
Bettcher Reliability is based on the use of the rs in each leading 
proper materials and competent work- need not be the same color 
manship. ee ae age 
Bettcher Reliability has been demonstrated to meet the demands can be 
by exhaustive tests—results of which will n the matter of desk sets 
be sent on request. 


Manufacturers will find that 
Bettcher 
safeguard for their reputation. 


3106 W. 61st St. 


Gen. Motors Bldg Knickerbocker Bldg ut later 
Detroit Baltimore . ge in desk set 
23 S. Jefferson St , a : 
Chicago t vary i rding to the dea 
$ s | sibly a gz i ¢ 





Equip with being sold in some localities 














Today elections within thos 
fo out-class competition lines mot carried, and 
Tomorrow Fone 
Bettcher Chair Irons are protected by our own patents rried rg ! 
g xes f 


’ —— . ¢ 
ER TET ur way he 





would soon diminish, yet he 
complete stock, increase in s: 


and sales methods of the mer: 


the questionnaire which we ser 


tion tft the members who did 


market and the extraordinar 

that is being done by each 
A « nsiderable majority seé« 

neg more thar two complete 


Reliable Chair Irons | .2..ce%ers 


Reliability is a exten at d price ranges are 


The Bettcher Stamping & Mfg. Co. to buy the newer things as the 
Cleveland, Ohio endl Dis anaes ie ain taniniien tee 


BETTCHER CHAIR IRONS ee Ge 


Vovember, 1928 


Some banks index deposit tickets 


ation could be worked out whereby 


the subdivisions of indexes manufactured by filing supply 


h those made by loose leaf houses, 
n important step would be made 
our business 

at this convention not thoroughly 
ord he would do well to make a 


et supplies. The results would be 
very satisfactory, and very soon the dealer would adopt it for 


ness The over stock in his store 
would have a better and more 
iles, and a better turnover would 


Respectfully submitted, 


Louis- 
Columbus, O 


John P. Morton Co In< 
E. H. Sell & Co 
wart Cr Indianay is. Ind 


——— 


DEALERS’ COMMITTEE ON FOUNTAIN PENS AND 


CAL PENCILS 
the importance of proper display 
handise we are to report on, your 


Committee on Fountain Pens and Mechanical Pencils has gone 
to some pains to ascertain the consensus of opinion among the 
members of our association on the proper displaying and selling 


of the members have answered 
t out and we are under obliga- 
reply for their full and complete 


Lines to Carry 


In these days of increased study of the problems of merchan- 


ver t seems to us that a very 
with all dealers is, “How many 
fully supply demands and not 
illarly easy quest n for dealers 
any excellent lines now on the 
y amount of national advertising 


carry- 
lines with possibly a few fill-ins 


r of only one line while about an 


datior therefore is that under 
y so confining 
of lines it possible to keep 


d assortment of eact ind give 
ifa irers f the nes irried 
sent time a tend cy n the part 
ultiply color whicl mplicates 
f mar ‘ ire carried 
think that il issortment of 
line is generally sufficient They 
eacl ne but by giving a 
ich line “ the 1 nufacturer 
i ver £ d f colors 
) id 
the probien f t arried 
rhaps, tha f n pens alone 
t appeals q what diff 
ming more |} r the time 
hanging ar e newer 
IY hr re i ind better 
s ha t m possible 


refor ratl best policy 
y m r x y really 
price stand ll them ou 
gs which é sure to con 
expressed by the dealers, seems 
ler’s field. A price range of $5.00 
ne to stay withir alt izh there 
ensive and more expensive ones 


It would also seem advisable to 


se made by the manufacturers 


as there are gener \ as good 
is there ire an ne the ther pen 
nfining stock there ess chance 
et een t ‘ he ming more 
that a fair as rt nt f these 

f the ik ng manufacturers are 
so that the dealer can make 

his stock of pet and pencils 
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Li-flat 


Baer as news flashes are the 


stories of Lyon Steel Cabinet use- 
fulness told by the pictures here. 
Li-flat will hold large papers and 
drawings flat. Won-dor may be 
bought as wardrobe or, with shelves, 
as storage cabinet. Combination 
Tudor is wardrobe and storage space 
for a small office. Tu-dor, with 
shelves, is a capacious cabinet for 
records and supplies. Desk-hi places 
safe storage at executive finger tips. 
Counter-hi is a roomy cabinet and 
several of them make a service coun- 


ter of double utility. The lines of 
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Steel Shelving .. 
Lockers . . Cabinets 
-- Counters .. Steel- 
art Folding Tables 
and Chairs. .General 
Steel Storage Equip- 
ment and Steel Fur- 
niture. The Lyon 
name and trade mark 
attest the strength, 
finish, usefulness and 
y durability of Lyon 
4 Steel Products. 





Counter-hi 


every Lyon Steel Cabinet are pleasing. The 
construction is strong, the finish is per- 
fect — whether it is in a walnut, mahog- 
any, oak, white, ivory gray or dark green. 


With Lyon Cabinets, you count every office 
as your prospect because —as this page 
shows—there is a Lyon Steel Cabinet 
for every office storage need. Write 
for complete information. 





Combination 
Tu-dor 


LYON METAL PRODUCTS, INCORPORATED 
AURORA, ILLINOIS 
Successor to 


Durand Steel Locker Co., Lyon Metallic Mfg. Co., 


Chicago Heights, Ul. Aurora, ll. 
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BUSHNELL 


FILING CONTAINERS 
ENVELOPES 
WALLETS 








Made of hemp 
rope fibre--- 
they must 
wear 





Manufacturers 
of the famous 


Expanding File Pocket 





ALVAH BUSHNELL COMPANY 


New York Office: 311 Broadway 


Main Office and Factory 


13th &@ Wood Sts. Philadelphia 
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, Vv i i les I i i Ses I these days w he 
yst £ s ss is I ng s ich discussed and is so 
n i H a turt rs should we iim get i 
ur nt The general opinior i ng 
lea s we should get at least four i s 
4 yea ‘ v y seem think t é | 
quit i t t W“ geht t get at least six With 
the nm he several lines iw 
ery s, W generally 1 mmet 
t wou ‘ £ ind a illy ze is 
na i I a il 


Advertising and Display, and Service 


Ther rd ur ne f merchandise in a stationer’s 
st k W has id we at il advertising as 
tain 7eé nd desk sets The dealer should not lose sight of 
this asset nd in various ways should make it a point to tie uy] 
his general publicity with his own establishment 
As tf nsid lisplay, there does not seem to be any bette 
method tha we ghted and ciean showcases, of which tf ‘ 
sae dv red by the manufacturers at very reason 
able Sucl isplays should be had continuously Then 
reque s c inect up with the national 
adve . together with possibly a local ad of your ow! ire 
sdvantage s At e same time f you have outside salesme 
il i tl r part helps the grand tota ind 
SK rod f ge i res s 
Oo \ tising mediun f your f nt el 
le} ha re alt and if y i 
en | ig varT t, the dealers ally 
Set I ill x it wi t i ae at 
s dif repairs This car 1 
iKe ‘ pe man ind ‘ 
r s \ x i mpensation sh it i 
It ¢ Z ! pr rv which the I 
i i I gs th iddi i pr 
ul i i pen salesma ! 
a i vledg f iin pens than he <« deg 
ny wa & s a illy willing o |] 
I such rv 
l \ I fountain pen depart: 
" 2 i ged tha t be un I 
si x s i The value [ 
I s l ind ibl fa i m i 
bs l e tl Ss poor poli ind x 
$ 2 ree fa ing a 
i 
it ] ain pe ae i 
s S and cr s ! 
i t i nm i s i 
sé an t gene i 
r Z i 1 I ‘ £ a four 
t I tha sha 2 
z it i salesmar our 
i : r proper way 
I screwed rf 
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al ome 30 Million— 


and over half of them prospects 


Vul-Cot means “waste basket” to a nation! 
Six million magazines carry the Vul-Cot mes- 
sage to thirty-million readers—every month 
during 1928. And half of these thirty-million 
readers are possible Vul-Cot customers. Sta- 
tioners, office outfitters and department stores 
everywhere have little trouble in selling this 
nationally advertised waste basket by the 
dozen! If you’re not a Vul-Cot dealer write 
now for complete details. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U.S. A. 


VUL-COT 


- the national wastebasket 
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Profit 


with this Popular Line 











No. 500 

At the left is illus- 
trated the leader of the 
HANDISTAND family 
—fully adjustable,with 
leaves that lock up or 
down—having a wide 
range of usefulness. 





No. 600 


To the right is a less 
expensive model, lack- 
ing some of the features 
of the No. 500 but ex- 
tremely useful in homes 
and offices for any pur- 


pose. 


ERE is a line of office furniture which has 

demonstrated its utility. Enterprising dealers 
are cashing in on the fact that HANDISTAND 
offers a range of adjustability which has never be- 
fore been realized in equipment of this kind. 


Not just a typewriter stand, not a desk, not a 
book shelf, not a telephone table—but all these, 
and more . . . office people never got such utility 
per dollar until HANDISTAND came along. 
Every office needs it—you can sell it. 


Let us send you full details of our proposition, 
with samples of our dealer help material. New 
Year oflice re-adjustments are near at hand—are 
you ready for the opportunity? 

Pacific Coast Representative 


The Office Utilities Corp., 302 Architects’ Bldg.. 
Fifth Street at Figueroa, Los Angles, Calif 


The HARTER CORPORATION 
Sturgis, Michigan 
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[It seems to your committee that if the leading manufacturers 
could all get together and modify the guarantee, it would save 
a good deal of trouble both for the dealer and the manufacturer 


in the future. 


Manufacturers 

The last question on our list was suggested by the Manufac- 
turers’ Committee, and we, of course, were very glad to add it 
This question read: “State briefly in what way manufacturers 
can assist dealers." 
It was very pleasing to your committee to note the general 
toward the policy of 
the dealers would 


such as national 


commendations on the part of dealers 
manufacturers Almost everything which 
like done is being done by the manufacturers 
advertising. local advertising, exchange of unsalable stock, sales 
talks to the dealers’ salesmen by the manufacturers’ salesmen, 
et There were, however, two or three matters which dealers 
criticized a little 

Fountain pens and desk sets are 
line and it does not add to the prestige of the line or the manu- 
facturers or the stationers to have a high-grade, well-known 
of merchandise dis 


legitimately a stationer'’s 


and nationally advertised line of this class 
played and sold in a lot of shops of a type which might be 
mentioned 

There seems also to be a tendency on the part of most of the 
manufacturers to sell direct to large consumers at a price which 
unable to meet and make any profit This does 
with the unknown 
manufacturers of 


the dealers are 
much difference cheaper or 
lines, but your committee believes that if the 
high grade lines would insist on a fair price, it would add to 
the prestige of those lines enough to far offset the loss in sales, 
because if customers know that it is impossible to buy the high 
n the actual 


not make so 


it would stimulate belief i 
These are cases, however, where 
should work together in such a 


grade line at a low price, 
value of the pens themselves, 
the manufacturers and dealer 


way that the consumer understands he is not buying from the 
manufacturer. 
We believe that on the leading high grade lines of fountain 


pens price is pretty generally maintained by the better class 


dealers It does seem reasonable, however, to a large majority 
that a discount can be and should be 


according to quantity pur 


of dealers questioned 
permissible for quantity, varying 
chased 

wishes to call to the 
would take pains 


before 


One other point that the committee 
attention of the manufacturers is that if they 
to notify dealers of some proposed changes they are 
actually put on the market, it would enable the dealers to clean 
up the old stock before the new is received, which would avoid 
the tendency on the part of the dealers to ask manufacturers 


to take obsolete stock off their hands 


Your committee has tried to accurately arrive at a con- 
sensus of opinion of the dealers and, therefor: respectfully 
submits this report 
WILLIAM CAVANAUGH, Henri Petetin, In« New Orleans, 


Jacksonville, 


SANFORD, H. & W. B. Drew C 
RABJOHNS 


La H. B 
Fla.; LEONARD 
Itochester, N. ¥ 


Chairmat Scrantom ¢, Ine 


oe = 
DEALERS’ COMMITTEE ON GREETING CARDS 
The development of the greeting card industry by the dealer 
continues to show a gratifying increase each year 
Despite the rather distressful conditions existing throughout 
the country, the floods of last year and this in the South and 
tornadoes, cyclones, loss of crops 
im industry and 
yment, the greet- 
re than held its own From various 
reports it seems that with the exception of spots there have 
been no adverse figures marked up against the industry The 
peak of bad business has been reached and we are now in 4&4 


the New England states 
through droughts and floods 


consequent condition of unrest due to 


general stagnancy 
unemplk 


ne card business has m« 


period of awakened business activity—another and bigger holi- 
da seus confronts us 

r) everyday card business is still in its infancy and the 

‘ vake dealers see this clearly and have lear d some im- 

portant facts Despite the fact that the fine paper manufac- 

< ve made valiant efforts to revive the rt of personal 

r r rt the wide-awake dealer kr: vs that there is a 

K K lifference of the American publ t etter writing 

es and new thods have changed the habit and 

he ye Ir eased use of d inventions such as 

und the eleg pl typew 1ddition to 

gre ise of the automobile and greeting irds are respor 

this change, and of all of them the greeting card is 

making the fastest inroads into this indust Except where 

s ns are forma ra eting cards are 

f eve now ‘ £ set s f t wing out the 

e! This s the f paper manufac- 

ure? the greeting card industry's gai: Card dealers, as 

1 this, and by carrying complete stocks for every 
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Y and E’- Announces.a new line 
of STEEL STORAGE CABINETS 


7 

| 
| 
i 


, 
Ee . 


























geo attractive line provides economical storage tor sta 


tionery, samples, supplies and other articles. Models 
suitable for offices, stores, garages, schools, hospitals and 
homes. Illustrations show tke four heights—Desk, Counter, 
Standard and High Line. One or two-door models in several 
litterent widths and de pths are available. Models come with 
ne wardrobe shelf, several plain shelves or with wardrobe 


helt. partition al d several half shelves. 


“Y and Ek” Steel Storage Cabinets are finished in olive 


any walnut hey are strong and rigid. At- 
tractive auto-type nickel-plated steel handles are used, with 


IS 
J 


Write us for prices and further information. 


oy YAWMAN 4»? FRBE MFG.(0. 


Ee” 1155 Jay Street, Rochester, N. Y. 








Export Dept., 368 Broadway, New York City Cable Address “Yawmanerbe,”’ New York 


STEEI AND WOOD FILING CABINETS—STEEL SHELVING—DESKS—SAFES— 
OFFICE SYSTEMS IN»P SUPPLIES — BANK AND LIBRARY EQUIPMENT 
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The Stork’s 


been here again 


We just christened a brand new member 


of our family—“Pen Plus.” And what a 


1 


‘Pen Plus” has “it”—and is bound to sell 


with profit and glory to us both 


It is made especially for the multigrap! 
in an item of white only in wove 16 and 
20 Ib. In appearance, feel, and texture it 
might readily be classed with a high class 
bond. No slip-sheeting is required with 
Pen Plus. Its absorbent qualities permit 


rapid teeding of the multigraph without 


us ( t that si ce r pen and ink 

SO s t ter but ely tot 1 mu 

tig il pe | . t im Plus” S 
{ 

Your customers will welcome it ve re 

telling ‘em about it now in our national 


advertising Stock this new item. It 
needs only a test run to demonstrate its 
superiority and we'll gladly furnish the 
sample sheets to do it. Write us or your 
nearest distributor for full details and 


sample books of our complete line. 


KAMARGO MILLS 
KNOWLTON BROTHERS 


Founded 1808 


WATERTOWN NEW YORK 
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ever displays and good advertising and, last but 


ist through gracious salespeople have ntinually in- 
reased tl r business These dealers havs earned througt 
erience that no large volume of greeting card isiness car 
red without the positive policy of carrying an adequate 

k of | types of cards They have beer 1ick to note the 
stat of mind of the average man or woman wl! is about t 
greeting cards, realizing that the average buyer of 

upon it as a sentimental purchase and for that 

allowed the buyer to browse around the stock 

wit it too much attention from salespeople, letting him pick 


: 


irds that best record his thoughts and sentiments 
| _ , dealers are content to have their cards on a 


a dirty and badly arranged way, making it difficult 


buyer to view the cards with easé ind deliberation 

Those dealers who do not make it easy to purchase this kind 

lise will find that the buyer w leave their stores 

dealer who knows how to show * wares. The 

attache photograph of a card display s gested as being 

greeting cards This display is augmented by flexible 

f binders wherein cards are mount through whicl 

buys ca look is adequate for the avs ge reeting card 

Of course, with enough 1 ne ‘ this splendid 

spl can be improved upon There ; 1 rt of retail 

! handising more important than the proper display of goods 

ffered for ‘ Sloppy displays and dirt erchandise on 

y create a psychological effect or the public not to be 

desired and most difficult to final dispel, and 

greeting card dealer who does not give t izht to better 

quipment so that displays can be made that w promote sales 
ll in the end find he is not a factor in this dustry 

There are some evils in this industry that ild be cor 


rected, and one that is so economically unsound that the dealer 
ild quickly realize it is the growing practice f some manu 
! members 


” 
, 


facturers to consign stock. (Greeting Card 
do not practice this.) Some manufacturers and jobbers in their 


lesperation to increase volume and especially where they can- 


ell their merchandise or ts merits ft ew counts, or 
where a dealer insists, consign their stoch Miss ded dealers 
ose able to discount their bills, seem t thir they gain 
iivantage by handling consigned card er to the minds 
the thinking dealers t is more of a triment to good 
es mate dealers than most any other pract the industry 
The deak who encourages this is inviting mu competition 
that in the end it will be impossible to ge the roper turnover 
nd thus make a profit on his investment If t manufacture 
r jobber will consign to one dealer he will t ther, and as 
indreds or more card d ‘ ‘ e brought 
Dealers that could not ent he f i because 

of pital will make competition le ‘ ng the legiti 
! \ has hel d ak t he big 
i I rs i s on 
i \\ d sl ‘ 

t g t d ufacturer 

i gl t Pp 

i wl t 

1 zg t 
I ecially 

! ire 

ding j 
Along 
. rone t 
t ! mucl 
t k a 

greet 
s d be ir 
I g service 
\ ‘ ven the 

s desir 

’ I 

\ ‘ ‘ fronting etry P . ant 
and, final! the cor s the promis- 
diing f persor greeting ! f ! ks supplied 
t manufacturer ! ers ese books are 
lividuals chiefly wome I for their 
ehur neregatior ! erks in large 
I cs from wl the é t r fe v¥ employes 
I t hods r ga the manu- 
iler, the manufacturer's ! r d, finally 
nsume The psyc!l gical effect ft e fiv-by-night 
ves a bad impressior mn the ser personal greet- 
re s, for these peddlers have be me great nuisance t 
busine man and womar i they 30 e placed in 
! ss. and will be about as we s the nationally 
\ omed magazine and kk K agent with t s exceptior the 
agent, as a rule, has first ass proposition to offer and 


delivers that which is bought, but it is getting to be learned 


the « 1 pneddie , ; filled and 


it I eT giver 
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pu. hk 2 / Venwreat £2 
de laxe Duofold in 


SpHINE HACK py 


_ loery | J jeu tifilly rides cen # 


Silvery, luminous crystals derived from pear! 
are combined with Parker’s jet Permanite to pro- 
duce these beautifully iridescent effects in this 


new Black and Pear] Duofold. 


Parker Black and Pearl designs are undupli- 
cated, and as moderne as the moment and the 
mode—making the finest, handsomest and smart- 
est writing instruments the world has ever seen. 


Compare the new Black and Pearl Duofold with 
any other $10 pen and see how every difference 
favors it—in beauty, mechanical excellence and 


VALUE. 
Now Being Heavily 


A separate, distinct advertising program for these 
new Parker creations is already under way, in- 
cluding large ads in rotogravure in Metropolitan 


Newspapers, and 4-color pages 


Houskeeping, Life, World’s 


Monthly, Review of Reviews, 


and Golden Book. Also a double page spread in 4 
colors in The Saturday Evening Post, Novembe) 


3rd issue. 


The reception given these Black and Pearl Duo- 
folds by both dealers and the public surpasses any- 
thing in our experience since the introduction of 


the Duofold Pen. 


The demand gets heavier 
every day, and is already tax- 
ing our production capacity. If 
you haven’t placed your order 
yet, do so without delay. 

THE PARKER PEN COMPANY 
JANESVILLE. WISCONSIN 


me e™ . 
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Advertised 


in Red Book, Good 
Work, Atlantic 
Harpers, Scribners 


; 


Pens—Senior Size, $10 
Junior Size, $8.50 
Juniorette or Lady, $7.50 

Pencils to match, 3.50, $4, and 

$5. Duette Sets, $11, $12.50 

and $15. 
Handsome Enameled Metal Case 
included free with single pens 
and pencils and sets. 


Par r 


de luxe Duofold 
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Jor Christmas 


Yi ifts that oe 
/ Vick 








Base of Polished Biack Glass 


complete with Lady or Junior 
use Duofold Pen, S12. With 
Senior Duofold (maximum 


ink capacity), $14 


Junior size Duofold Pen, $10) 
With Senior Duofold (max 
tonne ok capacity), $12 





+ 
Base of Handsome Porcelain j 





” fi ed green " blue, md 
hogany or « mbination of 
pastel shades with Lady or 
Junior Duofold Pen, $8.75 


With $2.75 Black Pen and 


colored taper, $6.50 Base of Onyx with Lady Size 


Duofold Py ", a@ tery spectal 

value at $5.75. € olor of Du 

fold Pen optional Same base 
ith any $2.75 Parker Pes 
priced in combination at 


$7.50 


we 


The Pen holds the Ink 
The Base holds the Pen 












Base of Onyx with Lady or 


Parker Pen in stock ts 


Instantly 


Interchangeable 
Into a Parker Desk Pen 


A big advantage that assures 
Parker dealers the largest volume of 
Xmas desk set business 


The Parker Desk Set Line makes unnecessary a burden- 
some inventory investment and assures VOLUME and 
TURNOVER 

With an assortment of Parker Desk Sets, an adequate 
stock of Parker Pens in your pen case, you are set to handle 
desk set business on a big volume basis. 

You can give people their choice of any Parker Pen in 
any size, color or point—with any Desk Set Base they 
select. All you have to do is to take the pen desired from 
your pen stock, and put on a taper tip instead of the 
regular cap. This takes only a few seconds. 

Hence you're always in a position to give customers what 
they want — never have to ldése sales because you can’t 
supply the right kind of desk pen. 

This outstanding advantage alone makes Parker Desk 
Sets the most profitable from the dealer’s standpoint. And 
don’t forget this— 

Parker Desk Sets are the easiest to sell because they alone 
provide the world’s most popular Pen—Parker Duofold. 

Yes, this year more than ever, it’s going to be a Parker 
Desk Set Christmas. So bring your Parker Desk Set Stocks 
up to date now—send for illustrations and prices on our 
latest models. 

THE PARKER PEN COMPANY 
IANESVILLE. WISCONSIN 


Parker 


= ‘Duofold Desk Sets 
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unsatisfactory because of substitution, poor engraving, delay 
in delivery and last-minute disappointment. The dealer can 
combat this evil by warning his customers what to expect from 
peddlers by displaying cards early in the season, by making 
use of the advertising help so generously furnished by the 
Greeting Card Association Collectively, the dealers of any 
community can appeal to the churches to stop this competing 
with merchants and, if backed up by the local association of 
cormerce and the various civic clubs, a discontinuance of this 
practice, at least by the churches, can be expected Dealers 
should place no business with manufacturers or jobbers who 
aid or abet this practice. 

if the dealer is to make money out of greeting cards he must 
realize that there is great expense attached to their sale. Espe- 
cially is this true of Christmas greeting cards—the item of 
samples alone runs into hundreds of dollars The carryover in 
these cards is, unfortunately, great; this; of course, causes 
profits to shrink Spoilage also is quite an item of expense. 
This. with advertising necessary to secure a fair share of the 
business, together with commissions paid to salesmen and the 
usual expense of overhead should be carefully considered ana 
the dealer who does not sell his cards with at least a hundred 
per cent mark-up and who charges less than three dollars and 
seventy-five cents per hundred for over-printing the same, will 
find that he has not made any money on his Christmas card 
business In this connection it is urged that dealers try to 
sell more full plates for greetings, for only with full plates can 
complete satisfaction be assured; it is impossible to exactly 
match stock greetings The full plate permits the buyer to 
get away from hackneyed expressions and reflects his own 
individuality The full plate, as a rule, calls for better cards 
and, of course, the more money involved in the sale the more 
profit to be had 

The craze for distribution by the manufacturer has placed 
ecards where they have cheapened the industry The chain 
store and the five-and-ten-cent store have already done this 
and have taken a great volume of business from our dealer 
members The legitimate dealer must concentrate his efforts 
on the better grade of cards, and if he wants to compete with 
the cheaper business the solution for him is the box assort- 
ment Today the manufacturers are giving unbelievable values 
in box assortments A great volume of this business can be 
brought back to the dealer if the box assortment is brought to 
the attention of this class of customers. 

Most manufacturers of greeting cards are located in the 
northern states, and some of them do not realize that this is a 
vast country and that there are sections of the country where 
the ultra-northern subjects are not so desirable The Pacific 
coast, which considers itself almost an empire, and the southern 
states desire cards different from those that appeal to the 
snow-bound New Englanders. It is hoped that the manufactur- 
ers will recognize this and make a few more cards indicative 
of these sections 

Inasmuch as the success of the greeting card department 
depends to a great extent upon the good taste and judgment of 
the buyer, this department should be in charge of a cultured 
woman with social standing who has the ability to select the 
best cards and see that customers are given intelligent service 

Now, gentlemen, when you return home, scatter more sun- 


shine with more greeting cards, 


E. G. HARPOLD, Chairman, Dameron-Pierson Company, Ltd., 
New Orleans, La 
- 
DEALERS’ COMMITTEE ON HARDWARE AND GLASSWARE 
This heading includes many items of varied usages in the 
Stationery business, among which are appliances most neces- 


sary to the business world, also many profitable items for the 
Stationer 

The hardware line, being the most extensive and variable, 
should be given the most careful thought in buying, turnover, 
and keeping the stock clean New devices appear frequently 
designed to give more efficient service in the busy office, and, 
as in the clothing business, it behooves the stationer to watch 
his stock closely and not have a quantity of out-of-date mer- 


chandise on hand when styles chang< 


There is no other item in the stationery line so well repre- 
sented at th present time as the stapling machine A new 
ne appears almost every day If our inventors would just 
stop turning out new ones, and spend their time perfecting the 
id ones, it would be a boon to the stationer There are too 
many machines returned for repairs 

With the growth of the fountain pen industry and the more 
recent introduction of the fountain pen desk set, it is reason- 
able to believe that the sale f better grade inkstands will 
suffer Inkstands should continue to have prominent display, 
however, and counter tops or well lighted show cases make 
ideal places to show them The showcase is also practical for 


the display of such items as pencil sharpeners, scales, stapling 





















FOX Xmas 


Suggestions 


«>> 
Linoleum 


Neo. 297 
Embossed 
Work 
Distributor 





Leather 
Tray 


ERE are a few of our office specialties 

that are real business getters. Send 
for our latest catalog describing the com- 
plete line of high quality, profit-earning 
Fox Specialties. 


GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, Ill. 
A. H. Denny, 356 Broadway, New York 
New York Representative 


Schubert Office Specialty Co., 1405 S. Hill St., 
Les Angeles, Cal., Pacific Coast Distributor 
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successfully met. 
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25 Styles and Sizes 


The line is complete—every storage need is 


Terrell Cupboards are sturdy in construction 


—good looking in mahogany, oak, walnut, and 
olive green finish—and priced to sell at a mod- 
erate price with a good profit margin for you. 


Look into this Terrell proposition now; it has 


made money for hundreds of dealers—it will 


make money for you. 


Note that word now! 


TERRELL’S EQUIPMENT CO. 


Grand Rapids, 
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For all executives 


St 
23 — Dietz E tive Mod 
ae letz Executive Mode : 
2S =a 
‘he Executive line of Dietz desks and tables Pa 
ey The E f D desk d tabl 
aes <) is made to carry out the atmosphere of the = 
we executive office. , 
ae ~ Besides Dietz quality you have the ¥: {¢, 
} Sy [he new line is as sturdy as it is handsome. It added advantage of good shipping hae) 
< is massive yet graceful. Both interior and ex- facilities. Cincinnati is centrally «2 Z 
aos terior are genuine walnut. located and frequent savings result DX =<" 
“> - : : Sh 
ao The Dietz complete line includes five grades RP 
G ) and three suites of desks and tables. These J ° “Ske 
ae grades are sufficient to meet all requirements. The ° F. Dietz Co. Rs. 
ox} All desks and table tops are finished with lacquer Makers of good desks since 1881 ex LC, 
Ars —the everlasting beautiful finish CINCINNATI, OHIO es) 
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MR. AUDITOR 


What about your 
sorting methods? 


Here is a sorting device that will sort any 
series of 1000 pieces into 10's in one sorting. 
In a recent test an inexperienced girl in 
1% hours sorted 1000 checks into correct 
numerical order. 


INDEXES 


Numerical, Alphabetical, Geographical, 
Special Wording 


for only 
sorter when 
6x 18 in 
inches use 





462 






No. 


Made in any size and indexed to fit your needs 


Representative firms using 
from 3 up to 160 sorters 


CHICAGO NEW YORK 


Aermotor Co Alexander Hamilton Insti 
Automatic Electric Beneficial Oper. Bur. 

41. G. Becker Co John Budd Co. 

Carson Pirlte Scott & Co Cunard Steam Ship 
Chicago Surface Lines DePinna, A.. & Co, 
Chicago Tithe & Trust kK. G. Dun Co. 


Diamond T Motor Guarantee Trust 


The Fair Store me Insurance Co 
Hibbard Spencer Bartlett RK. H., & Co 
Inland Steel Co 





James & Co 


Met reery, 
Mutual Life Ins. 


International Harvester 
Marshall Field Co 
Montgomery -Ward 
Northern Trust 
Swift & Co. 

Tyler & Hippach 


New York Edison 

New York Telephone 
Spectator Co. 

tnderwood Typewriter Co. 


Wilken & Co Ss. Custome 

Abrahams & Strauss Brooklyn, N. Y. 
Leme Fast Freight All Branches 
American Malleable Co. Lancaster, N. Y. 
American Manganese Chicago Heights, Il 
Associated Gas & Elec. . Ithaca, N. Y. 
Bacon, Chas. H.. Co. 


Lenoir City, Tenn 
Newark, N. J. 
Waterbury, Conn 
Baltimore, Md. 


Hamberger, L.. 
Bristol Co. 
Consolidated Gas & Elec. 


Joseph Dixen Crucible Jersey City 
Du Pont de Nemours Wilmington, Dela. 
Haas, Baruch & Co. Los Angeles, Cal 
Loutlsville Gas & Elec. Loulsville. Ky. 
Maccabees Detroit, Mich. 
Ohie Fuel Gas Co. Pittsburgh Pa. 
Public Serv. Products Newark, N. J. 
Standard Oi! Albany. N. Y. 
Towns & James Brooklyn, N. ¥ 
Vore faan 14,000 hiner ver the world 


u the ideas we have 
have specialized in 
details upon request 


We shall he 
gathered in 


this work 


THE KOHLHAAS CO. 


Manufacturers of Instant Reference Files 


183 N. Dearborn St. Chicago, Ill. 
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machines, punches, shears and other articles of value that rust 


and discolor Machines especially are best displayed out of 
the customer's reach, as they are easily put out of order by 
one who does not understand their method of operation They 
should be shown and demonstrated by clerks who know their 
utility and value and who can convince the customer that they 
will effect a saving of time or energy and perform a service 
in his business It is a good idea to sell the sample from the 
showcase and replace from overstock, 

Such items as clips, fasteners, pins, thumb tacks, etc., are 
best displayed in open racks on top of counters, Woolworth 
style, and in a location that is passed by customers entering 
and leaving the store. They will do their own suggesting and 
selling, so that, although the sale is small, the expense of the 
sale is in proportion. Do not lose sight of the fact that many 
of these small items (push pins, hangers, pins, thumb tacks, 
ete.) are used in homes as weil as offices 

The manufacturer has done, and is doing, much to help the 
dealer in the way of advertising and in the appearance and 
put-up of merchandise, but there is a chance for further im- 
provement The method of packing pressed glass inkstands, 
sponge cups, paperweights, ash trays, et in a barrel of hay 
seed and charging $1.25 for the barrel dates back to the stone 
age This should be abolished for more modern methods If 
a ten-cent bottle of ink is sold in an attractive individual 
carton, why not sell a twenty-five-cent inkstand put up that 
way Putting these items in individual cartons will greatly 
facilitate the handling and wrapping of such merchandise; it 
will prevent breakage and allow the dealer to stack them on a 
shelf, thereby giving them a more prominent place in the 
store, with increased sales no doubt 

The idea of packing merchandise in small shipping con 
tainers is good, but should not be carried too far, as it means 
an increased cost in carting that cannot be overlooked For 
instance, pencil sharpeners packed one gross in a case bears 
a irting charge of 50 cents; when packed three dozen in a 
carton, it increases this charge to ‘SO cents or $1.00 per gross 
sharpeners 

There is no one set of rules or methods that will govern the 
buving, handling and selling of hardware and glassware in all 
store Different ways and means must be devised to fit your 
weCculiar location and conditior In th era of keen competi- 
tior is necessary to be on your toes all the time The sales 
orce must be trained, the stock well displayed, the inventory 
taken often (at least once a month), window made attractive 
ind changed ich week The window display of hardware and 
glassware s a very effeetive advertisement The hardware 
store window is a lure for man, and the stationer can make 
his window just as attractive 

Surprising and gratifying results are ob t | ising im 
printed envelope stuffers, which are furnis l the manufac 

irer without charge, mailing them with | or statements 
without additional expense except the time t enclose them 
We should not pass up the advantages offered in this method 
of making sales 

(‘o-operate with the manufacturer in advert ng You will 
find him willing to send you cuts, window play material 
and other sales helps 

Build your business on quality and servi vith profit as 
the goal 
Hi. LL. CHANDLER, Chairman, Adams, Cushing & Foster, Ine 

Boston, Mass 

te — 

DEALER’S COMMITTEE ON INKS AND ADHESIVES 

So touch stress has been placed on stock control and display 
nz merchandise in the last five years at the ymmittee feels 
there is no need going farther int@ this at the present time 
Before making this report, the committee corresponded with 
several manufacturers and stationers, takine « te a number of 
their suggestions, so that if there be any merit in this report 

ommittee does not want the credit, but there are any 
faults, the committee stands ready to shoulder a blame, 

It has been brought to the attention of the ommittee that 
a certain m facturer of Fountain Pens and Ink as used a 
name for his ink that another Ink manufacturer has used for 
ears We nagine this has been done nintentionally, and 
vill be rectified But if not, to say the east, we think it 
infair « petition and should be discouraged y the stationer 

It was s gested by several dealers that the manufacturer 
discontinue either the pint or half pint size After investigating 
with some manufacturers and several dealers, we think this 
wi ads be A mistake is the sale of both sizes is sufficiently 
large, especially in the colored inks, to warrant stocking them 
We did find that the sales of the half-pint sizes are about half 
the quantit of the pint size But, we believe with a little 
sales effort the half-pint size could be sold very often in place 
of the two- or four-ounce size, particular for home use 














928 


rust 
of 
by 
hey 
neir 
hey 
Vice 
the 


are 
rth 
ing 
and 
the 
any 


the 
ind 
m- 
ds, 
lay 
yne 

If 
ual 
iat 
tly 


November, 1928 


OFFICE APPLIANCES 


Bend it UP’.. DOWN 
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Up/....Down/... Again/.. 
thats the stuff... .Vhis clasp will stand it 


HE post office will do it 
| anyway, to your custom- 


er’s catalog envelope. 

If you sell him Improved 
Columbian Clasp Envelopes, 
the clasp won't break off and 
leave his catalog stranded. 
The flexible, slow-to-break 


on - —— 
Ne J 
1 


Printing the envelope with a picture 





or design or a selling story gets more 
people to read what's inside. Printing 
the Improved ¢ mbian Clasp En- 
velopeiseasy, because you don't have 
to overcome any strong tints. The 

Envelope to match” effect can be 
secured economicall y—and your cus- 
tomer will have a much sturdier en 
veiope thantpe usual © rn atch job. 


Clasp Envelopes is an almost 
sure repeater. This envelope 
makes itself liked, and the 
name and size number, always 
printed across the lower flap, 
make it easy to reorder. 

Most paper merchants have 
Improved Columbian Clasp 





clasp is one of the features 


Envelopes right in stock, in 





32 convenient sizes. Your cus- 





that make the Improved Co- 
lumbian Clasp a better catalog 





envelope. 

Other features are — the toughest paper 
you ever saw in a stock clasp envelope; extra- 
strong reinforcement of hole-in-flap; clasp 
anchorage — four prongs, gripped through a 
double thickness of stock; seams that stick 
forever; neutral buff color that takes printing 
well, harmonizes with any contents, doesn’t 
fight the colors you print over it, and resists 
soiling in the mails. 

Your customer on Improved Columbian 


j 







THE IMPROVED CO. UMM AN CLASP No 83 
“at 


THE UTED FTA TES ENVELOPE CO S°R 6/0 wOee 


tomer will appreciate getting 
them right away without the 
delay and high cost that usually go with 
getting the size to fit the job as if made to 
order. If your regular paper wholesaler can- 
not supply you from stock, write us for the 
name of a nearby distributor who can. In 
ordering, specify the full name: Improved 
Columbian Clasp Envelopes. 

UNITED STATES ENVELOPE COMPANY 

The world’s largest manufacturers of envelopes 


SPRINGFIELD, MASSACHUSETTS 
With thirteen manufacturing divisions covering the country 
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COLUMBIAN CLASP ENVELOPES 
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THE UHL STEEL “POSTUR-CHAIRS” 


Are Pioneers in improved Office and Factory Seating 


The UHL Idea revolutionized the 
method of seating, bringing comfort, 
health and contentment to thousands of 
workers, enabling them to do more and 
better work. The experience of a quarter 
of a century in building steel equipment 
and particularly chairs has enabled the 


UHL engineers to produce the “last word” 
in steel equipment for offices and factories. 
In every item of the line, no matter how 
simple or standard, there is an idea 
which means economy, durability, con- 
venience and the absence of upkeep 
expense. 


Years of research work and extensive investigation of correct posture and health 
conditions conducted by a body of nationally known Physicians, Surgeons, Hygienists, 
Welfare men and other experts known as the American Posture League, in collabora- 
tion with our mechanical engineers furnished the specifications for the UHL Steel 


“Postur-Chair.” 





musa UML STEEL ‘oic” 


THE TOLEDO METAL FURNITURE CO 
APPROVED SY 
AMERICAN 
OSTUR 


meus LEAG UE. INC. Part.orr. 




















This Posture idea is widely imitated but the UHL 
Steel “Postur-Chair” is the only authorized Steel Posture 
Chair that has been approved by the American Posture 
League, and everyone bears this label—your protection 
against substitution and your guarantee that it is the original 
Steel “Postur-Chair.” 


Every Office Equipment Dealer can handle the UHL line to advantage—this is a 
wide-awake dealer's opportunity. Send for catalog. 


THE TOLEDO METAL FURNITURE CoO. 


1418 Hastings St. 


Toledo, Ohio 
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One thing we suggest and it has been proven profitable by 


several dealers Carry a complete line of not more than two 
pbrancs of ink, one if possible Carry these lines complete. 
Train your trade that you do have a full line in these par- 
ticular brands If you have a call for other inks that are 
on the market, carry only in quart size It is sometimes 


cheaper to lose a sale than carry too many numbers, but with 


the right selling, few, if any sales, should be lost for if the 


stomer insists ou can always get him what he wants 

In aking a stud of inks, we know of no commodity, espe 
ia n 1 iid form that will do so 1 ch important work, last 
such a long time for such a small amount of money as a quart 
of ink Taken as a whole, there are few dealers, particularly 


in the laree cities, who make a profit on standard brands of 


ink It as gotte to be so that the public has no realization 
of the ilue of nk Therefore we suggest that the manu- 
facturer ave on is label the number, size, and prices of his 
ink at the price he thinks it is wort! This will give the 
public nfidence s« that if the manufacturer marks his ink 
$1.50 per quart, they have some basis on which to figure values 


This will not stop price cutting, but it should put ink on the 
same plane as fountain pens and other items that bear the 
manufacturer's number and recommended resale price. giving 
the dealer who cares to make a pront a chance to do so 

It as also been suggested that the manufacturer keep his 


standard brand of inks, etc., out of the cut rate, chain, and 


and 10 cent stores It is suggested that he make a special 
brand or this class of trade If he fails to do this, the only 
thing left for the stationer to do is to stop carrying lines 
handled this class of store 

One manufacturer writes as follows “One matter which de- 
serves frequent mention, and which in some quarters is still 


something of an evil, is the practice of returning old goods 


or siow sellers to the manufacturers rhere are times, of course 
when the nanufacturer is willing and should be expected to co 
operate in the solution of what is really a mutual problem, 


infortunately, many dealers have no hesitancy in return- 


ing old goods which they have not pushed and of returning 
merchandise which for one reason or another has been slow 
nm moving it stands to reason that no manufacturer can suc 

essfu rry or business if such a practice is generally 
followed on the face of it Such a practice is a definite breac! 


the two-sided co-operation and fair play which is so essen- 


tial to the continuing welfare of the trade 
Such a practice being a considerable burden on the manu- 
facturer vhere t is arried on to any extent it is easy to 


t it is of real disadvantage to the retail trade to have 


isional members work along these lines, putting the manu- 


facturer at a disadvantage whic! nevitably reacts not only on 
him, but on is other retail customers who may not be at all 
rilt f throwine this burden on the manufacturers’ shoulders 
It goes without saving that nothing in this letter is in- 
tended to onve the idea that i manufacturer should not 
be responsible for the good qualit of his merchandise, nor that 
any manufacturer should refuse to make good at of his 
lain on the merchandise 
The 1 nufacturer is absolutely orrect If the dealer would 
se st littie inte gence in buying, and keep some kind of a 
stock control, suci onditions would seldom happer You can 
not put thre ime on the traveling salesman for “loading you 
iy If vou don't have enough business judgment to take care 
f order stock i should shoulder the burden of your mis 


The next recommendation ma seem like going backwards, 
but sever cle ers 8 gest that ink, mucilage and paste be 
packed in wood cases instead of cardboard cartons. There seems 

€ quite a little reakace throug the use of cardboard car 
tons W did not ox iT n wooden cases, and also the wooden 

Se8 SI muse etter in the stockroom 

Respectfully submitted 
} P. TOBIN robins, Ine Austir Texas JOHN J. GRIF 
FITH, (©) Neal-Branch Co Orlando, Fla THOS. STAGG \ 
Pomerantz & ¢ rl lelphia I 
> 
DEALERS’ COMMITTEE ON LEATHER GOODS AND 
NOVELTIES. 
Ever since rman began recording events and ideas, historians 
dribbled barrels of ink over bales of parchment made from 
hides, telling us a ibout the stone age. the iron age, the brass 
age, the golden age, the dark age ind the dangerous age, but 
never a splash did they make concerning the leather age. Yet 
the manufacture of leather is as old as history itself—even 
older The history of man could be told in one skin game after 
inother Fig leaves went out f fashion with the first frost 
and fro time immemorial man has depended upon the skin 
BOM r animal to prote« his owt 
The making of leather is probat the oldest manufacturing 


is f mankind In China the manufacture and use of 
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STAPLING PLIERS 


U.S.and FOREIGN PATENTS 


Here are a few of the thou- 
sands of users. The same or 
similar lines of business are in 
your city. Everyone is a pros- 
pect for anywhere from one to 
a dozen Neva-Clogs and mil- 
lions of staples. 


banks 


National City Bank, New York 

J. P. Morgan & Co., New York 
National Bank of America, Pittsburgh 

First National Bank, Bridgeport 

Second National Bank, New Haven 


manufacturers 


General Electric Co 
Westinghouse Elec. & Mfg. Co 
U. S. Rubber Co 
General Motors Co 
Radio Corp. of America 


retailers 


Saks & Co 
Gimbel’s 
Lord & Taylor 
L. Bamberger & Co 
Rogers, Peet Co 


hotels 


Hotel Plaza 
Hotel Biltmore 
Hotel Benjamin Franklin 
Hotel Roosevelt 
Hotel La Salle 


insurance 


Aetna Insurance Company 
Travelers Insurance Company 
Insurance Company of North America 
Postal Life Insurance Company 
Mutual Life Insurance Company 


municipalities 


City of Hartf City of Springfield City of Cleveland 
City of New Ha City of Jersey City City of Fresno 
City of Bridgeport City of Newark City of Milwaukee 
City of Waterbur City of Cambridge City of Reading 
City of Phiiadelphia City of Pawtucket City of Pittsburgh 


and everybody else who wants a real stapling machine that 
will never clog in actual use. The first profits are too ps 
and the repeat business too sure for you to longer delay 
stocking Neva-Clogs. Send for a sample anyway. o obliga- 
tion. We even include return postage. Attach the coupon 
to your letter head and send it to 


NEVA-CLOG PRODUCTS, INC. 


BRIDGEPORT, CONN. 









Sure, Send Us 
a Neva-Clog ..... 
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COLORJPRODUGTS 


TYPEWRITER RIBBONS 
TYPEWRITER + PEN & PENCIL 


CARBON PAPERS 
REFLEX 


WRITING INKS + SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 

























































































THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 50 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 

there are no stationers’ color 

og roan that surpass the A. & 
Line. 
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In Egypt leather 
ancients who were 


was known thousands of years ago 
found in the mausoleums of the 
practiced in the art of tanning and depicted the 
hieroglyphics on their tombs Even the mummies 
good tanning methods In semi-mythological 
of Persia and Babylon was celebrated in the annals of 
contemporary civilization The and Babylonians 
passed the art over to the Greeks and Romans, and so on down 
through the different medieval 


leather 
has been 
process in 
are exam- 
ples of times the 
leather 
Persians 


nations to us 


as interesting as is the history of the use of leather is the 


history of the development of its manufacture, It has always 
taken brains to make leather. The Indians did it literally, and 
used the brains of the animal siain to tan the hide Today, 


and chemical solutions in use, it 
While it is a simple proc- 
bark, it is probably one 
operations to make the 


modern machinery 
still takes make leather 
ess to make leather of hides and tan 
critical of manufacturing 
leather 


with all the 
brains to 


of the most 


most and best that can be made from a given quantity 


of hice 
By «« 
changed and it 


nature is en- 
The 


does 


leather its 
imperishable 
fact that it 
retain its 


skin into 
is rendered practically 


nverting an animal 
tirely 
enduring life of good leather is due to the 
oxidize or 


centuries 


not corrode or disintegrate and will flexi- 


bility and life for 


The process of leather making consists in applying to the 
skin of an animal certain substances which shall enter into 
combination with it to produce the desired characteristics of 
durability, penetrability and flexibility, and render its texture 


permanent in character 


The stationer today is faced with the necessity for modern 
merchandising as never before. Chain stores by the dozen are 
being established, and reports are that many more will be yet 
established this year. The fact that these stores are extending 
their items of merchandise, and are encroaching upon the sta- 
tioner’s business emphasizes all the more—the need of better 


and established lines than are carried by the chain stores 


serves his 


The live stationer—is in an enviable position—if he 
community right The stationery store is the usual “visiting 
place’ of the ladies—and for that matter—anyone who is look- 
ing for something new—and don’t know just what it is until it 
iy seen. To capitalize this fact is the stationer'’s job aside from 


his regular service to the public 


novelties play an important part in the sta- 
volume if he is working on 
offer an excellent field for 
make—and easy to obtain 


lass of material 


Needless to Say 
the above basis 
specialization 


from most of 


tioners sales 
Leather 
Displays are 


the present day leaders in this 


novelties 


easy to 


The facts are the majority of customers know very little 
about many of the fine leather novelties offered in the present 
age That fact again calls for display and for proper adver- 
tising as a very necessary detail for the successful stationer 


Standardize on the most exclusive line and buy as much as 


you can from one manufacturer Keep a good stock record on 
the numbers you select, There is a temptation in the leather 
goods field to purchase so-called “leaders” at a_ price Al- 
though a leader now and then good for special sale, the deal- 


er who buys them without a definite plan is apt to overstock ana 
have style duplication 

Select a line whose trade mark is synonomous with quality 
and inspires confidence through its reputation Clerks have a 
very limited knowledge of leather—therefore they cannot safely 
tell their customers that a certain article is made of calfskin,. or 
pigskin unless they know A branded line makes selling easier 
for the lerk and instills confidence in the buyer 

Know your market, also what type of people enter your store 
or pass your window After determining this, select the class 
of leather goods you will handle For your staple trade you 
will n t likely select such articles as collector's wallets, bill- 
books, passcases, card cases, money bags, billfolds, coin purses, 
key cases, memo pads, etc If you have a gift department 
ve ca include leather goods in gift boxes, combination sets 
and ven a few handbag 

There is something inherently romantic about leather which 
strongly appeals to men It is therefore an item to which sta- 
tioners should give prominent display If you cannot give 
leather goods a good display in your regular showcase, get a 
special counter or floor case from your leather goods manu- 


leather products likewise 


desire of 


facturer \ window display of fine 


ompels interest and arouses the 


posse SSio;r 
reputable manufacturer who has something to 


National 


rie up with a 


offer besides merchandise advertising ished 


count for just as much 


demand for 


selling ideas, etc 
other 


prices, dealer helps 


in leather goods as in lines The men's 


leather utilities is worth catering to Every man carries at least 
two leather articles on his person day after day As a dealer 
who caters largely to men’s needs, especially those that deal 
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Performance should be the deciding factor in 
your choice of a calculator. The Marchant sets 
the standard. Be sure to see the Marchant per- 
form before you decide. See how easy it is to 
operate; how flexible; how lightning fast; how 
quiet. 

Merely telephone our nearest office, or mail 
the coupon to us, and a Marchant will be de- 
livered to you to “test” in your own work. No 
obligation whatever. 

The Marchant can save you 25 %-40% in your 
figuring. The “Marchant Combination” of 16 
points _ ae it,—it sets a new standard:—1. Any- 


The New All-Automatic, 
with automatic division. 


one can run it. 2. Visible dials for all factors and 
results. 3. “True Figure” register dials. 4. Hor- 
izontal straight line reading. 5. Dials spaced for 
easy reading. 6. Automatic electric dial clear- 
ance. 7. Noiseless sliding carriage — one-hand 
release. 8. Automatic position indicator. 9. 

uiet start and stop motor. 10. Automatic mul- 
tiplication—right hand control. 11. Direct sub- 
traction. 12. Automatic repeat addition. 13. 
Automatic division. 14. Automatic stop control 
for all operations. 15. Maximum “carry-over” 
capacity. 16. Minimum desk space. Remember 
— Marchant is a complete figuring machine. 


SIXTEEN YEARS BUILDING CALCULATING MACHINES—NOTHING ELSE 





MARCHANT 


ELECTRIC AND HAND MODELS 
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THE MEASURE OF CALCULATING MACHINE VALUE IS 


PERFORMANCE 


AND EVERYWHERE MARCHANT SETS THE STANDARD 


Mail this coupon for additional information— 
or as a request to see the Marchant perform. 
Sales and Service — New York, Boston, Philadelphia, Atlanta, Nashville, Buffalo, Cincinnati, Cleveland, Chicago, Indianapolis, Detroit, Pitenp, BSancepaiie, 


Kansas City, St. Louis, New Orleans, Houston, El Paso, Denver, Los Angeles, San Francisco, Portland, Seattle and in 150 other cities in the United States. 
Representatives in all Foreign Countries. For Canada: United Typewriter Company, Limited, Toromo, Montreal and 18 other Canadian cities. 


MARCHANT CALCULATING MACHINE COMPANY, OAKLAND, CALIFORNIA 


I wish to see the booklet, “Sixteen Improvements” 0 I wish to see the Marchant Perform 0 719 


Name Firm Address 7 sisal 
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This Conklin 
flesk set at 85 
in instantly 
attractive te 


This square 
Onyx Conk- 
lin desk set 
at £8.50 will 
be in many 
a “stocking” 
on Christ- 
mas morn- 
ing. 


the gift shop- 
per 








The genuine artistic 
beauty of Conklin desk 
sets lifts them above the 
level of mere utility. 
This Onyx outfit, $10, 
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Conklin squarely meets the urgent need of 
the dealer for pen and pencil specialties 

of refreshing newness. Writing equip- 
ment remains the outstanding gift— 
easy to buy and always appreciated 

by the recipient. But people are 
going to seek more than “just a 
fountain pen” in the approaching 
holidays. And they are going to 
find what they want in a 

Conklin stock. Every Conk- 
lin model is new, modern 
and in harmony with pres- 

ent-day taste. And Conk- 
lin prices fit every mar- 
ket class. Pens $2.75, 
$3.50, $5 and $7. 
Pencils $1, $2.50, 
$3.50, $4. Desk 

sets $5, $8.50, 


$10 and more. 
er y ur Cc nk 


- The Conklin Black and Gold is the 


only really new thing in pen and 
pencil lines this year. A new rich 
beauty that has selling power. The 
pens $5 and $7. The pencils $3.50 
and $4. Unconditionally guar- 
anteed. 

4 


The Conklin Pen Company \. | Have’ some 
TOLEDO, OHIO hing ready 


EW Y 2} CHICAGO SAN FRA or) 


Pens-Pencils-Sets 


4 
i 
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w evsten speed and protectior of office records valuables 
et t only natural that you should sell leather goods which 
efficie provide for a man’s personal use 
Touching on the advertising side, | wish to say that in direct 
mail advertising stationers have the most profitable method of 
ot iilding their business—retaining what they have and 
bringing their multiple lines before the prospect 
In the diversity of their lines lay one of the ma reasons 
why stationer in many ways has made less progress thar 
he ‘ae uld He has so many items he can not suggest them al 
and turnover those not suggested you know fr your 
own experience 
Direct mail advertising is not mysterious It is merely tell 
ing prospects and customers what you have to sell them 
Naturally the more effectively this is presented the more get 
erous the results The main thing is to establish a mailing list 
and sta vith it Weekly government postal cards work won- 
ders— and st but littl There isn’t a stationer who cannot 
“ oo) government postals weekly printing in two 
sa ling new items as ey come out 
her wa can the stat er properly advertise it a 
ase " st His prospects ire groups merchants for 
us s yplies—equipment, bridge players for party prizes 
and and this is where the stationer can capitalize on 
athe goods specially the small items today \ well 
ke nte ‘ prizes is one the most profitable s | 
any stat ery store 
Business leather goods ort ind kindred items—have a 
wider 8 today than ever befor Even a government postal 
ane ¥ and neat portfolio—an attractively dis- 
lave ri anal = sorne “ ises—will interest most the e 
pros] x That means future interest—sales—and A Better Service 
pr t 
r Su s seasonable itur of the novelty n st ie 
ker i tage f at all times The word novelty should F 
stand just wha means t a novelty get ‘em it and or es se rs 
get son ow s—keey] m v and sales will prove a we 
come s prise ° 
ieacher products have no equal ax anniversary gins. ores, | @XCHUSIVELY 
et T hie < mn statior s have a splendid opportunity 
with leather goods to secur advertising and gift orders Made in Grand Rapids 
of their business friends nd stomers 
, | , Vi Station ‘ ; > 
ching cguegelinamangue aaandlty is ital i Help your trade to get the best results 
from their staff. Sell them the unex- 


LOOSE LEAF DEVICES—DEALERS’ REPORT 
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celled service of GUNN LINO. These 
distinctive desks do more than enhance 
the office interior. They promote 


ng of accurate vision and add to the user’s 


comfort. 






_ “It isn’t a 
tone Unless it’s a 
¥ GUNN” 
= | The Gunn Furniture Co. 
nes GRAND RAPIDS, MICHIGAN 
Branch Offices and Salesrooms 
. 11 East 36th St., New York City 


1027 So. Broadway, Los Angeles 
21 Second St., San Francisco 
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The Correspondence Machine 
For Office and Home 


BARR 
Typewriter 





All Standard Features — 


Five Colors 


Small Enough to Carry Off, 
Sturdy Enough to Carry On. 


Add this Machine 
to your selling list 
and watch your in- 
crease in turnover. 


Manufactured by the 


BARR-MORSE CORPORATION 


ITHACA, N. Y. U.S. A. 


This machine is a Morse Industries product; other 
Morse Products are: the Morse Silent Rocker Joint 
Chain, the Allen-Wales Adding Machine, the Poole 
Clock, and Thomas-Morse Aircraft. 


Born with a Pedigree. 


It should not be necessary to carry second grade price and 
memorandum book fillers, cheap ledger sheets and indexes 
and similar merchandise, except in highly competitive markets. 


Stationers should refuse to break packages of ledger sheets, 


price or memorandum book fillers, offering them for sale in 
the style and quality as supplied by the manufacturers 
Competition 
Recent!) we are meeting a new type of competition. 
Large direct selling organizations in the office equipment field 


ive combined and plan the establishment of retail stores In 
every prominent city in the country It is the idea of the 
promoters to stock office equipment items (including loose leaf), 
whi present a quick turn-over, eliminating slow moving 
merchandise They expect to offer certain service and co- 
operatior which means that the individual stationer must 
prepare to prevent the loss of this profitable business 
We stationers, to keep up with the procession, must im 
prove r ‘wn selling methods, and should study this type 
of fellow business man, to select from his plans those whic! 
have been proved, and are producing results, and go him one 
better 
We should decide ipon our source for loose leaf devices 
nad be val to that compar This selection should be made 
n l y determining the type of operation offered, and 
we should be more interested in a manufacturer prepared to 
st an work for us rather than to sé t s: one whose sales- 
re ‘ e into our store, willing to teach our clerks and 
ovts travelir mer ill branches f the department—to 
he : pr é ir store dis iys, in s to act as an in- 
struc I t ever wa rhe manufacturer selected must be 
é give prompt service, high quality merchandise, have 
s broad tine ind be willing to help in every particular 
Trend of Business 
The most profitable development of the ear is the trend 
t rd the ise of loose leaf Visible Records Our manufac- 
rer e prepared for loose leaf visible record binders, in- 
‘ ind complete e¢ pment, which places Ss in a position 
t e¢ e strongest pe ion of the wood or steel cabinet 
this tvpe keel ne re« rds i eS€ ioose leaf de 
‘ r super I be 1use the ire rY é flexible, much 
ea s ple operation Oost less ind occupy but 
i ! ! f the space needed for record cabinets This new 
ld be presented to every customer, and the fact should 
stressed that commercial stationers can give them new 
i sucvgesti s equal to any competition 
Now s at excelient tft ‘ to not n idvertise the value 
ese new visible records, but we should go over the entire 
re ose leaf devices as carried in s k today, and call 
n of our customers that we have the material in stock 
which fits his particular need 


Education of Sales Force 


Many leading stationers have found it very profitable t 
select and educate certain of their sales force that they may 
be able to specialize in the loose leaf department Where ones 
business is large enough, these men can easily be kept all of 
the time in the sale of nothing but loose leaf 

Wit tl type of co-operation now offered to us by manufa 
turers, this plan can be adopted, and wherever it is possible 
we recommend that the stationer specialize in the sale of loos¢ 
eaf through particular ones of the sales force 

Machine Bookkeeping 

I sal of machine bookKeeping and supplies should not 
} verlooked. Representatives of machine bookkeeping manu 
facturers are favorably inclined toward the stationer, if he 
will show a willingness upon his part to co-operate Machine 
equipment installations amount to considerable in dollars per 


order, and it is profitable It is up to our loose leaf depart 





ments to go out and secure this business First of all, we 
should make the acquaintance of the machine salesmen of our 
city, supply them with sample forms and 1d them demon- 
strating equipment. Upon our part we should help by supply- 
nex leads for machine sales Usually, you will find them ready 
‘ zx to reciprocate 
Posting Machine Equipment indexes 

M r I Pierce vice-president of the Cargill Company 
f Houst Texas, calls a very important matter to the at- 
ter n f this committee He suggests that all subdivisions 
of indexes be standardized Loose leaf manufacturers supply 
posting machine equipment indexes in multiples of 25 divisions 
th por ir ones being 25, 50, 100, 150 and 2 

Filing supply manufacturers do not follow this standard 
some making their indexes in multiples of forty after the 
first straight A-Z of 25 divisior This auses considerable 
ar yar to both the dealer and user, where both types of 
ndexes are used in the same office 

This ndition is especially roublesome banks the use 
f and deposit ticket files, as nearly all banks index 

















cr, 1928 


‘ice and 
indexes 
narkets 
sheets, 
sale in 


petition, 
nt field 
ores in 
of the 
e leaf), 
moving 
ind co- 
r must 


ist in 

is type 
whic) 

im one 


devices 
>» made 
d, and 
ired to 
' sales- 
ks and 
ent to 
an in- 
ust be 


have 


trend 
nufac 
rs, in- 
osition 
abinet 
af de 
much 
yy but 
s new 
should 


1 new 


value 
entire 
d call 


stock 


nanu 
if he 
chine 
S per 
‘part 
l, we 
f our 
mon- 
pply- 
ready 


Ipany 
Pe at- 
sions 
upply 


sions 


dard 
the 
rable 


teen 








November, 


1928 OFFICE 


NAME PLATES 


APPLIANCES 


PRODUCTS 








i 





= 
os . 
See == 





Self-inking Cooke 
Rubber Stamps Rotary Dater 


w 


RUBBER STAMPS METAL CHECKS 


CARD HOLDERS 


Numbering 
Machines 


‘, 


STEEL STAMPS 


WAX SEALS 


BADGES LEVER SEALS 


CATALOGUE 1928 WILL BE SENT UPON REQUEST 
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STON PADERS 


DEFIANCE 
BOND 














Quatitiid,) 


AN O° WAR—greatest of all 
running horses—is an out- 
standing example of many 
desirable qualities brought together 
in one individual 
There are many thoroughbred horses 
who will never stand out among their 
fellows because they lack some or at 
east one of the qualities that disti 
guish a real champion 
It was the sum of his qualities that 
made Man O’ War supreme, and it is 
the sum of its qualities that makes 
Dertance Bonp the leader among 
.Pond papers 
Made with the most careful arte 
tion to every detai] of manufacture 
Dertance Bonn is the ideal sheet for 
fine letterheads, stock certificates, is 
surance policies, prescription blanks 
and any of the hundred and one uses 
to which a fine Bond paper is put i 


the business world 





Its fine color, tough texture and unt 
form surface make it ideal for all forms 
of printing, die stamping, lithograp! 
ing or engraving. When you specify 
this paper you get the best 

Irv it on your next order 


And 








BYRON WESTON CO. 
LINEN RECORD 





HE “‘urge’’ that keeps a gold 
miner at the drudgery of dig- 
ging and ‘“‘panning’’ ore for 
color’’ is the lurking, ever present 
hunch"’ that the next pan will reveal 
the lustrous beauty of a nugget. The 
gleam of pure gold shining out amid 
its worthless surroundings is a mighty 
magnet. Beaurtv itself, in the abstract, 
is a lodestar—and this quality in the 
humblest object is a patent of nobility 
Byron Weston Co. Linen Recorp. 
primarily built for permanence as it is, 
also embodies a beautv of color, finish 
and untformity that delights the eve 
and adds the touch necessarv to clinch 
its claim to leadership among fine 
Ledger papers 
Ic is made entirely of rags with the 
purest Of water and, 
necessary materials which are com 


of course, other 


mon property. But the skillin manu 
facture that combines beauty and util 
ity, permanence, strength and uni 
formity in every sheet is the peculiar 
property of the Byron Weston Com 
PANY, acquired by over sixty-five years 
of specialization in the produc tion of 
nmne I £ lye papers 





TYPOCOUNT 
LEDGER 


Does 


NOT 
SPLIT 
BREAK 

OR. 
CRACK 


YNSERVE the time of your 

office force! Eliminate the re- 

copying of bookkeeping rec- 
ords that are valuable and must be 
preserved ! Do away with broken cards 
and fragile sheets! Specify a paper 
that never splits or becomes torn from 
frequent handling. 

When you use Typocount for vour 
machine bookkeeping forms there will 
be no necessity for recopying those 
torn by careless handling. It is made 
especially for the purpose, with the 
realization that it must be durable and 
dependable. Its high rag content and 
careful process of manufacture have 
given it tough fibres, thoroughly en- 
meshed, to resist wear and assure a 
surface free from blemishes, and to 
take clear, sharp impressions from 


either pen and ink or ty pewriter 











Its standard buff color is easv on the 


eves, and does not show soil, thus giv- 
ing your records a pleasing appear- 
ance that makes them usable. If vou 


are not already using Typocount ex- 


clusively in your accounting depart 


mentand record keeping, get acquainted 


with this sheet NOW 


CENTENNIAL LEDGER 
WAVERLY LEDGER 
FLEXO LOOSE LEAF LEDGER 


Specify a WESTON paper for any requirement. Samples gladly sent to 
anyone interested, or obtainable through your regular source of supply 


Byron Weston (sompany 


A family of ‘Paper -Makers for over sixty-five years 


Mills at Dalton, Massachusetts, U. 8. A. 
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their check files alphabetically and such subdivisions should 
correspond with their ledgers 
Your committee therefore recommends that this convention 


go on record as being in favor of one standard of subdivision 
ef indexes for all purposes, to be adopted by manufacturers 
f filing supplies ind loose eat merchandise and therefore 
recommends that manufacturers in these industries arrange to 
arrs se suggest 
Advertising 

The p cit end f ir loose eaf department is very 
in be carefully planned, and arrangements 
made that some sort f advertising be used all the time 
Here wzain our manufacturers are doing their share Many 
have prepared complete 1dvertising campaigns, ready for us 

- : " st It s not sufficient however, merely 

send t blotters and advertising enclosures 

Firs ling sts re prospects should be prepared 
While our prospective custome! ire receiving mail reminders 
the sl 1 be Ss d personal 

Persona liciting ampaigns, featuring one article or type 


ff merchandise stock, and window displays should co-ordinate 
with mailings and special selling efforts 
If you use newspaper advertising, it should be done so that 


ip with other sales efforts 


a 
oe 


the message cat 

We should consider, too, when thinking of advertising, some 
of the many things that ca be done to add to our efforts It 
will take but a minute of our time to put in every package 
of sheets or fillers and in every box containing a loose leaf 
device, som« nsert or folder advertising other loose leaf mer- 
chandise Better stil a sample printed form which fits the 
post or ledger binder car be included, as a suggestion 

Of course, you have prominently displayed on your counters 


sample books showing the variety of sheets and forms which 


carr) By all means make use of all display cards, win- 
dow trimming material, in fact everything supplied to us by 
the manufacturer for publication purposes, all these pieces 
ost money and should be used with the greatest care 


It has been suggested that it would be a big help to dealers 


if labels on shelf boxes show illustrations of the device con- 
tained in the cartor if this is not too great an expense we 


hope our manufacturer friends will adopt the idea 
Catalogues 
It has been recommended that consumers’ catalogues be 
edited so that they will be plainer and easier for reference 
by our customers We are all lined to forget the technical 
terms are not as familiar to the customer as they are to us 
This committee therefore offers this suggestion to the careful 
onsideration of all manufacturers 
4 western stationer writes this ommittes suggesting that 
manufacturers could be of help to dealers if when issuing 


1 new price list or italogue they would show the price 

changes in the front, or on a separate sheet, so it would not 

” necessary to check all of the tems in the price list orf 
ilog Ser re this nformatior 


Co-operation 


With most stationers loose leaf departments are progressing 
and show gains mn gross totals from year to year It is a de- 
partment f detail and the time and attention given to it will 

eturned in just proportior 

ro secur best results it s important that the retailers 


have the fullest confidence in the particular manufacturer fron 


A m t ire ing 
\f ng s ted his ree f supply. the dealer must 
msider the unfair practices with which the manufacturer has 
te ] We must be fair ind not return goods without 
rmissior follow up with care all inquiries forwarded to us 
se é ivertising t ria supplied manufacturers as 
ig! t were i wr be ready and willing to accept the 
iggest ! ot eir representat t and salesmen wh cal 
and 1 r oO rse es as t ug ve were their partners 
perate vit ea { é satisfactory res ts ire sure 
Respectf ibmitted 
‘ HOLLOWAY Raile Printing Co Wichita Falls Texas 
FL. HAWLEY, Lowman & Hanford C Seattle, Was 
WIN I BAER, ¢ rn Baers Canton, Ohio 


DEALERS’ REPORT ON MISCELLANEOUS ITEMS 


1] e Was a perhaps 00, or even before, wher t 
is is le stationery drug, grocer or dry 
$s store Toda s tioner tore is hard to define because 
: t T if s | r ‘ the sery ‘ t re? era 
ts \ ‘ ear igo a large fir was 
i the r thought ‘ ld sé 
‘ S ind I vant med pr ‘ ] 
t ! WW t what the r e was ‘ 
4 I r le sta ess As r ttee 
ws ] s as re S ! ‘ 
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They can’t hel 
liking it! 





New Model B10x Reproducing Dictaphone 


NY secretary or typist will prize the new 
Model 10 Reproducing Dictaphone. It not 

only looks better in its new dress of attractive 
colors but combines new mechanical features 
which make it exceptionally convenient and rapid 


to operate. 


There’s the Automatic Voice Repeater, for 
example, that leaves hands absolutely free for typ- 
ing. Never was voice reproduction so clear and 
exact. All in all a more congenial and efficient 
servant for the business woman scarcely can be 
imagined.—Try it! 


Dictaphone Territories Still Available 


Some desirable sales territories are still open for Dictaphone representa- 
tives. Rapid increases in Dictaphone sales at foriegn me centers indicate 
that modern business requirements are maior err 

Dictaphone is being recognized everywhere. These fields offer money- 
making opportunities of exceptional promise 


DICTATE TU 


THE DIC TAPAUNE 


REG. U.S. PAT. OFF 


and double your ability to get things done 
DICTAPHONE SALES CORPORATION 








c¢ and the value of The 





NEW YORK CITY 
Code: Bentley 
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MARTNESS, 
OMFORT, 
EAR! 


Go hand in hand with the 


ECUTIVE CUSHION 








se on awd engineers have excelled their rigid 

standard for quality and workmanship in 
the development of this new, beautiful, 
luxurious Executive Chair Cushion. For 
comfort, it has no equal. For appearances, 
we do not hesitate to state—it is the most 
beautifully designed chair cushion ever made. 
The “Sunruco” Executive Cushion lends 
prestige and dignity to the finest office. 


It is made by secret process of a light, fluffy, 
porous rubber core of full 2” thickness 
Completely housed in an attractive velour 
envelope. ‘the cover is very artistically 
constructed. Unlike other cushions, it will 
not “pack.” Improves with continued use. 


Will not distort. 


Don't do yourself an injustice by rendering 
a decision on this product without first seeing 
samples in each of the four striking colors: 


Red, Blue, Green and Taupe 


Each cushion is tissue wrapped and securely 


boxed 

Each 
No. 3 Stenographer's size 17x1534—$6.00 
) No. 5 Arm or Swivel type, size 1834 
x17 $6.50 


The Sun Rubber Co. 
Barberton, Ohio, U.S. A. 
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the public wants these things and how you attract enough 

customers to make such items profitable. It is impossible to 

explain why they come to your store when another store 
sells the item or items just a block or two away 

To what extent can one carry miscellaneous items? Our 
rule is that we will buy whatever our customers ask for if we 
can sell the same thing to others or that the customer buys a 
complete carton at the first sale We are trying to render 
a service and in doing so we are carrying on a large business 
at a profit Any successful store is doing the same 

Some of you may say that it is expensive to sell a five 
cent article. It would seem so but remember Mr. Woolworth 
became a millionaire doing it You have your clerks It is 
better that they be busy than idle At the same time conduct 
the sales of these small items in such a way that you sell 
them profitably A large hardware store in the East junked 
a lot of expensive show cases and shelving after five years 
and uses the flat counter display and finds the change a sales 
maker with a profit Many customers come into your store 
with definite idea of buying but many other sales are made by 
display. 

To start the plan your salespeople must report what the 
people ask for Perhaps the interest shown by the salesmen 
in doing this gives the personal interest needed The plan 
works both in the large store and the small Study the display 
and salesmanship of the newsdealer. At one convention your 
chairman was present in a commercial stationery store a short 
time but long enough to see five sales lost because the store 
could not serve the customer 

In the matter of display, while we have mentioned it as 
necessary, more attention may well be given it in the average 
store Grouping the proper articles seems most important 
This includes shelves as well as counters. All of us have 
been in stores for articles and have been referred to several 
departments before the article was located. Ten cents for a 
box of clips, if that be your price, is a small sale but one 
hundred thousand in a window is impressive and would give 
you an average saie nearer a dollar. 

Timeliness is next in importance Your customer is more 
interested in clips and paste in September after his vacation 
than in June Plan your displays ahead by the month Your 
customer realizes to some extent the amount of effort you put 
into the display or sale 

Some of the items you might try out are as follows: Clocks, 
postcards, bookplates, laundry cases, towels, soap, shoe polish, 
smocks, scissors, candy, combs, thermometers, tobacco, films, 
magazines, books, radio and special purpose pencils. These 
are only suggestions based on articles found in stores about 
the country 

‘jive prizes for counter displays You may find that you 
have an excellent window trimmer in your store and for ten 
or fifteen dollars a month extra will tend to your displays and 
increase your business 

It might be safe to ask for a show of hands as to those 
whose wives ask their husbands to buy for the home Why 
send the man who buys his office things of you to another 
store to buy for his home The other store may soon get the 
office trade 

Your committee believes that a little attention to these 
small items will repay you to a surprising degree Competi- 
tion is getting keener Make friends while you can 

Respectully submitted, 

Cc. W. HONEYWELL, Diemer & Co., Wilkes-Barre, Pa E. C. 
McANDREW, Tribune Printing & Supply Co., Great Falls, 
Mont B. E. SANFORD, Chairman, Cornel! Co-operative So- 
ciety, Ithaca, N. Y 

7 
DEALERS’ COMMITTEE ON NUMBERING MACHINES AND 
RUBBER STAMP GOODS. 

Economy through co-operation is the slogan that must be 
relied upon in this day of large business units, when every ex- 
pense must be scrutinized with the greatest care, when every 
credit risk must be analyzed to the fullest detail, and when 
co-operation must be utilized 


There is no frontier in business a oncern cannot stand 
ilone today The business man needs the strength that lies in 
nior America is reached its present industrial supremacy 
hrough indi lual initiative and team work individual in- 

itive has been devoted to team work, to the creation of 

operative means to improve conditions 


There is an unlimited opportunity for progress and profit in 
the field of co-operation between stationers and the manufac- 
turers of rubber, brass and steel stamps, ink pads, seals, sten- 

s, numbering machines and the accessories that belong to this 
line of business I have preached on this subject before this con- 
vention on previous occasions and I am thankful to say that 
there already has been signs of improvement in the associations 
of stationers with the manufacturers of rubber stamps and rub- 
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| onstructive Selling 


makes the buyer 
take notice./ *€ 


The greatest force to meet modern competition—is con- 
structive selling. 





When you can actually. bring to the buyer constructive 
ideas that visibly show him a saving in time and money, 
such as the Tri-Guard File, the Cello-Clip Map and 
Plan File, 4 Related Groups of Filing Cabinets, ete.— 


When you can make definite recommendations that 
improve his methods, for instance a more scientific 
arrangement of his office 


THEN—you are offering constructive selling that 
makes the buyer take notice. 


Globe-Wernicke dealers have an unusual com- 
mand of this vital sales influence. First. Globe- 
Wernicke Dealers are taught constructive selling 
in the Globe-Wernicke Sales School. Second. 
the tremendous scope of Globe-Wernicke equip- 
ment shown on the inside pages gives the dealer 

a product and a service for every office need. 


There are a few territories open for live dealers. 
Write for detailed information, today. 
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Slobe -Wernicke 


Every need — every market of interest to the office equipment 
dealer is now covered by Globe-Wernicke products. For instance: 
four related groups of filing cabinets —*‘a filing cabinet for every 
purse,’ Library Equipment, Movable Steel Partitions, Special 
Contract Work in steel and wood for courthouses, municipal 
buildings, banks, public utilities, ete. All this besides the reg- 
ular Globe-Wernicke 





lines—available now 
from one complete 
source of supply. ‘ Con- 
sider these economies — 
ONE complete source of 
supply —ONE nationally 
known easy to sell line 
—ONE lowered freight 
charge —ONE bookkeep- 
ing account to carry. 
* Write for details, today. 
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Library Equipment 


Steel and Wood Contract Work /for- 
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Courthouses 


Municipal Buildings ey Banks 


Home of The Globe- 
Wernicke Company, 
Cincinnati, over 40 
acres of floor space. 
The largest plant of 
its kind in the werld, 
manufacturing un- 

one roof, the 
most'extensive line of 
office equipment. 






























**9900"" Utility Line 





“ClobeArt” Line 





A Hiling Cabinet forever Purse © 


Whether your prospect wants the finest deluxe filing 
cabinet made—or the most inexpensive unit— YOL 
can supply his needs from ONE nationally known 


line—Globe-Wernicke. 


Check this unusual filing cabinet opportunity. 


The GlobeArt Line—A complete line with every 
deluxe refinement. The ‘*7000°° Line—the filing 
cabinets Globe-Wernicke made famous. The 
**8000°" Line—the price-value filing cabinet. The 
*9900"" Utility Line—the price appeal steel 
filing cabinet. 

In addition this broadened line brings new 
filing cabinet improvements—‘‘wedge lock” 
principle of construction—greater filing 





capacity, full 28 inches deep outside 
filing inches—-new patented follower block. 
. 


Crowning all this 


Never before in the history of the industry 
has such a sales wedge been placed in the 
hands of the office equipment 
Write for details 


no advance in prices. 


Globe - Wernicke 
Service means 
constructive sell- 
ing an influence 
being carried 
right to the deal- 
ers and their 
salesmen 
through Globe- 
Wernicke Sales 
Schools. 






Globe “Wernicke 


Cincinnati 


Canadian Representative 


Preston-Noelting. Limited 
Stratford, Ontario, Canada 








*8000°° Line 
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IED down to figures, im- 

agination stifled, the “per- 
fect” bookkeeper becomes a 
mere human machine, without 
the real machine's infallibility. 


Free the mind from the 
drudgery of addition, subtrac- 
tion, multiplication and divis- 
ion. Give it a chance to do 
what it was meant to do—con- 
structive, valuable thinking. 
Let the Monroe do all the 
mechanical work—effortlessly 
and accurately. 


Just put the problem on the 
Monroe and read the right 
answer — with visible proof 
that it is right. It’s as simple 
as that, and no rechecking is 
necessary. 


Brains to think with, ma- 
chines to work with, make 
economy of time and man- 
power. It’s as true in an office 


as it is in a factory. 


This simple machine 
handles ALL figuring 
in ANY office 
Invoices, discounts. costs. sales 


SMatistics, percentages, inter- 
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This space reserved for 
in Work 


est, estimates, inventories, pay 
rolls—all business figuring is 
handled on the new Series 3 
Monroe with minimum oper 


ations. 


No necessity to set or shift 
levers during any problem or 
when changing from one type 
of work to another. 


The Monroe divides, multi- 
plies, subtracts—as easily as it 


adds. 


Automatic visible proof, step 
by step, eliminates rechecking. 


Your own figures 
are the best test 


Let's see what a Monroe will 
do with your figures. We'll 
put the Series 3 in your office 
and show your clerks how to 
use short-cuts that have been 
worked out in businesses sim- 
ilar to yours. No ob- 
ligation whatsoever to 
buy if you don’t think 
the Monroe will save 
you time, money and 
labor. Telephone the 
Monroe office in your 
city or write our home 


office. 





HIGH SPEED ADDING-CALCULATOR 


MONROE CALCULATING MACHINE 


Branch Offices im all principal cities of the United States and throughout the world 


y-Keep ‘ 3 
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* 


NEW’! SERIES 3 
MONROE ADDING-CALCULATOR 
with full automatic 
division 


Send this Coupon! 






ee ee 
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COMPANY, Inc., Orange, New Jersey 








Orange, New Jersey 


Please send me a copy of “A Giant Stride Ahead” 
describing the New Series 3 Monroe Adding-Cal- 


culator 
Name 
Firm 


Address 


MONROE CALCULATING MACHINE CO., Inc. 
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- " - No. 
" r 960 
PF 


Abreast of the trend 
and in line with profits 


wember, 1928 





The Orpin 900 line is fit mer- 
chandise for the alert, progres- 
sive office furniture dealer. The 
simple dignity of early American 
design, free alike from the harsh- 
ness of peg leg square cut desks 
and the insistent formality of 
continental period suites, these 
Orpin Desks have a universal 
appeal. They look well in various 


surroundings and are priced 
at figures in the range of the 
great majority of business men 
Made standard office size of 
mahogany and walnut through- 
out, they require but moderate 
investment by the dealer but 
will attract trade and develop 
a splendid demand when 
properly displayed 


Orpin Desk Company 


121 Medford Street, Charlestown, Mass. 


No. 960 S 
Mahogany 








This grade of Orpin Desks 
equipped with 


reguiarly 























, 170? 
Novembe r, 1726 


per stamp goods But, in making 
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that which 
frank to admit that we are 


it has been able to 


are osing ground and what is 
josing mone thereby 

The principal source of trouble 
operatior 


appears to be in the 


desire 


tione! 
two separate 
of being a manufacturer 
I do t presume to say that 


turer is entirely without sin, for 


large as the rubber stamp industry is 


black sheel manufacturers 


who make promises they do not 


produ t below cost and, therefore, 


in Duns or 
more important one because he is 
on his rubber 
his stationery and office supply 
After vears of experience durin 


stationery 


t t sucl i combination cannot b 
kind 


operated without the closest 


tends to divide the concentration « 
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somew 


tie rubber 


unscrupulous about quality, 
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2 comparison of the strides 


operation has accomplished in other industries with 


complish in our own, I am 
at behind and as a result 
ar more important we are 


is a result of lack of co- 


between the rubber stamp manufacturer and the sta- 


of the stationer to conduct 


businesses, that of being a stationer and also that 


stamp manufac- 
ertainly. in an industry as 
there must be a few 
some 
some who sell their 


keep 


do not make a credit rating 


Bradstreet's But the 


stationer’s mistake is the 


likely not only to lose money 


stamp business, but 


t 


[ 


also to lose possession of 


business 


which I have conducted a 


store and a rubber stamp factory, I am convinced 


successfully and profitably 
of supervision and this 
effort to such an extent as 


to cause the lack of that close attention necesary to the success 


of either brar of the business 
experience that the 


dependence ipon a rubber stamp 


stationer shot 


of supply rather than attempt to 


have learned from my own 


ild place his confidence and 


manufacturer as his source 


make these goods himself 


fhe making of rubber stamps is a real business, in whictl 
must be employed the same initiative and watchful care as are 
ised n other line of human endeavor The process of 
making a rubber stamp is an intricate one requiring special 


inery and labor 


f } 


oO i class not easy to pro 


re and difficult to retain Without a proper cost accounting 
system maintained at considerable expense—the accuracy of 
which will depend upon his strength of experience—the manu- 
facture s more than liable to turn his product at a loss, The 
neertainty of production—too little work today and an amount 
bevond ipacit tomorrow presents one of the many prob- 
lems with which the rubber stamp manufacturer has to contend 
if the stationer w plans to {| in his own rubber stamy 
! wufactur department knew of these actual conditions in 
advance, he would in all probability ot make the sacrifice of 
estment, time, effort and worry which the department is 
st certain to cost hin 


lepartment 


rders for rubber stamps in whi 
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EBERHARD FABER 
“The Otdest Penelt Revtery om Amores 
wow <> york 


This is the new No. 741 Assort. 
ment—twelve different colors of 
MONGOL COLORED PENCILS 
convenient pocket-case. 
Retails fast at $1.00 


AT LAST — colored pencils 
that will not break in the 
pencil sharpener! 


MONGOL 


COLORED PENCILS 


—have amazingly strong thin leads 


in a 


—last thrice as long as ordinary 
colored pencils 

—make fine lines in vivid, lasting 
colors 


Just what's needed for 
CHECKING SIGNATURES 
MAPS NOTATIONS 
QUALITY GRADINGS CHARTS 
PROOF READING DRAWINGS 


Enthusiastically welcomed by the general 
public and by business and professional men. 


, TWELVE COLORS NOW AVAILABLI 


No. 844 Pury 845 Light Blue 


No. 846 Pink No. 848 Light Green—No. 849 Black 
No. 862 Orange No. 863 Brown No. 864 Heliotrope 
865 Blue No. 866 Red—No. 867 Yellow—No. 868 Green 


These are the new pencils everyone wants! 


EBERHARD FABER 


NEW ~<<> vorx 
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“TRANSFOUR” 


A Revolutionary Idea 
in Carbon Paper 




















No. 1. Very tough, clean and 
durable—exceptionally fine for 
one copy at a time. 





No. 2. Standard, clean corre- 
spondence carbon, for use up to 
4 copies. 


No. 3. Medium weight and fin- 
ish—designed for clear mani- 
folding up to 8 copies. 


No. 4. Featherweight—for heavy 
manifolding of more than 8 
copies. 


In this manner the typist 
is equipped to perform 
efficiently EVERY mani- 
folding requirement within 
the range of typewriters. 


Write for dealer proposition 


Neidich Process Company 
Burlington, N. J. 


“The Line of the Lowest Ultimate Cost’’ 
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ing to come to a stationer’s store and explain to his salesmen 
how rubber stamps are made 

Rubber stamps, in fact nearly all the items that will be 
handied in a rubber stamp department, are well known to the 
public There are few novelties in the line Advertising to be 
effective should be directed toward teaching the public the many 
uses of these devices. Rubber stamps can be made to serve eco- 
nomically and effectively, scores of purposes than can be readily 
iscertained by conferring with your manufacturer If a sta- 
tioner can successfully create in the minds of his customers the 
uses for one or more rubber stamps the orders for all these items 
used in connection therewith, will naturally follow 

So it is not difficult for stationers to see that there is @ 
big profit for them in rubber stamps—provided they let the 
manufacturer make them And not only a big profit, but there 
is an added service for your patronage and a means the in- 
reased volume of business in your regular stationery lines. 

Now we can bring about this healthy condition in our indus- 
try through the proper kind of co-operation and a measure of 
sincerity on the part of the stationer and the rubber stamp 
maxer 

In order to get a cross-section of opinion on this important 
question, I ave recently conducted a survey nd have written 
to the leading rubber stamp manufacturers and stationers of 
the country, asking for any new slants they had on the propo- 
sitton, to find out if I was wrong and everybody else was right. 
I am happy to say that I received practically 100 per cent 
rep.ies and that in every instance the stationers and the rubber 
stamy manufacturers who replied agreed ent isiastically with 
n that co-operation was the only solution of the problem. 

One of the leading rubber stamp manufa rers of St. Louis 
writes 

I have come to the con $ that this is one 
part of our business which should have our most careful 
attention It is quite true that the stationers are con- 
stant flooded with cheap daters, numberers and pads and 
if we can co-operate with them in ese items I believe 
they would help us to eliminate son f ir troubles. I 
believe the I. S. M. A. should take a ‘ prominent part 
this and I sincerely hope you wi tinue your good 
work ir o-operation with the stat er they may at 
least try to be fair in disposing of this merchandise.” 

Anothe large manufacturer n Omaha Ne writes quite 
frank is follows 

‘We must all recognize that the s er does cut in 
on ir legitimate volume, but I believe i can ‘catch 
more flies with molasses than vinegar and for that reason 
would advise the stamp man to talk er any differences 
they may have in a friendly way, by showing him the in- 
ustice of unfair trade methods, and by showing him by 
1sctual figures what it is costing him to sell the goods, 1 
know the stationers are as anxious t make a profit as 
is the stamp man, and it seems to me that it is the duty 
if the stamp man to acquaint the stationer with the true 
ondition If they do that I am quite sure that it can be 
worked out to the mutual benefit of b« parties That 
is been the policy of the stamp man ere in Omaha and 
while things are not ist as we would like to have them 
I know the results of our conferences ive helped to make 
onditions a lot better than if we had sulked and made no 
effort to remedy the situation 

One of my manufacturing friends in Washi: yn, D. C., writes 
as follows 

I would suggest regarding Numbering Machines that 
the stationer obtain his stock from the nearest stamp 
manufacturer who makes a feature of repairing number- 
ine machines, for the reason that if any slight or serious 
defects develop the customer does not have to be without 
a machine for several days I would also suggest that 
machines of the higher grade be put forward, as they are 
less likely to give trouble and, of course, allow the dealer 
a better margin and the customer greater satisfaction.” 

4 slant that is a bit unusual, nevertheless true, shows some 

of the reasons why the manufacturers have t perate among 
themselves rhis is quoted from one of Pittsburgh's leading 
houses 
I realize that vou have i large problem Most every 
big ty has some little fellow in the rubber stamp busi- 
ness that goes to the leading stationer concerns, and 
juotes them a price for rubber stamps, that manufacturers 
“ are paying rent, and sending out salesmen, cannot 
ifford to meet ll he expects to make is a living, about 
what he would be hired at per week, and he is satisfied 
f he in make that much, and be independent of a job 
He naturally looks up the stationers who sell rubber 
stamps He generally gives them good ser e, and makes 
he il it 40 per cent discount off e sales price 
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STEEL PRODUCTS 
FILING CABINETS 


STORAGE CABINETS 
WARDROBES 
TRANSFER CASES 

SAFES AND 











EEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 


BOSTON NEW HAVEN CHICAGO PITTSBUR 
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and tables too, are well worth sell- 
ing, if they carry the Security Steel 
trade mark. For it stands for the 
qualities that make sales, and the 
satisfaction that makes customers. 
Here are a few of them:— 


Furniture steel of the highest qual- 
ity designed for rigidity without 
excessive weight—no sharp corners 
—patented “Perfect Top” of lino- 
leum with permanently locked 
bronze edging, heavy reinforcing 
channels—easy gliding drawers— 
beautiful finishes in green, oak, 
walnut or mahogany. The Security 
Steel catalogue tells the whole story, 
Send for it and discover this new 
source of steady profit. 
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“It is true that 
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stamp manufacturer of St. Paul, Minn., 


the stationers throughout the country 


are in a postion to sell our line in connection with their 
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see where 
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to ourseives. 
low scale of prices, 
it-price stamp concern My 
subject are that 


on stamps and to 


ing our organization, for 


are to suggest 
cost and 
We, of course, have 


know at 
little co-operation along this line 


from 


rule when 
of the larger cities 
them as much as we could by giving them prompt service 
and as liberal a discount as possible. 


to a stationery 


of rubber 
done anything to discourage a sale We believe 
that if the stationery 


Chicago, one gets a little idea of what the 
are doing in connection with 


‘The nt 


line to better advantage than we are to sell it as an indi- 
vidual line. 
sufficient 
furthermore, we could not give them more and do justice 


Yet, it does not seem to me that 25 per cent 


margin for them to sell our line, and, 
Especially is this true where the stationer 
such as are usually promoted 
conclusions on this 
through your association you could co- 
ith our association by maintaining our methods 
further sell their stamp sundries on 
thereby, materially support- 
if they sell pads at practically 
adopt their standards on 


This sort of com- 


principle as we do 
turally follows that we 


to protect our own interests. 


has a detrimental effect on both of us and if you 


better co-operative sales methods, possibly 
well by looking 
prices of the Stamp Manufac- 


ioners Association will consider 


selling 


Association, to the end that it would be our mutual 


studied costs and selling of 
and naturally 
marketed A 
wouldn't be bad 


nd accessories for many years 


what price they should be 


Dayton, Ohio, shows how the stationers use 


the rubber stamp manufacturer in that city: 
“We do 
ber stamps for resale 


not have a great many customers that buy rub- 


purposes but we do have a few 


Stationery stores buy their stamps from us as a 


they are in a hurry instead of sending to one 


and we have always co-operated with 
One principal ob- 
business of this kind is that regular customers 
been buying direct at the regular price can go 
their rubber stamps with a 
apply to everything in their 
anything to encourage the sale 


store and get 
iscount which they 
have never done 
stamps in the stationery stores, nor have we 
though, 
could 


necessary to give such a liberal dis- 


stores throughout the country 
it is not 
much better for them 


ill the users it would be 


for us 


stationers 


the sale of numbering machines 
largely in 


of the stationers and the general impression is 


imbering machine business today is 


that they cut the prices If you could induce them to 
cease this practice it would be a great thing 
A house in St. Louis that does a very large stationery busi- 
ness and also manufactures rubber stamps writes 
“One suggestion that I would make I have suggested 


several times but maybe you can put it over, others have 


not beer 
Stationers 
handle in 


industry 


they can sell at any 


iave the same list price for 


able to to try 


to work along the lines of getting 
to use the same list prices on such articles they 


the rubber stamp line as are used in the stamp 
This is not done with the 


idea of fixing prices, 


they want to, but the idea is to 


price 
nstance, screws at standard 
ised by all 


and a discount quoted from this list 


there is any discount As it is now the stationers have 

i different list on su articles as stamp ink, stamp racks 

ters, stamp pads, et which is entirely different from 

e rubber stamp man's list This would do away with 

1 good dea confusion especially for such firms as 

rselves and rselves 

One f the largest and most successful mail order stamp 
anufacturers in the countr ere in Chicago writes 

It is deplorable in the rubber stamp business and fur 

er supported in the competitive stationery field that ali 

onsideratior is been lost as to the alue and importance 

of rubber stamps used in business rhe time savings, ac- 
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eeding up of details and many other economies 


the user are completely forgotten when a sale 





s ude The manufacturer evidently prefers to try and 

buil ip an impossible volume at low prices, rather than 

irge a fair revenue on what he actually produces. This 

4 fair revenue would he ip ooth the executives and their em- 
: ployes But, no, they must look to the present, the mo- 


mentary saie, 


and sweetly dream of a great volume that 


will never come. This volume is simply not there Our 
best vear during the war in the rubber stam] isiness 
was no great item in the wa of sales national! as com- 
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DESK ACCESSORIES 


MAKE 


SEASONABLE GIFTS 








NO. 1250 OFFICE KNIFE 


NO. 1240G OFFICE KNIFE 

















NO. 500 LETTER OPENER 








NO. 70 IVORDUR AND GOLD FILLED PEN 





NO. 101 TVORDUR LETTER OPENER 





NO. 303 TVORDUR BOOK MARK 


HANDLES OF BEAUTIFUL IVORDUR 


Jade—Amber—Onyx—Red and Blue 
Will Pack in Individual Boxes 
Quotations on Request 


THE MILLER BROS. PEN CO. | 


305 Broadway Meriden, | 
_ wa on Conn, 





Formerly 


MILLER BROS. CUTLERY CO. 
ESTABLISHED 1863 


THE 
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pared to other smal! industries serving a similar field, 
Stationers, particularly, are guilty of handling some of 
: —- J our accessory items in a very thoughtless manner. Cut 
= Sa-: yt price sales on daters, ink pads and other commodities 
is undoubtedly a narrow-minded stunt. Articles that 
should bring a standard price strongly supported every- 
where are dumped on the market as though there had 
been a fire. Such action tends to reduce the price on 





the already low rate of our accessories, and I can't see 
where anybody is particularly attracted by low prices 
on our products at any time, as users usually buy when 
merchandise is needed and price rarely cuts any figure. 
Bear in mind this fact, gentlemen, that this Company 
has within the past four years completely changed their 
old time policy of being the lowest price stamp house, 
figuratively, in the country, now practically lead the 





No. 850-H 


parade in better prices; in fact considering our posi- 
tion as a mail order house, we are the highest price 
house in the country in rubber stamp service, and we 
specialize in the manufacture of rubber stamps, competing 
not only with rubber stamp manufacturers in outlying 
small towns throughout the country, but with stationery 
dealers as well. 

“As our confidence grows in this effort, as time goes 
on, We are actually forgetting price and concentrating on 
better service and merchandise. 

‘We're dropping cut-price sales,” says the merchandise 
manager of one of Chicago's largest department stores, 
‘because 1. They are unprofitable; 2. They cheapen the 
store; 3. They demoralize the market; 4. They have lost 
their attraction to the public.’ Now, then, if the sta- 
tioners handling rubber stamps, as well as the rubber 
stamp manufacturers, will just consider the importance of 
rubber stamp service to the user, the time savings, econ- 
omy and all other advantages included in the service, and 
charge for this service prices that will yield a revenue 
sufficient to pay better wages, better income to executives, 
and these prices set on the average volume, as there can 
be no greater volume than the average, it is certain that 


Alma 1) k greater prosperity can be enjoyed in the rubber stamp in- 
Home Desks dustry 


. . Another letter from St. Louis is encouraging: 
fi H | d yr Pp f C “The stationers in St. Louis and the stamp men work 
Or O ] ay ro l S well together in so far as our merchandise is concerned 
and we get fair prices. We believe, and it has always 


been our policy to deal with the stationers on a fair basis 
on articles pertaining tc our busines as they come in con- 





| his new Alma Desk for home use will tact with the users more than we do.” 

bring many more gift buvers to equip- Anot! er ‘Pittsburgh manufacturer writes 
. - If stationers or others could only realize that there 
ment stores this year because it is SO is only so much rubber stamp business and that every 
4 ; x entrant into the business just reduces the volume for those 
obviously an item of usefulness and already engaged in it and limits himself to a very limited 
ie . a " . eal ’ volume thereby reducing profits for himself as well as the 
beauty. [ inished in W ainut or mahog- established house, it might be that our industry could be 


made to produce the right return for what is invested in 
it The stationers could help a great deal by upholding 
the policy set up by the rubber stamp men on merchandise 
that is handled by both and in that way safe profits for 


any. Built in 50 and 36-inch sizes 


Thousands of this type desk were sold nae 
to home lovers last year for the first An excellent thought comes from a stamp manufacturer in 
: — Suffalo 
time. The demand already created, “Experience shows that many stationers often ask for 
_ . - : — “a « greater discounts than allowed by the rubber stamp manu- 
together with this new number at the facturer, and it might be suggested that if the suggested 
price form your opportunity Order lists of their stamp maker were used a much better mar- 
, . gzin would result in many transactions. Then too it is the 


d on the buying 


a sample today. writer's belief that stress should be la 
for resale of Quality rubber stamps. ‘lvo often the sta- 


tioner allows the fact that he can buy a rubber stamp for 
25c to persuade him to sell this type of rubber stamp to 
his customer instead of endeavoring to supply an article 
whie will render a maximum of service and satisfaction 





to his customer The same applies to his purchase of 

rubber stamp pads, inks, et: If he sells a good rubber 

stamp he should sell a good rubber stamp pad so that his 

istomer is able to get clear, clean and distinct impres- 

sions. The better the quality of each of these products the 
better satisfaction will register in his customer 

Gentlemen, I have quoted from only those letters received in 


= time to be ir led in this report There have been others, all 
ture alone the same line, all showing the absolute necessity of mutual 
nderstanding and co-operation between stationers and the 


4 e Ti ra 0 ’ > i Ips } é of us ire to ce 
Point ---North Carolina manufacture f rubber tamps if all of us ar make a 
fit r business 


prof from o 


It is not the price control we need, but price uniformity, 





ind less price importance and more quality importance This 
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*No. 1919 — Black, $23.50 


No. 191 — Black Finish - 13.00 
No. 192 —Green Finish - - - 13.00 
No. 193 — Mahogany Finish - 13.00 
No. 194— Walnut Finish - - 13.00 
Complete with pens as shown 


—with Complete Sengbusch Stocks 
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*No. 1992 — Marble, $22.00 











and Seasonal Sales Helps 


The holiday season is in full swing. All 
through the year Sengbusch products have 
been winners — building up toward this 
harvest of profits. Dealers everywhere 
have enjoyed substantial sales increases. 
And now, with the holiday season here, 
dealers who feature Sengbusch desk sets, 
Dipaday Pens and Adjustable Sockets, 


reach the climax of the entire year. 


Check your Sengbusch stock now. See that 
it is complete and varied—and remember, 
that when Sengbusch products are season- 
ably boxed, you'll clinch many more sales. 


Christmas boxes for Sengbusch items are 
available. They will be furnished at no 
extra cost, for any Sengbusch Dipaday 
Desk Set ordered between now and Christ- 
mas. Ask the Sengbusch salesman to show 
you sample boxes when he calls. 


In addition to Christmas boxes, attractive 
four-color holiday circulars, with space for 
imprinting your name, have been prepared. 
Reserve your supply now and start mail- 
ing these circulars to your trade. Order 
a complete holiday stock of Sengbusch 
products today, and include your request 
for these attractive sales helps. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 


1115 Sengbusch Building 


Milwaukee, Wis. 


No. 171—Black Finish - - - 
No. 172—Green Finish - - 
. 173 — Mahogany Finish - 
. 174—~ Wainut Finish - - 


Complete with pen, as shown 
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6.50 


* Prices of sets No. 1992, 1919 and 
1983 do not include Dipaday Pens. 
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No. 5 of a series presenting the sales possibilities in Hammermill-N ational 
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A combination hard to beat 
for sales possibilities 


—— 50.046 fas HAT combination is Hammermill Ledger Paper and National 
nder. Size 11 x 14, Loose Leaf and Bound Books. 

—, © SS Now that these two products long used in business account- 
ing systems have been brought together, they offer a double measure 
of value and satisfaction. 

The name National is known wherever Loose Leaf and Bound 
Books are used for record keeping. National products have been on 
the market for 84 years. 

But since Hammermill Ledger Paper was selected for use in National 
products, a greater market exists. Why? Because this combination 
means a more ready consumer acceptance. 

Discriminating dealers everywhere, observing the double measure of 
quality and value in Hammermill-National realize the sales possibilities 
of the combination, and are pushing it to their profit—and the gain of 
their customers whose interests they are bound to protect. 

And they find it easier and more profitable to sell 

















National 
Loose Leaf and Bound Books 
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convention can go a long Way toward achieving an ideal con- 
dition by starting something this year 
Respectully submitted, 

SAM’'’L S. ROSENDORF, Southern Stamp & Stationery Co 
Richmond, Va Chairman RAY FROST, Frost Office Ap- 
pliance Co., Worcester, Mass E. N. Cc. BECKFORD, 8S. D 
Childs & Co., Chicago, Il 

> 
A REPORT OF THE DEALERS’ COMMITTEE ON PAPER 
AND ENVELOPES 
The chairman of this committee, having abdicated in favor 
of one of the minor members, leaves the report to be submitted 

on short notice You will find this report a mention of a 

number of personal opinions, rather than that gathered from 

the trade at large, owing to the lack of time 

The average stationer has a wonderful opportunity to build 

up a business on many items in the envelope and flat paper 

line Such items as clasp envelopes, mailing envelopes of all 
sizes and kinds of paper, fibre envelopes, wood, rag, bond and 
manilla envelopes in mailing sizes, coin theater, drug and 
merchandise envelopes Red rope envelopes for mailing, also 
carrying of papers and also to be used in filing 

Under the flat paper schedule there are many kinds of bond, 
flat writing, ledgers, blotting, bristol, coated board, mat board 
second sheets, that can be carried in flat or cut sizes for which 
there is a considerable market 

We have heard for several sessions a complaint against the 
government printing corner cards or return notice on the corner 
of government stamped envelopes We understand that there is 
now available from some of the envelope mills government 
stamped envelopes (not embossed), printed and stamped ready 
for the United States mail, at the same price that Uncle Sam 
furnished them Apparently a machine has been devised for 
the automatic stamping of the envelope at the same time the 
corner card is printed You can secure business by a connec- 
tion with such a mill at prices competitive with the govern- 
ment This opens a field which has been closed to the dealer 
as a rule 

On clasp envelopes, red rope envelopes and mailing envelopes 

the majority of packing boxes that are furnished for these 

tems are not satisfactory for stationers’ shelf boxes We wish 
to commend some of the red rope manufacturers on the reduc- 


tion in quantity served in some sizes of envelopes, so that the 


dealer can sell a complete package as a unit much easier than 
he could a unit of a larger quantity We have found in han- 
dling clasp envelopes in boxes of 250, or mailing envelopes in 


boxes of 500, that they become a terrible looking mess by the 
time you have taken the lid off each box in all the different 
sizes, taken out a few of the envelopes and endeavored to keep 


the lid on the box—the lid is not deep enough in the first place 
and the box is too flimsy to hold up after being handled and 
part of the contents removed A suggestion might be offered 


manufacturers t furnish a folding carton which would hold 


2 1) of a given size. and five or more of these folding 
artons enclosed in the present type f box, This would enzbd! 
t deale ha ‘ee t Sa [2 1 r it fa siz 
without damage or the necessity of counting them 
We find many jobbing houses calling on many of our cus- 
ers, wl operate printype and multigraph machines, selling 
them paper in small quantities at the same price they charge 
} dealer of irse it is ft be needed that the average 
} r is 1 i hand fl paper on the sl t re 
fy 1 ¢ } bbing f pa r pia s you is r . 
< } d tat rice he w pay for it whe 
he w to bu £ bs t nd the capacity f his VI 
n W av < ; T Her f cases wher ] x 
i WW t pu ST 4 { 1taiogs i 
iderable paper purchase the paper direct from the paper 
bber and have it shipped direct to their printer and stored 
int suct is he wanted t ise it, thus eliminating the 
printer and the stationer from any profit on the sale or the 
handling arge of the pape 
The sale of brist« coated board, mat board and cover stock 
s ever increasing Coated boards can be secured ? many 


lors and they find a ready market with many sign writers 


and advertising neerns 

The sale f blotting paper is probably as well known as any 
article the stationer handles There is an enormous field for 
this commodity: manufacturers have brought out some wonder 
ful designs and lors that enable the dealer to satisfy the 
most discriminating buyers wl want to even match the colors 
} their boudoirs 

The sale of second sheets by paper jobbers has become quits 
a menace t the dealer because n their sale of flat paper to 


the multigraph user they are so anxious to get additional busi- 
ness that they sell them second sheets at the price they sell 
the dealer, even including adding machine rolls, twine, wrap- 


ping paper and many items that the stationer should and could 

















You Can Eliminate 
Ribbon Guesswork 


The Bucki Supreme Typewriter 
Ribbon takes the guesswork out 
of ribbons and ribbon selling. 


Under day in and day out pound- 
ing—continuous typing—this rib- 
bon stands up, giving clean, sharp 
impressions and renewing itself 
overnight. 


The renewing process—ink mov- 
ing from one part of the ribbon 
to another—is what makes it so 
universally satisfactory. 


The Bucki Supreme ribbon i: 
well supported by carbon papers 
of like quality—a most pleasing 
combination for any typewriter 
supplies department. 


Both products are backed by the 
Buckeye plan for creating a suc- 
cessful ribbon and carbon depart- 
ment. Ask us about it now. 


THE 


- BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East Fifty -fifth Street 
CLEVELAND, OHIO Established 18% 



































192 





the ARLAC plan for 


OFFICE 





DEALER PROFITS 


APPLIANCES 





Nevember, 1928 


sell to the consumer if the paper jobber was not getting the 
business away from the dealer 

The sale of Christmas design paper, fancy colored tissues, 
white tissur ind wrapping necessities at holiday time carries 
a wonderful opportunity for the dealer 

It is hoped that this subject will receive considerable discus- 
sion at the round table meeting to be conducted by Mr. Clegg, 
as there are many interesting things that could be accomplished 
by concerted action on the part of the dealers as a whole We 


believe that many suggestions could be made to the incoming 

committee for investigation and report in this interesting line 

Give the next committee something to work on and some 

information to be secured that will be of benefit to all of us. 

Respe« tfully submitted 

B 4 TUTTLE, The Tuttle Corporatior South Bend, Ind., 

Chairman Pro Tem since August 31. 
a 

DEALERS’ COMMITTEE ON PENS, PENCILS AND PENCIL 
SHARPENERS 

On behalf of the Committee on Pens, Pencils and Pencil 

Sharpeners I submit the following report, These three items 

represent a very important factor in the present-day stationery 


business 
The 


ben is 


use of steel 


pens is Ttast 


taking its place However, there w 








ArlacDuroderma Dry Stencils make 
repeat sales because they do the 
work better. This firm, hard stencil 
is easy to cut—os and other round 
characters reproduce perfectly 

and the sharper lines require less 
ink. Especially fine for all stylus 
work. Easier to read proof. Custo- 
mers like Arlac Stencils and come 


back for more—and repeat sales 
make profits. 
Arlac beiieves that co-operation 


with the retailer is an important 
factor in the sales plan. Inquiries 
from national advertising are turned 
over to the local dealer E- xamples 
of Arlac work are furnished for ex- 
hibition purposes Quality and co- 


operation—these are the reasons 
wide-awake dealers are making 


money on Arlac Stencils and Dupli- 
cating Supplies 


and this 


ofitable 


mand for steel pens brings up the 


and most pr way to handle 


ommittee suggests that the number of 
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Chere are several profitable territories 
available for alert dealers. Write 
today for full details of the Arlac 
Plan. Sample stencils sent on request 







DRY STENCIL 
CORP’N 


418 FOURTH AVENUE 
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market. Style 2941 is shown above. 





ECONOMY. The Art Metal 1500" line 








UTILITY. Efficiency and durability characterize the 
desks of the 3900” line .. . make them the out- 
standing value for general office use. Maximum 
convenience is achieved through exclusive refine- 





desks appeal to the man who wants maxi- 
mum value at minimum cost. Art 
Metal facilities alone make possible 
many conveniences that are generally 





feund only in much 
desks. Style 1560 F. B. is shown here. 


ments of design. The generous use of reinforce- 
ments insures rigidity and raggedmess . . . and 
the handsome wood grain «cr olive finishes will 
not crack, peel or chip. Style 3940 illustrated. 





No DESK SALES LOST... 


with these three lines in stock 


They cover every market ...  jines Roll top desks 


Beauty for the exec- 
” - 


utive suite ... utility in the 
ity offer a style for every purpose come 
for the general office ff y f A ae and “3900” lines. 


...economy forthe ...and they’re priced to attract And flat top desks 
close buyer ... no . are available in all 
matter what a cus- three lines. 
tomer’s need may If you need in- 
be, there’s an Art Metal desk to fill it. formation on any of these lines of Art 
They cover every market and every Metal Steel Desks, or if the Art Metal 
use ... and they’re made for every franchise in your territory is open, 
purpose, too. Typewriter desks may write today to: The Art Metal Con- 
be had in the “3900” and “1500” struction Company, Jamestown, N. Y. 


Ark (\\akal 


Steel Office Equipment 


JAMESTOWN ~ NEW YORK 


close buyers 
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UR new fifty-two page, illustrated catalog is 

ready to show you the most complete and up-to- 
date line of card index and filing supplies. Write 
today for your copy. It will show you the shortest 
way to filing efficiency 


Filing Equipment Bureau 


{INCORPORATED]= 
F. E. B. BUILDING, 27 MELCHER STREET 


BOSTON, MASS. 
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control at all times to properly keep the turnover up and the 
investment down On these items inventory or a stock count 
should be taken several times yearly; we suggest every month 
The minimum and maximum should be carefully watched so 
that enough stock will be on hand at all times without over- 
stocking Shipments should be large enough to keep delivery 
and handling expenses down as these two expense items eat 
into the profit rapidly As these items are not seasonable thers 
is not the necessity of being so careful on this point as on 
merchandise such as diaries, calendars, etc Stock should be 
ordered in time to come in before the present supply runs to 
low or runs out Stock counts should be accurate In order 
to insure accuracy the merchandise should be kept together 
Do not allow the same item or groups of items to get scattered 
throughout the stockroom It is a good plan to group items 
which are relative to each other together Items should be so 





arranged that it is easy to count them and so that the label 
or name and number of the item is plainly visible. To minimize 
depreciation articles should be kept clean, well wrapped, and 
marked plainly 

Here we wish to bring up a big question but wish to leave 
id table discussion for possible settlement Should 








ler who maintains a downstairs retail store with 
windows and counter display, who is paying a large rent and 
earries a large overhead, receive some compensation in the 
way of extra discount, or should the upstairs dealer” receive 
a lesser discount The downstairs retailer displays the manu- 
facturer’s goods in his window he has them on the shelves 
always facing the public; he is selling them across the counter 
to the individual All of this is advertising for the manu- 
facturer, keeping his name and product before the public. With 
out this the identity of the merchandise with the consuming 








public could not last It is this constant display of merchan 

dise that keeps up the demand for certain items and dis 

courages acceptance of substitutes j 
The old question of manufacturers selling direct to larg { 

consumers arises Oftentimes the prices the retailer is paying 

are the prices the consumer pays, and oftentimes the consumer: 

even pays less Some times the manufacturer will even go so 

far as to pay the delivery charges and still sell at less than { 

he sells the retailer The retailer should not be put in the i 

embarrassing position of having buyers oftentimes personal 


friends, telling them that they can buy from the factory at the 








same prices which the retailer has to pay Conditions in 
Chicago aré probably different, but it is an everyday occurrence 
that some dealer is selling items for five to ten cents per gross 
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less than what the legitimate retailer has to pay, indicating 


Of? 

dominate” 4 be 

ry need 

“while Cy = tur the 
poudht of ja 


wae fear = catia DUS lifer 


7 SE 


one thing only: that his cost price is lower than that of the 














legitimate downstairs retailer We frankly believe the above i 
to be only fair to the retail dealers of the present day Rents i 
} 
are high. clerks receive a good salary All of this display costs iif 
i 


a wood deal and the downstairs dealer should be encouraged to 


nate 


some extent We believe this to be only fair to both and the 
only way in which both the upstairs and downstairs dealers car 
compete on an equal basis. Gentlemen, this is today’s problem 
It should be discussed frankly with both dealers and manu 
facturers 

in closing we hope that quality will be maintained, as, after 
all. that is the big factor in merchandise The public will pay 
for what they want Respectfully submitted e 
GEORGE 0. STEVENS, Chairman, Stevens, Maloney & Co Another Talk On Prosperity 
Chicago; FRED ANTHONY, L. W. Holley & Sons Co Des 

Moines, Ia.; C. L. WILLIAMS, Smith & Thompson, New and one that will prove of interest to your own good 


York, N. ¥ a customers and prospects—will appear in the November 
DEALER’S COMMITTEE ON SAFES AND SAFE caBineTts. rd Saturday Evening Post 

Dealers have in the past used a great deal of technical 

nformation in selling safes. and we feel that to be successful 
in accomplishing a large volume of safe sales we must give SIKES COMPANY PHILADELPHIA 
mee time and thought te planning the proper taterier eaule Chairmakers for More Than 60 Years 


ent for tl saf stud t! interi« ind surrounding ‘ y , 
sem : the Dvn, . y ae | . i ‘ <i 94 re fir T s When in Atlantic 
ms “ : u aw ‘ Lacon dea bo “ in ener an tee es “ he Nationally City visit the Sikes 

lé ADDI o ire na ards if the various comm } es ame . Exh . 
forget to a more or less degree the technical side of safes Advertised Permanent Eahibts 


; * in the Boardwalk 
Most he n fa turers today have p. nGorwetters abet = Office Chairs National Arcade, 











e certifi ost 3 E Tennessee Ave. and 
may handle made by 1 reputable manufacturer “ serve res the Boardwalk. 
the purpose under the ibel it irries 
The more important thing for tl dealer to understand 
be successful in selling safes s the conditions leading up 
what would make a prospect buy a safe, and this requires a 
reasonabl« amount of observatior ind f the salesmatr has 
made his bservation, and asks quits 1 few questions as to 
the application of the safe t is well t render the prospect 
a Written report of the findings; and also a sketch showing 
the prospect the interior equipment and the uses thereof 
talking all the time in the language of a prospect, using th: 
terms and their language for the application of the safé 


To do this it is necessary to d a great deal of creative 
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Tells the whole 


story at a glance 





The Burns Display Stand on _ your 
counter or in your window gives a com- 
plete story of the convenience of the Burns 


Hi-Lo Bracket. 


IT DEMONSTRATES— 
—the up and down feature 
—how it swings on the base 
—the simplicity of the extension 
—the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing — 


When you get the Burns Bracket Dis- 
play, you pay for only those parts as may 
be resold, the base and dummy telephone 
are free. 


1—H87 Hi-Lo Bracket $5.75 
l 98 Mounting 75 
I— ss 75 
1 94 “ 75 
l 83 - 75 
l 86 = 1.25 
1—Oak Base No Charge 
1—Dummy Telephone No Charge 

Total $10.00 


Less your usual discount 


USE THE COUPON 


American Electric Company, Inc., 

State and 6ith Sts., 

Chicago, Il. 

Gentlemen: 

Please send me No. 30 Dealer Displays as 
listed above. : 
DEED Gabode coeccuhcoedscatoesecsccccccesetece 


Street Town 
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selling, as it is not often that a prospect walks in the store and 
asks to see a safe; and when this does happen, rest assured, 
that some other dealer or some other force has brought this 
prospect's mind to dwell on purchasing a safe 

The manufacturer of today is better equipped than ever to 
render service to the dealer in the way of educational material. 
The traveling salesmen are being trained to be educators 


rather than order takers; and it behooves the progressive 
stationer to take advantage of this educational material, be- 


ause the manufacturer realizes the cost of such procedure 


and is only too wiiling to co-operate and aid the live pro- 
gressive dealer only in every community Therefore, safe sell- 
ing success resolves itself into constantly selling, creating and 


leveloping 

Assume that only approximately 30% of the vital records 
n the United States are housed properly against fire hazards. 
This leaves an unusually large field for the dealer to convert 
nto prospects, and many dealers are overlooking the small 


stores and garages, because it is absolutely amazing to find 
a great number of stores that got along without safes or 
r 


evord protection of any kind In a great many cases these 


small or moderate sized stores do not have up-to-date records 


f their stock and equipment, which makes it all the more 
ecessary that they should have record protection. Therefore, 


a salesman can render real service by pointing out the clause 


n the insurance policy that compels the storekeeper to sub- 
nit proof of loss in case of fire and very few storekeepers 


are aware of this phase of their policies 


If the dealer would consult with a reputable insurance 


agency he can get all the data necessary for this angle of 


elling, and, also, if he will consult with some authority in 
he courthouse, he, undoubtedly, can find a great many law 
uits pending in which some storekeeper is endeavoring to 
oliect fire losses from the insurance company, which they 


would not pay without proof of loss All of this material 


elps build up convincing sales arguments 
To do this type of work and prepare the salesmen for 
heir ground work the dealer should have in his sales meet- 


ings various types of problems for his salesmen to_ solve, 
working out the interior of safes, such as the one submitted 


erewith 
You have a prospect for a safe, and in his office he has the 
liowing bound records to store 
1 Loose Leaf Ledger 3%” thick, 24” long, 12” wide 
1 Journal 2”x12”x17” 
1 Cash Book 3”%x12"x16" 
1 Stock Record and other books totaling 17” thick, the 
largest book being 11x15” 
4 Legal Size Desk Trays of important papers 
1 Place for Cash 
2 4x6 Locker Boxes 
Room for 38” Folded Insurance papers, documents, etc 
2 Vertical letter drawers for contracts and important 
correspondence 
How much space will he have left in cubic inches in your 
ife for expansion? 

He has prices from several firms, will you submit a 
sketch showing the proposed arrangement of your safe, the 
amount of space afforded to various records and an item- 
ized price 
Submit 

Pian of arrangement 

Itemized price of the outfit 

Filing capacity of various units 
The salesman that is not prepared to do creative selling 
ill soon find himself out-—distanced by his competitor, and not 
ily that, but there are several other sources of supply for 


safes other than the regular stationer and furniture dealer, 
as we note that the typewriter houses are advocating safes as 


side-line due to the nice margin of profit In some cities 
fes are sold in stores devoting their entire energies to the 
lliing of safes, therefore it behooves the office furniture 
aler to wake up to the golden opportunity that is in his 


front yard It is also advisable for the dealer that he appoint 


certain salesman in his organization for the selling of 
fes to have that salesman visit the factory n which the 
oduct is manufactured for the purpose of getting a thorough 


mception of the article he is trving to sell, as safes are sold 


the confidence basis. more often than on a price basis; 
d the salesman that does not thoroughly inderstand the 
oduct cannot enthuse to the extent of developing confidence 


his prospect as the one that is thoroughy equipped, with 
owledge of what the safe will do and what it will stand 


nder various conditions of fire hazards 


Theft today is becoming highly specialized by gang land, 


i the safe manufacturer is beginning to realize that more 
glar protection is necessary in the line of portable safes; 


(Continued on Page 207) 
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Samples of our educational 


booklets 


Examples of our National 
and Business Paper Adver- 
tising, also Sales Promotion. 


You will miss no sales with 
this line. It is complete. 
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catalogues. 
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ORONA 


Or 


Cchristmas 


Ce popularity at Christmas 


time is easily explained. A million users 






know Corona’s convenience—its durability 
its down-righc usefulness. 

This will be Corona’s biggest Christmas. 
The attractive Duco finishes at no extra 
cost—the gracefully compact design—the 
big machine features all combine to make 
Corona the best buy in all the portable 
held. 

Display and sell Coronas for Christmas! 
1. C Smith & Corona Typewriters Inc 


Established 1903 
racuse,. N. ¥ Sales offices in principal cities of the world 
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ENTHUSIASTIC VISITORS 


Many dealers took advantage of the 
West Baden convention to visit our fac- 
tory—and expressed satisfaction for 
having done so. It gave them an oppor- 
tunity to investigate first hand manufac- 
turing processes. Enthusiasm was high. 
Visitors are wanted. We welcome the 
chance to show dealers the care exercised 
in building the EDCO line of desks. 
Should you be near this city, come out. 
We want to see you. 


EVANSVILLE DESK CO. 


EVANSVILLE, IND. 


pee Oo DESKS 


Take Fulton Ave. Car at 3rd and Main St. to Belt R. R. 
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Knowledge Breeds Enthusiasm 


about HOOSIER DESKS 


Your trade expects you to know all about your merchan- 


se. And, the more you can know about its ability to 
serve, the better you can sell. 


Hoosier desks are quality built and designed for increased 
service. Our trade mark on all Hoosier desks is our 
pledge of quality. It means that the material, the de- 
sign, the exclusive construction features and the finish 
ire in keeping with highest standards. Every bit of our 
many years of experience goes into the product 


Hoosier desks are sold only to dealers direct from the 
maker. This enables the retailer to add a safe mar- 
zin and still offer exceptional values. Selling Hoosier 
products means profit to you and satisfaction to your 
customer. 


Catalogue and complete information sent upon request 


HOOSIER DESK CO. 


JASPER, INDIANA 
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DESKS 


—for every office use— 


If you have not our latest catalog No. 28 
and price list of Sept. 1, will you please write 
for it? 


If you have them and are not already han- 
dling Imperial Desks, we suggest that you 
authorize us to ship you a few representative 
samples, so you can see for yourself their 
sales and profit making possibilities. 


IMPERIAL DESK COMPANY 


Evansville, Ind. 
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DESKS—LARGE OR SMALL, OAK, MAHOGANY OR WALNUT, YOU 
WILL FIND WHAT YOU WANT IN THE INDIANA LINE 


FOR NEARLY A QUARTER OF A CENTURY IT HAS BEEN OUR 
POLICY TO BUILD A SUBSTANTIAL LINE OF QUALITY DESKS 
BUT AT PRICES SUITABLE FOR ANY PURSE. 


WE WISH TO EXPRESS OUR APPRECIATION OF THE COURTESIES 
SHOWN US BY VISITORS AT THE N. A. S. O. O. M. CONVENTION 
IN WEST BADEN CALL ON US AT THE FACTORY ANY TIME 


ARE ALWAYS GLAD TO SEE YOU 


CATALOGUE GR ADDITIONAL DETAILS PROMPTLY ON REQUEST. 


INDIANA DESK CoO. 


JASPER, INDIANA 


SOUTHERN 
INDIANA 


THE CENTRAL 
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New numbers in the Jas- 

way per Chair line conform 
to the latest styles in office 
furniture. They are fit com- 
panions for the modern period 
style desks, which are making 
such rapid advances in popu- 
lar favor. 


The service of the Jasper 
Chair Company to the trade is 
based on quality and fair deal- 
ing. It is complete enough to 
meet your most exacting 
requirements. Inquiries are 
solicited from dealers every- 
where. 


JASPER CHAIR CO. 


JASPER, IND. 
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Investigate the new 1100 series 
in the Jasper Desk line which is 
produced by the pioneer desk 
manufacturers of Jasper. This 
series is finished in walnut and 
mahogany, attractively designed 
and selling in large volume. It 
is priced right. 


Fifty-two years of successful ex- 
perience forms the background 
of the 1100 series and constitutes 
the dealer’s assurance that this 
new line offers unusual profit 
possibilities. 


A catalog is yours for the asking. 


THE JASPER DESK CO. 
JASPER, INDIANA 
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Dealers at the convention of the National Sta- 
tioners’ Association, held last month at West 
Baden Springs, Indiana, were particularly 
impressed with the merit of the popular 
line of Jackson Desks—‘“Built Like a 
Stone Wall’”—shown in our exhibit. 
They saw quickly the opportuni- 
ties for increased sales it of- 

fered them. 


| ~. 





This line is up to the minute 
in style and is well made. 
It appeals to a large va- 
riety of users. You can 
enlarge your office 
furniture depart- 
ment with 
Jackson Desks 








JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 
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(Continued from Page 196.) 

and most of them have accomplished this to such a degree 
that it makes a very valuable talking point. If the progres 
sive dealer watches his newspapers and keeps clippings of 
the amount of safe burglaries, he will find this makes very 
valuable safe sales information 

The manufacturer, for his part, should be able to supply 
stock safes on reasonably short notice; because of the amount 
of capital involved, the average dealer cannot carry a very 
large stock, therefore the manufacturer can aid his dealers 
by having sufficient stock for prompt shipment 

‘Safes in our estimation, are one of the most profitable 
lines that can be carried in a dealer's stock, as the amount of 
service necessary after installation is made is almost nihil 
Therefore, he not only relieves himself of that overhead bur- 
den, but he usually makes a very good friend of the customer 
because, as stated before, safes are bought primarily on con- 
fidence, and once the salesman gains his confidence it is gen 
erally easy enough to sell other merchandise. 

c. J. NACHTIGAL, The Maul-Nachtigal Co., Detroit, Mich., 
Chairman J Ww RASMUSSEN, Omaha Printing Co., 
Omaha, Nebr. 8S. T. TAYLOR, A. R. Taylor Co., Memphis, 
Tenn. 

= - > — 
SOCIAL STATIONERY—DEALERS’ REPORT 

Your committee has interpreted this subject to cover in a 
general way what is commonly known as writing paper, as 
used by the individual 

This we have classified as papeteries and cabinets, bulk or 
pound paper, correspondence cards, the printpack and engraved 
stationery. Of these five classes, the three former have per- 
sisted in spite of several adverse factors The greeting card 
and the printpack and such agencies as the automobile, the 
telephone, telegraph and radio have all left their marks on 
our sales of best quality writing papers. The two former have 
simply shifted the sales to other lines found in the stationery 
store of today, though at a decrease in the average sale But 
the latter have left a gap which has not been bolstered up 
In this age we are prone to follow the lines of least resistance, 
and the greeting card, ‘phone and wire save us the effort of 
many a letter. 

This situation has been met with in many industries and 
can be solved by the co-operation of manufacturer and dealer 
We believe the schools should be an important agency in a 
campaign to popularize letter writing After all, there is a 
certain indidivdality and satisfaction gained from writing a 
letter, and who will deny the pleasure of receiving one? 

Your committee does not want to imply that nothing is 
being done to remedy these conditions. During the current 
year many of our members will have reported on various sur- 
veys which are under way through the instrumentality of 
leading fine paper manufacturers The results shown by these 
surveys were not yet available at the time of this report 

Papeteries and cabinets of writing paper are now virtually 
in the position of the box of candy, where an attractive box 
will make the sale It is not recommended that dealers over- 
look this trend, though there is still room for the sale of the 
better quality paper attractively boxea 

Pound papers are inclined to be overlooked by many dealers 
There are great sales possibilities here for it is possible to 
offer a good quality of paper at a fair price. Our department 
stores and larger dealers have been quick to secure the ad- 
vantage which lies in the sale of bulk papers 

The correspondence card is enjoying a splendid sale inasmuch 
as it falls in line with our present-day tendency to “duck” 
letter writing if possible, or at any rate to reduce the effort 
to a brief message. 

The printpack or personalized printed stationery is enjoying 
a high popularity The unfortunate part of this is that its main 
distribution is not through the channels of the stationer. The 
popular dollar package, however, can be combatted successfully 
by using a better grade paper and obtaining a slightly higher 
price 

The clean-cut appearance of genuine engraved stationery 
still has its appeal for correct formal uses despite the fine 
quality of some of our raised printing Special high grade 
window and interior displays will do much to maintain the 
demand for engraved stationery and cards 

Writing paper is one of the relatively few commodities 
handled by the stationer which lends itself to individual use 
All buyers of loose leaf goods, office supplies, etc., are prospec- 
tive purchasers of writing paper for their personal use or for 
gifts We should not overlook this fact When in doubt as 
to your window display, use paper Displays should be dainty 
and scrupulously clean The use of related items such as 
fountain pens and desk sets will give tone to the display. 

In buying the boxed paper line particular attention should 
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QUALITY 
BRAND 
CUSPIDORS 


Formerly manufactured by 


Ireland & Matthews Mfg. Co. 


@weorowor—ne 


The Cuspidor can ruin the general 
appearance of other furnishings if it 
is not carefully selected. 


MAKE IT A PRACTICE TO 
ALWAYS BUY 
THE BEST 


Catalog and Price Sheet on Request 


~-——< ee 


DETROIT METAL SPECIALTY 
CORPORATION 


1651 Beard Ave., Detroit 
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ESIGNED BY EVANS... that in itself means the 
acme of beauty and artistry. After extensive research, 
both here and abroad, this premier creator has produced 


for Cutler a magnificent suite ... the ultimate in quiet 
dignity, impressive individuality and enduring quality sk 
William and Mary. Leadership expressed in each curve . . . exec- 
utive caliber in every effect . . . this group is the final word in perfect 


office appointment. Descriptive booklet and other information will 
PP P 


be gladly forwarded upon request. 
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Luxurious 


EAUTIFUL four-quarter Butt Walnut 
Veneer top with Dutch inlaid Banding. 
Mitred corners. Antique brass drawer pulls. 


Luxurious proportions assuring ample room. 





Quite the finest in individualized 


ofhce furniture. 


CUTLER DESK CO. 
20 CHURCHILL ST. 
Buffalo, N. Y. 


Export Office 
368 Broadway, New York City 





















































































be given the price range. This will help to boost many sales 


It still pays to have a few of the larger de'uxe cabinets 


Most of us can recall the prosperous chaps who drift in on 


Christmas Eve or on their wives’ birthdays and proved ready 


customers for the best boxes of paper in the store. 

Let us not forget that writing paper is generally thought of 
by our customers as the backbone line in our store It has 
enormous sales possibilities both as a staple and as a gift item 
In fact, it is generally conceded that a doubtful gift buyer will 
invariably turn to attractively boxed paper 

Every person entering our stores is a user of writing paper 
to a more or less degree. People will buy even when they are 
in no particular need if the right appeal is made, and there is 
certainly no harm in putting the buying idea in their heads 
instead of waiting until their need is more urgent 

ARTHUR L. KING, Chairman, Ward's, Boston, Mass 


> — 
STEEL AND COPPER PLATE ENGRAVING—DEALERS. 


Within the past month the engraving industry has actually 


begun promotion work, long in contemplation, to increase the 


sale of enxraved stationery A national magazine advertising 


campaign, supported at the outset by two hundred and seventy 


houses in the engraving, stationery and supply fields has made 
it possible to begin the drive for the greater use of a long 


established line always prominently identified with the sta- 


tionery trade 


Approximately four hundred thousand dollars have already 


the four years’ advertising program 


been subscribed to carry out 
The opening series of advertisements is appearing in current 
issues of Vogue, Vanity Fair, House and Garden, Saturday 
Evening Post, Nation's Business, Forbes Magazine and Sales 

~4 ? 


Management with a combined circulation of 3,518,376 copies 


Some of the leading stationers, social and commercial, who op- 


erate their own engraving plants are actively backing the ad- 
vertising movement So are the trade engravers and promi 
nent houses producing engraved greeting cards 

One of the tie-ups mentioned in the engravers advertising’ 
campaign copy is a decalcomania window transfer sign Your 
committee feela that every stationer who sells engraved sta- 
this little sign on door or window indicat- 
Stationery” is being featured. 


tionery should display 
ing that “Genuine Engraved 
The advertising copy calls particular attention to the Mark 
of Engraving, a simple device to indicate to the public that the 
product on which it appears is the genuine article. Undoubtedly 
this Mark is destined to play a very important part in genuine 
engraving identification and sales in the near future. Develop- 
ment of its uses include placing it directly on engraved work 
and more largely as a gold sticker to seal packages of genuine 
engraving. Bands bearing the Mark wil! also be used on pack 
ages of engraved sheets, envelopes and other items 
Information comes to your committee about a new edition of 
“Proper Forms for Social Engraving’ which will make its ap- 
pearance in a month or two 
forms is generally recognized as the best book on the subject. 


This popular guide to correct social 


Preparation of the copy is in the hands of prominent engravers 
well versed in matters of style and form. Distribution of the 
new edition will be made by the engraving houses that are mem- 
bers of the engravers’ national organization and supporters of 
the national magazine advertising program 

A question that is agitating engraving circles is in substance 
“Should engraving stick to the traditional and formal or should 
it retlect the color trend and modern treatment that seem to 
be the order of the day? In commercial engraving a move- 
ment is under way for the greater use of color and a departure 
from the precise manner—that is, for more free hand treatment 
of lettering and designing For direct mail advertising pur- 
poses the engraved letterhead treated in modern style and with 
liberal color display has proved quite attractive and generally 
liked 

Now the question comes up about getting away from the 
severe black and white used traditionally for all social forms. 
Suggestions have been freely offered that tinted stocks and other 
innovations would be in line with modern developments and 
that some departure from old standards might create a new 
interest in engraved products and increase sales as well 

Your Committee feels that the question of departure from 
established methods of treating social engraving should be put 
to groups of interested parties and we suggest that this subject 
be opened for discussion at the convention 


L. J. SEARS, Chairman, Franklin Printing & Engraving Co.. 
Toledo, O 
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Committee Reports— 
Manufacturers 


The National Stationers’ Association 


MANUFACTURER'S REPORT ON STEEL DESKS. 
The subject of steel desk is one of vital importance to this 
division on account of the rapid development which ap- 
parently is paralleling the experience encountered in the mar- 





keting of steel filing equipment, therefore we want to em- 
phasize the necessity and wisdom of properly stocking and 
displaying steel desks. It is vital that the retailer should be 
identified with the introduction of new products which are 
meeting with such hearty approval on the part of the public 
and this can only be done through properly stocking and dis- 
playing steel desks. We recommend that the retailer, if he is 
not already marketing a line of steel desks, investigate any 
line that he may be considering and thoroughly establish the 
fact that the line is a quality that will not reflect on his or- 
ganization or on steel desks adversely We heartily endorse 
the action and recommendation of the dealers committee on 
standardization regarding both sizes and types and request 
that they assist the manufacturers in every way possible in 
maintaining the program along these lines already established 
by the manufacturers We also are in hearty accord with the 
recommendation as to the finishes to be carried in stock 

The manufacturers of steel desks are endeavoring to have 
the transportation companies place a _ classification on steel 
desks which will insure a rate that is fairer to the retailer, 
the manufacturers and, in turn, to the user. 

The steel desk is not an experiment, it has passed that stage 
as is evidenced by the fact that many of the largest corpora- 
tions in the country have standardized on steel desks after 
thorough investigations, therefore it is vital that the retailers 
and the manufacturers co-operate to the utmost, and again we 
request that the steel desk be properly displayed, properly 
demonstrated, and properly stocked 
J. S. SPROTT, Chairman, The Genera! Fireproofing Co., Youngs- 

town, O. Db. D. GRAY, Art Metal Construction Co., Inc., 

Jamestown, N. Y H. H. WITTSTEIN, The Globe-Wernicke 

Co., Cincinnati, O 

- > = 


MANUFACTURERS’ COMMITTEE ON WOODEN DESKS 

Your Committee takes the occasion of this report to comment 
upon two conditions within our industry which are worthy of 
note by every member and probably represent the most impor- 
tant developments of the last year in our division of the indus 
try. 

The individual of this group is well acquainted with the de- 
velopments which affect him as an individual and as the scope 
of this report includes only what concerns the industry as a 
whole, no effort is made to consider matters which affect the 
individual manufacturer only. 

In an age of sharp and vigorous competition in all lines and 
in all industries this particular group finds its competition not 
only among its own members but also competition unfair to 
dealers in wooden desks by manufacturers of substitutes. 

It has been the policy of the manufacturers of wooden desks 
for the past fourteen years to market their products entirely 
through established retail dealers, enabling the dealers to quote 
their own price, govern their terms, regulate their profits and 
all other conditions of sale, where as it has been and is the 
common practice of the manufacturers of the substitutes to 
disregard the best interests of the dealers, forcing them to be 
satisfied with a small commission, inadequate for an operating 
profit, on sales made direct to the consumers. 

Your committee feels that this practice is unethical and 
seriously detrimental to the future welfare of the dealers in the 
industry It believes that the past and present practices of the 
manufacturers of wooden desks, as well as the future interest 
of the dealers themselves, warrants some decisive action on the 
part of the far sighted dealers, in putting forth their best efforts 
on the products which enable them to truly act as dealers and 
not recipients of commissions 

Your committee desires to point out a very satisfactory 
status of wood desks and predicts an increasing use of wood 
desks of better grade in all offices 

In support of the latter statement your attention is called to 
the number of manufacturers of wooden desks who have within 
the last eighteen months added new lines and better grades 
This has come as a result of public preference for wood 
desks of the better grade and we are confident that the future 
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FULL MEASURE 


The Mimeograph is “a bear for punishment.” Its 
capacity for service is almost unbelievably great. It is 
doing so many good jobs in the business and educa- 
tional activities of the world that to enumerate 
them would nearly rival a task of Hercules. The 
Mimeograph’s ability to turn out, in every hour of the 
working day, thousands of well printed duplicates of 
letters, forms, bulletins, blanks, designs, plans, maps, and 
kindred matter, has given it a clearly defined place all 
its own. If it’s mimeographed it’s well done—rapidly 
done— inexpensively done. If it’s mimeographed it’s the 
product of the A. B. Dick process. There is no substitute— 


nor are there many devices in all the lists so capable of 


giving teeming measures of efficient service. Write 


A. B. Dick Company, Chicago, for full information today. 
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SLACK INK « NEVER FAM 


\ANFORDS 


PREM IU ‘G moisture does not affect it. 
R I T i NO SMOOTHNESS—flows from the 


PERU y Does not drop nor spatter. 


emer UNIFORMITY—Always the same 


. 


PRESTIGE 


A Product that has become a towering success, must have its 
foundation on solid rock. An article of exceptional merit 
does not become universally known in a day or a year—it 
requires the cumulative effect of many years of honest striv- 
ing before it is accepted as the standard by which all others 
are judged. 


But when this product has attained the point where its char- 
acter is acknowledged, where its reputation is of the highest, 
and where it can point to many years of steadily increasing 
success; then it may be said to possess that elusive quality 
called—PRESTIGE. 


Sanford’s Inks and Adhesives have constantly kept faith with 
jobber, dealer and consumer for nearly three-quarters of a 
century. Every item in the line is of the highest quality the 
world can produce, and the policy of fair and square dealing 
so long followed, will never change. 


EXCEPTIONAL FOR 


COLOR—a deep, wonderful blue 


PERMANENCY—turns to ever- 
lasting black. 


WATER PROOF — When dry, 
pen point steadily and surely 


quality of color and weight 
Does not change from year to 
year 


SANFORDS INKS 


(We 
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of the wood desk will be better than any era of its past 

history. 

Your Committee suggests that future operations of the in- 
dividuals of this wood desk industry take account of the ac- 
tivity of the substitutes and that the following immediate means 
be employed by every wood desk manufacturer to establish firm- 
ly the merits of the wood desk in the minds of the dealer sales- 
man and through them in the mind of the public: 

(1) The Wood desk manufacturers’ salesmen must be so 
trained to be able to give the dealer and the dealer's salesmen 
complete educational training on the merchandising of wood 
desks in the competition which exists today. 

(2) The wood desk manufacturers must individually extend 
to their dealers co-operation equa! to that given by competitive 
industries of this group 

(3) Every educational means at the disposal of this group 
should be employed to convey to and through the dealer the 
merits of the wood desk. Practically every manufacturer in this 
group is an advertiser in one or more trade journals and the 
use of such advertising space to stress educational features of 
wood desks would be a great advantage to not only the par- 
ticular individual advertiser, but to all the manufacturers of like 
lines. 

(4) There is an indication of preference of better grade 
lines, a public favor of design and period lines. Advertising of 
such lines and educational effort directed to such lines will, it is 
felt, increase the public trend toward wood lines. 

Respectfully submitted, 

Manufacturers’ Committee on Weoden Desks Vic F. STURM 
Chairman, Jasper Office Furniture Co., Jasper, Ind. WALTER 
BLENEMAN, Imperial Desk Company Evansville Ind 
HARRY STRINGE, Commercial Furniture Co., Chicago 
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MANUFACTURERS’ COMMITTEE COMMENTS ON GREET- 
ING CARD REPORT. 
September 28, 1928. 
Mr. L. B. Glegg, 
Care San Antonio Printing Co., 
San Antonio, Texas 
My dear Mr. Clegg 

Before me is a letter from Mr. Fletcher Gibbs of the National 
Association to which is attached a copy of ‘‘Dealers’ Committee 
Report on Greeting Cards’’ that you are to present on Wednes- 
day, October 10th, at the convention in West Baden. 

At the outset allow me to congratulate Mr. Harpold on the 
intelligent manner in which he has handled his subject There 
is very little to be added, for you know even better than the 
manufacturers the mind of the buying public from whom the 
final verdict on the appeal of greeting cards, display and ad 
vertising is always secured 

“THE EVERYDAY CARD BUSINESS IS STILL IN ITS 


INFANCY.” Yes indeed It i estimated that $100,000,000 
is spent annually (at retail prices) in the U. 8S, A. for greeting 
cards, of which $60,000,000 is spent for everyday cards. Grant- 
ing that the leading department stores reflect the value to 


the store of the various departments in the store, it is interest 
ing to note that virtually witl it exception, greeting cards 
are to be found on sale on the main floors of all leading depart- 


ment stores in all cities."" Main floor space in a department 
store is charged up to the department at a rate two and one 
half times greater than the space on the other floors in the 
building It is interesting to note that this very week the 
Dayton Company of Minneapolis is moving its luggage depart 
ment from the main floor to one higher up and this additional 
space will be taken over by the greeting card sectior This 
section from now n will consist of seven units instead of five 


In the Dayton store party goods—tallies and place cards, etc 
are on sale in the greeting card section on the main floor and 
also on the fourth floor in ““‘The Bridge Shop.” 


The Marshall Field Compar of Chicago, Which has given 
the department stores of America a large number of its new 
ideas in display—store arrangement—and other ideas since the 
time Marshall Field's became a really great institution thirty 
years ago—devotes considerable floor space on the main floor 
to the sale of everyday greeting cards Mr. Dan McCarthy is 
the merchandise buyer for the department and under him he 
has separate buyers for party goods, birth announcements and 
kindred items, birthday, wedding and anniversary cards, and 
still another for general everyday cards. In conversation with 
Mr. McCarthy in the fall of 1927 I made this remark: “You will 
soon have your Christmas cards on display and I presume you 
put them on sale right in this section devoted to everyday 
cards. Possibly you reduce the number of everyday cards on 
display during November and December?” His reply was sub- 
stantially as follow “Young man, you Are mistaken It has 
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WATSON 


Special Built To Order and 
Stock Filing Equipment 
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Complete equipment for Bank of Italy, San Francisco, 
Cal., furnished by Watson 


Successful carrying out of architect’s plans 
and specifications is insured by a force 
of trained Engineers who provide for 
every item of detail. 


The reception extended Watson equip- 
ment by the country’s leading Architects 
and Engineers increases the possibilities 
of the line for you. 


If you would care to inspect Watson 
Equipment with a view towards taking on 
the line we can refer you to numerous 
installations in your vicinity, and also refer 
you to other dealers who have successfully 
handled Watson products for many years. 


uw 
1600 Line Desk and Table 


Watson Manufacturing Co. 
Jamestown, New York 
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An Old Stand-by 


No stationer’s stock is complete without 
Triumph. For punching and eyeleting 
papers with the same tool, nothing bet- 
ter has been invented. 

Made in 7-inch size only. Retails for 
$3.50 each at a good profit to you. Order 
today if your stock is low. Also ask for 
some of our new envelope-size circulars 
to give out. 


RETAIL 
$3.50 





TRADE MARK REG 


STATIONERS 


TOOSS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 


THE WM. SCHOLLHORN CO. 
414 Chapel St., New Haven, Conn. 
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taken me a number of years to train the public to come to 
these particular counters to purehase their everyday greeting 
cards, and I don’t propose now to injure in any way the very 
good business that we enjoy EVERY DAY IN THE YEAR on 
everyday greeting cards. We secure additiona! space for the 
display and sale of Christmas greetings.’ 


“THERE IS NO PART OF RETAIL MERCHANDISING 
MORE IMPORTANT THAN THE PROPER DISPLAY OF 
GOODS OFFERED FOR SALE here again Mr. Harpold has 
hit the nail squarely upon the head. Various ideas prevail as to 
what constitute the best methods of display The answer is 
largely determined by the size of the store and the investment 
in everyday greeting cards During the past few years the 
writer has visited every section of the United States and is of 
the opinion that, starting with the Kendrick-Bellamy store in 
Denver and going right west to San Francisco, Los Angeles and 
Seattle, that the best merchandising methods are to be found in 
those cities Pacific coast states do an enormous business in 
greeting cards, and for the most part all sales are made from 
ecard displays—so-called racks By some this has been called 
the “cafeteria” or “help yourself style of merchandising 
As Mr. Harpold has said, customers like to “browse around the 
stock without too much attention from sales people.” The 
racks are conveniently arranged, properly lighted, and properly 
classified; namely, one rack or one section will be devoted to 
only “going away’ cards; another to “birthday cards—gen- 
eral’; yet another, “‘birthday—family,”’ etc., et We all can 
learn from the chain store method of displaying merchandise 
“Well displayed is half sold," and that is why we advocate 
proper display as apart’ from ‘‘sloppy displays and dirty mer- 
chandise.’ 

“THE GROWING PRACTICE OF SOME MANUFACTUR- 
ERS TO CONSIGN STOCK"’—Mr. Harpold’s conclusions are 
sound It is easy to ascertain just who the manufacturers are 
that consign stock, and the intelligent dealer will not have any 
business dealings with such a concern. As you know, reputable 
manufacturers produce the best merchandise and customarily 
pursue the most exacting policy One, certainly, that will not 
permit of consignment selling Conversely, it follows that the 
so-called ‘‘weaker sisters’’ whose merchandise does not meas- 
ure up in competition with the better merchandise offered by 
other manufacturers, take the lines of least resistance by 
selling on a consignment basis. 

ANOTHER EVIL CONFRONTING THE INDUSTRY IS 
rHE PROMISCOUS PEDDLING OF PERSONAL GREET- 
ING CARDS FROM BOOKS SUPPLIED BY QUES- 
TIONABLE MANUFACTURERS OR JOBBERS there is a 
great variance of opinion as to whether reputable dealers should 
adopt the same house-to-house and office-to-office solicitation 
as that practiced by so-called peddlers Many dealers have 


the sort of clientele which will resist all attempts of the 
peddier to sell them and come to the dealer's store when he 
is ready to buy his Christmas greetings On the other 


hand, some customers weaken when approached by a neighbor 
or friend who comes into the home or office selling from an 
ilbum every year at this time glaring advertisements can 
be read in reputable papers, “$2.00 to $4.00 an hour easily made 


You need no selling experience to make hundreds of sales of 


our magnificent Christmas greeting card easily sold in spare 
time et It has gone so far that last fall a firm in Chicago 
took full pages in the advertising section of ‘‘Liberty” to 
secure canvassers Unquestionably concerns of this magnitude 
have made inroads on the business which rightfully belongs 
to the regularly established dealers in each city My personal 
opinion is “fight fire with fire.’ 

The local dealer always has the edge over the neighbor 
friend or church’’ type of canvasser, from the standpoint of 
reputation for reliability and service However, it behooves 

u enterprising stationers, to my way of thinking at least, to 


y 

start your campaigns on the sale of personal Christmas greet- 
ing cards EARLY, and, secondly, to fight for that business by 
going right out after it 

“THE CRAZE FOR DISTRIBUTION BY THE MANUPFAS 

TURER HAS PLACED CARDS WHERE THEY HAVE 
CHEAPENED THE INDUSTRY THE CHAIN STORE AND 
THE FIVE-AND-TEN-CENT STORE HAVE ALREADY 
DONE THIS AND HAVE TAKEN A GREAT VOLUME OF 
BUSINESS FROM OUR DEALER MEMBERS''—This opens a 
wide field of discussion. This same problem brought out by Mr 
Harpold is faced not only by greeting card dealers, but by all 
merchants—drug stores, dry goods stores, radio supply stores 
and grocery stores To my way of thinking, it is up to the 
so-called independent dealer to beat the chain store man by 
supplying the BEST SERVICE IN TOWN Instead of the 
Greeting Card dealer cheapening his class of patrons and the 
unit sale through buying the Ten Cent Store type of greeting 


card, his salvation lies in more firmly establishing his business 
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Every buyer NEEDS the features that are 
exclusive with AUTOMATIC “V” Expanding 
Steel Files and Desks 
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An editorial by 


W.C. Dunlap, Vice President in Charge of Sales, 
The American Multigraph Sales Company. 


At short range, and with its tar- 
gets huddled in masses, the blunder- 
buss was an effective weapon. But 
conditions changed. Ranges in- 
creased. Targets had to be selected 
and aimed shots had to be de- 
livered. The blunderbuss went out, 
and the rifle — a selective weapon — 
succeeded it. 

A similar change is taking place 
right now in selling. Scattered 
effort is wasteful and extravagant. 
Dwindling profits that accompany 
increasing volume prove it. A new 
sales weapon is the need of today 
a weapon that is selective and care- 
fully aimed. 

Selective selling is the answer. 
The market for any product is not 
singular—it is plural. What you 
have is not a market but a group of 
markets. The problem is to find 
which of those markets will absorb 
your merchandise with least expen- 
diture of sales ef- 


already being applied. It has shown 
that it will do what modern business 
executives recognize must be done 
if prosperity is to continue. It re- 
duces selling expense, increases net 
profit, raises the standard of busi- 
ness relations, and improves the 
morale of the sales force. 

Our own organization has made a 
study of the new selling technique 
and experimented on a large scale. 
Part of our effort has been devoted 
to the development and application 
of new Multigraph equipment espe- 
cially adapted to the new conditions. 
A great deal of it has been devoted 
to general applications of the prin- 
ciple of selective selling. 

Any business executive who is 
faced with the problem of shrinking 
margins will find it of interest, I 
believe, to consider certain phases 
of our own experience as well as that 
of some of our customers. I shall be 

glad todiscuss these 





fort on your part. 
Then concentrate 
most of your effort 
on those markets. 

This new prin- 





ciple of selling is 


in detail with you 


Do You Know at your request. 
Your Market? 


Send your letter to 
W. C. Dunlap, 1836 
E. 40th Street, 
Cleveland, Ohio. 








There is a new MOLT: ILGLHAF: 7 for 


today’s new selling conditions. 
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Let's throw away the blunderbuss 
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Distinctly for offices of the better class. 

The medium employed is choice Walnut, with 
carvings of Solid Walnut, inlays of Ebony and inlays 
and overlays of stout English Oak. The design is a 
masterly blend of classic Greek and pure Tudor 
- - - beautifully correct in every detail of its 
expressive carvings, arched panels and stately fluted 
Corinthian columns. 

THE PRESIDENT Suite is complete with desk, tables, 
chairs, costumer and waste basket. En Suite 
occasional chairs and settee and proper floor cover- 
ings, drapes, lamps and similar fitments have been 


provided - - - 
b 
!Zeopold 
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on a quality basis. True enough. each stationer is obliged to 
sell 5-cent and 10-cent greeting cards—there is a big volume 
in this tield—but even in this field he can choose distinctive 
numbers from representative manufacturers that can never be 
found in the Ten Cent Stores Further than this, the dealer 
can gradualiy educate his patrons to the purchase of Christ- 
mas Greeting Cards at $15.00 per hundred up. 

One of the country’s most successful Greeting Card mer- 
chants is Harry Carhart of Rochester, N. Y. He has six stores 
in Rochester, Buffalo, and Syracuse, specializing only on 
Kodaks, Kodak supplies, Greeting Cards and Mottoes. Mr. 
Carhart has educated his patrons to the purchase of 20-cent 
and 25-cent retail Everyday Cards by placing such merchan- 
dise in easy reach of his patrons He does carry some 5-cent 
Birthday cards, but they are in small number and difficult to 
find. Clever clerks give intelligent service, and over a period 
of years he finds that his unit sale has increased to the point 
where fully 60 per cent of the retail sales of Birthday Cards 
are in the 25-cent division The solution for the so-called in- 
dependent dealer lies in giving better service to the public and 
a type of merchandise not to be found in the Five and Ten 
Cent Stores 

THE PACIFIC COAST—AND THE SOUTHERN STATES 
DESIRE CARDS DIFFERENT FROM THOSE THAT APPEAL 
TO THE SNOWBOUND NEW ENGLANDERS”—Here I want 
to poke a little fun at Mr. Harpold, telling him, and truthfully, 
that at least in Los Angeles, Christmas of 1927, dealers report- 
ed their biggest sellers to be those cards with snow scenes. 
Los Angeles has many times been called “‘the capitol of Iowa” 
and maybe there is the answer Each year we do have so- 
ecailed “Southern scenes’’ on Christmas Greetings, and frank- 
ly we do see the necessity of incorporating more such num 
bers in the line 


Yours very truly 


The Buzza Company, Inc., J. P. SWEETHAM, Manager of Sales, 
Chairman, Manufacturers’ Committee on Greeting Cards 
—_< 


REPORT OF MANUFACTURERS’ COMMITTEE ON 
MISCELLANEOUS ITEMS 


The response to quetionnaires sent to a number of manufac- 
turers indicates genuine desire to co-operate with the dealers 
and sincere appreciation of the dealers’ co-operation. There are 
evidences of several situations which need to be improved and 
there is realization that the improvement can only come 
through the co-operation of the National Stationers’ Associa- 
tion and co-ordination of efforts. While many expressions re- 
garding various subjects were obtained, there was indicated 
strong desire to consider only two—the return goods practice 


and the small order situation. There was practically unanimous 
opin that the time has arrived when relief in one way or an- 
other 1! st be forthcoming 

Bot f ese subjects have been placed before the National 
Stationers’ Ass ition a number of times, but little or no re- 
sults have been obtained and the great majority of manufac- 
turers wl expressed themselves this year, strongly contend 
that both situations have become much more serious Hope is 
expressed that the situations will be given more than passing 
consideration and that the problems will be solved to the bene- 
fit of all concerned 

In regard to the return goods practice, it is pointed out that 


it is no more fair for the dealer to return goods without per- 


mission than it would be for a manufacturer to ship mer- 
chandise to a dealer without permission and with only the com- 
ment—here’s some merchandise, pay the bill and get rid of it 


the best way you can Carefulness in ordering, care in keep- 
ing stock in clean condition and firmness when adjusting dis- 
putes when consumer customers suddenly change their minds 


even though legitimate orders have been placed, are called to 

ir attention as some of the possible means of correcting that 
which is strongly termed—abuse 

The small order situation seems to have reached the stage 
when the manufacturer can no longer accept the expense in- 
volved and must make some sort of arrangements so that the 
cost of handling will not eliminate fair revenue return 

Turnover, it is pointed out, is of little or no value if it does 
not serve the purpose of increasing revenue return and certain- 
ly such cannot result if the expense of handling by both dealer 
and manufacturer necessitates increased cost without the pos- 
sibility of increased selling prices It would seem that turn- 
over must be more carefully studied and that when figured, all 
factors taken into consideration and not merely the figures rep- 
resenting quantities and number of times bought and sold 

Is it not time that we consider “PROFITABLE VOLUME” as 
being much more appropriate and valuable than turnover 
When we figure profitable volume, no conclusion can be reached 
without the cost factor being thoroughly considered Perhaps 


suct nsideration will throw new ght on the subject which 
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Bates TELEPHONE INDEXES 


in the new Christmas finishes 
of apricot and jade 

AT THE POPULAR $2.50 PRICE 
packed in attractive 


holly gift wrappers 
is the 


Bates 


message to you at this time 


Your customers will appreci- 
ate the gift possibilities of the 
new colored indexes. Order 
an assortment now and don’t 
overlook the de luxe, grained- 
brass finish which has a spe- 
cial holiday appeal. 


THE BATES MFG. CO. 
Est. 1891 Orange, N. J. 
New York Office: 20 Vesey St. 


BATES NUMBERING MACHINES, BATES 
EYELETERS AND OTHER OFFICE 
APPLIANCES 
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A Christmas Set of 


IGZINS 


COloreg Drawing, Ink 
IN ASSORTED COLORS 




















A Much Appreciated Gift 
by the Architect, Artist, Engineer, 
Draftsman and Student | 


|S beet a real gift of all-year usefulness—12 bottles 
of Higgins’ American Drawing Inks that will keep 
for years, in colors assorted to suit. 


With the increasing vogue for renderings in colored | 
drawing inks instead of water colors, and for color in 
many other phases of architecture, engineering, art and | 
design, you will sell many of these “colored ink assort- | 
ment” boxes, both as gifts and to practical persons who 
see in such a grouping the opportunity to obtain a com- | 
plete set of colored drawing inks for the many uses which 
are constantly presenting themselves. 


Select from the following colors as you wish—one dozen 
bottles to the box—(at no increase in the regular trade 
prices): 

CARMINE VERMILION INDIGO VIOLET 
BRICK RED BLUE BROWN WHITE 
ORANGE GREEN SCARLET YELLOW 


BLACKS: 
Waterproof and General (Soluble) 


( lispia fr , v4 4 r ” 2 
{ / 

ira r 4 ard ac fuai r dip? amp j 

mr ari mounted, and fhe mew <coiered mA illu fralion i” 

brush and pen, which we shall be glad ¢ end you YOU'LI 


SEE A GRATIFYING JUMP IN YOUR SALES OF DRAW 
ING INKS! 


Write 


CHAS. M. HIGGINS & CO. 
271 Ninth Street Brooklyn, N. Y. 
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is vitally important to dealer and manufacturer. The small or- 
der and return goods practice are considered business sickness- 
es which best can be cured at this time rather than allowing 
complications to set in. 
Respectfully, 
Cc. F. GRIFFITH, Noesting Pin Ticket Co., Inc., Mount Vernon, 
New York. 
.B. KAUFMAN, Hodgman Rubber Co., Framingham, 
Massachusetts. 
_ a MAISH, The Dennison Mfg Co., Framingham 
Massachusetts, Chairman. 
— > a 
LOOSE LEAF DEVICES—MANUFACTURERS’ REPORT 


The Loose Leaf Manufacturers’ Committee, appointed by the 
President, have given some thought to today’s problems. We 
believe that any such report for manufacturers whose products 
reach the consumer through the dealer must of necessity be the 
concern of both the dealer and the manufacturer, and the sug- 
gestions as set forth in this report are, therefore, of vital in- 
terest to both. In this report we introduce: 

Subjects, viz: 

I Standardization and Styles—The Right Goods 
Il. Meeting Today's Advanced Selling Methods 
Ill. Departmentization. 

|. Standardization and Styles 

In the loose leaf catalogues of present manufacturers there 
will be found upwards of twenty-five hundred stock items, the 
majority of which are slow sellers. An investigation of over 
$1,000,000 of sales by one manufacturer showed that $680,000, 
or 68%, of the manufacturer's sales were confined to 12%% of 
the items carried in stock, or speaking conversely, 87%% of 
the items stocked return but 32% of his sales. Such figures 
will, of course, vary with different manufacturers, but with all 
due allowances, there is no question but what our stocks are 


v 


clogged with inactive items 

We all realize how this has come about. It is not the fault 
of one manufacturer more than another. I believe, however, 
that it is the outcome of the total effort of all the manufactur- 
ers in their effort to outdo each other by offering a wide variety 
of covers of every description from a vest pocket memorandum 
to the largest ledgers, together with various forms of ruled and 
printed sheets, involving in every case a certain sheet size and 
a certain punching of the sheet, each one of which sets up a 
standard. Once this standard is in the hands of the consumer 
the dealer is asked to continue the same, and so the dealer 
comes back to the manufacturer with requests for inactive 
goods that are unprofitable to carry. 

The loose leaf industry is no longer in its infancy, and while 
standard sheet sizes and punchings for ledgers, post binder and 
ring books have prevailed for many years, there remains real 
need for further work. A careful survey of consumers’ needs, 
supported by dealers’ co-operation and by manufacturers’ co- 
operation, could bring about an infinitely better situation. I 
believe the day is passed when the manufacturer or the dealer 
should feel happy in claiming to have the biggest, that is, the 
greatest number, of items in his line. 

This matter of standardization becomes more vital today be- 
cause in the last few years, there is an almost universal demand 
for merchandise to be “dressed up." “Art in Industry’’ is 
the slogan and it includes almost everything from automobiles 
to women’s wear, it has become so general that we shall see 
this tendency appearing in office equipment. The manufacturer 
who is awake will view these tendencies with an open mind, en- 
deavoring to determine by careful investigation, if it is advis- 
able to “doll up” his products in order to keep in step setter 
ind more interesting goods will always be the life of trade 
carrying with it the responsibility for dropping the old style 
Just as sure as we give birth to new goods, we must bury the 
old Failing to do this, we shall find ourselves swamped with 
goods that have ceased to be of value, and so hasten our own 
funeral Knowing what to make and what not to make is the 
manufacturer's first requisite, but let us remind ourselves that 
many factories are suffering because they were loath to make 
the goods any different from the way they always had made 
them, despite the fact that the consumer had ceased to want 
them 

In the years immediately following the War, the United 
States Department of Commerce, under the able administration 
of Herbert Hoover, put into effect a very constructive program 
as set forth in his publication entitled “Elimination of Wast« 
Simplified Practice, What It Is and What It Offers While 
this is familiar to many of us, the loose leaf industry has done 
nothing along these lines 

This is both the legitimate and very essential work of tradé 
associations It has been tremendously successful in other lines 
of industry Once the savings which could be effected by such 
a movement were properly visualized, better results would be 
forthcoming Do we question that this subject is worth while? 
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Count a unattractive Offices— 
There’s your opportunity 





Some dealers are deceived by the 
thought that their field for 
matched suites is restricted to 
those business men already sold 
onthem. Notso! The warehouse 
man has an attractive office and so 


make for proper mental attitude, 
the spirit of progress demands fine 
fittings. 

Macey heard the call for better and 
finer offices and answered it with 
matched office suites in designs 





does the funeral director. And so and prices to suit almost every 
should the contractor and builder, buyer. And Macey dealers every- 
the editor and printer, the machin- where are profiting from Macey 
ery merchant, the real estate and policy. 


insurance agent, and so on. Macey is working hand in hand 


Fine offices, beautiful furniture with dealers in promoting better 


have to come—it is_ inevitable. offices. Are you inter- a. 
Environment, surroundings, office ested in working with \ can RAPws 
atmosphere—those things which Macey? wovEM@en * / 





The Macey Company also 
makes steel files, steel desks, 

bookcases, filing equipment, Ter sotas MAREET MELD 1 
supplies, safes, waste bas- ———a 
kets, etc. 


“he 
ile. | 
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COMPAN Y, GRAND RAPIDS, MICH 





THE MACE Y 
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OXFORD FOLDERS 
Grew Up 


IN NEW YORK CITY COMPETITION! 














And they are 
overwhelm- | 
ingly the i 
choiceof New 
York City’s 
leading deal- 
ers today- 


WHY? 


Our sample 
assortm em t 

an d pr ice 
booklet will 


show you 
Sque te 
them today: 


Use the Cou- 
pon. 


OXFORD 
FILING 
SUPPLY 

COMPANY 


Ave-» 


Drigs*® 
500 nN. Y 


Brooklyn, 


y 
Jj 
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Four of the Fifty- 
Four Stock Items 
in Oxford Folders. 


Just a few ot 






P. co 

1» LONERY Co 
- B. HOSMER - 

A. G. SEILER 

J. MEYERS 


STATY 
Co. ° & PTG. 
UNZ & Co 


CORLIES. » 

: co. » MACY ¢ 
- K. B 
co REWER ¢ 


TOWER BR 
ae) 
- rary. co. 
. . D 
& co. ONOUGH 


SMITH & 
HOM 
BRISTOL 
BRISTOL 
OHN WANA. 
MAKER 
CHAS. J. AMM 








co. 





Use the Coupon! 


JOHN BING 








ATTACH THIS TO YOUR LETTER- 
HEAD IF YOU PREFER! 


OXFORD FILING SUPPLY CO.., 
500 Driggs Avenue, Brooklyn, N. Y. 


Please send us samples and price booklet 


on Oxford Filing Supplies. 


Quote on folders per our samples herewith. 


(Quantity marked on each.) 
Name 
Firm 


Address 


PHOEN]) 
co, R&C. 


SOHL’s st 
STorE 'Y: 
SUHR & GoLz 


and many others 
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Attached is a list of the benefits that other industries have en- 
joyed as a result of such procedure. It cannot be successfully 
argued that the loose leaf industry would not also benefit 
The results of standardization to specific Industries: 
Reductions in Varieties 


No. Item From To 
1 Vitrified Paving Brick 66 11 
First Revision Conference 11 7 
Second Revision Conference : 7 6 
Third Revision Conference 6 5 
3. Metal Lath . 125 24 
6. Files and Rasps . -1,351 496 
8. Range Boilers ' 130 13 
11. Bed Blankets (sizes) 78 2 
17. Forged Tools 665 351 
27. Cotton Duck (widths and 
weights of wide and sail) 460 94 


18. Builders, Hardware 7000 cat Items reduced to 5180 
Recognized Finished 
Gains to the Consumer 
1. Better prices than would otherwise be possible 
2 Better quality of product through ability of manufacturer 
to concentrate on better design and through the reduc- 
tion of manufacturing expense 
Better service on 
(a) Complete products 
(b) Prompt deliveries 
Gains to the Dealer 
Increased rate of turnover due to 
(a) All live numbers, none obsolete 
(b) Elimination of slow moving stock 
(c) Staple line, easy to buy, quick to sell. 
dad) More effective sales force 
ie) Greater concentration of sales on fewer items 
(f) Standard Patterns that are proven best sellers 
Decreased capital investment ir 
(a) Stock on hand 
ct Storage space required 
Less stock depreciation and obsolescence 
Decreased overhead o1 
(a) Handling charges 
(b) Clerical work 
Better service through 
(a) Lower prices 
(b) Quicker and more reliable deliveries 
Gains to the Manufacturer 
Less capital tied up in 
(a) Raw materials 
(b) Semi-finished stock 
c) Finished stock 
ad) Jigs, dies, templates and special machinery 
te) Storage floor space 
(tf) Repair parts 
More economical manufacture throug) 
(a) Larger units of production reduced number of 
Manufacturing units 
b) Larger runs, less frequent change 
» Higher rates of individual production 
d) Accurate and proper estimating for productior 
‘ee; More eftex tive sto in control 
(f) Better and more simplified inspection 


x) Less idie equipment reduced amount of equly 
ment 
Greater ease in sé ring raw materials and con 
serving raw products 
i) Cheaper andling of st« 
) Reduced clerical overhead 
k) Simplified and more accurate costing systen 
Elimination of waste n experimentation and de 
Standard material inventories 
More efficient labor due to 
(a) Making training of employees more simple 
Better earnings, through increased individua 
auction 
Happier and more contented workmer 
l Skill ‘ncreased by repetitive process 
e) Less labor idle from preventable causes 
‘(f) More permanent employment as contrasted to 


present seasonal employment 
ig Less difficult in getting help 
Better service to the dealer due to 
i) Better quality of prod 
(b) More prompt deliver) 


Decreased quantity of sizes of packing req ed 
Fewer packages broken in transit 
e) Less ance of erTor n shipment 








Quick as a Flash! 


End Mistakes---Double 
Speed with Precalculated 
Verified Answers 


Meilicke ready-made answers to routine 
problems cut calculating time in half for 
Western Union, Western Electric and many 
other users. Any employee can use Meilicke 
Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card 
and copy the answer. 





MEILICKE PAYROLL CALCULATOR 


The Meilicke line consists of the following 
devices: 


Interest Calculators Commercial Calculators 
Savings Bank Calculators Butter-fat Calculators 
Time Calculators Yard Goods Calculators 
Pay Roll Calculators Discount Calculators 
Bonus Calculators Water Bill Extenders 
Unit Basis Calculators Electric Bill Extenders 
Dozen Basis Calculators Price Checkers 

Freight Calculators Vertical Cataloging 
Express Calculators Phone Indexes 

Lamber Calculators The Dictaform for letters, 
Coal Calculators paragraph and all data. 


Meilicke Systems meet every need and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with 
out obligation how Meilicke systems can save 
money for your business. Write now. 


Agents——-Some valuable territories are still open. 


Write today. 


eilicke Systems, 
Inc. 


3471 No. Clark St. Chicago, Illinois 
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STEEL 
FOLDING CHAIRS, 





Standard Model 


FOR AUDITORIUMS, SCHOOLS, 
SALESROOMS AND WHEREVER 
UTILITY CHAIRS ARE NEEDED 


es 





DE LUXE BRIDGE SET 


(Hand Decorated 


Durable, Comfortable and Inviting. 





Formfit Chairs keep your mind en- 
tirely on the game. 





Made in a variety of colors and seat 
coverings. 





Easily folded into a compact space. 
WARK - BEACON 
STEEL FURNITURE COMPANY 
1410 So. Wabash Ave. 
Chica go 








5 More efficient sales force 

6 Increased rate of turnover 

’ Intensified sales momentum 

Ss Easier financing. 

9 Fewer factory shutdowns 

10 Compels attention to individuality in those features where 
there should be individuality, by preventing attempts at 
individuality in those features where individuality is 
superficial and useless and where standardization and 


quality should prevail 


1! Earlier plans and schedules 
12 Decrease in number of production processes 
Procedure 


As a first step along the lines of standardization, we recom- 
mend that the manufacturers as soon as their stock will justifiy 
strike out completely from their catalogues these items for 
which there is little or no demand 

Second, that such slow selling items, as must be listed for a 
time pending their disposal be prefaced with an asterisk, or some 
symbol preceding the catalog number. This will indicate that 
it is an item on which the turnover is small, and which is on the 
danger list, subject to being discontinued at the first opportu- 
nity This practice in itself will guide the stationer by showing 
him what are the best sellers, and permit him to push the sale 
of the same, thereby keeping his own stock in a healthier shape 

Third, to further this work, there should be a permanent 
committee on standardization, appointed from the dealers to co- 
operate with a Loose Leaf manufacturers’ committee. 

Il. Meeting Today’s Advanced Selling Methods 

We manufacturers who are reaching the consumers through 
the dealers are joined together for our mutual benefit, together 
we rise or fall. The manufacturers’ salesmen as well as the 
dealers’ salesmen are called upon to know more today than in 
days passed Let us understand what it is we are selling, how 
it 1s made, what it is made of, the merits or demerits of the 
device. more important still, what purpose it is designed to 
fulfill, what it competes with, where it applies, and where it 
does not To be recommended, it should be the best article for 
the purpose To illustrate, while talking with a proprietor of a 
prominent stationery store in a large city, I was advised that 
they sold many bound ledgers, 150, 300, 500 pages, etc Cer- 
tainly, he knew how ill adapted is a bound ledger, but he was 
his customer take what he asked for, and missing a real 


lettings 
to render the customer a service by showing him the 


opportunity 
benefits he would enjoy with a loose leaf ledger A thorough- 
knowledge of construction, cost, merit and economic use as 
applied to each category of loose leaf in a modern stationer’s 
store cannot be quickly or easily achieved It is the product 
of intelligent, tireless and thorough application. The stationery 
clerk may as well understand at first glance that his lot may 
appear monotonous and unromantic; certainly it is not just like 
that of the young bond salesman. We have nothing against the 
bond salesman, the point being that the stationer has a different 
ob. He has a place in the economic world quite as much as any 
other merchant, and his success and the manufacturer's success 
working through him, will be in proportion to the brains that 
both bring to the problems There was never a time when the 
manufacturer and the dealer were giving so much thought and 
expense to better selling. Keen as competition in manufactur- 
ing may be, competition in selling is now the new order of 
things Call it education, intelligence or plain uncommon com- 
Such must be the common denominator of every 


mor sense 

phase of the business if it is to succeed in its endeavor to sell 
juality versus price, and still more vital to successfully com- 
pete with the highly organized direct selling manufacturers 


whose salesmen are especially trained, and who, though selling 


merchandise, place the first emphasis on a better service that 
omes through the use of the merchandise, thus setting a pace 
for the combination of manufacturer and dealer working 


to- 
gether 
itt. Departmentization 
In talkine with one of the largest and most progressive sta- 
tioners, the writer's attention was brought to the desirability of 
organizing a department for all record keeping equipment. This 
include blank books, loose leaf, machine posting equip- 


would 
t » it a definite 


ment, Visid 
location in the store, definite 
pense will be properly charged to it There are 


ii 


le records, card files, etc., assigning t 
clerks, so organized that all ex- 
many localities 
where such organization has been at least only partially in 
effect: further development of the plan should improve condi- 
tions with a consequent benefit to the business 
Respectfully submitted, 
CHAS. C. CARPENTER, Vice-President, Wilson-Jones Loose 
Leaf Co K. S. LUCKETT, Vawter-Luckett, Toronto. J. M. 
TOWNE. Chairman, Vice-President, National Blank Book Co. 
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Combination 


Desk Pads and 
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XECUTIVES appreciate the utility and convenience of 
the ELSANE Combination Desk Pad. /T INSURES 
PRIVACY! 
The Desk Directors are removable. This is a most desirable 
feature as they fit into pockets on the wings and are easily 
removed for locking in safe at night, if necessary, or to be 
carried to other departments for conferences, etc. 











Period Style 
Linoleum 
Desk Pads 

for Profitable Sales 


O Yor the executive desk ~ 


Made with 18"x24” Glass center, or with 19°x24” Blotter 
Pad center. Size when open—1914"x511y"; size when 
closed—19144"x2534". 

Elsane combination desk pads with the glass center have the 
Elsane patented clips for holding the glass. “‘No holes in 
the glass.” 








NOTE:—Litigation regarding patent on the combination desk pads has been 
found in our favor by the Federal Court and the U. S. Court of Appeals 


—_———>_ — — a a 


Linoleum 
Desk 
Pads 


Period 
Style 





No. 1760 (Brown). List Price $8.50 each. No. 760 (Green). List Price $8.50 each 
No. 1760H (Brown). List Price 9.00 each. No. 760H (Green). List Price. .9.00 each 

“H” Indicates Heavy Weight Linoleum 
Stock in the Period Pad, carried in tan and green 
veal finish cowhides. Stock in baskets and trays 
carried in tan veal finish cowhide. 
Combination desk pads, period pads and other desk acces- 


Elsane Period desk sets, consisting of a 20x34 linoleum 
desk pad as shown above with hand gold tooled side panels, 
leather covered hand gold tooled waste paper basket and 


leather covered hand gold tooled letter tray will prove 
prohtable items for you. Order a set for display and you sories made up in special colors or grains of Eagle-Ottawa, 
will find that it not only sells well but when properly dis- Johnson or Lackawanna cowhides to match special furniture 


played helps sell good furniture. suites. 
Manufactured by 


SAINBERG & COMPANY, Inc. 























79 East 130th Street 


a ee = = 





New York, N. Y. | 
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STEEL EQUIPMENT BY 
COLUMBIA 





You can find thousands of offices outfitted with 
Columbia steel equipment. Some have just a few 
units. In others the files are numbered by the 
hundred. 


In the majority of cases regular equipment has 
immediately adapted itself to specific needs. For 
other situations special equipment has been de- 
signed and installed. Six typical installations are 
here illustrated. 


With Columbia products you can develop an 
excellent volume of steel equipment sales. The 


line includes a surprising variety of standard, 
counter and desk height files, wide and half sec- 
tions, card indexes, posting trays, etc. Every unit 
is staunch in construction, efficient in actual usage, 
and pleasing in appearance. Prices are moderate, 
and shipments are prompt. 


A recently published catalog attractively illus- 
trates and concisely describes the entire line. It 
greatly facilitates selling and ordering. Your copy, 
with a conveniently arranged price list, dealer’s 
discount and terms, will be sent at once. Write 
today. 


Columbia Steel Equipment Company 


Office and Showroom 
1735 Chestnut Street 


P. O. Box 2244 
Philadelphia, Pa. 
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MANUFACTURER'S COMMITTEE ON NUMBERING AND 
DATING MACHINES AND RUBBER STAMPS. 

Your Committee on Numbering and Dating Machines and 
Rubber Stamp Goods begs to submit its report and recom- 
mendations for the consideration of our members, always hav- 
ing in mind the good of the association and the welfare of its 
members 

Increasing sales with increasing profits is the aim of all 
of us, and your committee wishes to point out that these two 
results are necessarily dependent upon each other. They should 
be and may be the best of team mates. The first will assure 
the second, and the second will only be realized if the dealers 
accomplish the first. 

Familiarizing yourself and instructing your sales force to 
acquaint themselves with the many uses to which these lines 
ean be applied, will surely increase your sales. A window dis- 
play occasionally, using all papers, books, et cetera, that should 
be numbered and dated, is sure to bring you business, and a 
small table or counter located in some convenient place in your 
store, with a small display, will produce satisfactory results by 
increasing sales and also profits The space required for a 
display is small, and if you will make a careful analysis of the 
resulting sales, we feel confident that it will be difficult for you 
to find a more profitable line of merchandise. 

Instruct your sales force to suggest to buyers, when they 
are making the purchase of merchandise that requires num- 
bering and dating, that you can supply their wants to take 
are of such numbering and dating You will be agreeably 
surprised at the increased sales resulting from this additional 

Rubber Stamps 

A rubber stamp is usually required in an emergency and a 
special service is necessary in most every case, making it 
lifficult to make a reasonable profit on these items unless the 
stamps are sold at a profitable list to the dealer as well as to 
the manufacturer. 

It is very desirous and also helpful to a stationer to co-oper- 
ate with such houses as are able to make better goods, better 
deliveries and reasonable profits, and if we look into the affairs 
f the successful concerns in this line it will be found that 
they do not sell stamps in a wholesale way for 10 to 15 cents 
r line, which is in itself ridiculous, and if this practice was 
ontinued it would be impossible for the stationers to make 
any profit on this item and they would not be able to serve 
their customers as they should, if they did not furnish a first- 
ass article and at the same time make the desired discount 
of 40 to 50 per cent. The destructive policy of stationers and 
rubber stamp manufacturers, because they make or handle 
heap stamps, means the destruction of profit as well as the 
destruction of this important industry which has been devel- 
oped to a higher plane by the efforts of their own affiliations, 
and it is hereby recommended that the stationers will give 
1 stamp house of better 


their whole and undivided support 
standing 
Notary and Corporation Seals 

For notary seals it is necessary in some states to show the 

at of arms in the seal, and in many states the name of the 
notary is not required by law It is recommended that if 
anything can be done to influence the state legislatures of such 
states for the stationers to use their influence with members 
of their state legislatures to make t necessary to have the 
name of the notary appear in such seals for two reasons, one 
being that the possibility of a greater number of orders will 
be helpful, and for the judge in deciding a case of documents 
which have been stamped with the name of a notary to make 
such documents more binding and valuable in case of litigation 
It may be recommended also that the date of expiration of a 
notary’s commission be included in the seal impression, if 
possible, for the same reason as above mentioned 

Regarding the corporation seal, it is not essential to specify 
or carry or recommend any particular size of seal for this 
purpose, whether the diameter be 1%, 14% or 2 inches, but the 
lettering of the name of the corporation should be in all seals 
the same as it appear n the charter under which they are 
operating, in other words, if the word “Company” or “Corpora 
tion” is spelled out in full it should so appear in the seal. In 
taking orders for items of this kind this rule should be carefully 
observed, and aside from the correct name, the word “Seal” 
or “Corporate Seal’’ with the name of the state under which 
it is incorporated s!} ild appear Nothing else is necessary in 
a corporate seal 

Rubber Type 

Changeable rubber type is one of the profitable items of 
stamp goods in the stationery trade. Unfortunately, a stationer 
has been in the habit of carrying a line of two or three sizes, 
and it might be recommended that the number of items may 
be increased so as to fit the requirements of the casual buyer 
of this item, and by ordering an assortmeprt of various sizes 
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‘Making a Profitable Line 
Even MORE Profitable 
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GRAND PRIZE TESTER 


RAND Prize Carbon and Ribbon 
G dealers have found that this tester 

helps increase sales ... making a 
profitable line even more profitable. 


Why? 


Because the Grand Prize Tester (an exclu- 
sive device, patent applied for) demon- 
strates by impartial tests how various 
brands of carbons and ribbons will wear 
under actual service conditions. 


More than that, it proves the durability and 
fine inking qualities of Grand Prize Carbon 
and Ribbons. Sales of these products, as 
a consequence, increase . . . so do profits. 


You, too, are interested in bigger profits 
from increased sales of Grand Prize prod- 
ucts. Write, on your letterhead, for details 
of our plan for dealers, which also tells 
how you may secure a tester free of cost. 
(Price of this tester, if sold, would be $75 
to $100). 


GRAND PRIZE 
CARBON AND RIBBONS 


Pacific Carbon & Ribbon Mfg. Co. 
J. Francis O'Connor, President 


| 1451 Harrison St. San Francisco, Calif. 


396 Flinders Lane, Melbourne, Australie 

















SOT See 
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“PREFERRED 
STOCK” 


with American Stationers 


FIVE POINTS ABOVE PAR. 


Genuine Pressboard. 

New Super Folder Stock. 
Slant Tabs (see below). 

The Perfect Insertable (Pat.) 
Red and Black Index Printing. 





Pat. Pending 


All celluloid guides slanted as shown 
They sell better because they are better 


Send for Salesman’s Sample Outfit. 





“THE LINE OF LEAST RESISTANCE”’ 
Grand Rapids, Michigan 
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the dealer may be able to obtain the proper discounts and in 
recommending a rubber type outfit which contains the type 
holder as well as ink pad in one box, making it less difficult 
to make the sale, at the same time avoid the selection of the 
wrong size holder for the particular set sold to fit that par- 
ticular font of type. Of course, there are on the market 
perhaps 200 different sizes and styles of rubber type which are 
used for various purposes and all may be necessary for the 
use in the commercial world, but 75 per cent of these are sold 
as specials and may be obtained from your stamp manufacturer 
at a moment's notice, and it is not recommended to carry these 
in stock by any stationery store 
inks and Their Uses 

Care should be taken to always inform your customers to 
use the proper kind of ink on their numbering machines as 
well as on their stamp pads 

As you all know, rubber stamp ink is poison to numbering 
and dating machines, and we would suggest that you inform 
your customers at all times to use nothing but the specially 
prepared inks for these different uses. This will be a further 
rendering of service which your trade will readily appreciate, 
particularly so as at least 75 per cent of all machines returned 
for repairs have been inked with rubber stamp ink 

Further, in connection with the inks used for rubber stamps, 
it is also necessary to avoid any and all inks that contain oils, 
as the use of such ink is just as detrimental to rubber stamps 
as rubber stamp ink is to metal machines 

Another suggestion: It is always well to inquire from your 
customer just what use he intends the ink for, as different ink 
should be used for glass, tin, steel, wood, cloth, et cetera The 
importance of this suggestion can be readily seen 

Discounts 

For the convenience of the dealer, the manufacturers have 
established list prices which are generally used by the retailer 
with but little deviation, and when these list prices are adhered 
to satisfactory profit margins are assured In many instances 
the manufacturers have been most liberal in the trade discount 
illowances, and this has been done with only one thought in 
mind, that is, to enable you to make more profit, but not to 
encourage you to cut the price to the prospective buyer If 
you have confidence in the merchandise you handle, it will not 
be necessary for you to cut prices 

Sane Merchandising 

Your committee strongly recommends against sacrificing 
profits in one line for the purpose of influencing business in 
some other line or lines, This practice has been tried many, 
many times with only one result, which has always been dis- 
appointing Did it ever occur to you? 

It is well to always bear in mind that the manufacturers 
give the same guarantee on all their merchandise, from their 
cheapest product to their highest priced article, and the manu- 
facturers on all occasions desire the dealer to know that they 
are always willing and anxious to fulfill these guarantees, par- 
ticularly so that arguments with their customers can be com- 
pletely eliminated With this knowledge the dealers are in 
a position where they can obtain the established prices at all 
times 

Always keep on hand catalogues from the manufacturers 
showing the styles and illustrations of the merchandise you 
can supply them with. With these catalogues and illustrations 
for quick reference, enabling you to intelligently present the 
merchandise, you will find satisfactory sales increase, and, 
vhat is more, satisfied customers 

Your committee wishes you to know that the manufacturers 
of numbering and dating machines and rubber stamp goods 
are always ready and willing to co-operate with each and every 
member at all times to the fullest extent, and members should, 
therefore, at all times call for any assistance which they feel 
the manufacturers can render them. 

With reassurance of full co-operation at all times, we beg 
to submit this report for your careful consideration 
G Ss HICE, Chairman, Roberts Numbering Machine Co., 

Brooklyn, N. Y LOUIS MELIND, Louis Melind Co., Chicago 

GUST MEYER, Meyer & Wenthe, Chicago 

> — 
REPORT OF MANUFACTURERS’ 
PENS, PENCILS AND PENCIL SHARPENER 
COMMITTEE. 

rhe outstanding event in the pen and pencil industry since 
the last meeting of our Association has been a meeting of the 
various manufacturers under the auspices of the Department of 
Commerce of the United States for the purpose of finding ways 
and means for simplifying the lines 

In the pencil industry, this has been carried to a point where 
a chart of the adopted sizes, numbers and styles has been pub- 


lished 














No 
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Sectional steel bookcases with disappearing glass 
doors are now available for Steelcase dealers. The 
same standards of excellence that have made the 
Steelcase selling franchise so valuable in the office 
equipment industry have been incorporated in these 
bookcases. For permanence, ease of operation, and 
attractive appearance, Steelcase sectional bookcases 


are decidedly distinctive 


Finished in the standard finishes, Olive Green, Ma- 
hogany, Oak and Walnut, these bookcases are 36 
inches wide instead of the usual 32 or 33 inch widths. 
Each unit is carefully designed and built to the Steel- 


case quality standard 


The glass doors operate on an equalizing device that 
prevents sticking or binding. The unit ends are of 
double thickness, flush on the inside so that the end 
books are clearly visible and cannot catch behind the 
corner. All units intermember, permitting ready ex- 


pansion of an installation at any time 


his new line has been added to the already large 
Steelcase family to meet the growing demand our 
dealers are having for a distinctive steel bookcase, 
particularly when it is desired to equip an office en- 
tirely with steel furniture. A letter to us will bring 


vou all of the details. Suppose vou write for them now. 


Metal Office Furniture Co. 


Grand Rapids, Michigan 











All sections are 35%” wide 
outside and 11%” deep out- 
side. Inside they measure 34” 
in width and 10%” in depth. 
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Dr. Robert Reiner, President of 
Reiner's ROTAPRINT, Inc., 
was the first American passenger 
on the Graf Zeppelin and carried 
these designs with him. At the 
New York Business Show where 
a model of the new ROTA- 
PRINT was displayed, crowds 
constantly surrounded the ROT A- 
PRINT exhibit, acclaiming it 
the world’s most advanced office 
printing machine. 


ROTAPRINT is now doing the 
finest kind of printing—treal offset 
lithography—for hundreds of the 
nation’s business firms. ROTA- 
PRINT produces quality printing 
only—faster, cheaper, with less 
bother than any other method. 


Form letters, letterheads, charts. 


Suite 1106 


0. C. Haney Corp Leos Angeles, Calif. 
Ohie Rotapriat Corp Cleveland, Ohio 
Ohie Rotapriat Corp Cincinnati, Ohic 
Chicago Rotaprint Agency Chicago, Tl. 
N. M. Minnix Co., Inc Washington, D. C 
Roteprint Co. of Canada, Ltd. . Toronto, Canada 
Piedmont Rotaprint, Inc Atlanta, Ga. 





= ——=REINER’S 


Dr. Robert Reiner 


Arrives on Graf Zeppelin 


America’s First Trans-Atlantic Dirigible 
Passenger Brings Blueprints of New 
ROTAPRINT Sheet Feed Machine. 


ROTAPRINT Makes Hit At 


New York Business Show. 


Perhaps the biggest event of October was the successful flight of 
the dirigible Graf Zeppelin from Friedrichshafen to Lakehurst with 
mail and passengers. This great achievement had especial signifi- 
cance for the business men of America in that the Graf Zeppelin 


brought to them blueprints of a new model ROTAPRINT. 


maps, photographs, ofice and 
factory forms, advertising matter, 
etc., are reproduced without sten- 
cils, engravings, electros, type or 
other expensive adjuncts to ordin- 
ary printing. With the new sheet 
feed attachment brought over by 
Dr. Reiner on the Zeppelin 
ROTAPRINT will have even 
wider scope and give even greater 


service. 


The time is here when every busi- 
| mess can and should do the bulk 
of its own printing—on ROTA- 
PRINT. Write to the nearest 
Rotaprint agency for full informa- 
tion, samples of ROTAPRINT 
| work and an analysis of how 


ROTAPRINT will serve you. 





a 
olaprint iwc. 
One Park Avenue New York,N.Y. 


AGENCIES 





Michigan Rotaprint Corp Detroit, Mich. Rotaprint Co. of St. Louis St. Louis, Mo 
0. C. Haney Corp... San Francisco, Calif. Kansas City Rotaprint Co Kansas City, Mo. 
Ohio Rotaprint Corp. .. .. Telede, Ohio Rotaprint Seles Company of New England 
Rotaprint Sales Co. of Va Richmond, Va. Worcester, Mass. 
Clarke & Courts. ... Galveston, Texas Cennecticut Rotaprint Corp Hartford, Conn. 
Rochester Rotaprint Co. .. Rochester, N. Y. Rotaprint Tulsa Company Tulsa, Okle. 
Mr. Fred W. Pyman Madison, Wisc. 

















aca ee ae Se ee 











November, 1928 OFFIC 


Early in June, the pen manufacturers held their first meeting 
at West Baden, Indiana, with a representative of the Depart- 
ment of Commerc This meeting was merely for organization 
Other meetings were to be held upon call of the 
chairman 

The pencil shar 


arranged for, 


pener manufacturers believe stationers do not 
stress the fact that every home needs a pencil sharpener, in 
“what is home, without a pencil sharpener?” This 
increase the sale. Also in window displays, show 
instead of sticking one or two in the win- 
cles and giving them only 1/50th of the 


other words 
would greatly 
them in quantities 
dow with 50 othe 
advertising 
HAWKES, C Howard Hunt 


Camden, New 


L \ 
jersey, (hairmar 
SIDNEY OLLINS, Automatic Pencil Sharpener Co., Chi- 
cak 
HERMAN 1! l s. Dixor ‘ Jersey City, New 
Jers 
> 


MANUFACTURERS’ REPORT ON FOUNTAIN PENS AND 
MECHANICAL PENCILS 
October 1, 1928 


M File B. Gibbs 
The Na Ass atior I Sta 
1307 Cor Bldg ll W. Was S 
cl ge 
Dear Mr I 
rhroug you ffice I received the 1 ort of the Dealers’ Com- 
mittee on Fountain Pens and Mechar il Pencils, to be sub- 


mitted to the national convention next week 
The Manufacturers 
pleased with the general sentiment outlined therein If, 


there are any 


express itself as 
when 


Committee wishes 


this report is discussed suggestions as to what 
the manufacturers may do to bring about more harmony and 
better co-operation in the industry, and these suggestions are 
passed on to us, our committee will be glad to undertake redis- 
tribution to all members of the association Yours very truly, 
W. L. CLARK, The Parker Pen Co., Janesville, Wis.; CARL K 

HART, W. A. Sheaffer Pen Co., Fort Madison, Iowa.: A. G 

FROST. The Wahl Co Chicago, Chairman, Manufacturers’ 


Committees n Fountain Pens and Mechanical Pencils. 
<e—_—_ 
REGISTRATION—MEN 
Adams, Henry T Henry T Buckley, L. J Kantz Staty 
Adams Mfg. Co., Chicago, Ill Co., Indianapolis, Ind. 
Adams, H. & H. § Adams Buckwalter _ National 
jook and Art Shop, Roches Blank Book Co., Holyoke, 
ter, Minn Mass. 


Sidney J., Sidney 


Stewart Burgoyne, 
Sons, Phil 


Ind J. Burgoyne & 
Aigner & adelphia, Pa. 
Butenschoen, Fred H., Im- 


Agnew, E. F.. W. K 
Co., Indianapolis 

Aigner, G. J., G. J 
Co., Chicago, Il 


Albrecht, Wm. A., Cardinell perial Methods Co., Forest 
Mfg. Co., Montclair. N. J Park, IL 
Allen, Ivan, Allen—Marshall Co Byers, Mortimer W., Secy. & 


Atlanta, Ga Counsel, New York City 
Armington, James R., Denni Calder, Ralph W., Russia Ce 


son Mfg. Ce Farmington ment Co., Gloucester, Mass 
Mass Campbell, J. M., Naticnal 
Atkins, A ¢ Lyon Metal Blank Book Co., Holyoke, 
Products, In Aurora, Ill Mass 
Baer, Edwin I! Baers’, Can Cardinell, John D., Cardinell 


ton, Ohio Ink-Out Mfg. Co., Montclair 

Balch, Harry W., Quality Park N. J 
Envelope Co., St. Paul, Minn Carpenter, C, C 

Bardenheuer, H. G American Co 
Pad & Paper (<« New York Carpenter 


>., Wilson—Jones 
Chicago, Til. 


r, Russell P.. Sanford 


City Mfg. Co., Chicago, Ill 
Barnes Montgomery, The Carter, Richard B., The Car 
Brooks Company, Cleveland ter’s Ink. Co., Boston, Mass 
Ohi Castle, K. E., McMillan Book 
Barr, J. Victor. Brandon Print Cc Syracuse, N. Y 
ing C« Nashville, Tenr Chadwick, H. C Art Metal 
Barrett Pau ] Johnson Construction or James 
Chair Ci Cc} ig I towr N. ¥ 
Bauer Car G ( nklir Pen Chase Charlies A., American 
Company, Toledo, Ohio. Pad and Paper Co., Holyok 
Baxter, R. H New York City Mass 
Bayly, Wr : The Emerson Childs, Louis F., S. D. Childs 
W. Price ¢ Lima, O & Co., Chicago, Ill 
Beckford. A. ] r The Cl Chisholn Finlay D., L E 
mets Cc £ I Waterman Co Ltd Mor 
Ber . ( W i S treal, Can. 
Sta Ne York City Cl Paul W., Southworth 
Bigelow. Edw S Rut ( Mittin agus Mass 
be cn } r ( so Fred, S. E. & M 
Birghar I I & Ir New Yorh 
Pease ‘ . # ( 
Blakeman, | h Sper W. L., Parker I ( 
rian | ( N\ ork Ww 
‘ E. H., E. H. ¢ & 
I i W I Memphis, Tenn 
Camden, N ff F., C. F. Cody ¢ 
Be I t ; ga lowa 
Pte. & Mfg. C Kent. Ohi gz I I Nat nal | ank 
Brooks, Wm. Henry, Wm. H ; ‘ Chicago, Ill 
Murphy’s Sons Co., Phila- ns, Sidney EB. Automatic 
= Per Sharpener Co Chi 
] phia I ° 
Brooks, Wm. Henr wm : , aoiiaee ae 
F - ~ A. 1g ng—t 
~~ . \ K sas City, M 
whe ( s James 
Brow } & « Sy ; td Tore 7. 
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NORCOR DESK DISTRIBUTOR 





Wherever dealers stock the NORCOR line, the Desk 
Distributor has been one of the most popular sellers. 
No need to ask why, for a sample in your own office 
for trial will not only prove to you the superior 
merits of the follow-block control, but it will enthuse 
you to encourage and recommend its use to your 
most valued customers. 


WHY 
DEALER 
INSIST 


ON THE Norcor LINE 


The same patented gravity follow-block control which 
has made the NORCOR Desk Distributor such a 
profitable repeater for our dealers, is also incor- 
porated in all of our files, from the small 3x5 tickler 
up to the 4x6x8 duplex file with its divisional com- 
partments. This feature, coupled with durable steel 
construction, attractive finishes, other improved me- 
chanical features, and prompt shipments, is winning 
new dealer trade everywhere, and helping our estab- 
lished dealers to build an increasingly profitable vol- 
ume on their NORCOR stock. 


EASTERN DISTRIBUTOR 


I. D. L. MFG. CORPORATION 


200 HUDSON AT CANAL 
NEW YORK CITY 


MANUFACTURE \MPIN 


(Noncon NORTHERN CORRUGATING COG 


GREEN BAY . WISCONSIN 





PLEASE SEND YOUR CATALOG AND DEALER'S 


PROPOSITION 
FIRM NAME 


RESS 


STREET ADI 





ete 


AND STATE 
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The New 
Executive 


Design 
SHELBYVILLE 
DESKS 


No. 6615-58 


The appearance of this beautiful design is 
enhanced by the use of curly American walnut 
with stripe walnut top and center drawer fronts 
and butt walnut lower drawers. All our furniture 
of this design is finished throughout in Duco. We 
make roll tops, typewriter desks, tables, telephone 
stands, consoles, costumers and waste baskets to 


match. 


Further details of this suite, or the complete 


Shelbyville catalog will be sent on request. 


SHELBYVILLE 
DESK 
COMPANY 


SHELBYVILLE, 
INDIANA 


IN NEW YORK, our fall line is 
on display at Factories Ware- 
house, Inc., 21 Murray Street. 





Cooper, John M., Foote & 
Davies Co... Atlanta, Ga. 

Copeland, Harrie E., Boorum 
& Pease Co., Brooklyn, N. Y¥ 

Cornwell, E E.., National 
Blank Book Co., Holyoke, 
Mass 

Cox, John A., The Franklin 
Mfg. Co., Franklin, Ind 

Crile, Don A., The Canton Art 
Metal Co., Canton, O 

Da'ton, William J Geyer's 
Stationer, Chicago 

Daub, F. W., 4 W. Faber 
Inc., Newark, N. J 

Davis, Chas E., Automatic 
Pencil Sharpener Co., Chi 
cago, Ill 

Dawson, H. W., Charlies F 
Dawson, Ltd., Montreal 
Can 

Decker, R * Geyer's Sta 
tioner, New York City 

DeM iy Don i May s, Jack 
son, Mich 

Dennis, Fred O., Buffalo Office 
& Law Supply Co., In 
Buffalo, N 4 

Dettmann, F. O., H. Niedeck 
en Company, Milwauke: 
Wis 

Dewar, Kenneth H., Grand & 
Toy, Ltd., Toronto, Can 

Diehl, Wm R Diehl Office 
Equipment Co Columbus 
Ohio 

Dimmitt, M. S.. Wilson—Jones 
c Chicago, Ill 

Donnelly Wm S Modern 
Stationer, New York City 

Doolittle Uri w H H 
Chamberlin, Syracuse, N. Y 

Downey. C. Lee, The C. L 
Downey Co Cincinnati, O 

Duncan, John H The H. C 
Cook Co., Ansonia, Conn 

Dunwoody, Edwin H teyburr 
Mfg. Co., Philadelphia, Pa 

Eads, Clyde, Office Supply Co 
In< Houston, Tex 

Elmer ; Eberhard Faber 
Brooklyn, N. Y 

Emerson, Tom, Conklin Pen 


Co Toledo, Ohio 

Emery. Lynn B., Hilton. Hart 
& Garrett Co Detroit 
Mic? 


Essick, W. R Haines & Es 
sick Co.. Decatur. Il 
Evans, John E.. Evans—Kert, 


Ltd., Ottawa, Can 


Evis Sydney \ Staintor 
Downey & Evis, Toronto 
Can 


Faber, Eberhard Eberhard 
Faber. New York City 

Fargo, Frank H., Connecticut 
Valley Stationers’ Associa 
tion. 

Fay Robert Cc American 
Writing Paper Company 
Holyoke, Mass 

Fisher, Frank L United 
States Envelope Co., Spring 
field, Mass 

Fleming. Clarence C Koh-I 
Noor Pencil Co In New 


Follin, Marion \ Browne 
Morse Co... Muskegon, Mict 
Forshaw, W.H., L. E. Water 
man Co., Indianapolis Ind 
Fox, Geo. E., E. Fox & (< 
“hicago, Ill 
Franz, R The Parker Per 
Co.. New York City 
Froehlich, L. W., J. F. Dietz 
Co., Cincinnati, O 
Frost. Alfred G., The Wahl 
Company, Chicago, Ill 
Garver Russell B toaring 
Spring Blank Rook Co 
Roaring Spring, Penna 


Garvin Charles Po. OF S 
Webster Co.. Boston. Mass 
Gash Edward George I 


Hurd & Co., In New York 
City 

Geils Louis C Stationers 
Ass'n of New York, New 
York City 

Gerlach, H. A.. National Bank 
Supply Co., Milwaukee, Wis 

Gibbs Fletcher B General 
Manager. Chicago. Tl 

Gile. K. O., Review Printing & 
Stationery Co.. Decatur. Ill 

Glohite, Albert. Grand & Toy 
Ltd Toronto. Can 

Gordon. F E The Miner 
Bookstore. Macomb, Ill 

Gosiger, Paul A.. Loose Leaf 
Metals Co., St. Louis, Mo 

Gove. R. F.. Pittsburgh Office 
Equipment Co., Pittsburgh 
Pa 

Grand, P. F.. Grand & Toy 
Ltd., Toronto, Can 
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Grant, D. C., McMillan Book 
Co., Syracuse, N. Y¥ 

Gray, Dudley D.. Art Metal 
Construction Co James- 
town, N. Y. 

Greenleaf, Wm. H., The Car- 
ters Ink Co., Cambridge 
(Boston), Mass. 

Greim, John H.. F. S. Web- 
ster Co., Boston. Mass 

Griswold, H. T., Sanford Mfg 
Co., Chicago, Il 

Haire, J Andrew Business 
School Journal, New York 
City 

Halpern, Ralph talph Hal 
pern, New York City 

Hamlin, G. E., McMillan Book 
Co., Syracuse, N. Y 

Hanlon, John J., Banner Fur- 
niture Co., Indianapolis. Ind. 

Hanson, John D., Perry €@& 
Buckley Co New Orleans, 
La 

Hareq, A H.., Milwaukee 
Chair Co., Chicago, Il. 

Hasson, Wm F., Blaisdell 
Pencil Co., Philadelphia, Pa 

Hawkes lL. A., C. Howard 
Hunt Pen Co., Camden, N 
J 


Hawkins, Harold E., Station- 
ers Loose Leaf Co., Milwau 
Kee Wis 

Hazel, Ernest, The Lockwood 
Hazel Printing & Sta. Co 
Atchison, Kans 

Headley, James D Headley 
Inc., Seattle, Wash 

Healy. E. B.. Santa Fe Book 
& Stationery Co., Santa Fe 
N. Mex 

Henge. R R.. The Ault & 
Wiborg Co.. Cincinnati, O 

Henriques Ralph G The 
Bates Mfg. Co., Orange, N 
J. 

Hermann, O. L., Buxton & 
Skinner Prtg. & Sta. Co 
St. Louis, Mo 

Herr, L. B.. L. B. Herr & Son, 
Lancaster, Pa 

Heyer, T. A., Heyer Dupli 
cator Co., Chicago, Il 

Hice, G. S., Roberts Number- 
ing Machine Co., Brooklyn 
: y 


Hickey E. V Wilson—Jones 
Co., Chicago, Ill 

Higgins, Tracy. Chas. M. Hig- 
gins & Co., Brooklyn, N, 

Hildreth. Jos. H.. Esterbrook 
Steel Pen Mfg. Co., Chicago 


ll 

Hills, Guy D., Seneca Falls 
Rule & Block Co., Seneca 
Falls, N. Y 

Hirsch, Arthur J., J. Meyers 
Sta. & Prtg. Co., In New 
York City 

Hobbs, J. N., Southworth Co 
Mittineague, Mass 

Hoffman, P. A The Smead 
Mfg. Co., Hastings, Minn. 

Hoge, W., The General Fire- 
proofing Co., Youngstown, O 

Holley, C. C., L. W. Holley & 
Sons Co., Des Moines, Ia 

Honeywell. C. G Deemer & 
Co., Scranton, Pa 

Honeywell, C. W Deemer & 
Co Wilkes-Barre, Pa. 

Horder, H. G., Horder’s, In« 
Chicago. Ill 

Horr, C. B Wilson—Jones Co 


Chicago, Ul 
Howard P. § Acme Card 
System Co Chicag< Ill 


Hubbs, J. D The American 
Crayon Co., Sandusky, O 
Hughes, Frank M Standard 
Office Supply C« Oklahoma 
City Okla 
Hughes, H. H John P. Mor- 

ton Co., Louisville, Ky 
Hullett, John G., The Balti- 


more Office Supply Co., Bal 
timore, Md 

Huston, E. V.. Review Print- 
ng & Stationery Co De- 


eatur, Ill 

Irving, C. B., Irving-Pitt Mfe 
Co., Kansas City, Mo 

Irwir Francis B Philadel- 
phia Stationers’ Assn., Phil- 
adeiphia, Pa 

Jerue, Sterley F., McClain & 
Hedman Co., St. Paul, Minn 

Johnson, A. E., Johnson Of- 


fice Equipment Co., Jackson 
Miss 

Johnson. Evan, “Office Appli 
ances Chicago, Il 


Jonas. R. A Oxford Filing 
Supply Co., Brooklyn, N. ¥ 

Jonas, Robert P.. Oxford Fil 
ing Supply Co., Brooklyn N 
, « 
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-|How Many You Sell | 
| Determines HowMuch YouMake/ 
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| t's not the amount you make on an individual 
sale that builds up your profits. It's turnover. 
The items you sell the most of are your most 
profitable ones . . . which is’ why you ought to 
pick the products with the greatest demands for 
your featured sellers. 
Among numbering machines the Roberts 
“49” has long outsold all others . . . . it's made 


by the world’s largest manufacturers... . it's 
used by the world’s leading businesses . . . . it’s 
the biggest profit maker for stationers every- 
where. 


If you're looking for faster turnover, more 
sales, bigger profits-—and even if you've never 
been satisfied before—try pushing the Roberts 
“49”. The way customers take to the “49”, the 
way your sales records will brighten up, the 





way you'll begin to respect numbering machine 
business will be a revelation. 

And the quickest, easiest way to prove it 
is to write at once for details of the most unique 
and effective idea for the display and sale of 
numbering machines you've ever seen. We'll 
give you the complete Roberts proposition at 





the same time. 


Roberts Numbering Machine Co. 
694-710 Jamaica Ave. Brooklyn, N. Y. 





er ox 
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: Le iSest Sel ling, Lowest Priced, 
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| Numbering Machine 

















KTISFY YOUR Cu 


JO Soe SMALLEST § 


8 
Consider Your Buying (2 i i3 S 
As Well As Your Selling 
o you carry machines to suit every- 
body? Must your margin and 
turnover on one, make up for that of a O Uy 9 
slower one? How many of each kind do 


you buy and how soon will you sell 
them? Your turnover, buying cost, and 


type of stock determine your profits. 
Here's where the Roberts Big Six nswer 


grouping gives you a big advantage to 


start. 8 


From all of these big sellers, you 
take but six—-your previous experience, 
and ours (with hundreds of dealers) 


aoe 


ROBERTI 








ROBERTS NUMBERING MACHINE CO. 694-710 Jamaica Ave., Brooklyn, N. Y. 


Send me immediately (without obligation) complete information regarding the 
BIG SIX LINE and details on displaying and selling these machines. 


es an a a aint 
ADDRESS _ _ 








ST, 
TOERS 


~ 


starts you off right with a minimum 
stock at a quantity discount, regardless 
of the models which you may select! 

If you haven't analyzed this question 
of numbering machine selling, do so 
now, for there are big profits ahead of 
you if you go night! Let us help you 
also. send for full details on this re- 
markable, “Big Six” quick turnover offer, 
and for the unusual display ideas de- 
scribed on the preceding page. 
ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Ave. Brooklyn, N. Y- 

WESTERN DISTRIBUTORS 
SUPERIOR TYPE CO., 
3940 Ravenswood Ave Chicago, Ill. 





numbering 
machines 
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NATIONAL BUSINESS 
SHOWS 


San Francisco At the Civic Auditorium 
April 8th to 13th, inclusive 


New York At the Grand Central Palace 
October 21st to 26th, inclusive 


Chicago At the New Stevens Hotel 
November 11th to 16th, inclusive 


Send for floor diagrams and include “National 
Business Show” in your 1929 budget to keep in 
touch with the thousands of good business 
people who will visit the National Business 


Shows next year. 


Check up on the value of America’s Efficiency 


Exposition at the last National Business Show 
for 1928 in 


CHICAGO 


at the Stevens Hotel, 
Week of November 12th, 1928 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


INCORPORATED 
Frank E. Tupper .President 


50 Church Street . NEW YORK 


Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 
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EVERYWHERE IT’S THE ROYAL 
PORTABLE 


Customers throughout the en- 
tire land know what to expect 
from this newer and finer port- 
able typewriter. Wherever 
writing is done in this most 
modern and expert way—in 
the home, while traveling, in 
the out-doors, even in the air 
—the best, and virtually 
effortless writing is done the 
Royal way. 

The Royal Portable Type- 
writer gives every Dealer in 
writing equipment the oppor- 
tunity to be included in the 
success of Royal Typewriter 


manufacture. Selling the 
Royal Portable Typewriter is 
simply tying up his business 
with these truly American 
mechanical characteristics — 
quality, strength, smoothness 
and utmost ingenuity. 
Remember—by national ad- 
vertising, the greatest of its 
kind in the field, your custom- 
ers know that the Royal 
Portable possesses superior 
features. You know that it 
has every writing convenience 
possible in a portable type- 
writer. 


THE ROYAL TYPEWRITER COMPANY, Inc. 


316 Broadway 


New York City 












































Jones Joh A 
Metal Desk Co., Ine 
town, N. ¥ 

Jordot Rudolph, Wilson Sta 
& Prtg. Co Houstor Tex 

Kager, Joseph M Thom-Ka 


ge cr Dayton, O 
Kastner, E. J L. E. Water 

man Ce Chicago, I 
Kautma Carl L, Moore 

Push-Pin Co and Koh-lI 


*hilade!l 


Penci) Co 


Keeling, A. E., Art Metal Con- 
eti ‘o.,. Jamestown, N 


Kendrick 
Denver 


Kendrick L R 
Bellamy Stat*y Cc 
Ohio 

Kennedy 
Kennedy 
Louis, Mé 

; T. M The Victor Safs 

Marietta 


Wm J 


cs Sf 


Wm J 


Stationery 


Ken 
& Equipment Co 
Ohio 
Kindley, W. J H. K. Brewer 
& Co.. New York City 
Koch, Frank J., Koch 
Des Moines, lowa 
Kretchmer, Otto, Peerless Key 
Cc New York City 
Benjamin, Wilson—Jones 
Chicago, Ill 
Lacey, Jas. T Shaw 
flank Book Co., Chicago, ll 
Larrimore, A. L., Jos. J. Stone 


Bros., 


Kulp 
cer 


. oo 


& Co., Greensboro, N. C 
Laucht, Christian, Jr Lucas 
Bros , In Baltimore, Md 


Lawless, Arthur J., 8S. E. & M 
Vernor Inc., New York 
City 

Leftwich Austi: Tropical 
Printing Co Int New Or 
eans La 

Leonard, T. S., S. S. Stafford 
ine Chicago, Ill 


Leopold, Carl S., Leopold Desk 
Co., Burlington, Ia 

Lindquist, H. L., Geyer’s Sta 
tioner, New York City 

Linsky, Jack, Jaclin Statior 
ery Co New York City 

Lipman, Charles W., Graff- 
Underwood Co Cambridge 
Mass 

Litth Edward tL Wabash 
Cabinet Co Wabasl Ind 

Lovett Wallac R The 


Standard Diary Co Cam- 
bridge, Mass 

Lytlh William C Lytle & 
Lytle, Teronto, Car 


MacIntyre, E T Defiance 
Sales Corp., New York City 
Mackey, Irving W., The Cooke 
& Cobb Co., Brooklyn. N. Y 
Madden. Miss A. M Add-A 


Unit Partition Co., Chicago, 
il 
Mais R \ Dennison Mfg 
(‘o., Framinghan Mass 
Manchester, R. S., Pacific Sta 
tioner, San Francisco, Calif 
Mandevill Geo Ss Wilson 


Jones Co., Chicago, Ill 

Marley, J. N L. E. Water 
mar ; Chicago, Ill 

Marshall, Chas. M Ivar Al 


Marshall ( Atlant 
‘aa 
M t Hobart VW Offic 
ip es Chicag Il 
Mat R Cc Boe in A 
Peas c Brooklvyr N 
la Ma Brow Mors 
( Muskegor M 
M hes Oe B TI ‘ klir 
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Miller, Donald C., “Office Ap 
pliar s,"" Chicago, Ill 

Milnor W B Moore Pus! 
Pin Ce Philadelphia, Pa 

Mine Ww. C., The Miner Book 
Store, Macomb, Ill 

Mitchell. Charles L., Crane & 
cs opeka, Kan 

Mode ne W T Marsha 
Jacks ( Chicago, Ill 

Moir: | k., The Brown Bros 
Ltd Toronto, Can 

Mollo John F Meriden 

Moore, R. S.. The Ault & Wi 
bore ( Cincinnati, O 

Mueller, Chas., P., Joseph Dix 


on Crue 


Murdoch 


Nachtiga 


tig Detroit 
Neary James EF 

tioner, New 
Nels Ek. W 


Netzhami 


Vvaunec 
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wa oe 


o., Chicago, Il 


Chi 


I 
ago 


rving 


Geyer = Sta 


York City 


Diebold Safe & 


( ; 
western Furniture 


is 


> 
. 


Colur 


bon & Carbon Mfg 
York City 


Nichols, Harry 
c Monroe, 
N (jeorge 


Normal! 
ar Jasper 
Norris. T. W 
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OW 1s the time to 


stock this popular, 
easy-to-sell, easy-to-display 
Standard B & P Family 


Expense Book. 


Feature it! 


Display it prominently! It is a 
leader! 
Binding. 





Made in three styles of 
All popular prices. 


NEW Counter Display Box (7}" long, 
113" high, 52" deep) holds assortment 


No. 1657. 


Six of No. 1654, six of No. 1655, 


twelve of No. 16544-——twenty-four books in 


all—list price $11.70. 


This is an ideal 


display assortment taking up small amount 


ef space. There's an unusually 
Write at once for latest prices. 


of profil. 


ude margin 


BOORUM & PEASE COMPANY 


P. O. Box 272, City Hall Station, New York City 

















te 
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Oh hinds | 


Wherever Desk Lamps 
are needed, sell 





Silverglo Lamps 


combine ideal 
lighting, beauty of 
design, and sales 


appeal. 


Instead of direct, 
glaring light, Sil- 
verglo radiates a 
diffused 


by using a silvered 


softness; 


indirect bulb, any 
and all eye-strain 
is eliminated. 


Discriminating 
dealers will find 
Silverglo Lam ps 
most _ attractive 
and profitable for 
Christmas and all- 


year-’round sales. 


} In all styles and 
types, desk and 
standard, in a va- 
riety of beautiful 
finishes and de- 





signs. 


| Send for illustrated 
folder and prices. 





No. 245 


Silverglo Lamps, Inc. 


300 East Federal St. Baltimore, Md. 
“The Modern Genii of the Lamp” 


Pacific Coast Distributor: Schubert Office Specialty Co., 
1405 S. Hill Street, Los Angeles, Calif. 
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Roach, Milton M., Acme Staple 
Co., Camden, N. J 

Robbins, W. G., Carolina Of 
fice Equipment Co., Rocky 
Mount, N. C 

Roberson, Alvin B Butler's, 
Inc., Wilmington, Del. 

Rockwell, Harvey P.. Yawman 
& Erbe Mfg Co., Rochester, 
ie Us 


Ross, C. B., The Wahl Co., 
Chicago, Ill 

Roth, C. W., The Roth Office 
Equipment Co., Dayton, O 

Rousch, C. H., C. H. Rousch 
& Co., Madison, Ind 

Ruedy, ies Ss G Adams 
Stamp & Sta. Co., St. Louis, 


Russell, R. S., Doten—Dunton 
Desk Co., Cambridge, Mass 
Russell, Wm. H., James Hogan 
Co., Ltd., Philadelphia, Pa. 
Ryan, Frank M., Milwaukee 

Chair Co., Chicago, IN. 
Salb, G. E., Indiana Desk Co., 
Jasper, Ind 
Sandner, B. T., Russia Cement 
Co., Gloucester, Mass 
Sanford, B Cornell Coop- 
erative Society, Ithaca, N. 


y 
Sargent, Franklin D., Frank- 
lin D. Sargent, Albany, N. Y 
Sauter, Edwin H., Spencerian 
Pen Co., New York City. 
Schaefer, Arthur G., Seng- 
bush Self-Closing Inkstand 
Co., Milwaukee, Wis 
Schimmel, F. W., Hiller Of- 
fice Supply Co., Indianapolis, 


Schmiederer, Wm., Buxton & 
Skinner Prtg. & Stat’y Co., 
St. Louis, Mo 

Schuitema, Milo, The Tisch 
Hine Co., Grand Rapids, 
Mich 

Schumacher, Ray V., 
Blank Book Co., 
Mass. 

Schutz Carl M., 
Morse Co., Muskegon, Mich 

Scott, J. L., Stationers’ Loose 
Leaf Co., Milwaukee, Wis. 

Sell, Edwin H., E. H. Sell & 
Co., Columbus, O 

Sell, John M., E. H. Sell & 
Co., Columbus, O 

Sell, Frank N., Sell Bros., Del- 
aware, O. 

Sengbusch, Gustav J., Seng- 
busch Self-Closing Inkstand 
(Co., Milwaukee, Wis 

Selway Frank, The Office 
Specialty Mfg. Co., Ltd., To- 
ronto, Can 

Shade, Herman C., Geo G 
Fetter Co., Louisville, Ky 

Sharp. Harry C The Ester- 
brook Pen Mfg. Co., Camden, 
N. J 


National 
Holyoke, 


Browne- 


Shattuck, V. R Arlac Dry 
Stencil Corp., Pittsburgh, Pa 

Sheaffer, W. A., W. A. Sheaf- 
fer Pen Co., Fort Madison, 
lowa 

Shee, Collins C Oakville— 
American Pin Division, Sco- 
vill Mfg Co Waterbury, 
C‘onn 

Sherin, J. H.. Metal Products 
Co., Inc., West Haven, Conn 

Short, Harry L., Columbian 
Art Works, In« Milwaukee, 


Siegert, Wm. C William C 
Siegart, New York City 

Simpson, Roy J., Sanford Mfg 
Co., Chicago, Ill 

Skagseth, Arne, Skagseth Sta- 
tionery Co., Miami. Fla 

Smith, W. FE... 4 W. Faber, 
Inc., Chicago, Ill 

Smith, T. W., Jr., Sun Rubber 
Co., Barberton, O 

Solinger, Leo, Eagle Pencil 
Co., New York City. 

Southworth Edward, South- 


worth Co., Mittineague, 
Mass 

Southworth, Melvin D., South 
worth Co Mittineague, 
Mass 


Sparks, Denton H., A. C. Mc- 
Clurg & Co., Chicago, Tl 
Spaeth, R. E.. McMillan Book 
Co., Syracuse, N. Y 

Sprott, J S.. The General 
Fireproofing Co Youngs 
town, Ohio 

Stagg, Thomas A., Pomerantz 
& Co., Philadelphia, Pa. 

Stanage. W. H., The Wood- 
row-—Weil-Stanage Co., Cin- 
cinnati, Ohio 
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Steinmueller, Theo. A., Lucas 
Bros., Inc., Baltimore, Md. 
Stevens, Chas. A., Stevens, 
Maloney & Co., Chicago, Ill 
Stevens, John D., Aluminum 
Co. of America, Pittsburgh 

Pa. 

Stewart, Ernest M., Stewart 
Office Supply Co., Dallas, 
Tex 

Stewart, W. Neill, Stewart 
Office Supply Co., Dallas 
Tex. 

Stott, Arthur C., Eaton, Crane 
& Pike Co., Chicago, Il 

Stott, Chas. A., Chas. G. Stott 
& Co., Inc., Washington, D 
cC 

Stout, Steve, Irving-Pitt Mfg 
Co., Kansas City, Mo. 

Straubel, C W., Automatic 
File & Index Co., Green 
Bay, Wis. 

Stringe, Harry W., Commer- 
cial Furniture Co., Chicago 
Il. 

Sturm, Victor F., Jasper Of- 
fice Furn. Co., Jasper, Ind. 
Sutton, J. W., Woodbury Book 

Co., Danville, Il. 

Swan, Frank P., The Frank 
P. Swan Co., Huntington, W 
Va 

Terstegge, Stratton, Binney & 
Smith Co., New York City. 

Thom, Cc. A H., Gregory 
Mayer & Thom Co., Detroit, 
Mich. 

Thom, Jr., C. A H., The 
Thom—Kagar Co., Dayton 
Ohio 

Thompson, Ed., The Office 
Supply Co., Jackson, Miss. 

Towne, Edward 8., National 
Blank Book Co., Holyoke, 
Mass 

Towne, Herbert §&., 
Blank Book Co., 


National 
Holyoke, 


National 


Towne, Joseph M., 
Holyoke 


Blank Book Co., 
Mass. 

Treanor, James, Peerless Key 
Co., New York City. 

Triner, J. M., Triner Scale & 
Mfg. Co., Chicago, Ill 

Trussell, Emory A., Trussell 
Mfg. Co., Poughkeepsie, N. 
Y 

Tussing. R. M., The Victor 
Safe & Equipment Co., Mar- 
ietta, Ohio. 

Tuttle, B. A., The Tuttle 
Corporation, South Bend, 
Ind 

Tuttle, T. E., Canisteo Ruler 
Mfg. Co., Canisteo, N. Y. 

Underwood, Chas. F., Fulton 
Specialty Co., Elizabeth 


) J 

Valleau, Fred D., Commercial 
Furniture Co., Chicago, Il. 

Vinton, H. K., American Sta- 
tioner and Office Manager, 
New York City 

Von Ritter, Frank M., Sta- 
tioners’ Loose Leaf Co., Mil- 
waukee, Wis. 

Waddy, Woodson P., Everett 
Waddey Co., Richmond, Va 

Wadham, Charles K., Crane & 
Co., Inec., Dalton, Mass. 

Walker, A. J., Farnham Prtg 
& Sta. Co., Minneapolis 
Minn. 

Walker, §S 
Goodrich 
Ohio. 

Ward, William E., John Ward 
& Son, New York City 

Waterman, Frank D L. E 
Waterman Co., Chicago, II. 

Watkins. H. L., The National 
Bank Supply Co., Milwaukee 
Wis 

Webster, Phil F., San Antonio 
Tex. 

Weingaertner. M. T., Egyptian 
Stationery Co., Belleville, Ill 

Weissenborn, R. A., General 
Pencil Co., Jersey City, N. J 

Welch, Frank R.. C. R. Hos 
kins Co., Philadelphia, Pa. 

Werner, B. H Arlac Dry 
Stencil Corporation, Pitts 
burgh, Pa 

Westlake, F. H., B. L. Marble 
Chair Co., Bedford, Ohio 

Whitehead, Alfred, Filing 
Equipment Bureau, Boston 
Mass. 

Wilger, C. A., The Genera! 
Fireproofing Co Youngs- 
town, Ohio 

Wilkerson, Oscar A.. Steel 
Equipment Corporation, 
Avenel, N. J 


E.. The B. F 
Rubber Co., Akron, 
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he (fll (imerican. 


Steel Transfer Case 


Back Rollers, showing Strength 
of bracket—welded to sides 
and back of corner. 


Closed Back Flange of 
Back Plate, Spot Welded 
all around to the sides. 







Rolled Edge Sides, 
giving great stiff- 
ness. 





gi 





Closed 
Drawer 
Back 








wat. 


Interlocking pins 
holding cases to- 
gether and preventing 


Angle lapped brac- 
back of case tipping up. 


ing-front, backs and ———————— 
bottoms. 





Flush sides and top. 








Channels welded to 
upper corners of 
case body in which back rollers run. Weight 
Heavy Re-inforcing frame of drawers sus 


on inside of case. 








Button Hole 
punchings in- 
to which the 
interlocking 
pins fit. 





—— 


“a Follower Block 





Assembly sets 
in bottom channel of 


Cases locked  to- 

gether by connect- Connecting links. Bottom Rollers on 

ing links. which drawer runs. drawer. A small bolt at 
the back, a guide rod at 
the front fastens it se- 
curely in place. 


Do Not Overlook the Opportunity 


When correspondence is transferred the current files must have new 
guides and folders. The Browne-Morse line of filing supplies is one of 
the most complete lines manufactured. Ask for catalog. 


BROWNE-MORSE COMPANY 


MUSKEGON, MICHIGAN 
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George B. Graff Company 
64 Washburn Ave., 


Cambridge, Mass. Graffco 


PRODUCTS 





Craffco 


Graffco Vise Signals 

















Ae Ww ore boty ‘ - ——wJ let 
nts are due—when stock is low are nationally known and used, 
Made of plated spring representing a splendid line 
smeled jn 13 of Time-Saving Devices. 
We are the orig Every item, as here de- 


scribed, fills an impor- 
tant need. Superior 
workmanship, fair 


— a ee ee eee . 
S) Lie dealings, and na- 
we tional advertis- 


Gra iffco 
VIZ SIGNALS 


Graffco Viz Signals 


Mel Mi 
ing have cre- 
ated a wide 
demand for 
Grattco 





Graffco Vise Clips 





Hold papers like | Rah For all visible urd and ig 
gripping points pers - Armenia Importar 
nat a“ ae nde system t 
slip sidewise o eng! “ 7 — an . nformat r shown at Pry rd 
f plated spring ig . : . e acl 
"hire - ling giance s : 
lura ble . n 1 ! olors S Wer 
apers sizes Sand samples 









Giraffco Maptacks Graffco Vise Index Tabs 





he eyes of your busi- i nd liustabl 
ess. Show where sales a a ge ye a 
weakest—where service equip pl 
rent is needed. et Solid ur . . . “a J - 
_T eakable eads with sharp ste : . —— - 
Other gg = it a F 1 turn dire 
pag I ach Vé Sa « 
“ 


Graffco 
Products are 
Pencil Sharp 

eners, Thumb 
tacks, Silver Steel 


Pens, and Cloth Index 


Graffeo Picture Hangers 


Tabs. Handsome Dis- 


play Cases are furnished 





free of charge to dealers han 
dling Graffco Products. Write 

for full information regarding 
these silent salesmen and for ne 


illustrated catalog. 


Graffco 
PRODUCTS cre cat tm TES 


64 Washburn Ave., 4 al gla 
Cambridge, Mass. Vill not deface wal 
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William: Harry J Rya 


Williams, Inc., 


Willis, R. H., SS. EL. & 
New York City. 


Vernon, Inc., 
Wilson E Clifton, w 
Stationery & Printing 
Houston, Tex. 
Wingert, L. P., General P 
<* Kirkwood, Mo 


Witherington Fred Die 


n & 


Buffalo, N. Y. 


M 


ilson 
Co 


encil 


»bold 


Safe & Lock Co., Canton 
Ohio 

Wittstel: H H Globe 
Wernicke ("o Cincinnati 
tbh 

Wood, Robert N The Ester 
brook Pen Mfg. Co Jersey 
City, N. J 

Woodruff Stanley Peerless 
Key Co., New York City 


Wray, Geo. B., Quigley Furni 
ture Ce Whitsboro, N. ¥ 
LADIES 
\kers, Mrs Maude T Chi 
cago, Ill 

Allen, Mrs. Ivan, Atlanta, Ga 

Baer Mrs. Edwin L., Canton 
Ohio 

Baxter, Mrs. R. H Brooklyr 
— 2 

(‘arpenter! Mrs Charles C 
Evanston, Il 

ody, Mrs. Cliff F.. Dubuque 
lowa 

(‘oggit Mrs. F. L., Oak Park 
ii] 

Collins, Mrs. Sidney) Chicage 
ill 

<‘ook, Mrs. James P., Toronto 
tint (al 

mub Mrs F W Newark 

J 

lavis Mrs. Chas Ee Battle 
(reek, Mich 

e May Mrs Dor Jacksor 
Mich 

Dennis, Mrs. Fred ©O., Buffalo 

Dettlaff, Mrs. T. H Indiar 


ipolis, Ind 
Diehl, Mrs. Wn 


Columbus 


Chi 

Deoolittl Mrs. Ur Syracuse 
N. ¥ 

Downey, Mrs. C. Lee, Cincin 
nati, Ohio 

Duncar Mrs. John H Ar 
sonia, Conn 

Kads \Mirs Civde Houstor 
Tex 

esick \irs W R Decatur 
ti} 

Evans, Mrs. J. 1 Ottawa 
(“ar 

Faber Mrs Eberhard New 


lat Onhic 
rvi Mrs ‘ I Bostor 
Mass 
(jever, Mi Andrew, New Yor 
Gorde Mrs. F. |] Macomt 
I 
Cosiget Mrs Pau \ s 
Loui Mo 
(i t Mrs ’ F Tor 
‘(an 
( ss Mrs Vivia M ‘ 
1g I 
Haire, Mrs. A ew J br r 
t a, ae 
i ! Mr J J Ind 
| It 
wkes Mrs. I \ (‘ar 
‘N ] 
Hert Mrs. L. I Lancas 
P 
Hice \ G Ss Br kly? 
w. Y 
Hic \ ] Brook 
N. ¥ 
liewir irs i hr Kn 
; \ 
lirs Mrs Ros New Y 
Hao! H ‘ £ 
I 
tole ( I s Me S 
“ 
| ‘ ve M ‘ ‘3 Ss 
ne P 
H “ Mi ( W Wilke 
Barre I 
rder, \ H. G., I I 
low 2 ' < ’ 
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Johnson, Mrs. Evan, Oak Park, 
Il 

Johnson, Mrs. Frances, Chi- 
ago, Ill. 

Kager, Mrs. Jas. M Dayton 
Ohio 

Koch Mrs Frank J Des 
Moines. lowa. 

Lacey, Mrs. Jas. T., Chicago, 
il! 


Laucht, Jr., Christian, 
Baltimore, Md 
Lawson, Mrs. Frank M., Hunt 


ington, W. Va 


Leonard, Mrs. T. J., Elwood 
Park, Il 

Little Mrs. Edward L Wa 
bash, Ind. 

Lovett, Mrs. Wallace R., Mel 
rose, Mass. 

Mackey, Mrs. W. Irving, Chi 


cago, Ill 
Marshall, Mrs 
lanta, Ga 


Chas. M At 


Mayer, Mrs. Alfred J., Detroit 
Mich 

Mathes, Mrs. C B., Toledo 
Ohio 

Maul Mrs Oscar Detroit 
Mich 

McCue, Mrs. Wm. W Hunt 
ington, W. Va 

Miller, Mrs. Donald C Chi 
cago, Ill 

Miner Mrs. W. C Macomb 
Il 

Moir Mrs J FE Toronto 
Ont Can 

Moore, Mrs. R. S., Cincinnati 
Onio 

Murdoch, Mrs. Harry L., Chi 
cago, Tl 

Neary Mrs. James E New 
York City 

Patterson, Mrs Robert D> 
New York City 

Perey, Mrs. Stanford, Chicago 
tl 

Pett, Lois B New York City 


Popple, Mrs. J. O., Des Moines, 
lowa 

Rice Mrs Ww Hi Boston 
Mass 

Richter Mrs. Alfred 3S Ho 


boker . N Je 
Robbins, Mrs 
Mount, N. C 
Roberson, Mrs 
mington, Del 


«ky 


W. G Re 


Alvin B W 


totl Mrs ( W Dayton 
Ohio 

Rousch Mrs. C. H Madison 
Ind 

issell, Mrs. R. S., Cambridge 
Mass 

Rvan, Mrs. Frank M., Chicago 
il 

Sargent, Mrs. F. 8S \ibany 
a. 2 . 

Schumacher Mrs Ra \ 
Davts n Ohio 

Schultz. Mrs. Carl M Muske 
gon, Mich 

Ss Mrs. Edwin H Colum 
mus, Ohio 

Sell, Mrs. Frank N Delaware 
COhhio 

Sell Mrs Jack Columbus 
‘) I 

Sell Mary Kathryn Colun 
bus, Ohio 

Sheaffer, Mrs. W. A Ft. Mad 
soT lowa 

Southworth, Mrs. Edward, Mit 

eague, Mass 

Southworth Mrs. Mely I) 
Mittineague, Mass 

Stanage Miss Susar Jane 


Cincinnati, Ohio 


Stanage, Mrs. W. H Cinelr 
ti. Ohio 
Stewart, Mrs. W. Neill, Dallas 
Tex 
The Mrs. C. A. H Ir., Day 
ton, Ohio 
Thor Mrs. Chas \. H ar 
troit, Mich 
Towne, Mrs. Edward 8S., Holy 
oke, Mass 
whe, Mrs. Herbert S., H 
ke Mass 
tle, Mrs. B. A.. S t Bend 
Ind 
\\ ld Mrs Wood ! |’ 
Richmond, Va 
Vadhan Mrs. (has KK Da 
t Mass 
\ ke Mrs \ J | 
| s., Mint 
W ” Mrs I zM i 
iz Tl 
Wilkersor Mrs. Os \ ( 
Se 
Vilsor Mrs. BE. ¢ f H s 
iex 
\ s \ H. H ( 
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INTERESTING 


OPPORTUNITY 


may be offered to reputable 
members of the Stationery and 
Office Equipment industry who 
would be interested in forming 
and financing an organization 
for the manufacture and sale 
of an extraordinary, newly im- 
proved article for the every- 
day use of writers. 


The annual sales of the two 
principal manufacturers of the 
old style article are over five 
million dollars each, with good 


net profits. 


This new article has the 
desired new features readily 
apparent to the prospective 
purchaser. It has been tried 
out thoroly for more than one 
year in actual use. It is differ- 
ent, a departure, and 
therefore has excellent adver- 
tising pull. The patent claims 
are broad and strong. Its cost 
of manufacture is in line with 
that of the old style article, 
notwithstanding its exceptional 
features. It is of the 
highest quality, more durable 
and extremely simple. It is 
carefully developed to gratify 
the desires of the USING 
PUBLIC, THE MANUFAC- 
TURER and THE DEALER. 
It is a BEST article, not some- 
thing “just as good.” 


new 


new 


No previous offers have been 
made nor the matter divulged. 


Those interested may write 
in complete confidence, giving 
full data in regard to their 

, interest, connections, etc. An 
interview may be arranged for 
in a city to be agreed upon. 
\ddress BY-32, care 

OFFICE APPLIANCES 


417 S. Dearborn St., Chicago 
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PREMIER 


Steel Sectional 
BOOKCASES 


At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany, in na- 
tural wood effects 
and in Olive Green 
enamel. Construct- 
ed of cold rolled 
steel welded inte 
rigid units. 

Each section com- 
plete. No top is re- 
quired. Receding 
doors. Can be had 
with steel doors, 
with glass doors, or 
without doors to be 
used as shelving. 








Ne. Dimensions Olive Green Wood Finishes Shipping Wt. 
201-4 Base height 4” & 5.00 8 5.50 11 ibe. 
201-6 Hase height 6” . 550 6.00 12 Ibe. 
202 9%” Hig Inside 

m*’ x1 4" x 34”.... 11.00 12.00 23 ibe. 
203 11%" Inside 

11” = 138%" = 34”.... 11.50 12.50 24 Ibe. 
204 13%” High Inside 

11” = 15%" «x 34” 12.00 13.00 27 Ibe. 


Sections furnished without doors, deduct $2.00 from the net price. 
Prices are F. 0. B. Mishawaka, Indiana. Liberal trade discounts. 
Prices subject to change without notice. 





PREMIER STEEL FILING CABINETS 


‘Built for Business’’ 


Electrically and Acetylene weld- 
ed. Rigid in construction. Beau- 
tifully finished. Full Roller Bear- 
ing. Double drawer fronts. 
Brushed brass finish hardware. 
“Pinch” follower, positive in op- 
eration. Drawer capacity 25 fil- 
ing inches. Automatic locking 
device if desired. All standard 
finishes and in 4, 3 and 2 drawer 
sizes. 


Constructed for Unlimited Service 


DESCRIPTION PRICE 


—- — Shps. 
Olive Mahg & Wet 
Green Walnut Cr'td 








Stationery | 


4 Dr. Letter File $33.00 $39.00 135 

Cabinets 524-4 Dr. Letter File-Lock 39. 45.00 135 
506 = 4 Dr. Legal File 39.00 45.00 145 

° 506-L, 4 Dr. Legal File-Lock 45.00 51.00 146 
Typewriter 304 3 Dr. Letter File 29 00 oo 115 
304-1. 3 Dr. Letter File-Lock 35.00 41.00 115 

Stands 306 0-3 Dr. Legal File 35.08 41.00 125 
3046-L. 3 Dr. pee See tock 41.00 47.00 135 

Cc 1% = Dr. Le 25.00 20 86 
opy 104-L. 2 Dr. Letter File-Lock 29.00 33.00 95 
106 = 2 Dr. Legal File 29.00 33.00 105 

Holders _— 106-1. 2 Dr. Legal File-Lock $3.00 37.00 106 





‘Prices are F. 0. B. Mishawaka, Indiana. 
Liberal Trade Discounts 








Address All Communications to the Chicago Sales Office 


Premier Metal Products Co. 
JOHN W. MESSIMORE, Sales Manager 
1467 CATALPA AVE. CHICAGO 


Address Export Inquiries to G. W. Snowman, 215 W. 35th St., 
New York City 














(Coste—Customers—Profits—Continued from Page 53.) 

The problem confronting the retailer is to buy in such quan- 
tities and varieties as to provide a steady, even flow of mer- 
chandise to the consumer without building up unnecessary sur- 
plus stock While this means increasing the number of stock 
turns, it must be remembered that too great an acceleration in 
stock turns will cause the merchant to run out of items—also an 
undesirable situation Therefore, the merchant seeks for a 
method which will enable him to operate with a minimum 
amount of capital and carry a rapidly moving stock of mer- 
chandise. yet be protected by a factor of safety which will pre- 
vent him from being out of stock The exigencies of business 
call for a method which is easily understood, simple in opera- 
tior ind requires little if any additional help 


After an intensive study of outstanding systems, a retailer 
of stationery devised a stock control system which to a large 
degree seems to possess these attributes Not only has he 
applied it with outstanding success to his business for the past 
three years, but it has also been found that with certain modi- 
fications the system will work satisfactorily in other lines of 
retailing In brief, this system of merchandising control for 
balanced inventory enabled this merchant to accomplish the 
following results during the three-year period teduced the 
number of items carried by 32 per cent; reduced the value of 
his inventory by 8 per cent; increased his volume of sales 20 
per cent; increased his dollar profits 50 per cent. Furthermore 
on the date of the installation of this control, January 1, 1925, 
he was overdrawn at the bank $4,286 and owed in bills payabl 
$22,500 Under the operation of the control system the over- 
draft was soon met and the bills payable were taken care of 
before the end of the year By the summer of 1926 the bank 
balance had reached the gratifying total of $31,966 and the 
stationer was able to declare the largest cash dividend ever 
paid to stockholders, This was accomplished without borrowing 
money or adding capital, and during the entire three-year 
period no cash discount was missed 

This discussion will not include the various mechanical de- 
vices for the actual handling of records, but will treat only the 
principles involved and results accomplished 

On January 1! 1925, the stationery establishment installed 
the stock-control system, after having designed the stock form 
and provided the necessary equipment for its handling 

Every item was listed on a separate form, making a total 
of 6,514 items in three departments: Business furniture, 613; 
commercial stationery, 3,882. and drawing materials, 1,819. <A 
physical inventory was taken and from this inventory such 
items as thought necessary were ordered. From that time on an 
inventory was taken on the first day of each month, and orders 
for goods sent in, based on the inventory records. The monthly 
check-up on stock quickly disclosed the fact that the stock was 
alanced Certain items showed no movement at all, and 





what was considered a fair stock for some items was indicated 
by the control as sufficient stock to last from 3 to 10 years 
Immediate steps were taken to remedy this situation, thus re- 
ducing excess stocks and releasing tie¢-up capital 

During the year 1925, 269 new items were added to the 
6.314 of January 1, 1925, making a total of 6,583 items The 
monthly record for the year showed the sales and stock turn 
of 1,812 items to be so poor that they were dropped, the records 
removed from the control, and the items marked with an incon- 
spicuous label. The purpose of this label was to indicate to the 
sales force that the company desired the item so marked to be 
pushed out of stock If it did not move at regular prices the 
item was offered for sale at a “close out” price If this did 
not move it, then it was given to some charitable institution 
So far this establishment has found no better way to dispose 
of dead items 

The year 1926 started with 4,771 items, a net reduction of 
1,534 items—nearly 25 per cent as compared with the beginning 
of 1925 During the year 292 new items were added At the 
close of 1926 the stock control pointed out 730 additional items 
with poor records, so these were dropped This started the 
year 1927 with 4,333 items, a net reduction of about 10 per cent 
in a year's time, 

The effectiveness of the method was demonstrated by the 
isolation of 1,812 inactive items, or “‘sleepers.”’ the first year 
and only 730 the second A great many more items than the 
1,812 dropped had bad records the first year, but they were per- 
mitted to remain another year—through 1926—in the hope that 
sales might improve While a few did improve, 730 more went 
into the discard 

To the 4,333 items on January 1, 1927, there were added dur 
ing the year 1,258 new items, making a total for the year of 
5,591. On December 31, 1927, the control required the dropping 
of 1,280, making a new reduction of only 22 items. This appar- 


ently small reduction was due to a number of reasons The fur 
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DUES .’.% 


a sales talk in a name 


HEN you say “Duco”, you've given 


furniture finish an entire 


For every buyer knows Duco. 


your 
sales talk. 
Within a few years after its first an- 
nouncement, Duco’s_ superiority to 
ordinary finishes has given it a wide pop- 
ularity. Today it has national prestige- 
national recognition. 
Buyers today ask for more than a finish 
which is good-looking when new. They 
want a finish which will remain 
good-looking even after long } 
and And } 
Duco has made its reputation 


constant service. 


on the continued excellence of — 7,, p,. 


its appearance—on the wearing 


G r 





*ts v5. PAT. OFF 


DUCO 


made only by du Pont 





quality of its hard, lustrous surface. 
Many buyers are included among the 
6,000,000 motorists who have tested 
Duco’s lasting freshness on their Duco- 
finished motor cars. 


Duco-finished furniture and other equip- 
ment comes to the retail floor in such 
excellent condition that you are saved 
the usual “touching-up.” It is easily 
cleaned—ink spots are readily washed 
off. For 
complete information on Duco 
and its ability to increase sales 
and good-will, fill out the cou- 
us have it 


Duco does not stain. 


pon below and let 


today. 


E. 1. DU PONT DE NEMOURS & CO., INC. 
Parlin, N. J. 


Gentlemen Without obligation on my part, please 


let me have information on Duco and du Pont mer- 
andising cooperation 

Na 

Ex itive Pos r 

Firm Name 


OF-11 
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[P= Solid Leather 














pf ore takes the place of leather” — 
and I-P Ring Binders are made of solid 
leather cut in one piece. There are many 
grades of leather—but we use only outside 
cuts of finest cowhide. Nature makes the 
outside tougher, more durable—and the 
“feel” is richer, more in keeping with the 
appointments of an executive’s desk. All 
I-P solid leather Ring Binders are uniform 


in their high quality. 














es RY tests prove that the leather 
hinge of an I-P Ring Binder has a re- 
sistance equal to the weight of four husky 
men. That’s why we guarantee our leather 
hinge to wear indefinitely. Worth consider- 
ing, too, is the absence of sharp points to 
loosen, catch on clothing and scratch your 
desk. The I-P Solid Leather Ring Binder 
offers the ideal protection for your many 


important loose-leaf records. 





a y vis 
NV Che 
VAVATAYW wh" y 
(} ANY J il, 









pee on every I-P Ring Binder is 
this trade-mark—the guarantee of the 
world’s leading loose-leaf manufacturer. 
Irving-Pitt originated and first patented the 
ring binder— and “*}-P™ is the hall-mark 
of ring binder quality. Protect your ree- 
ords for life in 1-P Solid Leather Ring 
Binders. Build customer confidence—and 
profits—by pushing this popular line. 
IRVING-PITT MANUFACTURING CO. 

NEW YORK KANSAS CITY CHICAGO 
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department added ems and carried over 228 
s showing a turn less tl Ww The stationery depart- 
ent added 155 new items, besides carrying over into 1928, 783 
ms showing a turn less thar “ The drawing material 
artment dropped 210 items | ilso carried over 270 items 
wing a turn less than two 
I ems in the thre depart <s showing a turn less than 
were carried over for another ear in an endeavor to im- 
ve their sales records Had they also been dropped, the net 
luction would have amounted t 0 per cent for 1927. 
Notwithstanding the reditt tems by 2,003, or nearly 
2 per cent, over a three-year period, the volume of sales did 
decrease Each year showed better sales, with a smaller 
nvestment in merchandise stock 
Seven months after a n of the system the sales 
ywed an increase of 8 per cent over the previous year with an 
ry 7 per cent smaller TI next year showed a 12 per 
cent i ease sales overt evious year, with a further 
decreas in merchandise I of per cent The mer- 
handise stock turn for the ir ending July 31, 1925, was 3.7 
! succeeding year the stock rn increased to 5.11. 
ability of t} rganiza meet its obligations more¢ 
nptl s shown by the ncerea turns of “accounts pay- 
I In 192 turr f uu s payablk was 9.29, and in 
6 it had increased 11.94 ndicating that in 1925 its out 
inding accounts were paid off approximately every 40 days 
whereas I 1926 they were cleared ff about « very 30 days 
wi the stock control searches out dead stock, releases 
Ze apital, and provides guide for intelligent buying, it 
by the mere fact of its operation exerts certain influences 
profits and overhead TI res records show that the 
s for the fiscal year ending in 1926 were better than the 
ceding year by 48 per cent For tl same period the operat- 
2 x! ses were reduced fr 26.26 per cent to 22.51 per cent 
now n h of this is to be attributed to the stock control 
i how much a vig ales policy or to economical 
agement s impossil licate The is no doubt 
these fa s ort d lower operating costs 
reas its 
re eral ager d for a well known manu 
f « al product nd after analyzing severa 
" s f ers that 40 of his orders accounted 
per cent of tl t l sales come, and that on the 60 
nt f his lers W esented only 9 per cent of his 
iles om urred a loss averaging $1.63 on each 
s quoted as follow wt we know the productior 
l distribut I hing we market, when we 
W pr ble s the f each jobber we serve 
\ th I r ind w s know the profitableness 
! I ] with and 
l will be s in which he san 
x ve t d their articles in tl 
n d } pretend t serve he 
gx pu Ther and shall we have solved 
tic i w and distribution sts a 
rn wi r t ! s rre I evidence 
Tr! inalysis nt 
REMARKS OF H. C. DUNN 
NN Mr. ¢ gentlemen of the conven- 
I ng m the £ \\ so many splendid ad- 
is we ar i ivs, reminds me of the 
dz n id a passion for making ad- 
ss mates i t s There S >» analogy 
Ww d ces tu s and 3 i—the anal- 
2 v Laug! r.) d fellow or morning was 
rf. his ul n i at Lv l nduc ethics and so 
This i l nsar isvlum this time 
‘ f th ir ites spok rid l man acting as 
hairma Governor, m en to this drive rhe 
iker, very much fT j 1 around t he governor 
said: “Shall I go or H uid: “Yes, ge r This poor 
ly has a lucid n ! ! in twelve m« hs I am 
will me interr iga (Laughter 
Speaking of problems mpe t and =! i juite a 
f then reminds n a bul in board f a western 
which was ar ne S lay no and 
s It read s XZ s: “Rev ul fr ng Sun- 
ning p. n Serr tl pastor Subject Hell 
’ Wilson will sing a s led Tell Me r I'l 
There.’ (Laugl ) 
1 al I ull I knew i but I w lid h have 
now ind I did wa t vo 
“ ird ti nt r ant, bu our chair 
. é thea We : ust recently put 
a bulletin on the indepe rcha and I will give 
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a year 


profit 
from a $35 investment 


Several years ago an office appliance 
dealer in a Middle Western town of 
moderate size put a few sample St. 
Johns Business Tables on his floor at a 
total cost of $35. 


Since then he has averaged $975 a year 
net profit taking orders from those 
samples. We ship each order promptly 
from our large warehouse stocks, mak- 
ing it unnecessary for him to keep any 
tables on hand. 

This experience has been duplicated by 
hundreds of office appliance dealers. in 
every part of the country. You, too, 
can add to your profits by selling St. 
Johns Business Tables in this easy and 
economical way. 


Remember, as we make immediate ship- 
ment you do not have to tie up a dollar 
of your capital in stock. Write today 
for catalog and further details of this 
money-making plan. 


q 
St. Johns Business tables are made in 5-ply 


Mahogany; 5-ply Walnut; Oak, 5-ply quar- 
tered or plain; first quality quartered Gum, 
Mahogany finish and Northern Gray Elm. 
The under top construction and mitre-joint 
plank edge are exceptionally strong love - 
tail drawers with 3-ply bottoms. Shipped 
K. D. with bolt construction 
. 








ST. JOHNS TABLE CO. 


Cadillac, Michigan 
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COMPARE the Advantages 


outlined in 


OTOSPEED S 


New Dealer Franchise 
With Your Present Connection. 


The larger discounts, dealer helps and merchan- 
dising cooperation now offered by Rotospeed in- 
sure larger sales and greater profits for the dealer. 


New and Improved Products 
Rotospeed has spent much time and 
NO- 


and cor- 


money introducing the new 
WAX Dry Stencil 
respondingly Improved Inks. Dealers 


Pre »xCOCSS 


who have actually solicited their reg- 
ular trade on these products have dis- 
covered duplicating machines lying 
giving unsatisfactory results 
unsuited stencils and ink. 


idle or 
because of 
In many cases a test or trial order has 
surrecting a new 


been the means of re 


source of income. 


Established Market | 


You can cash in immediately on the 

Rotospeed products 

now well established. The 
| 


demand for 
which 1 
field for an efficient low priced sten- 

duplicator is expanding rapidly. 
Ten prospects can be found today 
where only one existed a few 
igo. NO-WAX Stencils (an entirels 
new and different product) has re- 
duced resistance on the Roto- 
speed to a Besides nu- 


Rot - 


antage of price. 


vear 


sales 
minimum. 
merous exclusive features the 
peed has the adv 


Remember 


of Rotospeed Duplicating 


already es- 


The use 
Machines and supplies is 
it is more than likely that 
3 goodly percentage of your custom- 


Roto- 


your 


ers are already constant users. 
speed wil// be represented in 
tradk This 


tunity to make a profitable connection 


territory. your oppor- 


: : aye ' 
with an established reliable manufac- 


turer of duplicating machines and su p- 


plies. Write today for full particulars. 





THE ROTOSPEED CO. 
210 West Fifth Se. Dayton, Ohio 
GO ee SP SP SP OP © SE SP SD SO 2 2 


§ THE ROTOSPEED CO., 210 West Fifth St., Dayton, Ohio ! 


] Without obligation, send me details of © dealer franchise 


I Name | 
Address ! 


Attacl letterhead 


Ree cee cee ee ee Gee Ge Ge ee ee ee ee ee ee ee ee ee oe ee ee ee ee 
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some extracts from it here Will he be eliminated? Here is 
what we think about it 

“The recent tendency toward mergers among manufacturing 
concerns and the growth in the chain store movement has led 
some observers to predict the eventual elimination of the small 
manufacturer and merchant, The Department of Commerce 
holds no such belief. The resourcefulness and freedom of action 
of the individual will always go far toward offsetting the ad- 
scale operations of the more complicated 
fact, these characteristics are the most im 
Our nation 


vantage of large 
organizations. In 
portant factors in maintaining American business 
upon the individualism of our people, upon their 
and their service to the community There is a 
place in the community for the independent busi- 
who conscientiously strives to meet this need 


is built 
initiative 
recognized 
ness man 


Then on what the independent merchant might do or what 
he should do: 

“The independent merchant who functions intelligently as 
purchasing agent for his community has a distinct oppor- 
tunity to render a real social service. The neighborhood grocer 


can introduce those elements of personal attention and service 
which are much appreciated by the consumer and which cannot 


so readily be supplied by a vast impersonal corporation This 
implies, of course, no disparagement of the latter. The princi- 
pal innovation introduced by the large corporation is better 


management and the recognized value of large scale economies 
But big business has no copyright on profitable methods, and 
mere bulk is by no means synonymous with efficiency. How- 


ever, both the manufacturer and the distributor should con- 
sider that in the last decade business in this country has 
changed from a seller's to a buyer's market. The consumer 


no longer finds it necessary simply to accept the goods which 
are offered to him The manufacturer or mer- 
chandiser will find it necessary to study the consumer demands 
preferences of his particular market if he would succeed 
in performing his proper function in providing needed com- 
modities and service for his community It is undoubtedly 
true that there are many individuals engaged in business today 
who are not fitted by training, experience or ability to carry on 
that business successfully. Such individuals, whether affiliated 
with large or small always have failed ultimately 
and always will be eliminating through competition But the 


successful 


and 


businesses, 


vast majority of independent business men with native ability 
with a willingness to work, to utilize new methods and to 
take advantage of new conditions, and with a reasonable 


margin of capital, have as great opportunities for success today 
as ever before; in fact, a greater opportunity, because of the 
steady advance in our living standards and buying power.” 
While | am here I would like to tell you a few things briefly 
because your discussions are more important than 
what we are trying to do. The Department of Commerce is a 
institution It is a station for men. 
to assemble all economic information, business informa- 
and quite a few are 


over 


mine, as t 


service service business 
We try 
tion, and give it out to those 
desire for it In 
and we have a Spec ial 
made up of specialists, devoted entirely to research, to answer 
all kinds of questions One recently asked How many 
United States eat hot cooked cereals? Another 
How do you association? Another: Where 
can we buy a certain brand of ham? We get all kinds of eco- 
nomic questions, and to answer them is one of our services 


who want it, 
our department we 
inquiry 


have 
division 


expressing a 
5,000 inquiries a year, 
was 
people in the 


organize a trade 


I like to think of it in this way, and it also illustrates what 
I have been talking of here, by this analogy: The captain of an 
ocean liner, before he can start out to sea, must understand 
navigation He must know what to do Not when the sea is 
calm, but when it is stormy He must know how to protect 
the lives of his passengers and direct his ship to his port of 
destination He has charts to guide him, and they have been 
charted by investigators, by research He has lighthouses to 
guide him. The lighthouses serve two purposes—one, to point 
out the rocks and reefs to avoid, and the other, to act as a 
check on his progress or the accuracy of his That 
symbolizes what we are trying to do We are trying to point 
out to business men lighthouses that will show what dangers to 
avoid and to set up landmarks by which they may check their 
Today a person can be captain of his ship on the sea 


course 


pre ress 


of business without any training, without any charts, and he 
must go through the period of trial and error before he finds 
out some of the important things that do not appear on the 


surfac 


I often think of the conduct of business as being somewhat 


inversely analogous to a game of bridge The element of 
gamble, of uncertainty, is greatest when the element of secre- 
tiveness is greatest In other words, if every one knew what 


was in each other player's hands and had a full understanding 
of its possibilities as well as a full understanding of the 


hand, he would then be in the best positior 


possi- 


bilities of his owr 
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Put a salesman on Pos-Chair a few 
weeks and let him absorb our train- 
ing. 

Note how he gets the idea of pro- 
tecting your profit on sales of every- 
thing else that you carry. 

Price selling doesn’t make anyone 
any profit. 

Pos-Chair training gives your men 
practice in specialty selling because 
this is the posture chair with spe- 
cialty features to sell. 

Watch how it tones up the charac- 
ter of all your retail selling. 
THERE ARE STILL A FEW 
TOWNS OPEN. GET IN TOUCH 
WITH US. 


For the Dealer who wants something to sell beside price 


(OHNSON(HAIRS 





you NSO, 


Pos-ZA41R 


MINUTES TO LIFE 





BRINGS DEAD 








@ 





JOHNSON CHAIR CO., 4401 West North Ave., CHICAGO 





I 
puts Posture 


on the Payroll . 


uw 





The U. S. Government 





ee 




















(1) Spring hinge 
(2) Form fitting back 
Patented features 








U. S. Gov't specifications for 
clerical chairs are now sup- 
plied with the Johnson- 
Pos-Chair. 
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BEN TSON 


steel files cover various purposes 
and are extensively popular 





Here you have types of cabinet for practically every office 

use providing compact, safe storage and quick, easy reference. 

This line is giving excellent service to hundreds of users and 
proving profitable to many dealers. 





Bentson 1100-line, 4-drawer and 3-drawer 
counter height files are acetylene and elec- 
tric welded. They are made in letter and cap 
sizes and the top drawers may be replaced by 
card drawers if desired. Finished in olive 
green, or grained mahogany or walnut finish 
at slight additional cost. They may be fitted 
with general lock, controlling all drawers. 
Bentson 100 line transfer cases enclose their 
contents entirely in steel, giving full protec- 
tion. The stacking feature and interlocking 
arrangement combined with the heavy fram- 
ing, permit stacking cases right up to the 

Hentson 1100 Line ceiling. Made in four sizes—letter, cap, in- 
voice and ledger. 


Bentson 1100 Line 
Counter Height 





Bentson 
100 Line Transfer 
Case 





The Bentson Handi Unit provides very convenient storage 
space for articles frequently required. Being exactly desk 
height, it can be used right alongside of desk or table, with- 
out shutting off light. Measures 17'4 inches wide, 213¢ 
inches deep and 30'% inches high including 6 inch sani- 


tary leg base. 
Bentson 
Handi Unit 





Stationery and office equipment dealers are invited to write 
us for descriptive matter and prices of our entire line. 


Bentson Mfs. Company 


AURORA, ILLINOIS 


New York Representative, A. H. Denny, Inc., 356 Broadway, near Leonard Street. 


Pacific Coast Representative: Schubert Office Specialty Company, 1403-5 S. Hill Street, Los Angeles, and 580 Market 
Street, San Francisco. 
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playing, 
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naximum success in that That, I 
of anything 


stand here 


think, is 
more 


game 


usiness I do not know impor- 
all morning than to 


iness to be successful, so far 


ild say if I were to 
fact that 
en able to 


you the pus 
observe, must be 
With one 


moral of the story 


based upon facts and 
illustrate that point 
is to know the facts \ 


day 


story to 
The 
ends one who said 
What 
sitting 
and I 
spot He 
‘Quit 


you are husband 


going to divorce 
“The 

the paper 
and kissed him on his 
waved his hand 


those letters I 


your 
She said other evening he 
kind of dozing 
bald 
and said 


dictated 


was 

air reading and 

him 
and 


start your 
Finish yesterday 


applause.) 
+ - 
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Did I 


to organ- 


mtinued from 
1 the this morning, 


Millions of 


newspaper as you did 


dollars were spent 


ery to give me that newspaper 
n trair n Chicag esterday morning to come to 
this wonderful resort And do you know what it 
Z ne ere? I have ot the figures somewhere I 
it $17,.246,729.18 Loo what you get for your 
tla talking the t I didn't pay the money 
ed 1 We don't need a t n our po kets, we don't 
do rs as isn ense That train was miné 
or ant eat it, you can't stick it in your pocket 
ow the transportatior and I had two cushion seats 
always do ive when the train is crowded (Laughter), 
eryvbody else who does that, I ought to be shot. But 
iding over millions o lollars wort of track, and 
s iollars wort quipment and over millions o* 
rf ght of way. for six cents a mile—and if I had 
ative s e railroad official I would have ridden 
r But I was at less expense than the man that 
ai i The president of the railroad is ired 
sands of operators itching everything I don't 
ry over my own trair ive some one else to worry, 
i I sit ind eat crackerjack 
‘ s Hote Now if I didn't stop here, this 
ice wouldn't be running They may not know it 
liown and tell them (Laughter) They spent 
! millions of dollars to build and equip and operate 
all the worrying about it; they do the hiring and 
ind the watching, to keep the burglars out and 
= | (Laughter ) The have the trusteeship of it 
2 $% $1 r $ a day, enjoy all of this It 
ne a oO is t ippreciating paper and the 
tine etter than ever before I stood and watched 
<« in Java, a | saw papyrus, that orig 
growing, from Ww h we got our first paper, and 
" me when all of the materials for writing 
: ack t the parchment and the palm leaf 
I saw in the museum in Bangkok, Siam—and it 
‘ sting if I could take the time to talk about those 
I t ire better informed about them than I 
ks were very scarce nd rare in those days, and we 
} ive the paper and the writing until recently 
I is I paper is scarce up there in that Black 
tr in Ohio where I ved, and where the mosquitoes 
s (Laughter!. Today we have it in marvelous quan- 
wv i And today, in China and the 
ndies, and in India i some of those other places 
r n er s r writing How I earned to 
And I ar ate j etter nt s countr 
th W Becaus there * a greater emand 
sew é perhaps And I made another dis er 
the rt } w I thought t wa N le 
g rd in ¢ r remand, he . is demand 
iiwa ‘ We ire tal £ il 1 I ‘ 
petroleun Exhaust f petroleum! No As the 
Ase e scientists " We will find the supply.’ 
ever re | ! iI me a few days ag that 
‘ 1 é d per “A e ex 
1 that s 1 disay at 
i I re ~ gs But tl é and 
é scic s . find P 
' 1 t ‘ ‘ 
the ind, and s i ! s 8s 
i n and the nee peol le and 
a e this line i I can well afford to er 
t us t eve é ge len a 
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Manufacturers of 
Duplicating Supplies 
Specializing in Dry Stencils 


(Mounted or Unmounted) 
Sold to the Trade Only 


W. W. ERSKINE 
NORTH AMERICAN AGENT 


320 Broadway 
New York 


525 Market St. 
San Francisco | 








Have YOU Something to Sell? 


WANTED! 


by 


an old established manufacturer of a high grade 
office specialty with a proven sales force now call- 
ing on business offices, financial houses and banks 
throughout the country. 
1 An office appliance of real merit, that 
@ has a general appeal, and has not been 
sold through dealers. 


It should retail at $10.00 or more. 


The appliance must use an accessory 
which will occasion repeat orders. 


he accessory can retail for a nominal 
sum, yet should be such that re-orders 
in quantities will be possible. 


Will consider outright purchase of pat- 
ent rights, or manufacture and sale 
on a royalty basis. 


Full details should be given in first let- 


ter. All communications will be held 
in strictest confidence. 


Address Box AX-26 


Office Appliances, 417 So. Dearborn St., Chicago 


2. 
3. 
4. 
5. 
6. 
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Just Point and Smile 


business people understand 


Just point it out as the young man does 
This start of the busy 
season is the right time to feature ESCO. 


in the picture. 


ESCO chair pads and chair cushions are 
designed for comfort and utility. 
make any work chair a rest chair and 
by so doing promote efficiency. 


ESCO is the original felt top chair pad. 
Why not sell the original—and genuine? 
Write for prices. 





Economy Seat Company 


511-517 So. Paulina St. 


























schools, educational movements, that promote enlightenment, be- 
cause as the people develop more along these lines, they are 
going to want more of the things that you and I are trying to 
supply Why haven't they got great stationery stores in the 
old world, and in the Orient? There is not enough demand for 
them yet The demand has not come. I think we can afford 
to send the missionary, and that other missionary, the business- 
man When I think of the Standard Oil, and the typewriters 
and the kodaks, and all of the other products of this land; and 
of our missionaries also, making them over there demand better 
things, and teaching them that wonderful thing about Americar 
business, that one price, and that honesty and honor, the things 
I found so much lacking, in my travel at least in other lands 

But to come back to this—Co-operation is doing it (Gavel 
strikes) You have just ten minutes more to suffer now, and 
then you will be released (Laughter). The snake is here; he is 
trying to destroy us But one thing I must say, before I come 
to that I have been to conventions, and have heard distress 
stories of all sorts I have heard how in the mining business 
there is a crisis on; and how in the wholesale grocery business 


there is a crisis on, and that the wholesale grocery business is 
dying, and that the chain stores are acting as pallbearers at the 
funeral And in the printing business, the typothetae business 


they are hard hit One after another of the things we are in- 
terested in is crying, “There is a crisis on.” And I used to 
believe that, but I don’t any more. My Friends, there is always 
a crisis on This world is in a flux, and every minute demand 
may be changing. The thing that was a commodity and a stand- 
ard yesterday may be so much junk today. Follow it out in 
transportation, in communication and in every line of service, 
day by day that demand changes, and I do not know what it 
will be tomorrow But, my friends, the man, the business, the 
organization that can best supply the demand as it develops is 
the one that will survive. 

You have your problems to solve I was astounded at how 
little a percentage of profit a certain diagram showed in the 
literature I had pertaining to your business I know you will 
solve that You must solve it, and the other problems that arise 
But watch out for this snake He is sure to appear; he is al- 
Ways around and never far away, trying to destroy the Associa- 
tion, the snake of selfishness, who has tried many times in your 
lifetimes to destroy your organizations and associations. Swat 
the snake! Why? Because we get more by co-operation than 
in any other way. Individualism never can succeed in the face 
of co-operation, if you can keep the snake down. 


When I was younger I lived in a little town in Ohio I was 


running a weekly newspaper (Stenographer Spell that any 
way you please.) (Laughter.) You will get the kind of a news- 
paper I was running And it was tragi There I was, a bril- 


liant young man. The snake told me so (Laughter). A promis- 
ing young man-—the bankers would tell you that (Laughter) 
There I sat at my well worn desk, standing off the landlord who 
was after his rent with one hand, while I wrote editorials with 


the other (Laughter) And those were editorials that would 
have reformed the race, if I could only have gotten them out to 
i big enough circulation And I had a loathsome contemporary 


and he wore horns, and he ran a paper also. And he got his 
paper out on Wednesday, and I didn’t get my weekly out until 


Friday And I said, “I'll fix that skunk Til get my paper 
out on Tuesday But I couldn't. Why? Because I had to 
wait until his paper came out You see I took my news out of 


his paper (Laughter). And I was in an awful fix. And I went 
to the barbershop, and the barber had his ad in my paper, and 
in his ad he said that he was the only honest barber in town 
And a grocer advertised in my paper, and in his ad he said that 
he was the only honest grocer in town; that the others were 
rascals, and that he wouldn't have anything to do with them 
And I got sick—who wouldn't in a town like that? And I 
went to the doctor that had an ad in my paper, the only one 
He congratulated me on coming to him He said, “I'm the only 


honest doctor in this here town The others are all quacks 
Don't go elsewhere to get skinned Come to me (Laughter. ) 
That was the kind of a town it was The snake was the city 
manager He had us all fighting each other, the businessmen 


were fighting, the churches were fighting. and we were going 


backwards And then a thing happened one Friday afternon 
Just as we started to print our paper, we had just got the forms 
ready and started, when “Smash,” “Bang and the big cast- 
ing on the side of the press broke Tom had left a monkey 
wrench on the press (Laughter) And we couldn't get out the 


paper. We couldn't get another casting in a week; we wouldn't 
buy another press—we didnt have that one paid for yet 


(Laughter) And I! said to the boys, “Go home, I want to be 
tlone I want to make some remarks about the situatior 

(Laughter) And I sat down, and just bawled My heart was 
broken I pitied myself. Self-pity is the greatest devil in the 
world, next to selfishness And I pitied myself And while I 


was sitting there, weak and comatos« 4 man walked into my) 








/\re You 
Selling 
FILING SAFETY 


lo Every 
Customer 


















Make ) Profits 
instead of One 


\7 OU can make bigger profits by selling the feature which exclusively assures in- 
i something more than just “filing sup- stant reference from accurately arranged 
plies.” Sell FILING PROTECTION — papers always safely bound. After a refer- 
insurance against wasted time, wasted space, _ ence there is no refiling—and no chance for 
inaccuracy and loss. misfiling! 

Your customers will be quick to appreciate ACCO Fasteners also start bigger profits 
the ACCO FASTENER security feature— coming your way—three profits instead of 
the feature which has modernized filing— one, as outlined upon the following page! 
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ACCO 


way is inexpensive and easy to sell. Every time you sell ordinary 

manila filing folders you have an opportunity to sow the seeds of 
this triple sale by mentioning ACCO Fasteners and their features of as- 
sured filing safety. 
Consisting of a base with two prongs and a binding lock compressor, it 
holds papers tightly together in a vise-like grip by the force of the com- 
pressor against the base, so that the papers cannot slip or tear out. 
But before filing, before the Fastener has clamped them down, these papers 
must be punched to go over the prongs of the Fastener. Here's your chance 
for sale number two! 
ACCO Punches, which perform this all-important function best because 
of their durability and simplicity, have a short, powerful drive that needs 
but a finger touch for the punching. They have a broad, table gauge that 
supports the paper and enables your customer to punch the holes just 
where they should be! ACCO Punches never break, rust or require serv- 
icing of any sort—they are fully guaranteed in every respect. There is an 
ACCO Punch for every filing and loose-leaf gauge. 
It is but logical that opportunity number three should be offered you in a 
third ACCO Product to complete this ensemble for filing permanency and 
protection. ACCO Binder Folders serve this function—and you make many 
times more profit on their sale than you do on ordinary manila folders. 
They are made of durable pressboard for correspondence and all standard 
size record sheets and have expansion backs to hold either one or two 
inches thickness of paper. When filled, ACCO Folders take up less room 
than ordinary manila folders because the papers are compressed and bound 
tightly tdgether! 
When the contents of the Folder are ready for the inactive file, the Fastener, 
securely holding them, is slid out of its metal holder and a file of safely 
bound and indexed papers is put away. Then the necessity for new Fasteners 
to equip the file for active use again, means still more sales for you! 


The Products of the ACCO Line are so closely inter-related that a sale of one 
ably leads to a sale of at least one other! Let us tell you more about the unusual 
opportunities that the ACCO Lime of Business Builders offers! Write for our new 
combination pocket catalog and memo book, and also for full information as to how you 
can cash-in the ACCO way. on the big profits which Gling transfer time always brings! 


AMERICAN CLIP COMPANY 


‘Te ACCO Fastener, which starts these easy profits coming your 


invari 


BEEBE AVENUE & WILLIAM STREET LONG ISLAND CITY, N. Y. 
CANADA 
ACCO CANADIAN COMPANY, Led. 
EUROP!I 454 King Street W., Toronto ARGENTINA 


ACCO COMPANY, Ltd. FRED BERG & CO. 
448 Sarmiento 


18 Whitefriars Street 
London, E. C. 4 Buenos Aires 


ACCO 












~~ ETANPEE 


Protits 
instead of 


One | 




















FASTENERS 
FOLDERS 
PUNCHES 











Th 
adc 
off 


cus 


PI 


= Sere ae fs 








November, 1928 


OFFICE APPLIANCES 253 











= 























,. a new low 














The regular model Victor eight-column standard 


price for the 
66, 


99 





ICTOR 


It is also in keeping with Victor history of being pio- 


adding machine, formerly priced at $100, is now neer builders of low-cost standard adding machines. 


offered at $87.50. 


This reduction in price is in keeping with Victor 


policy of passing along savings and economies to our 


customers in price reductions. 


VICTOR 


Standard Adding Machine 


PIONEER LOW-COST 


A descriptive folder on the Victor “8” will be sent on 
request. A free trial of the machine can be easily ar- 
ranged for. 


VICTOR ADDING MACHINE COMPANY 
3900 North Rockwell Street, Chicago 





STANDARD ADDING MACHINES... 




















254 OFFICE APPLIANCES November, 192 





Gelatine Rolls 


(on special spindles to fit various duplicating machines) 
are now being offered by 


Columbia Ribbon & Carbon Mfg. Co., Inc. 











BRIGHTNESS and NUMBER of COPIES 
DURABILITY of GELATINE SURFACE 
STRENGTH of BACKING 


are predominating features and being appreciated by 
a rapidly increasing number of users. 


A TRIAL ORDER IS WELL WORTH WHILE 


Stencil Ink 


is another product of the COLUMBIA CO. 
—for hand and power machines. FAST DRYING, 
EASY FLOWING, ECONOMICAL, and 
in every respect in keeping with COLUMBIA 


standards. 


Carbon Papers and Inked Ribbons 


for all purposes 


Columbia Ribbon & Carbon Mfg. Co., Inc. 


69 Wooster Street 
NEW YORK CITY 





Atlanta Cincinnati Milwaukee San Francisco 
Pittsburgh Chicago Minneapolis Los Angeles 
Kansas City, Mo Philadelphia 

| Columbia Ribbon & Carbon Mfg. Co., Ltd , Columbia Ribbon & Carbon Mfg. Co., S. A 
London E. C. 4, England Milano, 119, Italy 
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fice I saw im with horns—i vas contemporary But 
this is what he said “Gather mp that type, and put it on my 
ress nd usé ny shop ist as t x it was your own until 
get that press fixed And I looked at him, and I couldn't 
see al horns And at was the beginning of one of the finest 
iends ps of my life And we began to co-operate and the 
printing business in that town began to get better And pretty 
soon that town became norma ind things began to get better 
I dor mean according to the census, for little towns like that 
lon’t grow ;: there is no need for them to grow, but as soon 4s it 
earned its lesson of teamwork, it began to improve, and busi- 
ess there in al ines has trebled, and those conditions have 
rise because the have understood each other better. 
It was like when I played in the band I played a cornet, 
1 B-flat. and I wasn't loved as I should have been, because |! 
racticed (Laughter) If I played ten minutes, they said I 
played all day And Dave Miller played the E-flat, and that is 
worse Laughter) And Henry Saunders played the trombone 
and ey liked m less than the lid me. And Tom Topp played 
ne of those bie Helican tubas, and all of his neighbors moved 
was ecause the said he | at big thing around his head, 
and t his head in the side of it, and raised the first 
s ible «l ghter) And Everett James played another rt 
it goes Um U'mpa And we weren't loved iny 
s ere wi We weren't together That was why But 
n the I rth of J there was g rally in our town, and a 
sters parade ind there wa i g program, and halfway 
\ that prograr vas ““‘Mus ! the Silver Cornet Band 
Tha i s (Laughter) Now we dn't have a silver rn in 
< nd We id brass orns I I set up the literature 
I set it uy rhe Silver Cornet Band And we we d go 
ywn in the rning and shine those cornets until they looked 
ke And é said to me S! ‘ our horn with vine 
! nd I would like t meet tl fellow now, now that I 
ave row a little bigger (La hter And then on that da 
t se eight ir Sears, Roe « uniforms, we played No 
out et e book And the lows that threw bricks at us 
n we practice s i that w é LDod-gasted best band 
eS é Laughter And the ifter the prograr ame 
} ur le Firs here is } Brewer on his pra ng 
r His pra x} tre ray horse the rest of the 
La é starte v ff. and then there was 
ajor J Bert wit his great igh cap, filled with 
t the i; I ear r joe (Laughter) And back 
and First the : nd then the trombones, and 
Umpa, I I r? i k of them the ornets 
Is irums And back of s the 
Ml ! s ilmer fire department and the 
\ ‘ joe B < é The Women’s Relief 
r ‘ e Pres S al the Baptis the 
vi . Le rats 1 i € I epublica S ut 
i ) i see Jus Brewer 
rt ¢ egal Are ou read And 
4 the d T ron 1 the 
t Boo . the fife i flutes 
, . their ‘ er and then the 
} P W ‘ Yes. I did 
< ] t iug t the thing vas t at 
\\ re g g somewhere There vas 
. i oO /urse, some were too 
é S ad t« latten them out, 
s 1 get them ow and 
‘ ‘ ‘ Ar \ a band there are all 
trume i] rts ar isses of peopl in 
I S ‘ eT i I | la the fi es a the 
ts, and ‘ I eaders i the lead horns, and 
. 1 a | . as La ghter) . 1 e 
nh pia i sax 1 e natura r - 
‘ r S ] é here are three-f ; I er 
‘ ths wi pe . ant pla tal rhey 
‘ on y gy ea nd » wh ‘ 
s i l rie sa it : at r is 
Burt ‘ ing We are all } 
. \ j It doesr atter Play 
ne 1 = v¢ now \ And t é 
= : ? ’ € aT e 
tor at esterda And I can see 
‘ r ~ . nave eet ack 
er s Ar ‘ i nd essed as I 
‘ F Ww He se we are 
4 it selfis es d get 
v g uy ese nventions 
é ss } " st r } 2 eas 
: T ke 7) . ad be 
ted, M side the marvelous realiza 
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PERFECTION 
DAILY 
REMINDER 





rhe latest addition to the Perfection line of Calendars 
Made in three sizes—4\%"x64%", 5% "x8", 64%4”x10”. 

New exclusive features:— 

Permanent meta! Base with rubber plugs which prevent 


ratching 

Ingenious method of punching the Pad with half round holes 
to fit the posts This facilitates mounting the Pad and 
permits a sheet to be removed without leaving a ragged edge. 
Two pencil racks as illustrated. 


‘The House of Service” 


ti 





Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET 











98 YEARS 


1830 OF SERVICE 


Into the offices where we go 


NEW YORK | 
ET te 
We give comfort from head to toe 


Comfort that makes your labor light 


And sends you smiling home at night. 


Ask for the 
New No. 53 

“Piercecraft” 
Catalogue 





No. 


50-9W 


S. K. PIERCE & SON CO., Gardner, Mass. 


BOSTON and NEW YORK 
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CARBON PAPER 
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The first sale in 


For this reason 
New customers a 


business 





For Repeat Sales There Is 
“MUCH IN LITTLE” 


are, and satisfied customers always return 


s very profitable. Are you getting it! 


A. P. LITTLE, Inc., Rochester, N. Y. 


New York Office-—-Bible House, Astor Place 


many lines is not profitable But repeat sales 


there is “Much in Little” ribbons and carbons. 


Imost without exception return for more Such 














Unit No. 131-L-B 


33 drawers, de- 
signed for legal 
blanks form 4, 
cuts, blue printa, 
drawings, etc 


Fire resisting, 
dust proof, rust 
proof No bolts, 
riveta, or open 
joints Drawers 
annot fall out 





(4174) 


'ystematic and Unsoiled! 


Live Dealers 
Wanted— 
Write Today. 






Style B Drawer 


As used in above 
unit, 8 11/16" wide 
1 3/16" high 16” 


deep inside 


SERVICE STEEL PRODUCTS CORP. | isstatstions to is credit in the Chicago territory. In 1923 





914-918 





That’s what keeps down the cost 
of legal blanks, office forms, etc. 
Unless they are stored properly, 
they will be scattered here and 
there; and if broken packages of 
forms are allowed to stand on 
shelves, they gather dust and many 
sheets are wasted. 


Service Steel Storage 
Units prevent waste and 
save time, space, and effort. 
They pay for themselves many 
times over even in small offices. 


Send for Folder 
Showing Complete Line 
of Adjustable Drawers 





W. North Ave., Chicago, Ill 





(Application and Benefits of Simplified Practice—Continued from 
Page 60.) 


74.6 © 


38 Sand lime brick : A 
41 Insecticides and fungicides. . 97.0 % 
49. Sidewalk, floor and roof lights. 94.28% 


Average, 89.18° 


Further evidence that simplification is proving of great value 
to manufacturers and purchasers is found in the increased 
number of associations accepting the completed recommenda- 
tions The list of association endorsers grew from 686 to 898 
during the calender year 1927; the individual concerns, from 
2.775 to 6,676 This means an increasing number of industrial 
purchasers are specifying simplified lines when buying, because 
they are finding that such items are usually more readily 
obtained, that their quality is better, and in many instances, 
by reason of the savings wrought through simplification, prices 
are lower 

This is the story of simplified practice, what it is and what 
it has done for others It may be applied in your field as it 
has been applied in others. If heavy inventory and slow turn 
overs are problems, the application of simplified practice will 
help that situation by eliminating the dead wood, resulting in 
concentration on the articles or equipment in greatest demand. 
If high production costs and keen competition are cutting 
profits, simplified practice will enable concentration, lower 
costs, lower prices and better sales 

In 1925, according to the census of manufacturers for that 
year, the value of manufactured furniture, including fixtures 
for stores, offices and public buildings was $868,146,000 An 
industry of such importance must offer many opportunities for 
the application of simplified practice Repeated requests for 
information about simplification in your field indicate very 
clearly that there are many who would welcome the move 

A study of demand for the commodities you make or sell 
by a committee of your industry, would reveal the opportunity 
for simplification, as similar studies in other industries have 
not only revealed opportunities but have resulted in the estab- 
lishment of recommendations with benefit to all concerned 

The Division of Simplified Practice is ready to co-operate 
with you and extends its facilities to your association and your 
industry in your waste elimination work 

As to the method by which a simplification program is under- 
taken and carried out, a program of simplification is never 
dictated by us The initial step is taken by the industry con- 
cerned. That industry is represented by a standing committee 
made up of representatives of the manufacturers, the dis- 
tributors and the consumers. That standing committee becomes 
the father of the recommendations and always represents the 
industry's interest We never dictate the character of a pro- 
gram We do not start it We act only as the promoter for 
the idea. That in itself turns out to be quite a job sometimes 
What goes into the program depends entirely on what the 
industry wants The standing committee, at its annual meet 
ing, reaffirms the existing schedule, or it changes or modifies 
the program in accordance with the needs of the industry In 
the case of paving bricks, the committee found after the first 
year, when a reduction was made from 66 to 11, that a reduc- 
tion could be made from 11 to 6, and then the next year they 
found an additional reduction could be made from 6 to 4, and 
then at the end of the following year they found it necessary 
to put one back because of the demand for a certain size which 
had sprung up as the result of certain technical research and 
special requirements The program is always under the con- 
trol of the standing committee for the industry All of these 
programs are revised every year The details I shall be glad 
to take up with any committee which may be appointed in any 
field. The working out of an individual program requires meet 
ing with the committee and going into the details of how 
should function (Applause.) 
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H. C. Lane Joins McDonald Ledger Company 


H ( Lane has joined the McDonald | edger & Loose 


Leaf Company, 1809 Summerdale avenue, Chicag Ill 
working exclusively on posting supplies for Elliott-Fisher 
machines, furnishing forms and supervising the installat 

ot systems Mr. Lane had been with the Elliott-Fisher 
Lompart rte years rst as manager at Dayt Oh 
In 1919 he joined the Chicago branch, devoting most of his 


me to the aepartment store neiad wit 


Mr. Lane was president of the Elliott-Fisher all-star 
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IMPROVED FEATURES 


Dar able e-Light —~Non-breakable Body 








The fastest-selling dollar pencil 


the trade has seen yet! 


Prove it—as hundreds of stores all over the country have 


proved it in the last few months! 


Here’s the real seller you’ve been looking for—at $1.00! 


Seven exceptional features, all in a beautiful precision- 
made, amber-jacketed pencil, at the popular dollar-price! 


DUR-O-LITE PENCIL CoO., 


New York 


Ge occa cudeeweedwales cee 


Send this coupon now for 6863 Uessseweed: Nets 
three or more attractive Chicago, III. 
j 3 

red and gold easels (9 4x Das os eee easels Men's size and.......... easels Ladies’ 
12 1/6) holding a dozen 
Amber-Jacks each. Usual sine AmberaIOSRS Wis occ vicecceciebesscdeoceveeeeees bn to 
discounts. Name a ce be ceed +e beeen Sad Cees Ges 6 eee eee 

Eastern Office, Address sees cbdbdetecetcaetaemens (eee 
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ANNOUNCING 


The Opening of Sales Offices 


in New York and Boston 


for the convenience of 


CADCO DEALERS 


Our representatives will be pleased to render expert service. 


NEW YORK—305 Broadway BOSTON—19 High Street 
ADCO t22F PRODUCTS 
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Mechanism of Chain Post Current Binder 


Four Styles, 5/16 or % inch diameter chain posts 


(md 


ay, 


CADCO 


The 
} Binder Style “A” | 
" ng Style “S” a 
i  Eeignest Style “R” {i 
Efficiency Style “FS” a 
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A LARGE REDUCTION IN PRICE 


STYLE ‘‘A’’ chain post in upper and lower tubes; capacity one to 
one thousand leaves. 


ee mr Sry Aa 


— 


STYLE ‘‘S’’ chain post in upper tube only; capacity one to five 
hundred leaves. 


STYLE ‘‘B”’ and ‘‘FS”’ chain post in upper tube; capacity unlimited, 
by addition of inner sections in connection with 


(ADCO swivel. 


W.G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET. CHICAGO. ILL. 


CABLE ADDRESS “ARTLOYD”™ CHICAGO 
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(New Machines and Devices—Continued from pag 


New, sentalgy Eff & C Chair 
The Fritz-Cross Company, Guardian building, 
Minn., has recently put on the market an inexpensive ch 


similar in design and operation to the standard Eff & ( 


le with 


ofhce chau The new model is made a channel iron 


base com le tel adjustable t< the om cupant through the 








Eff & C rapid method of adjusting The height 1s als« 
c asily egulated 

Bracing is done in such a manner as to make the chat 
practically indestructibl he same manufacturing process 
used to produce the standard Eff & C chair 1s used in 
making the new model, which is particularly adaptable 
factory us¢« It is made in two heights, one adjustable fro1 
seventeen to twenty-one and a halt inches, and the other 
from twenty-one to twenty-five and a half inches Che 
price on both numbers is the same 

- <—— 
Addometer Improved 

Addometer Company, a division of Reliable Typewrite: 
and Adding Machine Corporation, 1/3 West Madison street 
Chicago, IIl., has made some important changes in the con 
struction and appearance of the Addometer. Some of the 
features of the new Addometer are 1) Instant automat 
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Sole Distributor of Swan Pencil 


259 


Sencibs 


‘4\ the most economical pencals 
of the world ! 


Try Our 


STABILO 


THIN LEAD 


COLORED PENCILS 
THEY DO NOT BREAK 


Prices and samples on request 


Stationery a & Import 


et. oa New York 














The Uptodate Calendar 


a diversified line 


is a diversified line—not a 
thousand and one items, 
but a number of small, in- 
expensive utility items 
needed in every office. 
Progressive stationers sell 
them in quantities. 

For example, the eyeleter, 
up-to-date calendar, type- 
writer brush and security 
boxes—all are good sell- 
ers. Highest quality and 
fully guaranteed. Write 
for prices. 





The Norcor File 








I D L is readily loaded 
with a strip of fifteen 
eyelets. The papers are 
inserted and the lever 
depressed; the result is 
a fastening of perfect 
appearance from which 
papers wiil not shift or 
tear out. List price 
$6.50. 





200 Hudson Street, New York, N. Y. 
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Featherweight Manifold is the sensation among 
lightweight papers! Sturdy...genuine water- 
mark ... non-porous ... never “melts” in 
typewriter ... ideal for high speed automatic 
presses... allows perfect suction. Big Printers 
and Stationers find Featherweight saves time, 
effort, and builds “repeat” business. If you use 
lightweight paper, you might as well get the 
best “buy” for your money. Get samples now, 
to prove Featherweight's superiority. 


Featherweight Paper Co. 
Sales Office: 74 Duane Street, New York, N. Y. 


Offices Sizes Printing Sizes 
8x10" S',xl1l 17x22 17x25 19x24 
Sx1i3; Sig x13; St4yxld 22x34 28x34 24x38 


Seven Contrasting Colors, Including White 
Legal Ruled Printed “Copy” Boxed (500) 























The Fastest 
Selling Hand 


Time Stamp 
on the Market 


Price, $17.50 List 
Fine Discounts 


HANDLE 


JosLin’s ECLIPSE ME» 


“THE CLOCK WITH A MEMORY” 


PIN TO YOUR LETTERHEAD AND MAIL 





A. D. JOSLIN MFG. CO. 
Manistee, Mich. 
Send details of your dealer proposition. 
at no obligation to us. 
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throw or underthrow are eliminated by a new tension spring 
design. 

Other specifications of the Addometer are unchanged 
Each machine does addition, direct subtraction, multiplica- 
tion, has full eight-column capacity, colored dial distinc 


tions between columns, the same size as previously and a 


weight of only fourteen ounces. The new machine is sup- 
plied in seven models to meet the figuring requirements of 
all countries Che retail price is $10.00 

eS 


Weis Desk Drawer Stationery Tray 
The No. 130 Weis desk drawer stationery tray is a new 
item recently added to the Weis line. It is substantially 


made of wood and is designed to be placed in a desk 





NO. 130 WEIS DESK DRAWER STATIONERY TRAY 


drawer for the holding of letter heads, note paper, enve- 
lopes, etc. It measures three and eleven-sixteenths inches 
high, nine and one-quarter inches wide, and twenty-one 


long, outside. List prices are $2.75 each or $30.00 per dozen 


_ >_> —_ 
Aurora Steel Products Catalogue and Bookrack 
In answer to a demand for a bookcase without a glass 
front or doors of any kind, Aurora Steel Products Com- 
pany, Aurora, Ill, is producing the No. 6600 bookrack 
or book shelving unit with open fronts. The unit is fin- 











AURORA STEEL PRODUCTS COM 
PANY CATALOGUE AND 
BOOK RACK 


ished in olive green baked enamel, grained mahogany, ot 
grained walnut, as desired 

Che case or rack is particularly useful for the storage 
of catalogues and books in business offices, purchasing and 
sales departments of industrial organizations, in attorney's 
and physician's offices, and in school laboratories, hospitals 
and other institutions. Its use is not restricted to storing 
books and catalogues, as it provides excellent storage 
space for any article formerly placed on wood shelves or in 
closets 

Each No. 6600 shelving unit is thirty-four inches wide, 


twelve inches deep and seventy-eight inches high over-all 
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You don’t have to be an expert 
to recommend visible records 








HEN you are called upon for 

advice from your customers on 
record keeping problems — do you keep in 
mind that— 


It doesn’t take an expert to operate 
visible records — they're so simple to keep 
that they almost keep themselves. 


And then remember— 


Acme is the largest company in the 
world specializing exclusively in visi- 
ble record equipment. 

Acme is in no way competitive—it 
does not make or sell anything else— 
and is anxious to cooperate with you. 

Acme has twelve distinct points of 
superiority. 

Just to show you how simple all Acme 
visible records really are, our book, “Profit- 
able Business Control” has been prepared, 
dealing with many types of records. For 
instance, here are a few of the problems 
dealt with— 


“Increasing sales volume through 
visible charting.” 

“A visibly controlled stock earns 
greater profits.” 

“Accounts, credits and collections, 
better handled with less help.” 

“Purchaserecords that work for you.” 


Forty-eight pages of just such informa- 
tion are availiable when you send in the 
coupon below. 





ACME CARD SYSTEM COMPANY 
16 South Michigan Ave., Chicago OA 11-28 


Gentlemen :—Without obligation on my part, you may send me your book, 
Profitable Business Control." 








ACME 

















VISIBLE RECORDS 
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No. 101 CHECKFILE to hold 300 checks Size 4 x 9 $2.00 per 
dogen retail (1 year’s supply). Same to hold 100 checks $1.00 


per dozen Also in site 4% x 104 with one inch expansion. 
There’s Big M in it for You! 
ere s Big Money init for rou: 
Every man, Woman and Business which has a bank account should buy @ 


set of these patented CHECKFILES—the secure and economical way to file 
eancelled checks. Similar GREENHAUS HANDY FILERS are made for filing 
petty cash vouchers, bonds, insurance policies, special correspondence, con- 
tracts, legal papers, et< Made of best grade jute paper, constructed with 
two pockets Index tab and special printed recapitulation forms 


Write Today for Our Dealers’ Co-operative Plan— 
“Stuffers,”” Window Display, Silent Salesman, Direct Mailing, etc. 


Introductory offer to dealers To help you meet the demands of your custom- 
ers resulting from our national consumer advertising. we will supply you with 
& minimum stock at the maximum order prices We will print and supply 
free your ow. letterhead on a 4-page illustrated letter, describing all 
GREENHAUS HANDY FILERS for circularizing your own trade 


GREENHAUS FILING SYSTEMS, Inc. 


576 Broadway New York, N. Y. 
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The shelves ire adjustable o1 two-inch centers Four 
shelves are furnished as standard equipment with each 
sectiol! but additional shelves can be supplied at a small 
extra ¢ st All the shelves are re forced by a flange on 
all sides Che unit is constructed with a sanitary leg bas¢ 
and is made entirely of steel Adjustable feet are supplied 
nevenness there 1 be in the floor 
_ 


Weis Penpencilcliperaser Tray 


pencils, paper clips, eraser, et can be kept 
orderly manner by the use of the Weis Penpencilclhy 
eras tray Ne 131, recently added to the Weis line It 
s signed f use in the center drawer of any office des} 





NO. 131 WEIS PENPENCILCLIPERASER TRAY 
=e i ally ade d ne ‘ ea one i 
inches high, eight and eight ‘ le and vent 
ches ‘ ng wa , | e $2.00 eax 
r $20.00 ‘ doze 
> 


Metal Products Company Boxes Equipped with 
Sesamee Locks 


I Metal Products Company, West Haven, Conn., has 
Dec wra 1 exe lusively the use of the new Se samee lock 
is and ond boxes Sesamee locks are 





PARPLUS SECURITY BOX WITH SESAMEE LOCK 


ell known and are now being used on leading makes 
ggzag Chey are ideally adapted to installation on the 
ParPlus security boxes by reason of their compact 
t shape The three wheel Sesamee lock offers 1,000 dif 
ition suc as birth date, telephone or hous« 
( | t et TI Ss teature ( r 
i key ( 
i 1’ i nat ne 
It K Z ecret 
t is < | \ ‘ r ~ 
ill S t ne | 
I x ™ c T 
ane i 
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“Ruff-It” Typewriter Stone 


Shield ( rat X35 
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“UNIVERSAL BULLETIN BOARDS” 
are DURABLE, ATTRACTIVE and CONVENIENT 
Ready to Hang on the Wall 





SIZES 

Width-Height PRICE 
16 x 24”. $ 5.85 
Pe eee <0 0 no ee 
2 ee eee ee 9.60 
FOE OT x c¥b is db '6 0 bi « 11.50 
5 ing aise 15.25 
eg we TEETER ETERS 16.75 


Dips wah gdh or ig Rigid steel frame, 
electric welded, fillers of %" thumb- 
tack board, covered with finest quality 
green burlap, usable both sides; metal 
plate “BULLETIN” on one side. 


MOQ Ce 


There is a large market for these Bulletin 
Boards in Banks, Schools, Colleges, Li- 
braries, Chambers of Commerce, Welfare 
Organizations and in the Office. To recog- 
nized Office Outfitters and Dealers there is 
a special discount. Please write for lit- 
erature OE-27. 


Gniversal Fixture Corp. 


135 West 23rd Street New York City, U.S. A. 











This storage cabinet 
saves stationery 


Stationery office 
forms, etc., are expen- 
sive. They should be 
well protected from 
dust and loss from in- 


adequate facilities 


The Furnas cabinet is 
just the thing and is 
particularly suited to 
offices having limited 
storage room. I[t is just 
one of the several use- 
ful items in the Furnas 
line. The catalog shows 


the complete range 


FURNAS 


FURNITURE CO. 


INDIANAPOLIS 
IND. 
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Your Christmas sales will be increased 


ECLIPSE 


PNEUMATIC INKWELLS 


ire displayed. Domes of crystal beauty, coming 
singly or in sets, some with chaste designs in 
silver or copper deposit, make gifts that are as 
handsome as they are practical. Used in offices 
and homes throughout the country. To stock 
them is to sell them. Prompt shipment. Write 
tor dealer offer 


GENERAL ECLIPSE COMPANY 
Dept. A Danielson, Conn. 


when 
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DIEMER 
PRODUCTS 


FOR 
SATISFACTION 


AND 
SERVICE 


ENVELOPES for Filing, Mailing an rryin 
poses, in RED ROPE and {l rE, LOT flat wr folded 
paper Also Metal End Filing Boxe 

Che illustrations show a few of the designs carried in 


Samples furnished on request 


JOHN F. DIEMER COMPANY 
519 Broadway (Est. 1869 New York, N. Y. 
SEND FOR CATALOGUE No. 30 rr + 
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sy holding the stone against the platen and pressing 
against it as the platen is revolved, the surface is rough- 


ened and renewed 





RUFF-IT TYPEWRITER STONE 


The “Ruff-It” was invented by Millard Edmundson, wh 
also invented the “Ne-To” typewriter erasing shield 
> 


Higgins’ Inks Offered in Assorted “Set” Packings 


lo comply with the increasing demand which the inten 
sive advertising campaign on Higgins’ colored drawing 
inks has created and also as a part of the campaign itself 
Chas. M. Higgins & Company, 271 Ninth street, Brooklyn, 
N. Y., announces that colored drawing inks will be put up in 
assorted packings of a dozen bottles, the colors to be 
assorted as the dealer prefers These new, assorted-color 
packings will be furnished the dealer in addition to or in 
the place of the usual packings of a dozen or more of 
each of the colors, or of the general and waterproof black 
India inks 

Due to the fact that the use of color in all forms of art, 
design and architecture has shown an extraordinary in 
crease of late, Chas. M. Higgins & Company point out 
that it is now almost as easy for the dealer to sell a com- 
plete set of a dozen bottles of assorted colors, as it is t 
sell two or three bottles which the customer usually in 
tends to buy. The dealer's profit on a dozen-lot sale is 
of course, considerably greater in proportion provided he 


in turn, makes his purchases with this quantity-sale id 


Current Higgins advertising further suggests this color 
set as an admirable Christmas present for the artist, archi 
tect, draftsman, engineer or student Beautiful mounted 


Tey 


specimen drawings showing accurate reproductions of the 


actual colors, as they are used both in brush and pen 
work, are offered for display, together with a new color 
card, which has been designed by one of the country’s 


foremost authorities on color, and upon which are mounted 
actual, color dipped samples of each of the inks 

The following assortment is suggested: carmine, brick 
red, orange, green, blue, vermilion, indigo, brown, scarlet 
violet, yellow and either waterproof or general black. White 
will be substituted for any one of the colors or the blacks 


if desired 


> 
“Miller Line” Service at Indianapolis 
[The Miller-Bryant-Pierce Company, Aurora, IIL, has 


established personal resident representation at Indianapolis 
Ind. L. R. Thomas is in charge, with headquarters at 1542 
Consolidated building. Mr. Thomas is equipped to supply 
information, advice or any required assistance regarding 
proper ribbons and carbon paper, and office forms with 


which they are used 
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New in principle 


new in performance 
and headed for 


new, record-breaking 


SALES 








TO PEL CASE LAO 
SWIOE CLAMP UP 


SHARPEN LEAD 
On THs Sue~T 

















ERE is the only low cost beam 
compass which keeps both needle 
and lead parallel and vertical! 


This prevents slipping or enlarging the 
center-point—the radius stays accurate. 

Accurate radius-measurements are Cali- 
brated on the beam. In fact, the new 
Esterbrook compass is a PRECISION in- 
strument throughout. 

The principle of this new Esterbrook 
compass is unique. It is fully patented 
and cannot be imitated by inferior and 
unreliable products. 

And yet this PRECISION instrument, 
with its good profit to you, sells at re- 
markably low cost to the consumer. 


What is the market 
for this compass? 


SCHOOLS want it. Instructors in mechan- 
ical drawing, mathematics and normal 
training will specify it. Their pupils, by 
the hundreds, will buy it. 

DRAFTING ROOMS want it. Whether 
it be drafting a show card, a machine- 


shop pattern, or an architect's plan— 
this new compass will do 75 to 80 per 
cent of their work. All sketching—all 
pencil work—all preliminary layouts. 
A huge army of users and uses. 

SURVEYORS want it. Most of their work 
could be done quicker and easier with 
this new precision instrument. 

REAL ESTATE OPERATORS want it. 
They want it for laying out tracts and 
sketching developments. 

CONTRACTORS AND BUILDERS want it. 
For making layouts in the field. 

In fact, wherever circles are drawn 
this new Esterbrook compass will find 
customers. They can be your customers. 

A vigorous merchandising campaign 
will be put behind this new Esterbrook 
product to create sales for you. 

Our salesmen will personally inter- 
view school officials. A complete mailing 
of descriptive literature will be made to 
mechanical drawing teachers, mathe- 
matics instructors, normal training teach- 





Send for this 
FREE FOLDER! 


It gives you all details on 
this new PRECISION 
compass. 


ers, architects, artists and engineers 
throughout the United States. 

This new compass will be advertised 
in a comprehensive list of special maga- 
zines reaching those people who will 
use the compass. 


| These sales helps 
OFFERED YOU FREE 


Every dealer who stocks the Ester- 

| brook compass will get free: 
| 1. The vivid display carton in colors 
in which the compasses are packed. 

2. A separate window display card 
showing the compass in use. 

3. A supply of folders in color ex- 
plaining and illustrating the use of 
the compass for distribution to 
your customers. 

Every stationer should investigate this 

new product fully. Just drop us a line and 
we will send details on the double quick! 





ESTERBROOK PEN COMPANY, CAMDEN, N. J. 
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New CARTER Propwucts 


FOR CHRISTMAS TRADE 


OVERNIGHT CASES 


Complete writing equipment for milady while 
away from home. Pen, pencil and ink in an 
attractive carrying case. ‘The soft tinted shades 
of maize, green and blue mother-of-pearl 


e ttect. 


An article which will attract trade to your gift 


suggestion counter. 





CIGAR LIGHTER DESK STANDS 


For the man who smokes at his 
work and appreciates a desk 
lighter. Onyx and marble bases, 
colored pen holders, genuine 
EVANS LIGHTERS with en- 
ameled color bands to harmonize 


with pens. Gold plated. 


‘THE CArRTER’S INK COMPANY 





BOSTON NEW YORK 
MONTREAL CHICAGO 
You Know the Ink Bases 














tHE CARTER 
/PEN 
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Art Department for Mimeograph Users 


The A. B. Dick Company, 720 West Jackson boulevard, 
Chicago, IIL, has developed a new method for producing 
backgrounds and screen effects with “Mimeotype” stencils 
This shading medium is readily manipulated, a short ex- 
perience bringing deftness which endows line drawings 
with shadings from light to dark, modellation, texture or 
decorative effects not attainable by the use of the hand 
alone. The variety of screens provided makes it possible 
also to indicate terrain on maps, or to detail reproduc- 
tions of architects’ or engineers’ drawings to indicate the 
materials to be used. One of the plates provided has tou- 


decorative borders which have a wide range of application 








AANAAAAAAAAAAAAAAAAAAAAAAAAA AA 


ON ns ne ee een So ee ee 


REPRODUCTION OF SPECIMENS OF SCREEN 
PLATE FURNISHED TO “MIMEOGRAPH" USERS TO 
AFFORD DECORATION, TEXTURE AND SHADING 
IN DRAWINGS.—tThe appropriate screen is worked into 
the outlines drawn in the stencil by means of a stylus 

The screen plates furnished to users are individual 
plates prepared for convenient use with the stencil. The 
group shown here cannot be supplied as an entity as it 
is “four steps" away from the original, losing both 


irpness and conveniences The engraving is 
half actua size 
\fter the outlines and details of an illustration have been 
traced o1 i sheet ot ‘ Mimeotvpse stencil paper, the metal 
screen plates are applied according to the requirements 
the desigi The screen plate of the desired character is 
laced beneat! the stencil ind i special stvlus used to 
transter the screen t the stencil cidentally this pera 
‘ s eloguent evidence of the toughness of the stencil, as 
t withst S this ess ugher handling than is 
gwivel t on the typewriter Different screen plates can be 
sec es ‘ lesig eve superimposing one on 
inothe I ne the hading 
Che new process ffers a wide variety of effects whereby 
he Mimeograph user can illustrate or decorate special sales 
bulletins, diagrams, kindergarten drawings, “lay” back 
or’ ds give ¢ isis, or t produce anv desired effect 
t c r iwing, « t i} t e attractive 
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“They’re Splendid!” 


This comment is made by stationers and users 
all over the country. Mun-Kee stamp pads 
far excel anything on the market. Their con- 
struction makes them decidedly superior. 


EVERY MUN-KEE STAMP PAD IS GUARANTEED 





Mun-Kee Stamp Pads 


have a flexible non-slipping rubber base, reversible 
replaceable stamping surface, felt filled ink reservoirs 
under the stamping surface. Pads are furnished 
inked in red, blue, purple, green and black. 


ORDER ONE ON TRIAL 


Mun-Kee Products Corp. 
Newark, N. J. 























FEATURE 





for the CHRISTMAS 
TRADE 


Made by FARIES—the originators of 
ich the eli had Portable Electric Lamps with Green 
with the siipron shade Class Hoods. Suggest them in your 
displays and with circulars in your mail, 
as attractive, welcome gifts. They are 
real quality gifts, made of rass 
throughout, attractively designed and 
fitted with the patent slip-on shade 
that is so easy to remove (and replace) 
for cleaning, changing of bulb, etc. 


The standard green shade for offices, 
libraries and studies, can be replaced 
with attractively ornamented shades 
for piano, radio, etc. Blue daylight bulbs 
may be used to add 
to AMRONLITE ef- 
ficiency. Our cata- 
log 0-11 illustrates 
many styles and 
gives further details. 












No. 3611 


Faries cuspidors are 
featured by many 
stationers with prof- 
it. Send for our 
circular OA-11. 


Faries Mfg. Co. 


Decatur, Illinois 8403 
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forms, recommend 


FREE HAND 


Reg. U. 8. Pat. Of 


| When you sell printed 
| 
| 


time every week for thousands of 
business firms. Many stationers who 
print special forms recommend their use in 
a FREE HAND binder, thereby preventing 
much spoilage, save padding expense, elim- 
inating wide binding margins and perfora- 
tions and keeping the forms handy in con- 
venient form. The FREE HAND is operated 
easily by one hand. Send for circular and 
prices. 


Free Hand Binder Co. 


227 Pearl Street New York 


HR 


| 
we» printing of special forms saves hours | 
| 
| 
| 
| 











A new and useful catalog 
of office chairs 


Our new catalog No. 18 is just off the 
press. It illustrates many new features 
in office chairs and shows the new line 
of period styles. All Colonial chairs 
come equipped with 
our own patented 
steel iron which we 
believe to be the fin- 
est in the world 
because of its exclu- 
sive design. Send 
for catalog. 





Colonial 
Chair Company 


1730-58 Maplewood Ave. 


* Sit-Rite’’ Coming CHICAGO 


Watch for news next 
month of “Sit-Rite’”— 
the posture chair of 
Colonial quality. 
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(New York Business Show Exhibits.—Continued from Page $1.) 
otype dry process stencils. The Mimeograph process was dem- 
onstrated and the new screen plates for shading effects were 
introduced. Manager P. A. Bennett was in charge 


DICTAPHONE SALES CORPORATION, New York, N. Y.— 
The various products of the company, including dictating and 
transcribing machines, shavers, and supplies were shown, also 
the new traveling model Dictaphone, which is easily operated, 
increases accuracy and is a great time-saver. Another feature 
of this exhibit was the Bristolphone. Frank J. Skipper, leading 
salesman for the Dictaphone Company, appears on the screen 
and at the same time his words are reproduced by this device 
so that he became what was termed a traveling salesman who 
neither eats, drinks, smokes nor pads expense accounts 


Cc. R. Fox, New York manager, was in charge M. B. Sands, 
general sales manager; Charles Hollenborg, Philadelphia man- 
ager, and T. R. Crayston, Toronto manager, were visitors at 
the booth during the week 


EDIPHONE, THE, Orange, N. J (See Thomas A. Edison, 
Inc.) 

EDISON, THOMAS A., INC., Orange, N. J., presented the 
new Executive Ediphone, Secretarial Ediphone, Edison Autocut 
Shaver, unique facility test, and Ediphones personalized in 
colors. C. A. Smith, director of Ediphone extension, New York, 
was in chargé Vice-President Nelson C. Durand was also 
present at the booth 

EGRY REGISTER COMPANY, THE, Dayton, Ohio, showed 
a full line of Egry Com-pak manifolding registers, Com-pak 
record registers and Com-pak Auditors or cash registers. The 
Company are also manufacturers of continuous printed forms 
for typewriter billing machines such as the Underwood, Elliott- 
Fisher, Moon-Hopkins, ete. P. J. Schulman was in charge. 
W. C. Mann, in charge of eastern district, and R. C. Hall, sales 
manager, were visitors at the booth 

ELLIOTT ADDRESSING MACHINE COMPANY, THE, Cam- 
britige, Mass.. exhibited the several models of addressing ma- 
chines of the company, including hand addresser, automatically 
feeding envelopes to the printing point; index stencil machines, 
various styles of addressing machines with automatic selector; 
regular lines of addressing machines, stencil cutters, payroll 


machines, checkwriting machines, etc Also displayed was the 
wrapping machine for addressing publication wrappers and 
cutting them to the proper size Burleigh Smart. New York 


manager, was in charge of the exhibit, assisted by H. Ceder- 
holm, customers’ service manager. H. P. Elliott, president, and 
Robert DePace, manager of New York Belknap system were 
visitors at the booth during the week 

ELLIOTT-FISHER COMPANY Harrisburg, Penna (See 
General Office Equipment Corporation.) 

ELLIS ADDING TYPEWRITER COMPANY, Newark, N. J., 
showed the new four accumulator combination (with typewriter) 
on commercial ledger and statement work; the new four ac- 
cumulator bank model for bank ledger or statement; Ellis 
department store unit plan (bill and ledger at one operation); 
the combination transit machine; new combination machine for 
brokerage ledger and statement; also several other models for 
bank and commercial bookkeeping 

Frank O'Leary, New York manager, was in charge of the 
booth assisted by salesmen I. F. Bowen, F. S. Bowen, York 
Brennan, and J. Kenna Chisholm N. Macdonald, vice-presi- 
dent, was in attendance at the booth during the week 

ENDORSOGRAPH COMPANY, INC., Philadelphia, Pa., dem- 
onstrated the Endorsograph, which electrically and automa- 
tically endorses checks with rapidity and accuracy and stacks 
them uniformly as they are endorsed. George B. Kumpf, presi- 
dent, was in charge, assisted by P. J. Clark, treasurer; Henry 
Kumpf, vice-president, and Louis Kumpf, secretary 

ERROR-NO, INC., Rochester N. Y.—The personnel of this 
company are copyholder specialists who are in a position to 
supply anything in the copyhoider field where the demand is 
sufficient to warrant their making it They had on exhibit the 
regular Error-No in all sizes with attachments for the Under- 
wood fanfold and bookkeeping machines. They also displayed 
a new device which will be known as “Accuracy.” It is applied 
to the Elliott-Fisher in all sizes, the Remington-Wahl, the 
Hollerith key punching machine, the Powers key punch, and 
the Burroughs checkwriting and bookkeeping machines The 
new desk model Error-No was also exhibited, which is used 
in connection with any portable adding machine where it fs 
desired to foot across the sheet and put the answer on the 
sheet Also shown were some new brackets which are made 
to carry any portable adding machine instead of the ordinary 
legs, which enables the operator to put a wide sheet under the 
adding machine. C. C. Harper, president, was in charge of the 
exhibit assisted by W. E. Brett, S. Chlupsa, James M. Rice 
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HE Semi-Hex Pencil advertising 
PE comets is on. In Liberty, the 
national “weekly for everybody”, are 
appearing the testimonials of Semi-Hex 
users who Know what a good pencil 
Semi-Hex is. 


These girls, the stenographers of the 
nation, are your best customers, not 
only for pencils but for all office sup- 
plies. They buy and use more station- 
ery items than any other class of cus- 
tomers. Semi-Hex is telling them and 
selling them in their own language— 
shorthand—so that you may get their 
good will—and their business. 


Four of the four million Semi-Hex 
users have written the ads illustrated 
here. Liberty’s readers will see and 
read them. Will you be able to sell 
them Semi-Hex Pencils? You ought to 
be—now—and if you are not already a 
prosperous Semi-Hex dealer we'll be 
glad to send samples, prices and full 
details of the consistent General Pencil 
policy in sales, advertising and quality 
that makes it so profitable to handle 
Semi-Hex Pencils. 





GENERAL PENCIL COMPANY 


Also Makers of the famous 
Kim-ber-ly Drawing Pencils 


Jersey City New Jersey 
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You can sell 


this ¢ 


o— of small businesses 


have suffered for years through 
lack of adding machine service. 
Facing competition from large 
and efficient organizations, they 
have been forced to waste time 
and energy in endless bookkeep- 
ing and accounting tasks that a 
machine should do. Too costly 
for them have been the adding 
machines of the past. 


Now, the Corona ‘7’ 


Especially for the needs of the 
small business Corona has built a 
new adding machine. In it is 
every necessary feature of the 
more expensive machines. Qual- 
ity built in the plans of L ¢ 
Smith & Corona Typewriters Inc, 
it will stand the hardest work for 
years without service or repairs 





Cost Only $60 


Corona “7” retails at only $60 
(slightly higher in the West and 
in Canada). Hundreds of office 
appliance dealers are selling it to- 
day. Every small business in 
your territory is a prospect 


The Dealer Plan 


In selling Corona you are not in 
competition with any factory 
sales force. You receive the 
backing of large national adver- 
tising, the help of window dis- 
plays, counter cutouts and direct 
mail. The coupon placed below 
will bring you full interesting 
facts about this unusual dealer’s 
plan. Mail coupon direct to Port- 
able Adding Machine Company, 
Dept. 2-N, 703 East Washington 
Street, Syracuse, New York. 


The NEW 


one machine that ENDS 
qseless drudgery 





COUPON FOR DEALERS 


PRR ee ee 


PORTABLE ADDING MACHINE CO., 
Dept. 2-N, 703 E. Washington St., 


Syracuse, N. Y 


Please send me, without obligation, full facts 
about the Corona dealer plan 


Address 


City State 


| Name | 


CORONA £7’ 


PORTABLE ADDING MACHINE 
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Rochester Times Union declares for 


Jamestown Metal Desks 


Lo feverish activity and rush of 

work which occur in a newspaper 
office make it highly important that 
its desk equipment be sturdy, endur- 
ing, fire resisting and efficient. 


The Rochester Times Union com- 
pletely equipped its offices with 
Jamestown Metal Desks as most fully 
meeting these 


marks it, as the favored equipment 
for all offices, large or small, where 
beauty, permanence and utility are 
considered. 


Jamestown Metal Desks represent 
the highest development of steel 
office furniture. To sell them is to be 
first in line for the many potential 

equipment con- 





requirements. 


This is another 
instance of the 
growing respect 
accorded to this 
superior e q ui p- 
ment in metal. 
Its adoption for 
newspaper offices 








JAMESTOWN. 
METAL 
DESKS 


signments in your 
locality. Write 
for complete in- 






formation. Sev- 
eral exclusive 
territories still 
available. Act 


Now. 


JAMESTOWN METAL DESK CO., JAMESTOWN, N.Y. 


Vovember, 1928 
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E. A. Longshore, W. A. Kirkpatrick, and James Brown, Phila- 
delphia representative 

FEDERBUSH BROTHERS LOOSE LEAF COMPANY, New 
York, N. Y., presented loose leaf binders in many styles. J. D. 
Federbush was in charge 

FELT & TARRANT MANUFACTURING COMPANY, Chicago, 
il In addition to new applications of the Comptometer and 
new ideas for the promotion of faster and better figure work 
in accounting, there was presented for the first time the new, 
specially built twenty-column Comptometer This machine is 
built into a specially designed steel desk and is intended for 
use in distribution work Demountable column dividers are 
provided for separating one keyboard from another and key- 
board shields for holding distribution headings Demonstra- 
tions of its application to distribution other statistical work 
found in railroad, packing house, department store, wholesale 
and manufacturing offices were giver 

M. E. O’Brien, head of the New York office, was in charge 

FILTRINE MANUFACTURING COMPANY, THE, Brooklyn, 
N. Y., exhibited a complete line of modern drinking water 
equipment for office and factory use, consisting of drinking 
water coolers chilled by ice, in various models and finishes and 
electric drinking water coolers using Servel electric refrigerat- 
ing machines; filters suitable for drinking water and industrial 
purposes. P. J. Jennings was in charge 

FLEXIFILE DIVISION; REMINGTON-RAND BUSINESS 
SERVICE, INC., New York, N. Y¥.—(See Remington-Rand, Inc.) 

FORBES PUBLISHING COMPANY, B. C., New York, N. Y 
Here were shown the publications of this company, Forbes 
Magazine, with the Forbes Business Library I. J. Vorenberg, 
assistant circulation manager, was in charge of the booth 

GENERAL ELECTRIC COMPANY, Schenectady, N. Y.—Here 
were exhibited many kinds of office machinery made by manu 
facturers using G-E motors and General Electric fractional horse 
power motors. The machines included adding machines, tabu- 
lating machines, sorting machines, electric clocks, mailing ma- 
hines, duplicating machines, cash registers, coin counting and 
sorting machines, typewriters, bookkeeping machines, letter 
openers, check recording machines, check endorsers, calculating 
machines, accounting machines, addressing machines, and check 
protecting machines 

B. R. McClure was in charg: 

GENERAL OFFICE EQUIPMENT CORPORATION New 
York, N. ¥.—The Elliott-Fisher exhibit consists of order writ 
ing machines, billing machines, accounts receivable and ax 
counts payable, bookkeeping machines and several types of as 
counting machines for cost and sales analysis and distribution 
applications, as well as several types of brokerage and banking 


machines, insurance machines, steamship and railroad machines 


as well as public service, hotel and municipal government ma 
hines 

The Sundstrand display ncludes hines applicable to a 
general variety of figure work as we is calculating problems 
in arriving at discounts nterest sales cost and numerous 


other calculating results Machines were shown for many kinds 
of work applying to many types of industries and beside the 
regular line of adding, figuring, calculating machine are showr 
statement machines, ledger posting machines, bank and con 
mercial bookkeeping machines and machines for general a 
ounting routine 

CC. H. Reed, New York district mar 
GLOBE REGISTER COMPANY, THI 
United Autographi I 
GREENE COMPANY, STEPHEN, Philadelphia, Penna and 
New York, N. Y demonstrated ontinuous Multiforms and 


iger was in chargé 


Cincinnati, Ohio (Sec 


Register Con ) 


ontinuous Multistrips and heir uses John D. Nickerson 
New York manager, was in charge 
York, N. ¥ Here was 


GRIP-FIX COMPANY, INC New 
showr Grip-fix a creamy white adhesive past« This paste 


s said to have exceptionally strong and quick adhesive qualities 


and is packed with a brush enclosed in neat and novel aluminun 
al It requires no water, will not spill or break if dropped and 
with reasonable care will not dry out It sticks equally we 

n cloths, leathers, suedes, ets and is also an excellent phot 
graphic mountant It is packed in sizes from 6 oz. jars 
28 lb. drums P. W. Kemp was i harge of this exhibit 

HEDMAN MANUFACTURING COMPANY, Chicago, I Se 
W gz Sales Corporation.) 

HOLMES ELECTRIC PROTE VE COMPANY, New Yor 
N j Here was de! nstrated the entral office prot 
service offered | this my] \ tual demonstratior 

“ kine fT “ s ‘ “ i ms ming 
when tl premises a p sed and with tl 
s be sending | ow PM \ tector sys 
bas t! t M 
marir movemer t \ d va 
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CURMANCO 
ROLL TABLET 
The New Way 


Gives you a con- 
tinuous writing 
surface. A perfect 
simple machine 
that takes wide 
adding machine 


rolls, with paper cut- 


ter at top instead of 
bottom appeals to 
the business man. 


New Sensational Seller 
WITH THE RIGHT IDEA 


ROLL TABLET—Complete ........... 
Duplicating Roll Tablet—Complet 


Liberal Dealer Discounts 


Currier Manufacturing Company 


N. W. Terminal Minneapolis, Minn. 
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Distributor 
A. H. Denny, 356 Broadway, New York 
BALL 


COIT?’S shite 


LETTERING PENS 








Let This Free Trial 
Prove Their Worth 


Send for the sample card of twelve pens. 
Keep it for thirty days’ sales trial. Then 
decide. Display the sample card and note 
results. Coit’s pens are carried in stock 
by your jobber so stocks can be replen- 
ished quickly. 


Bridgeport Pen Company 
239 John Street Bridgeport, Conn. 
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“Sold All Over the World” 


The 1929 Line of Perfect Peerless Calendars 
will be ready for delivery on time, as usual, 
at the lowest possible price consistent with 
the high grade printing job on a good quality 
of BOND paper—the same superior line of 
pads and stands that has made the Perfect 
Peerless Calendar line outstanding all over 
the world. We now have orders for 1929 
from eleven foreign countries. 


Write, wire or phone your 1929 requirements. 


“PERFECT PEERLESS” CALENDAR CO 
203 S. Dearborn Street 
CHICAGO 
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The Ideal Chair 
For Clerical Worker 


rect position. M 


chairs eliminate 


this, 
There is a g 


for catalogue 
prices. 


Cc. A. COOK COMPANY 


Ashland, Mass. 
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Ideal. The Cook! 
Posture chair is ideal ] 
for clerical workers 
because it gives real) 
comfort and pro- 
motes efficient work. 
Efficient work is aid- 
ed because the Cook ) 
chair abates fatigue. 
It prevents nerves 
from tiring because 
it encourages a cor- } 


uch } 


unnecessary fatigue 
is produced by incor- ] 
rect chairs; Cook 


all ! 


ood 


business in Cook ! 
chairs for you. Ask ] 


and } 
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HOOVEN LETTERS, INCORPORATED, New York, N. Y., 
demonstrated two Hooven automatic typewriters in continuous 
operation. President Horace H. Nahm was in charge. 

HOUGHTON MIFFLIN COMPANY, New York, N. Y.—Here 
was presented the G. & C. Merriam Company's Webster's New 
International dictionary, Reference History Edition, together 
with the 1928 Americana Encyclopedia. Henry S. Harlman was 
in charge, with L. M. Edmonds, sales manager, assisting 

INK-OUT MANUFACTURING COMPANY, Montclair, N. J.— 
Here was shown Ink-Out, the single fluid ink eradicator, Erado 
pens, which are fountain pen holders with a vial of eradicator 
contained in the holder, and the Erado refill vial. Cleopatra 
cigarette holders in many styles were also featured J. D 
Cardinell, president, was in charge of the booth, assisted by 
R. J. Peer. 

INTERNATIONAL BUSINESS MACHINES CORPORATION, 
50 Broad street, New York, N. Y.—Devices from all three of 
the company’s divisions were shown, including electric tabulat- 
ing and accounting machines with the new electric key punch, 
the new electric account machine and the new type 83 electric 
tabulating and accounting machine International time re- 
corders and electric time systems were also shown with the 
new International payroll recorder. The self regulating system 
in conjunction with the time recorders can now be operated 
for alternate current territories, eliminating the use of bat- 
teries; and Dayton computing scales and store equipment, with 
the new Easy-Read scale giving 46 prices and adapted to meat 
markets particularly. J. J. O'Donnell of the International Tabu- 
lator Recorder division was in charge, assisted by R. Stevens of 
the Tabulating Machine division and H. Jackson of the scale 
division. 

INTERNATIONAL COMMERCIAL PHOTO COMPANY, INC 
New York, N. Y.—Official photographers of the show Also 
showed specimens of commercial photography. Charles P 
Feinberg, president, was in charge of the booth, assisted by 
oO. M. Yokum 

INTERNATIONAL POSTAL SUPPLY COMPANY OF NEW 
YORK, THE, Brooklyn, N. Y., exhibited check endorsers for use 
in banks and business houses in general to endorse checks 
either for deposit or for clearing and transit items; combination 
metering, sealing and addressing models for mailing purposes 
to do the work in one operation; metering and sealing models; 
post office models ‘Flier’ and ““M" as used in this country and 
in most countries of the Postal Union. Also exhibited was the 
Sten-Cel-Meto which seals, postmarks, meters and addresses 
envelopes at the rate of 190 per minute for long envelopes and 
280 per minute for No. 6 envelopes. This display was in charge 
of Jack Spelman. 

INTERNATIONAL TIME RECORDING COMPANY, New 
York, N. Y (See International Business Machines Corporation.) 

INVINCIBLE METAL FURNITURE COMPANY, Manitowoc 
Wis (See R. Orthwine.) 

JACLIN STATIONERY COMPANY, New York, N. Y., ex- 
hibited the Dur-O-Lite Amber-Jack pencil which is durable and 
light in weight They also showed their seven improved fea- 
tures, including the Push-N-Pull action of the pencil Jack 
Linsky was in charge of the booth. 

JARRETT TYPE CLEANER, INC., New York, N. Y.—Dis 
played here was the Jarrett type cleaner for typewriters and 
office machine type, addressograph plates, check writers, rollers 
etc The booth was in charge of H. H. Jarrett 

KALAMAZOO LOOSE LEAF BINDER COMPANY, Kala 
mazoo, Michigan (See Remington Rand, Inc.) 

KARDEX DIVISION; REMINGTON RAND BUSINESS SERV 
ICE, INC., New York, N. Y¥ (See Remington Rand, Inc.) 

KEE LOX MANUFACTURING COMPANY, Rochester, N. Y 
displayed a full line of correspondence carbons, billing carbons 
all kinds of carbon rolls and inked ribbons for every purpose 
Testing machines for testing the durability of ribbons were 
also displayed. Manager John A. Noonan and Assistant Man 
ager E. R. Foudy were in charge 

LASALLE EXTENSION UNIVERSITY, Chicago, Ull., exhib- 
ited actual working material of the higher vocational business 
course offered by the university 

There was a special display of the Stenotype machine, which 
was in charge of Berry H. Horne, while the entire exhibit was 
supervised by New York Manager A. C. Shaughnessy 

LIBRARY BUREAU DIVISION, REMINGTON RAND BUSI- 
NESS SERVICE, INC... New York, N. Y.—(See Remington Rand 
Inc.) 

LINE-A-TIME MANUFACTURING COMPANY, Rochester 
N. Y¥.—(See Remington Rand, Inc.) 

LUDLOW & COMPANY, R. J., Jr.. New York, N. Y¥.—(See 
The Bircher Company.) 

MAGAZINE OF BUSINESS, Chicago, lll.—(See A. W. Shaw 
Company.) 

MANIFOLD COMPANY, THE, Cleveland, Ohio.—(See United 
Autographic Register Company.) 

MARCHANT CALCULATING MACHINE COMPANY, Oak- 
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THE WONDER 


OF THE BINDER WORLD 














THE PATENTED 
FLext-PosT MECHANISM 
WHICH MARKS THE 

GREATEST ADVANCE IN 
LOOSE LEAF 

BINDERS SINCE THE 

INCEPTION OF 
LOOSE LEAF DEVICES 





THE PRACTIBILT BINDER 


THE DISTINCTIVE ADVANTAGES OF frext-bosy BINDERS 


AEG. US OAT. OFF. 


3. Non Protruding Posts 


The posts do not protrude 
which saves office and vault 
space. Flexi-post binders 


= 
FS 


4 1. Working Space 


Two inches contained work- 


ing space always available, 
g sp ) 


SSS— almost automatically. No 





_~) arom waste of space, no pinched , 1 .once of protrud- will not mar or scratch the 
space for insertion fingers or broken nails, no me bome Seves furniture, tear clothing or 
of new sheets in- { » 1 she storage space. > * as Pe , 
stantly available damaged sheets or torn ruin the disposition. 


punchings. 

2. Unlimited Expansion 4. Positive Compression 
By direct and positive screw 
compression sheets are held, 
one or one thousand, under 


This means  capacity—al- 
ways room for one sheet 
more—economy—one _ bind- 





Auxiliary post sec- er can do the work of two 4 Direct owrew om- 400 pounds pressure, like the 
ti id - 7 _e ——n pression locks or 4 - 
nited’ Gneenatem, of the common type. 1000 sheets securely grip of a vise. 


THE FAULTLESS VISIBLE RECORD 


The Faultless Visible Record, Type “A,” with Integral 
Shift, is unquestionably and from any standpoint the best de- 
vice for visibly indexed records now being manufactured. 








In presenting this type, which has been in use successfully 
and has met all competition for several years, original and 
basically new ideas were used and the mechanism, automatic 
shift, fulcrum hinge, and other points are fully protected 
by patents. 


The outstanding points of advantage of the Faultless Vis- 
ible Record Type “A” make it superior to all other types .in 
the following: 





1. In it either cards or sheets may be used. 


N 


. It has a 100% flat writing surface. 






. The entire record is visible. 


. A very small binding margin is required. 


yn lS nw 


. The miechanism opens and shifts almost automatically on a 
ball bearing action. 


BARRE eS SHR eee wwe 
| 


Pte ee ee 


o 


. Sheets cannot spill when mechanism is open or in position 
for shifting. 


. It is faster and easier to operate. 


waite STATIONERS LOOSE LEAF CO. size 


~ 


FOR ROSTON 
AGENCY 346 BROADWAY LOS ANGELES 


PLAN MILWAUKEE PHILADELPHIA 
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More Sales With 
SELFEED 


The Very Latest and 


Best in Pencils 


HE beautiful appearance, simple construc- 

tion and operation, as well as the low cost 
of this, the very last word in automatic pencils, 
assure an instant and enthusiastic reception 
from pencil users. 


It is the unanimous opinion of pencil buyers 
that the SELFEED is a mechanical achieve- 
ment and they accept it as the perfection of 
efficiency in a writing instrument. 


Better get in the field early with this profitable 
pencil line. Made 
in Black, Blue, 


Mottled, Green and on 
[an colors. Priced Features of the SELFEED 


to retail as follows: 
. A truly automatic pencil—one lead 


No. 1000—Nickel 
ellows the other automatically. 
Trimmed .. .$1.00 4. No trick to use SELFEED—a child 


can operate it. 





. Holds three to five feet of LEAD 
. Continuous feed system. 


owe 


5. One hand only is required to oper- 


No. 2000 a S h or t ate SELFEED. Instead of turning 


cap to the right or left to —o% 
© and repel— which requires bot 

Gold - Trimmed hands—you simply PRESS DOWN 

THE CAP 

eeceoeeseeeess $2.00 6. The only pencil with which you 

can take notes, dictation, or a 

telephone message without fear of 


No. 3000 _ Lon g interruption caused by broken 


I : leads or having to insert new 
ed ones 
Go d Trimm 7. Nothing in SELFEED to get out 
$3 00 of order. 
-oonreee sees _ 8. WE GUARANTEE THE MBECH- 
ANISM OF EVERY SELFEED 
PENCIL 











SELFEED PENCIL COMPANY, INC. 
267-271 Mt. Pleasant Ave. Newark, N. J. 
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and, Calif., demonstrated hand and electrically operated models, 
including one with stop and start motor and automatic clear- 
ance features; also two new machines, the Twinplex, which 
s a dual machine with two keyboards where division or mul- 
tiplication or two multiplications may be done simultaneously 
and the lever set portable machine, 9x9x13, with new carriagé 
release and one-hand clearance, which sells for a low price 
Dean S. Patton, assistant sales manager, and W. V. Black 
New York district manager, were in charge. Walter R. Bourne 
service manager, was present from the factory D. R. McAlpin« 
assistant sales manager, visited the booth during the week 

McCARTHY INSERTING & SEALING MACHINE COM 
PANY, INC New York, N. Y Here was demonstrated the 
McCarthy inserting and sealing machine which is electrically 
operated, handles any size envelope up to the No. 10 and 
averages 3,000 envelopes per hour or more Will insert one 
two, three or more enclosures in the envelope. F. McCarthy 
president, was in charge of the booth, assisted by Louis Olsen 
vice-president; W. R. Morklein, secretary-treasurer, and F. J 
McCarthy 

McCASKEY REGISTER COMPANY, THE. Alliance, Ohio 
featured the one-writing visible filing methods of the industrial 
division, including controlling stock, perpetual inventory, costs 
production, planning, routing and dispatching, tool check and 
tool inventory, orcer control, machine control: carbon backed 
Swoboda manager, industrial 
Donaghue Mw \ 


factor and office forms Cc 
division, was in charge, assisted by C. E 
Young. Roy W. Price and F. E. West 
MERCEDES CALCULATING MACHINE COMPANY, New 
York, N. ¥ (See Ralph C. Coxhead Corporation.) 
MONROE CALCULATING MACHINE COMPANY INC 
Orange, N. J., exhibited its high speed electric adding calcu 


ators, particularly the new Series ‘3 KAS models, which 
ire equipped with double upper dials permitting accumulations 
ind give even more proofs of accuracy than former models 
Division is entirely automati The newest development of 


‘3 is the thirteen-bank machine This is similar 


models with the distinctive feature that 


the Series 
to the other Series 
the lower dials of twenty places are split into two sections 
Both sections may be cleared simultaneously or either the 
right or the left hand section may be cleared while the figures 
ire retained in the other one Also shown were Defianc« 
checkwriters in both hand and electric models These includ: 
automatic feed writer which shows further improvements and 
mechanical refinement District Manager H. W. Ryan of down 
town New York was in charge Associated with him were Dis- 
trict Managers H. Halmage of uptown New York; F. J. Hollo- 
way of Jersey City; F. M. Zelinski of Brooklyn, and T. R. Kyle 
f Newark Also present at the booth were W. G. Zanglein, 
domestic sales manager L.. H. Forbes, northeastern division 


inager, and Kenneth Howard, advertising manager Visitors 

the booth during the week were J. R. Monroe, president; 
E. F. Britten vice-president and Clarence’ Britten plant 
manager 


MOON-HOPKINS COMPANY New York, N. Y (See Bur- 
roughs Adding Machine Company.) 

MOSLER SAFE COMPANY, Hamilton, Ohio, exhibited a full 
ine of Underwriters “‘A’’ and “B’’ Label safes, which also bear 
the T-20 burglary label; chain store safes; safe deposit boxes; 
Otel safes, etc New York Manager L. B. Morris was in 
charge 4 

MULTIPLEX DISPLAY FIXTURE COMPANY, St. Louis, 
Mo., displayed a complete line of Multiplex wing display fixtures 
ised for advertising matter, photographs, charts, maps and 
statistical information as well as Multiplex merchandise dis- 
play fixtures Also shown were dealer helps of all metal con 
struction for the display of various manufacturers’ products 
in their dealers’ stores throughout the country Manager H. B 
Feldmann was in charge 

MULTIPOST SALES AGENCY. New York, N. Y Postage 
tamp affixers, envelope sealers and label affixing machines, as 


well as parcel post achines and registers were exhibited New 


nailing methods were also demonstrated Also displayed were 
Reynolds envelope sealers Nathan L. Caro was in charg: 
William F. Schweiger president of the Multipost Company 


sited the booth 
MULTISTAMP COMPANY IN 


ived here were the various siz¢ 


THE, Norfolk Va Dis 
the Multistamp, including 


the Ne 1, Ne No. 5 and No. ¢ nsisting of all three sizes 

" etal carrying cas Multistamp stencils for all sizes of 
vutfits; Multistamp ink; rotary duy ator ink and other sup- 
plies At the booth also were tw girls each wearing a white 


iress, one with pictures of Herbert Hoover and the other with 
ictures of Alfred E. Smit! Multistamped on the dresses 
G Henry Nesslag was in charge: W P Masor president 


Het \ hown Mun-Kee silent stamp } is and inks The 
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8621-2UE 


SWIVEL TO 
MATCH 


CROCKER CHAIR CO. 
SHEBOYGAN, WISCONSIN 






CHICAGO OAKLAND 














AUTOMOBILE 
EXPENSE 


HARVEY’S BOOK 
Shows the Exact Cost of Auto Travel. 


Manufacturers employing sales- 
men who travel by auto have 


found the Harvey book a quick 


guide to comparative costs. 
A counter display makes sales. 


Write for sample and discounts. 


FRED W. HARVEY CO. **syasctsern’yo*"’ 
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OUTSELLS 


ANYMETAL All-stee!l Cos- 
tumers defy wear. In their 
beautiful baked-on enamel 
finishes they present a handsome, 
harmonious appearance in any 
office atmosphere. And, because 
they are priced to compete with 
wood costumers, they outsell 
them naturally A Sanymetal 
Costumer won't tip over, and its 
cross-locked and welded base 
never works loose For perma- 
nent sales sell the permanent 
costumer—Sanymeta! 








The Sanymetal 
Products Co. 

1695 Urbana Road 
Cleveland, O. 


New York Distributor 
A. H. Denny, Inc., 356 Broadway 





































Our “600 Line,” low 

priced commercial 

grade four drawer 
filing cabinet 


Substantial and hand- 
somely finished; all hard- 
ware brass, in satin brass 
finish. 


Each drawer operates 
on two anti-friction roll- 
ers at the front. This 
value is also available in 
the four drawer legal cap 
size and in the corre- 
spondence unit. 


Very adaptable for in- 
active files or files not in 
use every day. 





€01 Witheet Leck Write for our catalogue 
602 With Lock and prices. 


Corry-Jamestown Mfg. Corp. 


CORRY, PENNSYLVANIA 
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Mun-Kee is a stamp pad, with reversible and replaceable inking 
surface, the rubber base being guaranteed for twenty years 

In charge was W. N. Hunter, manager, assisted by Miss C. L 
Weinstein 

NATIONAL CASH REGISTER COMPANY, Dayton, Ohio.—A 
complete line of National cash register equipment was shown 
A National cash register for every line of business was dis- 
played and there were also exhibited the newer developments 
of the industry including bus and transportation machines, 
bank posting and accounting registers, sales analysis and 
other types of machines Special representatives of the com- 
pany were on hand to demonstrate and explain the line A. B 
Gary, advertising manager, was in charge of the booth. J. W 
Briggs, head of the accounting machine division, was present 
during the week as was also C. A. Snyder, New York manager 

New retail machines were displayed as well as a new bus 
and electric interurban machine 

NATIONAL DESK COMPANY, Herkimer, N. Y (See Clark 
& Gibby, Inc.) 

NEW YORK OFFICE APPLIANCE SCHOOL, New York, 
N. Y.—Office appliance operators’ school and details were given 
regarding their methods of instruction. Miss Grace M. Kennedy 
was in charge of the booth 

NEW YORK TELEPHONE COMPANY, New York, N. Y¥ A 
prominent part of this exhibit was the large map showing Bell 
system connections in the United States with Canada, Cuba 
and Mexico and also with those countries in Europe to which 
trans-Atlantic telephone has been set up Also as part of 
this section, there was an exhibit of the gigantic radio tubes 
which were developed in the Bell Laboratories Telephone 
typewriters were also shown This typewriter makes it pos- 
sible for a message to be typed out and reproduced almost in- 
stantaneously at one or many points either far or near 

H. CC. Chambers of the Commercial Service Bureau was in 
charge 

NORTH LIGHT CORPORATION, New York, N. Y A full 
line of office daylight portable lamps, also the company’s line 
of semi-indirect overhead units for office lighting and units 
designed for the art and color trade were shown 

John Sublath was in charge 

OFFICE APPLIANCE COMPANY, THE, Chicago, Ill Here 
the service features of Office Appliances, the news and technical 
trade journal, were explained. C. H. Everly vice-president and 
Eastern manager, was in charge. assisted by D. N. Briggs 
Secretary John A. Gilbert of Chicago, was also in attendance 

OFFICE APPLIANCE & EQUIPMENT COMPANY New 
York, N. ¥ (See Error-No, Inc.) 

OHMER FARE REGISTER COMPANY, Dayton, Ohio, showed 
cash registers for use in all types of businesses This was the 
introduction of the company into the cash register field The 
cash registers displayed were said to be unique in construction 
small in size, producing maximum results and sold at a mod 
erate figure Secretary Ray M. Ohmer was in chargé Also in 
attendance were J. F. Ohmer, president; Col. R. L. Hubler 
sales manager R. T. Abrell sales representative, and M. F 
Porter, sales representative 

ORTHWINE, R., New York, N. Y This exhibit includes steel 
and wood furniture, display fixtures, cabinets and counters 
The steel filing equipment, display cabinets and counters con- 
stitute the steel display, while commercial grades of furniture 
as well as matched office suites represented the wood furniture 
display “Adjustit’’ display fixtures, including notion cabinets 
and many other devices were also displayed 

R. Orthwine, president, and Harry Brewer, advertising man 
ager, were visitors at the booth during the show 

J. Ovid Brooks and Leo Zorn were in charge 

PARROT SPEED FASTENER CORPORATION, New York 
/~ = Here was shown the Parrot speed fastener in five dif- 
ferent models, namely No. 1, No. 100, the Babe, in five different 
colors, and the No. 13 and No. 213, the last two mentioned 
using the half inch staple The speed fastener staples were 
also shown Five different colors of the Babe, namely, black 
blue, rose, green and mahogany were exhibited Jack Linsky 
wae in charge of the booth, assisted by Charles Karasik, Robert 
J. Trawring. David T. Pomerantz, and Irving Reighter 

PLECHNER, M. W., New York, N. Y (See Standard Mailing 
Machines Company.) 

POLAR MANUFACTURING COMPANY, Philadelphia, Penna 

This display was devoted to the company’s line of office spe- 
cialties of all kinds, including desk pads of all kinds, calendars, 
ash trays, desk tops, office screens, chair pads, etc. Some new 
items on display were the executive letter tray with lock 
period style waste baskets and letter trays, antique Moorish 
panel desk pads An assortment of sixty different practical 
office items were attractively shown 

In charge of this exhibit were M. R. Landes, proprietor, and 
Adelph Fleischhauer, New York representative 
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LEADING corporation, forced to speed 
up its accounting methods, installed 
a new 24-hour system, necessitating the 
handling of each loose-leaf record page 
by a score of operators. Almost imme- 
diately the sheets showed signs of wear. 
The pages, when assembled into books, 
were badly worn, with torn corners and 
illegible entries. This meant extra time 
and expense for rewriting. It looked as if 
the new system, although vitally needed, 
would have to be abandoned. 


Investigation revealed that even though 
the records were not intended for per- 
manent preservation a permanent paper 
should have been used to resist the extra 


HOURS DAILY 
—YET THEY STAND UP? 


APPLIANCES 


wear. Modern conditions often crowd 
into a single week the equivalent of what 
was once years of wear. To withstand this 
intense handling many non-permanent 
records must now have the supreme 
endurance hitherto required of perma- 
nent records only. 


The adoption of an L. L. BROWN paper 
solved the problem—to the profit of all. 
These papers, the acknowledged stand- 
ard of endurance since 1849, are made 
from none but white rags. They are 
the most economical and satisfactory 
for all records which must resist exces- 
sive wear or endure permanently. 


L. L. BROWN PAPER COMPANY, Adams, Mass. 


Distributors in all principal cities 


BROWNS 


Ledger, Linen and Bond Papers 


.... papers of SUPREME quality — L. L. BROWN'S—are made of WHITE rags 








GREYLOCK 
Liven Lepcer 
WT hiute, buff, blue 


ADVANCE 
Liven Lepcer 
White, buff, blue 


Brown's 
Liven Lepcer 
Thue, buff, blue 


Brown's Linen 
Typewarrer Papers 


Greriockx Bonp 
W hue 


Apvance Bonp 
White, buff blue. pink 


GREYLOCK 
Linen Lepcer 
with Brown's Flexible 
Hinge for loose leaf Books 
ADVANCE AND GREYLOCK 
Trrewnrrer Parers 


Brown's 
Fine 
White, buff. blue, penk 


Brown's Liven 
Cream, blue; wove, 


ane 19490 


Brown's Manuscript 


Covens Tee Manx or 








279 





om 


Quaurr 























eatin 





280 OFFICE APPLIANCES 


November, 1928 


Here is the New @@cCC 
VISIBLE RECORD BINDER 
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Quoted from a letter written by one of the larger stationers. 


SPECIAL FEATURES! 


Prong Binder Type with divided back—Full Metal One 
Piece Casing with Piano ~p- formed directly on the 
Metal Casing—Fibre Covered Back 


A Three Position Binder, with Double Action Catch—A 
slight pressure on lever releases for posting position, an- 
other pressure for full opening—Provides a Flat Surface 
for Posting 


Two Catches for Security—one each at top and bottom 
functioning with one operation of Thumb Lever—Thumb 
Lever protected by Fibre Back. 


Perfect Alignment procured by New Method of Swedging 
and Machine Riveting of Prongs to Metal Plate—Prongs 
cannot pull loose or get out of Alignment 


Three Grades of Bindings: Cescoid; Leather and Cor- 
duroy; Black Fabrikoid; all with Metal Hinge, Two 
Capacities. Five stock sizes. 


A Complete Catalog on Visible Records EXCLUSIVELY, 
illustrating fifty stock forms, showing methods of signal- 
ing, transferring, etc., a comprehensive, invaluable ok 
fer sellers and users; window displays, and other dealer 
elps. 


© ®O®OOOO 


REATED from Modern Ideas, the new Cesco 

Visible Record Equipment contains distinc- 
tive features that insure a greater bookkeeping 
efficiency and lasting satisfaction. Here is a 
Visible Record Binder that is unique in the Vis- 
ible Record Field, combining ease and speed of 
operating with perfectly flat writing surface. 


EXCLUSIVE AGENCIES AVAILABLE 


To progressive dealers, maintaining a force of 
specialty salesmen, we have a most attractive deal- 
er franchise proposition; we have worked out a 
plan of co-operation which involves the highest 
type of dealer helps, sales aids and advertising. 


SEND FOR THIS CATALOG 


In conjunction with the new Cesco Visible Record 
Equipment, we have prepared a catalog devoted 
exclusively to Visible Record Keeping. It con- 
tains valuable information on Indexing, Shifting, 
Transferring, Signals and Codes, in addition to 
illustrations of some fifty stock forms. To deal- 
ers interested in Visible Records, the Catalog is 
of particular value. 


The C. E. SHEPPARD CO. 


271 Van Alst Ave., Long Island City, N. Y. 
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POOLE MANUFACTURING COMPANY, Ithaca, N. Y.—(See 


Barr-Morse Corporation.) 

PORTABLE ADDING MACHINE COMPANY, THE 
(CORONA ACCOUNTING CASHIER), New York, N. Y. 
L. C. Smith & Corona Typewriters Inc.) 

POSTAGE METER COMPANY, THE, Stamford, Conn., pre- 
sented mail room equipment, including metered mail machines, 
postage meters, stamp affixing machines, sealing machines and 
Ideal mail tables The new Model F machine was exhibited 
for the first time This machine is electrically driven and 
simultaneously seals, prints, counts and stacks mail at 125 
pieces a minute, handling all regular-sized commercial enve- 
lopes. It is priced at $385. S. W. Sells, New York district sales 
manager, with a corps of salesmen, had charge, and W. R. 
Greenwood, general sales manager, was present a part of the 
time 

POSTAL TELEGRAPH-CABLE COMPANY, THE, New York, 
N. Y.—This exhibit contained specimens of the latest mechani- 
eal devices for transmitting messages over landline telegraphs 
and submarine cables. These machines were the regular ma- 
chines being used in general service and were operated by 
experts Also shown was the new telephone-telegraph coin 





(See 


box, as well as the complete messenger call box circuit in opera- 
tion 

Joseph F. Sheffery, superintendent of the third district, 342 
Madison avenue, New York, was in charge. 

POWERS ACCOUNTING MACHINE CORPORATION, New 
York, N. Y¥ (See Remington-Rand, Inc.) 

PRESTOCOPY COMPANY, THE, New York, N. Y.—Presto- 
copy is a simple duplicating device of the rocker type which 
has been on the market four years in California Four sizes 
were shown, namely, postcard, 3%x5; note, 5%4x7%; letter, 
7x10%, and legal, 8x14. C. Eugene Morrison, who is at present 
in the East establishing distributors, was in charge 

PURO FILTER CORPORATION OF AMERICA, New York, 
N. Y Here were drinking water cabinets provided with the 
Puro filter-purifier There are models cooled by ice and also 
the new model electrically refrigerated The Puro system of 
filtering, purifying and cooling drinking water for home, office, 
store and factory use was shown P. S. Stone had charge of 
the exhibit 

RADIO ELECTRIC CLOCK CORPORATION, New York, N. Y¥ 

This system of master clocks and secondary apparatus con- 
sists of the following units: Master clock, electrically operated 
fully automatic and with a commercial application of the free 
swinging pendulum; secondary clocks operating on impulse 
from the master clock; radio receiving set, receiving the sig- 
nals sent out by radio from Arlington; selector or decoding 
device translating the time signals and automatically correct- 
inc the master clocks; additional secondary apparatus includ- 
ing units such as time stamps, time recorders, program instru- 
ments, fire alarms, telephones, bells and buzzers and signal sys- 
tems for use in schools and public institutions 

H. von Brandenburg, New York sales manager, was in charge 
Wesley Stanger sales 
week 

RAND KARDEX SALES CORPORATION, Tonawanda, N. Y 

(See Remington Rand, Inc.) 

RAPID ADDRESSING MACHINE COMPANY, Roselle, N. J. 

See Elliott Addressing Machine Company.) 

RAPID STENCIL CORPORATION, New York, N. Y Shown 
ere were Arlac dry stencils for duplicating work on all types 
of rotary machines The new 500 rotary slipsheeter which util- 


nanager, visited the booth during the 


izes a roll of special absorbent paper in a continuous length in- 
stead of 500 ordinary letter size slip sheets was prominently 
displayed The finished sheets feed from the duplicator to the 
roll of paper and to unload it is only necessary to simply re 
verse the roll of blotting paper causing the copies to fall neatly 
stacked in a tray devised for the purpose 

Albert L. Duff and V. R. Shattuck were in charge 

REINER’S ROTAPRINT, INC., New York, N. Y Exhibited 
arious size Rotaprint machines, on which many improvements 
have been made during the past year 

The new Sheet-feed Rotaprint which feeds single sheets up to 


size 9x14 at a speed of 4000 per hour was prominently displayed 


This is a full automatic machine with an automatic feed, throw- 
off and dampening apparatus Also displayed was the new dup 
licator using the roll feed, with an auxiliary sheet feed The 


iximum size lithe 
Dr. Robert E 


graphed by this machine is 11%x17 


Reiner, president of the company, was also in 


ittendance at the booth, having returned on the Graf Zeppelin 
from Germany to be present 
Harry S. Sanders, vice-president and general manager, was 
charge, assisted } G. J. Farmer, treasurer and sales mana 


ger, and R. C. Dix, Philadelphia representative 
REMINGTON RAND, INC., Buffalk N. ¥ The various di 
visions of the 


company were represented, showing a complete 


line of office equipment ir ding typewriters, bookkeeping 
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the name on the core 
identifies QUALIFIED 

















A new feature—a mark that symbolizes 
our rantee on every roll of QUALI- 
FIED Adding Machine Paper. A further 
positive identification of constant 
uniformi of quality that has made 
QUALIFIED famous. 


Clear, bright whiteness; lintless, velvet 
surface; exact width and full len are 


now definitely identified by the ALI- 
FIED mark on every roll. 


CENTRAL PAPER CO. Menasha, Wis. 


QUALIFIED 


eADDING MACHINE PAPER- 
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The Cover Cannot 
Work Loose 


Kumfort Kushins retain their new- 
ness. This because the top is perma- 
nently vulcanized to the sponge 
rubber body. The cover cannot 
tear, buckle or work loose. Annoy- 
ance is eliminated. 


Kumfort Kush- 
ins give comfort 
to body and 
= ©6©comfort to mind. 
& Write for full 
details. 






_—s c 


Featheredge Rubber Co. 


342 West Huron Street 
CHICAGO, ILLINOIS 
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THs Bank 


WiLL NOT BE OPEN 


WEDNESDAY MAY 30 


DECORATION DAY 


Lecat HMowipay 


A Holiday Sign Your Bank 
Trade Will Appreciate 


In convenience and time saving, this new 
D & T holiday closing sign is unexcelled. 
Your salesmen, when calling on your bank 





customers need mention but a few points, 
such as complete words and not individual 
letters are used, each line of type is affixed 
as a unit, or if desired, individual letters 
can be used, and a sale will be well nigh 
made. A clinching sales point is the special 
introductory retail price of $12.50, com- 
plete. In bronze, the retail price is $17.50. 

Order a sign today and show it to your 


bank trade. 


DAVENPORT-TAYLOR MFG. CO. 


Boston New York San Francisco 


General Offices and Factory 


412 Orleans Street Chicago, Ill. 








Dn en oneme 

























Adaptability! 


READY—WHEN BUSINESS CHALLENGES 
YOUR OFFICE FACILITIES! 


A sudden change in an organization—an urgent need for 
new offices or additions to old ones—whatever the emergency, 
ADD-A-UNIT PARTITIONS are ready on demand— 
thats why it is so simple and easy to change the size of — 
make additions to, or consolidate groups of ofhces with ADD- 
A-UNIT PARTITIONS. 


Shipped promptly—and complete to the smallest detail— 
built of wood and finished in the popular shades to match office 
equipment. 


When you are ready, our Sales Department will be happy 
to jump in and help you get Partition orders in your locality. 


Add-A-Unit Partition Company, Inc. 
872 WEST NORTH AVENUE CHICAGO 
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machines, ribbons and carbons, paper fasteners, adding and cal- 
culating machines, bank ledger and statement machine, book- 
keeping cash register, automatic punch, typewriter key punch, 
sorter, alphabetic tabulator, visible record equipment, Chaindex, 
Kardex cabinet, filing equipment, office furniture, steel shelving, 
etc., et Here was seen a bank equipped with the new cageless 
or friendly counters, invented by John Poole of the Federal 
American National Bank of Washington, D. C. This bank was 
fully equipped to conduct the business of a bank and contained 
all the modern banking machinery and equipment as manufac- 
tured by the company. There were complete installations of 
card forms, card records, loose leaf forms, bank systems, insur- 
ance systems, stock control systems, etc. 

John B. Summers was in charge of this display. 

REMINGTON TYPEWRITER COMPANY, Llion, N. Y (See 
Remington Rand, Inc.) 

RODCOMPRESSOR COMPANY, Chicago, Il Here was ex- 
hibited the RodCompressor, an inter-divisional filing device which 
is tne newest development in vertical filing It is adaptable to 
any filing drawer tnat has a channel, or any wood drawer that 
has an aperture 

0. 8. Duff was in charge 

SAFE-CABINET DIVISION, REMINGTON RAND BUSI- 
NESS SERVICE, INC., New York, N. Y (See Remington-Rand, 
Inc.) 

SAFE-GUARD CHECK WRITER CORPORATION, Lansdale, 
Pa Exhibited a new model known as the “Instant,”’ which has 
just been put on the market. This model is now being pre- 
pared for export use 

Several features included the individual column correction 
keys, as well as the instant release key, giving complete clear- 
ance of the keyboard were demonstrated. This machine is a 
figure machine which protects the payee’s name and the written 
amount in one operation. 

kh. F. Collins was in charge, and E. Underriner has charge of 
the foreign department. 

Pr. B. Stitt, merchandising manager, was also in attendance 

SECURITY PEN CORPORATION, Mount Carmel, I!lL— 
Showing a complete line of Security pens, Student pens and 
Securographs The Security pen has a check protector on the 
end of each pen which perforates and draws a red acid proof 
ink line on the check 

John Bingham, New York, representative, was in charge 

SELFEED PENCIL COMPANY, INC., Newark, N. J Here 
was seen the new model Selfeed mechanical pencil in various 
colors and twenty-two styles including pencils in solid 14k gold 
and ranging in price from $1.00 to $50.00. Visitors at the booth 
were A. B. Chamberlin, president; B. J. Farrell, vice-president, 
ard Simon M. Seley, treasurer. 

\. L. Lundgren was in charge of the booth. 

SHAW COMPANY, THE A. W., New York, N. Y Here was 
shown the Magazine of Business and System. 

Pusiness Manager Norman O. Mick was in charge 

SHEPPARD COMPANY, THE C. E., New York, N. Y Ex- 
hibited a complete line of loose leaf equipment for machine and 
hand bookkeeping; visible record equipment and the new auto- 
matic transfer binder, catalogue covers, etc. 

\ new improvement in the visible equipment was a full metal 
piano hinge with fibre cover and double-action catch allowing 
two opening positions 

President C. E. Sheppard was present during the week, as was 
also W. C. Bardenheuer 

Vice-President A. A. Goldstein was in charge. 

SIKES COMPANY, THE, Philadelphia, Pa.—(See Clark & 
Gibby. Inc.) 

SIMPLEX TIME RECORDER COMPANY, New York, N. Y 
demonstrated payroll and cost time recorders The new metal 
case cost keeper and the metal case payroll recorders were 
shown for the first time E. H. Kelder, district manager; N 
Salomon, R. Mitchell and G. W. Noxon were in charge 

SMITH & CORONA TYPEWRITERS, INC., L. C., Syracuse 
N. Y., presented all models of the standard L. C. Smith ma 
chines, Corona typewriters and adding machines, and supplies 
Several of the new olive green L. C. Smith typewriters were 
shown to emphasize the twenty-fifth anniversary of the L. C 
Smith company Nine eastern division winners of the recent 
Corona sales contest were in attendance. Manager Humphrey 
and Assistant Manager Dinsmore of the New York office and 
Vice-President Conger and Advertising Manager Harold McD 
Brown were in charge Also in attendance were President 
Frank R. Ford; Fowler Manning, vice-president and general 
manager; F. E. Van Buskirk, vice-president: Charles J. Rog 
ers, sales manager; B.C. Milner, assistant to the president; Vic- 
tor Davidson, assistant sales manager; Ray Manning, manager, 
supplies department; FE. K. Ray, assistant sales manager, dealer 
department; Gordon Laurence, sales promotion manager, and 
J. N. Jones of the adding machine department 
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A Whirlwind for SALES 


JD 
© 


Amazing New Posture Chair 






Increases Efficiency of 


Office Workers 50% 
IT SELLS ITSELF 







Scientific men, health authorities and business men, 
who have examined and tested the Milwaukee 
Anatomic-Comfort Chair declare it the perfect chair 
for health, comfort and efficiency; that it will enable 
office employees to double the work they ordinarily 
do each day, and the investment averages less than 
2% of one year’s salary paid these workers. They also 
find that employees are less fatigued at the end of 
the day—healthier, happier, more content and alert. 


MILWAUKEE 
Anatomic-Comfort Chair 


combines every good principle of other posture 
chairs, eliminates the useless ones and adds many 
new and scientific improvements. 


Read the special features opposite. You will quickly 
see why many of the country’s largest employers 
of office workers consider their purchases of hun- 
dreds and thousands of these wonderful chairs a 
splendid investment sure to yield big returns. You 
will quickly see why every individual, professional 


oO 






or business man or firm in your community — is a 
live prospect for the wonderful chair. 





G 


Made of solid walnut, oak and birch, the Milwaukee 1 0 ~ P E C I A L F E A T U R E _ 


Anatomic-Comfort Chair with all of its amazing new 


features, costs no more than old-style chairs. es ep ane ee Se 6 Denys cnt omen am eae 
‘ periectly to the contour of user's to prevent rubbing or scratching 
back, giving correct support where shoes or damaging clothing. 
Here is a rare opportunity for live dealers. Even needed. 
P Saieds ¢ beck ” 7 Small thumb-nut to permit raising 
, . . am, & . . - ° . Spindies o ck reset are curv er le £ ch ; 
though you do not handle office furniture you can in- 2 and rounded to conform tothe sheen ta <pians 
crease your profits tremendously by including and opine. Thumb screw for adjusting spindle 
. 5 — ? s : . Mos. » ©) Seat is also shallow so that front of back-rest forward or backward. 
featuring the Milwaukee Anatomic-Comfort Chair in Sh stels Gtihenniaeetimeatihanmel 
your line. Act promptly before it is too late. There is blood circulation. Hand wheel adjustment for raising 
, ¥ or lowering back-rest for different 


Seat has deep, form-fitting saddle, 


heights of users. 
necessitating correct, yet comfort- 


still rich exclusive territory open in many important 


towns and cities. Write today for complete informa- able, citing position. 1 There is no possibility of pinching 
™ Convenient hand-wheel for quick hands or catching clothing between 
eF adjustment of tilting-seat spring chair beck and seat. 


The MILWAUKEE CHAIR COMPANY 


Executives Offices: 666 Lake Shore Drive, Chicago 


tion and our unusual money-making plan. 


Factory: Milwaukee, Wisconsin 
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Descriptive 
Booklet 
Upon Request 


DISTRICT OFFICES 


NEW YORK CITY 


CHICAGO ST. LOUIS 


WASHINGTON 
PHILADELPHIA 
DETROIT 
PITTSBURG 
SAN FRANCIS( 








WRITES WITHOUT TYPEWRITER LIMITATIONS 





T IS a new specialty writing machine with enormous 
possibilities for business and law offices, advertising, pub- 
lishing, export work, educational institutions and other places 
where various types and sizes are particularly adaptable. 
It wr tes with interesting variet y—thus the name “‘ Vari" typer 
writes any foreign language 
writes the symbols of science 
produces an even impression regardless of touch 
condenses reports, data sheets and record cards 


allows the insertion of any width paper 
produces an unequaled quality of stencil work 


Because it has— Variable type— Variable impressions 
Variable spacing. 


VARITYPER INCORPORATED 


305 BROADWAY, NEW YORK 
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SOUNDEX DIVISION REMINGTON RAND BUSINESS 


SERVICE, INC., New York, N. Y (See Remington-Rand, Inc.) 

STAFFORD, INC., 8S. S.. New York, N. Y Exhibited inks, 
mucilage, paste typewriter ribbons, carbon papers and 
Renol furniture polish The new Eveready mucilage 
bottle with Eveready top, was also shown T H 
Flynn, controller, was in charge, assisted by William Morgan, 


William Edwards and John Evans William 8S. Stafford, presi- 
dent, was a visitor at the booth during the week 
STANDARD MAILING MACHINES COMPANY, Everett 
Mass., demonstrated the Standard postal permit printer and 
sealer, envelope sealers and stamp affixers The new Standard 
Junior envelope sealer was shown for the first time publicly— 


a machine taking all sizes and shapes of envelopes and selling 


for 12 The new Standard stamp affixer was also here first 
demonstrated M Plechner sales agent for the New York 
territory, was in charges A. W. Vanderhoof and F. W. Storck 


of the home office also attended 

STANDARD REGISTER COMPANY, THE, Dayton, Ohio, ex- 
hibited Standard Autographic Kant Slip registers, flat and roll 
printing for registers and billing machines; registers both hand 
and electrically operated ilso, some are equipped with cash 
drawers to act as a cash register Especially featured was a 
desk electric register which can be countersunk in tables, desks 
or counters, giving very large loading capacity and keeping the 
top of the desk or table clear of machine obstruction. New York 
Manager R. M. Henry was in charge 

STANDARD STATISTICS COMPANY INC., New York, 
N. Y., explained their various services to investment houses and 
investors Their services include statistics on bonds, stocks, 
railroad securities, business outlook orporation news, divi 
dends, et Vice-President H. L. Wyman was in charge 

STATIONERS LOOSE LEAF COMPANY, Milwaukee, Wis 
displayed Flexipost binders, visible record equipment, ma 
chine posting ledgers, ring books and a complete line of loose 
leaf items Manager George C. Pohnke was in charge, assisted 
by J. J. McNeely, assistant manager 

STENOTYPE, THE, A DIVISION OF LA SALLE EXTEN 


SION UNIVERSITY, Chicago, II (See La Salle Extensior 
University 

STOW & DAVIS FURNITURE COMPANY, Grand Rapids 
Mic} (See Clark & Gibby, In 

SUNDSTRAND ADDING MACHINE COMPANY, Rockford 
Ii} (See General Office Equipment Corporation.) 

SYSTEM MAGAZINE, Chicago, Il (See A. W Shaw Con 
pany.) 

TABULATING MACHINE COMPANY rHE, New York 
N. -¥ (See International Business Machines Corporation 


TICKETOGRAPH COMPANY, New York, N. Y¥ (See Inter 
national Business Machines Corporation 
TODD COMPANY, THE, Rochester, N. ¥ Here were shown 


Protectographs heck signers and Greenbac checks An opera 
tor demonstrated the use of the Todd eck signer in signing 
payroil and dividend ecks at the rate of 7500 or more an hou 
Also show was an automatically operated check stacker This 
achine s equipped with a foot power lever The electri 
Super-Speed was in operation, printing the amounts on checks 
at the rate f 200 or more an hour rhe new “All-Purpose 
Protectograys the Centur was also ow! The Personal Pro- 
tectogray wth the regular green model and the mahogany 
Persona lressed p especially for the we of executives and 
isiness women were lisplayved New York Manager Julius 
Mentze was in chargé assisted b 4. J. Beyma of the sales 
department Visitors at the booth during the week were Wal- 
ter Todd, vice-president and general manager George L. Todd 
Jr., and Wm. | , of the experimenta! department 
UNDERWOOD-ELLIOTT-FISHER CO New York, N. Y 
(See Underwood Typewriter Compal ind General Office 


Equipment Corporation. } 
UNDERWOOD TYPEWRITER COMPANY, New York, N. ¥ 


lemonstrated standard typewriters, bookkeeping machines, con- 
tinuous fanfold billers, wide carriage typewriters, condensed 
biliing typewriters, key set decima tabulators, check writing 
machines 1ddress stencil typewriters isible index card ma 
chines, label writing machines, quiet appliance typewriters, re 
volving duy ators ard portable typewriters An enormous book 
wit itomatically turning pages showing the seven stages 
writing history was a feature of the exhibit J. E. Neahr, gen 
eral sales manager, was in charge of the bootl Special den 
onstrations were given by the world’s ampion typist, Albert 
Tangora Other speed writers of prominence active at these 


booths were George L. Hossfield. Barney Stapert and Stella 
Willins. 

UNITED AUTOGRAPHIC GLOBE-MANIFOLD REGISTER 
COMPANY, Chicago, Ill, showed the various types of registers 
including Flat Pack machines; filer registers and roll registers 
modern colors as well as in their standard colors 


machines 
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Quality- Built 


MOTORS 





Even to the Steel 


Because longer bearing life is one of the 
most important factors in the depend- 
ability of an electric motor—even the steel 
that goes into Emerson motor shafts is spe- 
cial steel. Its tough, fine grained, long 
wearing qualities offer unusual resistance 
to crystallization and abrasive action. Its 
special machining qualities which permit 
a uniformly high polish assure maximum 
bearing life. Another reason for Emerson 
dependability. 


1/30to 2 H. P. A. C. and D. C. 
The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Bivd., Chicago, Il. 
50 Church St., New York City 


EMERSON 


MOTORS 


The HERCULES 
TIME STAMP 


The Handiest, Most Practical and 
Most Economical Time Stamp Made 








Weighs only 414 
pounds. 


Easily carried 


about. 


Handsomely 
japanned and 
nickeled. 











Greater strength and absolute dependability have 
been incorporated into a unit of beautiful appearance 
and lighter weight. Date wheels externally operated 
by clearly marked knobs Imprint cylinder has eix 
facés, and choice of six words are included in price 


Compare the Price and Compare the Quality 


Price, complete with No Extra Charge for 
externally operated $37" Engraving Name or 


date cylinder, choice wel - 
of any six words on —- Other Wording on 


the imprint cylinder Dial. 
DEALERS—Write for Special Proposition 


Hercules Supply Company 


100 EAST 42ND STREET, NEW YORK, N. Y. 


Sole Distributors for COLONIAL ENGRAVING ©C©O., 
Manufacturers, Boston, Mass. 
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“Gold Standard” 
ql ERFECT REBUILT 


NEW 
IN 
APPEARANCE —beoss= om =6EFFICIENCY 














Nitsa’ Tiretinte 


NEW NICKEL, ENAMEL PARTS, RIBBON 
AND RUBBER ROLLERS--DONE AS WHEN 

NEW---MANUFACTURERS’ own. PARTS 
AND METHODS--CERTAIN SUPERIORITY 


New Prices Now Effective 

PRICES || unverwoon VALUE 
REMINGTON 

OWER || an atcotners || ALIGHER 


EXPORT--- WHOLESALE 
GENERAL TYPEWRITER EXCHANGE, INC. 


462-464 BROADWAY NEW YORK, U. S. A. 














. 
; ‘ 


wl 


FREE OFFER 


on high class 


TYPEWRITER RIBBONS 


O GET a high class ribbon you usually have to 
pay a pretty good price but now we are putting you 
next to a source of supply where you can get a high 
class ribbon at moderate prices. 
Here is a ribbon that will continue to write black down 
to the fortieth consecutive writing day under severe 
usage. It writes cleanly from the start, erases easily 
and clearly and does not smudge. 
We want you to see for yourself what a mighty fine 
ribbon it is. At our price it is a real buy! 
Supplied boxed under your imprint or ours, also un- 
boxed, or in 144-yard reels ' 
Fill in and mail coupon. You will be glad you did. \ 


Imperial Manufacturing Co. 
295 Washington St. Newark, N. Y. 








Please send us sample typewriter ribbon (at no 
charge) for 


Machine Color.. accoevesece 
Name 


Address 
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the Manifold exhibit compared the old-fashioned method of bill- 

ing with cut forms and loose carbon, with the modern method 
of continuous forms over the Underwood fanfold biller. A sim- 
ilar comparison was made in the Globe Register section, show- 
ing the old method of cut forms and loose carbon, as compared 
with the modern method of continuous forms through the Multi- 
ply rolls and the Globe Governor mounted on the Elliott-Fisher 
automatic feed machine. Featured especially was the Uarco- 
Filer and Uarco Record folder. The Filer register is a novelty 
in this field because it files the original ticket under lock and 
key and issues the two or more working copies which are the 
carbon copies. Assistant Secretary A. R. MacFarland was in 
charge 

VARITYPER, INCORPORATED, New York, N. Y., displayed 
here was the newest model Varityper with many new im- 
provements, and the interchangeable type. This machine is a 
new specialty writing machine with possibilities for use in offices 
where various types and sizes of type are particularly adaptable 
Miss Mae Lennon, assistan® to Walter J. Hausman, general 
manager of sales, was in charge, assisted by Miss Vera Holmes 

VEEDER-ROOT, INCORPORATED, Hartford, Conn.—A com- 
plete line of counters for use in the business office was dis- 
played, including counters for all standard makes of typewriters 
determining the amount of work done daily by each operator 
counters for business machines for recording the operations or 
output; for switchboards, for determining the number of calls 
passed daily; hand tallies for inventory purposes, etc. Included 
in this exhibit was a set-up showing every class of counter 
made. Mr. Waldo, factory representative, was in charge, assist- 
ed by D. J. Ogilvie, New York representative. 

VIVID, INCORPORATED, Chicago, I!l.—The company’s line 
of gelatin duplicating machines and supplies was shown Dis- 
played for the first time was a duplicator, carriage operated, and 
among its new features is a roll conveyor mechanism built into 
the machine which eliminates individual handling of rolls. Rolls 
are changed by merely turning a handle. It has a built-in roll 
moistener and conditioner. The carriage operates on roller 
bearings and has no slide rods nor cables. Charles R. Watkins 
New York manager, was in charge. Also in attendance were E 
E. McNally, general sales manager, of the home office; R. T 
Lee of the Pittsburgh office, and John J. Flanigan, inventor of 
the machine, as well as Nelson G. Wilson and John Galbraith. 

WATERMAN COMPANY, L E., New York, N. Y., displayed 
the No. 7 pen, the new line of gyro-sheath desk sets and Signa- 
graph, Junior, a small compact machine for signing five checks 
at one time. The No. 7 pens have various colored bands at the 
top, each indicating a certain style of point. E. J. Kastner 
was in charge of this display. 

WEIG SALES CORPORATION, New York, N. Y., presented 
all models of the F. & E. checkwriter. On display was also the 
new series 600 key-button operated machine made in the stand- 
ard model, voucher model and electric model, with new key- 
board and rapid clearing features. It also has visible set-up 
before imprinting and keys for corrections of errors and repeat 
It handles checks up to 13 inch width, voucher or sheet form 
The 500 model was displayed, featuring the roller bearing lever 
operation and ease of handling. O. E. Weig was in charge 
assisted by Fred Meyer, Wall Street representative, and a 
corps of salesmen. B. G. Henn, general sales manager, and J 
W. Carlson of the experimental department, were present from 
the home office 

WESTERN UNION TELEGRAPH COMPANY, INC New 
York, N. Y., demonstrated continuously a new type of printing 
telegraph known as the Simplex, which is an automatic trans- 
mitting typewriter. Messages are prepared for transmission on 
a machine resembling a standard typewriter At the distant 
terminal telegrams are automatically typed in Roman letters on 
a pregummed tape which is affixed to telegraph blanks ready 
for delivery to the addressee. E. J. O'Rourke was in charge of 
the booth 

WILSON COMPANY, WILLIAM BURTON, New York, N. Y¥ 
demonstrated the Eff & C. line of posture chairs made by the 
Fritz-Cross Company of St. Paul, Minn. William B. Wilson 
was in charge 

WOODSTOCK TYPEWRITER COMPANY, Woodstock, II! 
showed the several models of Woodstock standard typewriters, 


also the Electrite electrically operated typewriter in various car- 
riage widths. C. F. Short, New York manager, was in charge 


A. B. Brightman, assistant sales manager, was in attendance 
at the booth during the week. 
St ——_— 


L. A. Startzman Leaves the Field 
L. A. Startzman, a former agency manager for The Safe 
Cabinet Company, and recently an executive of the Rem 
ington Rand Company Chicago office, is now sales manager 
of the Kolkite Company, 1352 Pure Oil building, Chicago. 
manufacturers of building insulation material. 




































































The Hotchkiss 


New Wace, Staple 


het « 





voze72 W Ait Solder 





Pegs one year of experimentation a process kiss Staples exclusively —- with a consequent 
of freezing wire staples in strips without saving in stock overhead and a proportionate 
solder or any other rigid substance has been increase in turnover and profits. 


developed. The staples are held firmly in strips. 


. . , e N » N yr > a WwW . 
yet in Hotchkiss Stapling Machines they are Your customers who already kno the 


Hotchkiss name and reputation—will like these 
new, improved Hotchkiss Wire Staples. ‘They 
are easier to use, convenient, economical, 


detached with only the easiest pressure on the 
plunger. 

This means that you can now sell and guarantee 
Hotchkiss Wire Staples for use in any similar 
wire stapling machine. It means that you can 


efficient. They bring you, together with 
Hotchkiss Wire Stapling Machines, the chance 


push all quality, known and recognized Hotch to do a record breaking business 
THE HOTCHKISS SALES CO. 
NORWALK CONN. 


OTCHKISS 


World's Oldest &% Largest Manufacturers of Paper Fastening Machines and Staples. 






































| 

| 

E | _ Know the Genuine by the 
it Red H on the box 


OTCHKISS Paper Fastening Machines are known 
1] and liked wherever business papers must be safe- 
1 guarded trom loss. Since 1894, in tact, Hotchkiss has a f 
ie pioneered in the invention and manufacture of paper : 


. 
ide" 


cq 


_ 





Pea 
<A 





i fastening devices. With this force of consumer accept- a 
ance and good will behind them, Hotchkiss is a name to a 
| . feature. When Hotchkiss is asked for it is folly to € 
F substitute. a 
: [he public, for instance, has been urged to identify t 
; genuine Hotchkiss Staples by the Red H on the box. c 

This mark is mutual protection for you and your cus- 
tomers. P 
; Sell Hotchkiss Machines and sell Hotchkiss Staples. The P 
, two together represent perfection. c 
u 
THE HOTCHKISS SALES CO. ; 

NORWALK CONN. 

| fe 

a 








1OTCHIKI 


World's Oldest & Largest Manufacturers of Paper Fastening Machines and Staples. 
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An eye for every angle of your business 


A method that enables you to pilot 
your business with a surer hand 


T is the quarter per cent saving here... the 

tenth of a per cent saving there . . . the keen- 
eyed scrutiny every day of every department of 
your business that enables you to increase your 
margin of profit. 


But you can’t have this close control when you 
are basing decisions on facts and figures that are 
anywhere from a week to a month old. Successful 
executives learn this early in their business careers, 
and this is why they are quick to grasp the advan- 
tages of the Elliott-Fisher method of business 
control. 

Elliott-Fisher accounting-writing machines liter- 
ally give you eyes to watch the progress of every 
angle of your business. They reduce the most 
complicated departmental systems to a simple 
unified plan ... one that gives you all the facts and 
figures every day. 


Elliott-Fisher 


FLAT SURFACE ACCOUNTING-WRITING MACHINES 


Product of 


342 Madison Avenue, New York 
OTHER PRODUCTS: SUNDSTRAND ADDING-FPIGURING 


MACHINES 


Sales, accounts receivable, accounts payable, 
collections, deliveries, production ... every opera- 
tion is posted up to date, so that you have a com- 
plete picture every day. And all of these vital 
figures can be had in a simple, understandable 
report, placed on your desk every morning at 
nine. 


Without adding a man to your payroll, or in any 
way confusing your present plan, Elliott-Fisher 
can be quickly installed. 


Let us tell you the complete story ... let us show 
you how thousands of executives are piloting their 
businesses with a surer hand, with greater profits. 
Tell your secretary to fill in the coupon and mail 
it. It will bring descriptive literature containing 
more complete infor- 
mation. 






General Office Equipment Corporation 
342 Madison Avenue, New York City 
Gentlemen: Kindly tell me how Elliott-Fisher 
can give me closer control of my business. 





Name 





Address__ 
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An exceptional 


product which rap- Our No. 292—guaranteed for excep 


tional quality: long life, excellent re- 
sults for clear, sharp work The su 


—< makes friends 

proves unquestionably the justifi- 

eation of the adoption of the SUPER- perior of any ribbon at popular price 
FINE same. on the market today. 


CANODE 


increases scope of service 


The many new office supplies recently added to the popular 
Canode line, greatly increasing the scope of our service, caused 
us to change our corporate name to the CANODE INK & 
OFFICE SUPPLY COMPANY, Inc. 

Altho operating under the new corporate title, users and dealers will find 
the same honest and liberal policy, the same quality and the same guar- 
antee of universal satisfaction that has established an enviable reputation 
for the CANODE line. 

Every item listed in our catalog is manufactured in our own plant under 
our own supervision. Every item must possess the merit required to insure 
our money-back guarantee of perfect satisfaction. 

Recently we increased our facilities to include one of the most modern 
typewriter ribbon manufacturing and multigraph ribbon re-inking plants 
in this country. This addition met with instant approval and is rapidly 
gaining favor. 

During the past seven years the name CANODE has become synonymous 


with unsurpassed quality at a popular price. Dealers tell us of their entire 
satisfaction with Canode products and their resultant profits. ‘Write us 


for particulars 


CANODE INK & OFFICE SUPPLY COMPANY, Inc. 
3005 Carroll Avenue Chicago 










anode Superfine 


42° 














Canode Superfine 
ryp 
ee. 

vw» “¥) 

CLEANER 








The Canode Ink & Office Supply Company. 






sistency to meet requirements 









This is a popular product, manufactured for 
the purpose of keeping the type face clean 


Thie cleaner has been known for the 
and im perfect working condition. Removes 


pest seven years for its exceptional qual- 

ity. Performs perfectly and is the cheap- all grit and positively an indestruetible teol 

eet product on the market today where of long life This, with our typewriter 
cleaner, gives a perfect job at a very low cost. 


quality ie given any consideration 





Inc., 
concentrates on a complete line of inks necessary 
for the many mechanical offiee and factory ma- 
chines and devices. Furnished in celors and con- 










Typewriter carbon at a popular price for al! 
classes of general work, an excellent value that 
will give maximum wear and is guaranteed not 
to smudge or blur. It can be used for three 
copies at one writing, with ordinary paper. and 
five copies with onion skin paper. A trial wil! 
convince the most skeptical user of the unques 
tionable value of this product 





fn 
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CANOODE INK CO. Inc 
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MEN ORDERING Bee FOR BUTE ET NE SO FD 








CANODE stencil is distinctive in view 
of its strength and durability; its proof 
reading qualities and superior work 
manship 
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CANODE INK CO 


CHICAGO 
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‘O. A.” Guest Book at the N. Y. Business Show 


Che following persons registered in Office Appliances’ 


Guest Book at the show 


New York 


pany E 


City—C. F. Short Com 
Ransom Smith 


Underwood Typewriter 


Woodstock Typewriter 
Elliott-Fisher Company; W. D. M 
Simmons, Company; R. B. Sainberg 
Sainberg & Company, Inc.; G. B. McGlade and P. H. Becker 
American Clip Horace H. Nahm, Hooven Letters 
Inc.; H. E. Momyer, Jr., Brooks Company; Dean S. Patton 
Marchant Calculating Machine Company; J. E. Paulson; R. P 
Kennard Edison, In Robert E. Ramsay; W. P 


Company 


Thomas E 


Keene Remington Rand, In Jack Linsky, Parrott Speed 
Fastener Corporation; F. McCarthy and Walter R. Marklein 
McCarthy Inserting & Sealing Machine Company; D. M 
Thomsor Tate Exposition Company Mr. and Mrs. Stiner 
Maurice I. Levine, Union Stationery Company; I. M. Levy and 
\. Burger of the Art Steel Company; Al Schulman, Gummed 
Tape & Devices Company; John F. Soby, Remington Type- 


Nathan L Multipost Company; Charles 
J. Watson, Peerless Key Company: Louis Stock, Line-a-Time« 
Division, temington Rand Cc F Price, Remington Rand, 
Inc.; Ruth A Underwood Typewriter Company; E. L 
Finney, Weber Show Case & Fixture Company; Arthur Tongue 
General Office Equipment Corporation; L. A McCarthy 
Inserting & Sealing Machine Company; Clarence F. Williams, 
Meter Company; L. C. Dodge, O. M. Edwards Com 
Beck Duplicator Company; S. Adam 


writer Company; Caro 


Clines 


Olsen, 


Postage 


pany; C. A. Goodrich 


Kunze; Allan 8S. Brown, F. R. Henderson Corporation; F. N 
Lash, Neostyle, Inc.; J. R. Cline, Underwood Typewriter Com- 
pany; N. Kremer, Business Aids Company; K. Tobin, Mosler 
Safe Company; H. Ryan, International Cement Company; M. P 


Arnold, Munds & Winslow; H. M. Stor, Tiffany Studios; W. H 
Alexander, W. H. Alexander, In Louis H. Frohman, 
H. Frohman Company; John H. McLaren, Ajax Envelope Com 
pany: Monroe Goldman, Life Underwriter; A. B. Holmes and 
F. R. Nichols, Columbia Ribbon & Carbon Manufacturing Com 
pany, Inc W. H. Beardsley, General Typewriter Exchang: 
Wray, Quigley Company; G. E. Moury 
Typewriter Company: Stanley J. Pymm, Royal 
Hawkins, Theo. Audel Company 


Louis 


George B Furniture 
Underwood 


Typewriter Company; F. M 


A. R. Steinberg; Hugh Ward and W. J. Breslin, Geyer’s Sta 
tioner; Wesley Stanger, Radio Electric Clock Company; Charles 
A. Slingerland, temington Typewriter Company; Albert W 
Williams, Boorum & Pease Company; H. R. Russell, Remington 


Guy 


Pease 


Geyer Publications; C. F 
Harrie E Boorum & 


Rand, In¢ Mrs. Mary A. Geyer 


Remington Rand, Inc Copeland, 


Company; E. M. Glueck; Bob Brown, General Typewriter Ex- 
change Charles Linn, Bates Manufacturing Company; F. R 
rucker, Taiyo Trading Company; Marjorie Herbert, Remington 
Rand Inc B. C. Marr, Remington Rand, Inc.; George F 


Stafford Company F. A. Burnham, Jr., Eveready 
Manufacturing Company; G. L. Mills, L. C. Smith & Corona 
MacCabe, Flint & Horner Company; 
Hill Company; E. G. Harrington 
and ‘..ace Nelson, National Show Company; J. J 
Walder, Irving-Pitt Manufacturing Company; George C. Pohnke, 
Stationers’ Loose Leaf Company: M. W. Shefferman; B. Joseph- 
son, Josephson Manufacturing Company; John D. Kruse, Peer- 
Robert Reiner and Harry 8. Sanders, Reiner’s 


Jaques & 
Typewriters, Inc.; C. B 


Robert J. W. Huff, J. Thomas 


Business 


less Ink Company 


Rotaprint, Ine Dennis A. Hanley; J. Sinisi, Elliott Addressing 
Machine Company; John P. Hogar 
Chicago—A. B. Brightman, Woodstock Typewriter Company; 


Addressograph Company; 


ifacturing Company; J. W 


J. & and Foster Reeder 


Duncan 


Bert Salvage, Sherman Manson Mar 


Kiplinger, A. B. Dick Company) 


Philadelphia—E. D. Dorsey, Office Device Company; M. R 
Landes Polar Manufacturing Company; Barent Vos \ Ss 
Bundy Bundy Typewriter Compal 

Pittsburgh—V. R. Shattuck, Arlac Dry Stencil Company) 

eveland—W. S. Frankle, Brooks Company 


Hunter of the 
Underwood and 


Newark, N. J Cc. L. Weinstein and W. N 
Mun-Kee Henr 


Products. In Simler, C. R 


f the American Writing 


1 ¢ Machine Company 
Tenafly N. J Cc. J. Ninger 


Nashvill I r D. R. McA Marchant Calculating Ma- 

I Compan 

Ithaca, N. Y¥ . i & 1. Mor Chain Company; John H 
I Barr Typewriter Compar 

San Francisc« E. | Soist« Acme Card System Compa 


Manufacturing Cor 
Underwood Typewr 


pany 


jeorge L. Hossfield 


Manchester, N. H R. H. Liewellyn, R. H. Liewellyn, In 
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Style 
No. 24B 





A New and Im 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable machine 
rests in place of the 
usual solid top. 


Can be equipped 
with raised or 
flush, interchange- 
able right and left 
side shelves. 


Fits 
Any l'ypewriter 


or Hand Operated Adding or Calculating Machine 


2] Write for further particulars and prices > 


SHERMAN-MANSON MBG. CO. 
621-31 S. Kolmar Ave., Chicago 


—— —————————— EEE 


PERSONAL LETTERS 


WILL BUILD YOUR SALES!! 
_ ADD TO OTHER DEPARTMENTS 
I SAVE ON YOUR PAYROLL! 


THE 


AUTO-TYPIST 
SELF - OPERATING 


TYPEWRITER 


INDIVIDUALLY 
TYPEWRITES 
LETTERS 
ACCURATELY 
AT GREAT 
SPEED IN 
ENGLISH, 
FRENCH, 
GERMAN, 
SPANISH, 
PoRTUGU 
ETC. 












Does 3 girls 
typing 





Write for details 


AUTO-TYPIST CO. 


417 So. Dearborn Street Chicago 














292 OFFICE APPLIANCES November, 1928 


Syracuse, N. Y.—Harold Brown, E. K. Ray and Gordon 
Laurence, L. C. Smith & Corona Typewriters, Inc. 
Jersey City, N. J.—B. H. Rowley, Joseph Dixon Crucible 











Company. 

Brooklyn, N. Y.—Eberhard Faber, house of Eberhard Faber: 
We» on Phillips, American Numbering Machine Company; 
Richard Jonas, Jr., and Robert P. Jones, Oxford Filing Supply 
Company; A. Martin Gould, Old Town Ribbon & Carbon Com- 
pany 

Baltimore, Md.—D. N. Owens, D. N. Owens & Company 

Rochester, N. Y.—C. C. Harper, Error-No, Inc.; W. F 
Schweiger, Multipost Company. 

Norfolk, Va.—Bill Mason. Multistamp Company, Inc., and 
Mrs. Mason 

Everett, Mass.—A. W. Vanderhoof, Standard Mailing Ma- 
chines Company 

Corry, Penna.—D. A. Hillstrom, Corry Jamestown Manufac- 
turing Company, Inc 

Yonkers, N. Y¥.—C. H. Mahoney, Hudson Valley Typewriter 
Exchange 

Hartford, Conn E. S. Pierce, Pierce, Inc.; Gustave Fischer 
The Gustave Fischer Company. 





For more than a quarter century Richmond, Va.—L. N. Mauck, American Typewriter Exchange 
CROWN PRODU Ss have been Trenton, N. J.—William H. Stewart, The Scott Company 
making “Good impressions. Tuckahoe, N. Y.—Ralph Winans 

Our trademark stands for good Buffalo, N. Y.—A. L. Loring, Remington Rand, Inc 

service intelligently rendered by all Bridgeport, Conn.—S. H. Challenger and F. H. Fargo of the 


F. H. Fargo Company 

tjoston, Mass.—T. C. Nutting Remington Rand Business 
Service, Inc 

Elmira, N. Y¥.—Tim Thrift, American Sales Book Company 


who sell our products. 


We desire high grade and responsible 
stationer, office supply and individ- 
ual distributor connections. 


Write for full particulars as to the i, Eee 
profit-making possibilities of this F. McBurney Sells Typewriters Over the Radio 
¢. 
The women of Cleveland, O., and its adjacent territory, 


: will have F. McBurney to thank if the typewriter is con- 
Crown Ribbon & Carbon Mfg. Co. sidered as essential an adjunct to the home as the sewing 
Rochester, N. Y. machine, radio and other modern contrivances are at the 
U.S. A. present time. For Mr. McBurney has come to the con- 

clusion that no home is complete without a typewriter and 

he has set out to make the fact known to the women who 

dwell in Cleveland and nearby cities, by means of a series 

you @ trade. He is the manager of the Cleveland branch of the 
American Writing Machine Company, and is president of 
can sell the Cleveland Typewriter Dealers’ Association, and as such 
was chiefly instrumental in making the National Typewriter 


LINCOLN Dealers Convention the great success that it was in Cleve- 























of reason why talks over the radio. 


Mr. McBurney needs no introduction to the typewriter 











KEYS land last August. 
He is a firm believer in publicity of all kinds as a means 
Lincoln Superior type- of selling typewriters and adding machines, and this belief 
writer keys are a profit- is justified because of the business he gets. Every Tues- 
able item for any type- day morning his voice, and it is a pleasing one, may be 
wees SSOP ly dealer. heard over radio station WTAM extolling his machines and 
Show them. Carry a set . . ‘ : tae 2 ’ 
: his company. In his talks he presents logical and con- 
with you. Let any type- —_ : ' : : 
: vincing argument for the use of the typewriter in the home 
writer user try them and Pte , . 
The results thus far are encouraging enough to warrant the 


a sale usuallw follows. 
If you are not selling 
these keys now —at least 


continuation of the talks. 


Another piece of publicity originated by Mr. McBurney 


find out what they offer that has aroused much favorable comment by business men 

by writing us today. in other lines, is to be seen in one of the windows of the 

store in the Hotel Hollenden. It is in the form of a piece 

LINCOLN of philosophy and is on two large panels, one on each side 

RUBBER KEY CO. of the show window. One pertains to the Customer, and 
27 Thames Street the other to the Merchant, and is as follows 

NEW YORK, N. Y. “The Customer who profits most from his purchases is 


he who buys from a reputable merchant, a merchant who 
honestly represents that which he sells, a merchant who 
lives up to any promises or conditions on his part affecting 
your business dealings with him.” 

“The Merchant is he who profits most not only in the 
knowledge of having dealt honestly with his customer in 
the representation of his merchandise and the ethics em 
ployed, but in having retained the good will and confidence 
of the purchaser thereafter."—A. E. D 
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a Laer tng <i Lak 60 Different 
‘6 PO L AR” 
Office Items 


On Display at Booths 184-186 
NATIONAL BUSINESS SHOW 


New Madison Square Garden, 
New York 


OCTOBER 15TH to 20th Inclusive 










New Period Waste Basket 


Straight Side Panel Desk Pads 


The Original Non- 
Shine Chair Pad 





Upholstered Chair Cushions 
INTERLACED HAIR FILLED 
Made in Brown, Green, Black or Maroon in Either 


Genuine or Imitation Leather “De Luxe” Li ol D | P j 


HAND TOOLED LEATHER PANELS 


Carefully Designed to Harmonize with the Character Desks of Today. 
Lending Much Beauty to the Well-Furnished Executive Office 





Period Style 
Letter Tray 









Glass Desk Pads in 3 Grades OUR NEW CATALOGUE has 32 pages and each 
item is fully illustrated so your outside men can 
‘es sell goods from the catalogue. 


FILL IN COUPON FOR FREE COPY 
VPOLAR MFG. CO., 119-125 No. 4th St, Philadelphia 
i Send us your new catalogue. 


eae eee Ce 


POLAR MFG. CO. pe - Suciabecaeae jak coset ee 


119-125 N. 4th St. Philadelphia, Pa. ites Personal Attention of 
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err ce ens 
No. 851 
Five Drawers 





New and Better Upright Files 


Progress means change. Customers expect im- 


provements and new things. Manufacturers of 


office equipment must keep step. 


Hence the new 800 line of steel filing cabinets— 
a line of better files, with movable, rustproof 
slides and solid brass hardware. These are made 
in a variety of colors and in both letter ana 


legal widths. 


— Details Which Make Sales 


The 


drawer slides to four 18 gauge corner posts. 


frame is formed by welding eight 16 gauge 
The 
top and dividing sheets between the drawers are 
>? 


welded to this frame and the 22 gauge furniture 
steel sides, steel top, back and bottom are securely 
assures 


fastened on the outside. This construction 


an unusually strong and rigid case. 


The slides are full progressive, in three parts, and 
made from 16 gauge steel. Eight rollers are used 
on each. Rust-proofing is an exclusive feature. 
The drawer fronts are 22 gauge furniture steel. 
Body, liner and backs 24 gauge O. P. C. R. steel. 
Followers are positive locking, operating in extra 
drawer channel. 

Jhese are only high spots of construction. Send for 


full details and prices. 


No. 841 Letter Size 
No. 842 Cap Size 

















teem 
Noe. 842-D-1 
One Drawer, Three 






AURORA 


METAL CABINET WORKS 
AURORA, ILL. 





No, 841-D-1 
No. 8253 


Two 5x3 Card Draw- 


No. 8264 
Two 6x4 Card Draw- 








ree Letter 
Drawers. 


Three Letter 
Drawers. 


ers. ers. 


Drawers. 
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The Story of “William and Mary” 


In a beautiful brochure carrying the above title, pre- 
pared by the Cutler Desk Company, Buffalo, N. Y., the 
history ot the development of the “William and Mary” 
style in furniture is briefly told. It is given here in full 

With the ascension of Mary and her Dutch husband, 
William of Orange, who succeeded James II in 1688, to 
the English throne, Dutch influences prevailed. Many of 
the court attaches were Dutch and brought much of their 
furniture with them [he designs indicated the Dutch 
conception of domestic comfort in contrast with the Tudor 
(Renaissance) ideal of stately dignity. The period marks 
the beginning of the conquest of the curve. English work 
men copied these patterns with such changes as their tastes 
suggested and a new style was gradually developed which 
became known as William and Mary 

It was during the reign of these monarchs that the 
“Age of Walnut” began, for among furniture brought with 
them from Holland were pieces made of that wood. Many 
carvings of the period were executed in this wood, which 
was largely used in our Colonial adaptations of the style 
By 1750, it is said, cabinet makers of Philadelphia sur 
passed those of England in design, workmanship and qual 
ity of stock used. Regarding their use of walnut, we find 
the following reference in Moore’s “Old Furniture Book” 
‘The material used for nearly all William and Mary and 
Queen Anne pieces of native make was a singularly beau 
tiful walnut of deep, rich color.” 

General simplicity of ornament prevailed, veneering came 
into style and Dutch inlaying was popular. 

[The William and Mary type was really the beginning of 
the Queen Anne style but had some distinct features which 
entitled it to a place of its own. 

Characteristic features of the style are: trumpet turned 


legs, flat curved stretchers, curved under-framing and 
arched tops to cabinets and frames. Chair backs were high 
with the top line in the form of a semi-circle They were 
caned or upholstered and carved. Chair arms were shaped 
and spread outwardly 

a 


Fifteen Years Ago 


Newsy Bits Selected from the Pages of 
Office Appliances for November, 1913, When 
the New York Business Show and the Sta- 
tioners’ Convention Took Most of the Space. 


“Making My Subscription Pay” told how a reader 
utilized the pages ot Othce Appliances to get ideas for 
making profits in his establishment 

An illustrated article presented “Austria Claims First 
[ypewriter.” 

A friendly receivership was instituted for The Noiseless 
Typewriter Company at Middletown, Conn Its purpose 
was to reorganize the business on a substantial basis 

The Lowman & Hanford Company, Seattle, Wash., had 
moved into the store at First avenue and Cherry street 
This new building was erected on the site of the wooden 
structure which had housed J. D. Lowman in 1885, when 
he established the business 

The New York Business Show had been held October 
21-25 inclusive, at the Sixty-ninth Regiment Armory 

The ninth annual convention of the National Association 
of Stationers and Manufacturers had been held at Spring 
field, Mass., October 13-16. George M. Courts, of Clarke 
& Courts, Galveston, Texas, was elected president 

A business show had been held at Montreal, the week of 
October 8 

The Gregory, Mayer & Thom Company had started con 
struction on a $150,000 store building at Detroit 
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HEY tell automati- 

cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post rates 
by zones. Warranted ac- 
curate. Beautifully finished 
in French gray or gold 
bronze enamel. 





=>. Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers supplied 
by principal job- 
bers. 






New 
“Standard” 


ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co. | 


232-242 East Ohio Street Chicago, Illinois 


Original Manufacturers of Reliable Automatic Postal Scales 











“The Best Scales to Use Are Made by Pelouze” 


_ -—4 












The Fn 
Courant “~~ 
— so much the better 


Penci! sharpeners soon pay for themselves — even 
inferior grades 


But the Courant costs little more than ordinary kinds 
and is so much better—as accurately and as sub- 
stantially built as an engine lathe It sharpens any 
pencil without effort—smoothly and perfectly The 
Courant is better for the user and better for you. 
Write for dealer proposition. 


BUSINESS AIDS COMPANY 


310 Broadway New York, N. Y. 


eae eee eS eee ae ia eee Ce 
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The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 


stamps used. 

DEALERS: 
You know that persistent National Advertising 
creates a steadily increasing 
demand for an article, the 
merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 
tipost and you should be pre- 
pared to supply them. Under 
our Deaier Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 

If you have not received our 


ealer Book “Why & 
How,” write for i now. 


Multipost Company 


ROCHESTER, N. Y. 


















= 





















































NEW! Here is a really 
economical transfer and 
storage binder for all 
sorts of business. Rail- 
roads, banks, wholesale 
houses, etc., use many 
in different departments. 


With the CLIP-U-LOCK 
binder, transferred records 
are quickly and easily made 
up into a solid, durable book, 
in the privacy of the user's 
office. When loaded with 
records, CLIP-U-LOCK ta- 
pers slightly causing it easily 
to slide in and out of shelves. 
No metal is exposed and there 
is nothing to scratch or nick 
desk or table tops. CLIP- 
U-LOCK keeps records in 
perfect condition, instantly 
available. Stocked in all 
standard sizes; special size 
orders filled promptly. Write 
for price-list with discounts. 


Henry T. Adams Mfg. Co., (Not Inc.) 


8561 S. Chicago Ave., Chicago 
































TYPEWRITERS 
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Albany, N. Y.—James B. Pedersen has been appointed man- 
ager here by the Royal Typewriter Company, In« He had been 
connected with the Royal branch at New Haven, Conn 

Albany, N. Y.—M. E. Jenkins has established a typewriter 
store at 895 Mercer street He had been formerly with the L 
Cc. Smith & Corona Typewriters Inc. at Jacksonville, Fla 

Atlanta, Ga.—B. W. Ward, who has been connected with the 
Remington Typewriter Company at Albany, Ga., has been trans- 
ferred to the local branch of the Remington Rand Business 
Service Inc., 104 Laickie street, N. W 

Birmingham, Ala.—G. E. Bowick and Lane Carter are recent 
additions to the sales staff of the Royal Typewriter Company 
Inc 
Chicago, ili.—G. T. Buckley has graduated to his seniority 
and is now operating in an important territory for the Royal 
Typewriter Company, Inc 

Chicago, tti.—The Shipman-—Ward Manufacturing Company re 
ports that it is having the largest wholesale business in its 
history The semi-rebuilts are making a big hit 

Chicago, ili.—Edward Patrick Ryan, special representative of 
the Underwood Typewriter Company from headquarters, tarried 
at the local branch a short time in October during the course 
of a trip afield 

Chicago, tiil.—Merrill Hastings has been appointed manager 
of the American Typewriter Exchange, 162 West Monroe street 
He had been manager of the Remington branch at Huntington 
W. Va., previously. 

Chicago, Ill.—T. C. Martin, manager of the Standard Type- 
writer Service, returned late in September from a prolonged 
vacation spent in his former haunts in the East Mr. Martin 
is all pepped up for a lively fall and winter trade 

Chicago, tll.—E. J. Sheehan of the Ames Supply Company 
spent two weeks in the East during October, timing his trip so 
he could visit the National Business Show at New York, and 
fraternize with old friends from all parts of the country 

Chicago, Itli.—J. Schillinger, in charge of supplies and service 
for the domestic organization, Royal Typewriter Company, Inc 
visited the Chicago branch in October. He was making a tour 
of principal centers, including Chicago, Kansas City, St. Louis, 
Louisville, Cincinnati, Dayton, Columbus and Pittsburgh, thence 
to his headquarters at New York. 

Cincinnati, Ohio—R. J. Grumbine, manager here for the Wood- 
stock Typewriter Company, broke his right arm some time ago 
He is making excellent progress for restoring the use of his arm 

Columbia, S. C.—Joe Wood is handling sales of Woodstock 
typewriters here for Mr. Gibbes, distributor for the Woodstock 
Typewriter Company.—Mr. Hulcher has taken on Woodstock 
sales for Mr. Gibbes in Sumpter and vicinity. 

Columbus, Ohio—The John F. Galbraith Typewriter Company 
5 West Long street, has been purchased by J. Thurman Hively 
from the estate of the late John F. Galbraith The Galbraith 
name will be used by the new owner. A. A. Galbraith will 
conduct the wholesale business. 

Davenport, towa—E. A. Quinlan has joined the local sales 
staff of the Royal Typewriter Company, Inc 

Davenport, lowa—O. S. Bloss has established a typewriter 
business at 312 Perry street. Mr. Bloss had been with the 
Remington organization previously. .He will feature the Wood- 
stock typewriters and handle second-hand and rebuilt type 
writers, and typewriter supplies. 

Des Moines, lowa—Robert L. Ackland, who has a well round- 
ed experience in the office equipment field, has become a mem- 
ber of the Royal typewriter sales staff here. 

Detroit, Mich.—W. A. Kellar has rejoined the local branch of 
the Woodstock Typewriter Company after a brief absence.—Mr 
Gregory is a new member of the Woodstock sales staff 

Flint, Mich.—H. K. Schaefer, formerly located at 408 South 
Saginaw street, has moved to a corner location at 210 West 
Kearsley street. In addition to typewriters and adding ma- 
chines Mr. Schaefer handles the “‘“Mimeograph’’ and general 
office equipment and supplies. 

Fort Collins, Colo.—Harry C. Dimmitt has taken on the distri 
bution of Woodstock typewriters here 

Huntington, W. Va.—cC. P. Groves has brought his typewriter 
experience to the assistance of the Frank P. Swan Company 
handling sales of the Woodstock typewriter. 

Kansas City, Mo.—Paul W. Jones, manager here for the Roya! 
Typewriter Company, Inc., has strengthened his sales organi- 
zation by the addition of two men. R. L. Massey is a nationa! 
account salesman. Mr. Abrams, who had sold Royals at Min- 
neapolis, is operating in a country territory. 

Memphis, Tenn.—cC. C. Goade and S. W. Weatherall are recent 
additions to the Royal sales organization here 

Minneapolis, Minn.—S. S. Smith is a new member of the sales 
organization of the Woodstock Typewriter Company here 

Monroe, La.—L. M. Sicard, who had been connected with the 
Underwood Typewriter Company at Shreveport, La., is now 
manager of the local office, 130% Grand street. 

Newark, N. J.—The local branch of the Royal tae | 
Company, Inc., has speeded up sales through the addition of 
Walter E. Reasar of Clifton and S. L. Kahn of New Brunswick 

New Haven, Conn.—Frank Norby has been appointed manager 
here by the Royal Typewriter Company, Inc. 

New York, N. Y.—The Munson Supply Company, 350 Hudson 
street, has taken membership in The Merchants’ Association of 
New York. 

New York, N. Y.—The International Typewriter Company, 
conducted by B. A. Engel, has moved to 240 East Seventy-—sixth 
street: the former location was 1643 Second avenue. 

Paris, Texas—The E. B. Crites Typewriter Shop is now sell- 
ing Royal portable typewriters in all colors. 

Philadelphia, Penna.—Considerable new blood has been added 
to the local branch of the Royal Typewriter Company, Inc 

(Continued on Page 300) 
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Smithtype 
Rebuilt 


Il 
Smithtype 





Ill 


VERY typewriter dealer can profit by 


os . 
the new five-fold L C Smith Service. Rebuilding 
Through it you can offer the finest rebuilt Service 


made, rent typewriters, meet competition 


with selected roughs, sell on easy monthly 








L C Smiths 


Rentalgrade 
L C Smiths 


terms (you receiving your profit imme- I V 
diately while we carry the paper, collect and ll 
. ee ee | Installment 
take the credit risks). Our rebuilding ser- Fi ‘ 
vice makes our workshop yours; our huge inancing 
stock of machines makes possible the imme- 
diate exchange service which is so advan- V 
tageous. Send for our New Price List giv- 
ing the LOWEST WHOLESALE AND Exchange 
RETAIL PRICES WE HAVE EVER ~ o 
senor ts rae naps ervice 
QUOTED and tully explaining our exten- 
sive service. ae a: 
ee 
THE WORLD'S LARGEST REBUILDERS OF L C SMITHS Mailing This Coupon to the | 
Smith Typewriter Sales l 
Corporation, Dept. 41B- 
: 360 E. Grand Ave., Chicago, 
° e | brings you our new Price List and com- 
Smith I ypewriter | prehensive description of our service. 
| BUONO nc cc cccncednssecdetceunenneaneanen | 
i | 
Sales Corporation | sisres ccc | 
| : | 
Te ee Oe PR eee Sy a ee 
41B -360 E. Grand Ave., Chicago, Ill. =|“ os | 
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or Are Under Construction 
There Is a Market for 
IMPERIAL Built-in 


Steel Furniture 


Banks, courthouses, stores, public 
institutions, buildings of all kinds 
require a certain amount of special, 
built-in furniture. Imperial dealers 
are enabled to bid successfully for 
this business because Imperial 
installations are built right and in- 
stalled at a cost that rivals stock 
lines. The dealer carries no stock, 
simply outlining the requirements. 
Plans, prices and suggestions that 
will kelp close the contract are sup- 
plied as part of our co-operative 
service. Your inquiry is invited. 


IMPERIAL | 

STEEL CABINET COMPANY | 
2130-2152 Fulton Street 
CHICAGO, ILLINOIS 








| 
| 
| 











—File Folders and Wallets— 


Flat and Expanding 
Legal Envelopes. 


Filing Jackets. 


as Ween 
— Envelopes of all kinds — jaZ ee} 


Official and Commercial. More Business in the Middle 











Catalogue. th d 
; than at either en 
Tongue Clasp. Windows. 
The man who decides to sell medium-priced mer: handise 
> finds he can concentrate on a larger field and do more 
Tension. business on the same stock investment than if he deais 
in high priced, elaborate furniture or in the cheap, 


spindly grades 
LEATHERWEAR wallets have the strength 

and durability suggested by their name. The 

individual excellence of each LEATHERWEAR WES I ERN OFFICE * DESKS 


paper specialty is augmented by the complete- 








ness of the LEATHERWEAR line. The popu- nade sturdy and workable for the be sy man’ ervice are 

lar sizes of wallets, envelopes, boxes, folders, an ideal line - the dealer The ore is ne >, enpens ive orna- 

covers, etc.. are carried in stock and ready for mental carving ni or special, odd “designs but there is 

immediat shipment beauty the ched veneers, the ill rubbed finish ané 

Write for ir catalog and price list purp¢ ul de 
Yi pu wer an opportunity for real profit in 
M GILL P; \PER PRODUCTS veo fe jo vad eS 

WESTERN FURNITURE CoO. 

INCORPORATED Blair Avenue and Palm St. St. Louis, Mo. 








501 Seventh Avenue South, MINNEAPOLIS, MINN. 
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FURNITURE 
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Athens, Ga.—The McGregor Company has restored its estab-— 
lishment, following a severe fire New stocks have been in 
stalled, including ““Y and E” products 

Chicago, til.—Frank W. Johnson has been assigned to the 
Yawman and Erbe territory No. 2 

Chicago, tll.—The display floor of FE. E. Blankmeyer, 133 West 
Lake street, has been extended by moving the office to the 
balcony, permitting more detailed showings of the various of 
fice equipment lines handled The Blankmeyer window display 
contained in October the first showing anywhere of the new 
Invincible desk line 

Chicago, tli.—B. Blumenthal will open a commercial furniture 
store at 616 North Clark street November 1 He will carry 
complete stocks of office equipment, including Columbia and 
Invincible files, Imperial desks, Macey bookcases and various 
other lines Mr. Blumenthal has been dealing in household fur- 
niture, but is closing out those lines to make room for a com 
prehensive stock of office furniture and accessories 

Cincinnati, Ohio.—George W. Outcalt has been appointed sales 
promotion manager by The Globe—-Wernicke Company He had 
been engaged in similar work for The R. F. Johnston Paint 
Company, Cincinnati 

Detroit, Mich.—The local branch of the Yawman and Erbe 
Manufacturing Company has made new territorial assignments 
Paul C. Hydene has been appointed to No. 6; Claude D. Noble 
is in charge of territory No. 2 

Morristown, N. J.—Lowe'’s, In has been chartered in Dela- 
ware to deal in card and index systems; capital stock, $125,000; 
Lyman H. Smith, charter representative, Dover, Del 

Los Angeles, Calif.—Allen T. Simmons has been appointed to 
territory No. 9 by the local branch of the Yawman and Erbe 
Manufacturing Company 

Los Angeles, Calif.—_The West Made Desk Company's local 
branch has been moved to 211 Terminal Sales building, 747 
Warehouse street The former location was in the Board of 
Trade building 

Montgomery, Ala.—The Martin Office Supply Company has 
been chartered to deal in office and building materials, fur 
nishings, fixtures, et capital stock 5,000; incorporators—T 
R. Martin, Mae S. Godwin and Augusta Graves 

New York, N. Y.—Killer & Smith Company, Inc., 21 Howard 
street, has joined The Merchants’ Association of New York 

New York, N. Y.—The Central Desk Company has been char 


tered; capital stock, 100 shares common; B. D. Kaplan, charter 
representative 1440 Broadway 

New York, N. Y¥.—While on a vacation trip to Davenport 
Iowa, his home town, E. D. Wells, salesman of the New York 
district for Lyon Metal Products, In visited the company’s 


factories at Aurora and Chicago Heights, Il 

New York, N. Y.—The Campbell Office Furniture Company 
has been chartered; capital stock, 100 shares common; M. Lange 
charter representative, 136 Liberty street. The Newton Furni- 
ture Company has also been chartered, with the same capitali 
zation and same individual representation 

Oakland, Calif.—James A. Parsons, manager of the Oakland 
store of the Rucker—Fuller Company, announces the addition of 
Warren Nevin to the sales staff, transferring from the Sar 
Francisco store 

Philadeiphia, Penna.—G. Winneberger & Son, 252 South Third 


street, has enlarged its display space through alterations to 
the building 
St. Paul, Minn TI H. C. Boyeson Company, 348 Minnesota 


street, has established a commercial furniture department under 
the management of E. L. Cathcart The company is agent fi 
ck lines of the Art Metal Construction Company, and 

Cc} he Commer 


the sto 
ilso carries the Johnsor air Company lines and 
Furniture Company lines 


San Francisco, Calif.—James McCab« 





t coast ep! sentative 
for the Cutler Desk Company and The Browne-Morse Company 
is been calling on the trade in the northwest 
San Francisco, Calif.—Albert Sherwin. vice president of the 
Rucker-Fuller Company, report I inusually large volume of 
business for the month of Sep ber: in fact, one of the largest 
months in the history of the business This was accomplished 
through a concentrated drive for early fall business 4 dinner 
was given by the Rucker-Fuller Company at the Mark Hopkins 
tel as a joint celebration for the large amount of business 
written during September and Williar I. Smith's return fror 
a month tour of the eastern states, where he visited the fa 
ories R. S. Banks and C. W Dexter are additions to the 
sales staff in the desk department Mr. Dexter was formerly 
n the desk industry at Los Angeles and Fresn 
San Francisco, Calif.—Architects and workmen with blueprints 
were busy October beautifying two competing office furni 
re stores whicl ure ilmos osite each other n Front 
et The M. G. West Furniture Company, a large estab 
shment wl sp ilizes in Art Metal steel office equipment 
was having an entire new front and show windows installed 
The West stor s at 11 Front street, which is in San Fran 
_ = tf . lis T H ‘ys A r & I OSs it 14 Fri 
r ~ nother w wr ff niture st ind it was 
= \ K eT hn & pr ‘ 
ents and nstaiing a \ ft t! st 
Stockton, Calif H. W. Jen gs = ned Tredway Brothers 
29 East Der enue H : president and r nager of 
sales M | gs 1 he« 5 | Genet Fire] y 
‘ is i is ind was resider 
I > x ‘ = att . Wasl ] 
Wilmington, Del.——The Slip Ss t Desk Cov 
} r hartered ft le ' ft ~ es pita ~ 
es mmor S 


aantat “W et 








£01 YEARS OF MANUPACTURING 









EXPERIENCE 












This chair is 
No. C 3004 CX YX 





There is an arm 
chair to match 














LENDS DIGNITY-YIELDS PROFITS 


‘THIS new Heywood-Wakefield chair 

willlend dignity and comfort to any 
office and it will yield good profits to 
progressive dealers. It is soundly made 
for the better trade and is beckaal by 
our 100 years of manufacturing ex- 






Heywood Y “ike 7 ld | 


Baltimore, Md. Los Angeles, Calif. 
Boston, Mass. New York, N. Y. 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, IIL. Portland, Oregon 
Kansas City, Mo. St. Louis, Mo. 


perience. 










San Francisco, Calif. 












Is Its Own 
Salesman 






TELEPHONE 
DESK No. 1407 











Our No. 21 catalogue 
shows complete line 
Desks, Costumers and 
Draft Screens in the 
latest Modernistic 
designs and colors. 
Mail your inquiry 
now. 









GEORGE L. LAMB 


Manufacturer 


Nappanee, 


Indiana 











300 OFFICE APPLIANCES November, 1928 








--———— ee ee em wm owe owe 





Quick Sales | 


with 


Good Profits 


for the dealers who sell the 


Quigley Products 


Desks Wardrobes 


Suites Bookcases 

Costumers Hat & Coat Racks 
Tables Telephone Tables 
Cabinets Magazine Stands 


Display Tables Umbrella Stands 


The largest manufacturers of Wood Office 
Accessories in the World 


The Quigley FurnitureCo. 


Whitesboro, New York 





Representatives: 
Pacific Coast New York City Office Southern States 
602 Grant Bidg. 130 W. 42nd 1968 Morningside St. 
Los Angeles, Calif Phone Room 414 Jacksonville, Fla. 
Mr. E. M. Stokes Wiscorsin 3280 Archibald Ryan 
Geo. B. Wray, Sales Mgr. 
Chicago District Southwestern States 
251 Park Ave. Box 873 

Hinsdale, [il San Antonio, Texas 

Mr. C. M. Sailor Phil. F. Webster 














Comfortable 
Beautiful 
Economical 







See our full line 
exhibited at 
1718 
Washington Ave. 
St. Louis. Mo. 


No. 6572 


In offices everywhere, Conrades chairs have ful- 
filled a promise of satisfaction to the user. Deal- 
ers, consequently, have found the line a safe one 
and a profitable one. 


CONRADES MFG. CO. 


1942 North Second Street 
St. Louis, Mo. 




















(Typewriters—Continued from Page 296) 
Elmer Hilty is an old timer; W. K. Eckert and Mr. Montgomery 
are newcomers: J. J. Maderia is a live one from West Ches 
ter; T. O. Wright is putting Swedesboro, N. J., on the type 
writer map. 

Philadeiphia, Penna.—The man power of the local branch, 
Woodstock Typewriter Company, has been stepped up. J. Hen- 
derson has returned to the job after an extended absence; M 
E. Cohen has been promoted from junior to a senior salesman’s 
territory; Louis Levin has graduated from the service depart- 
ment to become a junior salesman 

Portiand, Maine—C. A. Spratt has been appointed manager 
here by the Royal Typewriter Company, Inc., 74 Exchange 
street. Mr. Spratt had been located in the Boston territory 

Raleigh, N. C.—R. M. Parrott, distributor here for the Wood- 
stock ypewriter Company, Inc., is a believer in painted bul- 
letins. He has three of them on prominent state highways, 
featuring his service and the Woodstock typewriter and the 
“*Mimeograph.” 

St. Louis, Mo.—G. A. Brown, who has joined the local branch 
of the Royal Typewriter Company, Inc., was with the branch at 
Albany, N. Y., formerly. 

St. Louis, Mo.—J. H. Kennedy has been appointed manager 
of the local branch, Woodstock Typewriter Company. He came 
here from Dallas, Texas, where he had been engaged with 
another manufacturer of typewriters. 

San Francisco, Calif._—Hal Rice, Merrill Rice and John D. Ro- 
mano are new members of the Woodstock Typewriter Com- 
pany’s sales organization here 

San Francisco, Calif.—Business has been very satisfactory 
with Fred M. Guy and A. J. Perry since they opened their 
store on Market street last August under the style of ‘“‘Type- 
writer Guy.’ At the opening of the duck season both partners 
went out and got the limit 

San Francisco, Calif.—L. F. Secor, proprietor of the Guaranty 
Typewriter Company 17 Second street, states that he has 
bought out the interests of E. M. Hyndman of the Reliable 
Typewriter Company, 34 California street Notices of the con- 
solidation of the Guaranty and the Reliable Typewriter Service 
Companies have been sent out to customers of the Reliable 
Typewriter Company. The Second street offices and shop will 
be the consolidated headquarters.—Mr. Secor has also an- 
nounced that he has taken over the distribution of the Corona 
typewriter for San Francisco 

Seattle, Wash.—-The E. W. Hall Company, Inc., $11 Second 
avenue, has been appointed distributor for the Woodstock Type 
writer Company. ‘ 

Sterling, Colo.—The Roberts Printing & Stationery Company 
has been appointed distributor by the Woodstock Typewriter 
Company 

Tallahassee, Fla.—H. R. Kaufman is covering this territory 
for the Jacksonville branch of the Royal Typewriter Company 
Inc He has been engaged in the fleld twenty-six years, of 
which ten were spent in London 

Talledaga, Aia.—C. F. Warlick and J. A. Gaering are selling 
Royal typewriters here, under the jurisdiction of the Birming- 
ham branch 

Toledo, Ohio—Two experienced typewriter salesmen have 
joined the Woodstock Typewriter Company here: Adolph Hanke 
and Mr. Irlan 

Toledo, Ohio—William Pfeiffer and Paul Strauss are newcom 
ers in the local sales organization of the Royal Typewriter 
Company, Inc 

West Paim Beach, Fla.—E. F. Mulligan of the Palm Beach 
Typewriter Company did not suffer in the West Indian storm 
which swept Florida last month. In its wake was a rush of 
extra business. Mr. Mulligan is dealer for the Royal Type 
writer Company, Inc., and has contracted with the city of 
West Palm Beach to service all typewriters in the municipal 
offices 





| ACCOUNTING MACHINES 
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Chicago, Ill.—H. C. Lane has joined the McDonald Ledger & 
Loose Leaf Company, specializing on forms and installation for 
Elliott-Fisher work. He had been with the local branch of the 
Elliott—-Fisher Company 

Johnstown, Penna.—E. D. Bendix, who had been with the 
General Office Equipment Corporation at Roanoke, Va is now 
attached to the local branch, Room 430, Swank building 








ADDING MACHINES 
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Chicago, Iti!.—-The Victor Acceptance Corporation, 1951 Irving 
Park boulevard, has added the financing of all kinds of office 
business machines to its activities 

Chicago, tl.—G. L. Rogers, 407 South Dearborn street, has 
taken on the Chicago territory for the Barrett adding machine 
made by the Lanston Monotype Machine Company, Philadelphia 

Chicago, tll.—C. DeCrespigny has joined the Adding & Caicu 
lating Machine Exchange, selling Corona adding machines. He 
had been connected formerly with the local branch of the Royal 
Typewriter Company, Inc. Mr. DeCrespigny is a graduate of 
both Oxford and Heidelberg universities 
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WOW’ Od 
DESKS 
SESAME 


THE MODERN LOCK THAT NEEDS NO KE 


The same factors that have 
made Sesamee an outstanding 
feature on modern luggage are 
now available on desks. The 
Sesamee keyless lock elimi- 
nates all key hazards. The 
user chooses and sets his own 
secret combination. This can 
be a familiar number such as 
birth date, telephone or house 
number, etc. Sesamee locks 
are easily operated in the dark. 
Office equipment firms selling 
Sesamee-equipped desks never 
have to soothe irate customers 
who have misplaced, forgotten 
or broken their keys and must 
have immediate access. Sesa- 
mee saves much of the unpaid 
for time and labor spent in 
servicing ‘‘key-troubled’’ peo- 
ple. Sesamee is a new note that 
has come into desk design this 
year, giving sales organizations 
something new to talk about. 
Several desk manufacturers 
have adopted Sesamee as 
standard equipment. Your 
manufacturer can supply Sesa- 
mee-equipped desks if you so 
specify. > > > 








< 
































woonD AN D STEEL EQUIPMENT DIVISION 


THE SESAMEE COMPANY,HARTFORD, CONN. 


Please send me more information about Sesamee lotks for desks and other 
ypes of office equipment > > > 


Name of firm 





Attention of. 





Address 
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ROBARCO 
VERTICAL FILE FOLDERS 


STOCK FOLDERS—Four 


distinct grades—weights 


ranging from light to extra heavy—sufficient variety to 
meet ALL filing requirements. 


Straight cut—or tab cut 





’ | 
| — 


ROCKWELL-BARNES COMPANY 


WEST 38TH STREET 


1511 


any position, or arrangement of positions. 
SPECIAL FOLDERS—of every description—odd sizes, 
special cuts, cloth re-inforced, printed folders. Send us 
your specifications. 
Transfer Time will soon be here. 
Make up your order NOW. 
Price List No. 1027 
and complete set of samples showing qualities and weights 
are now ready. 


May we send them to you? 


CHICAGO, ILLINOIS 
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Charlotte, N. C.—A sub-branch of the Dictaphone Sales Cor- 
poration’s office at Atlanta has been established here, in charge 
of Guy A. Burns 

Chicago, ti!l_—Vern D. Evans, 440 South Dearborn street, has 
taken the Beck duplicator agency for Chicago and vicinity 

Cincinnati, Ohico—G. W. Bailey, formerly a salesman with the 
Chicago branch of the Dictaphone Sales Corporation, has been 
appointed manager here. He succeeds W. M. Sipe, who has 
resigned 

Denver, Colo.—W. H. Sharpe has succeeded R. C. Royer as 
manager of the local branch, Dictaphone Sales Corporation Mr 
Sharpe had been a salesman at Birmingham. 

Greensboro, N. C.—A sub-branch of the Atlanta office, Dic- 
taphone Sales Corporation, has been opened here J. A. Sea- 
wright is in charge 

San Francisco, Calif.—W. W. Cutler has been appointed rep- 
resentative of the IL D. L. Corporation, New York, N. Y. He 
had been formerly with the Schwabacher-Frey Stationery Com- 
pany here, and the West Coast Stationery & Printing Com- 
pany, Los Angeles 

San Francisco, Calif.—L. E. Camps of the Lisenby Manufac- 
turing Company, of Chicago, was here on a visit in October and 
called on Gimmel Bros., spending a couple of days. Henry 
L. Gimmel, who had been visiting the Los Angeles office of the 
firm, returned in October to headquarters here after spending 
three weeks in Los Angeles checking over business matters. 
On returning here he stated that he had found considerable 
improvement in business in the south 

Seattle, Wash.—R. D. Malcom, formerly a salesman at San 
Francisco for the Dictaphone Sales Corporation, has been ap- 
pointed manager of the loca! branch He succeeds J. H. Court- 
wright, who has retired 


| STAMPS - STENCILS - SEALS 


























PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 
mail and tape baskets, space baskets, built up 
trays, locker baskets, PEERLESS paper burn- 
ers, wire globe guards, office partitions, wire 
guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 
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Chicago, !!!.—Morris and Milton H. Sheras, of the A. D. Joslin 
Manufacturing Company, found time to visit the Chicago branch 
during the convention of the International Stamp Manufac- 
turers’ Association 

Chicago, ttl.—The retail store of P. A. Salisbury-Schultz 
Company, 191 North Wells street, has been redecorated. This 
is in the nature of a welcome to a new skyscraper at the other 
end of the block, under erection for the Steuben Club 

Richmond, Va.—The Richmond Stationery Company, 714 East 
Main street, installed a complete rubber stamp, seal and stencil 
department when it moved into its new building 

Troy, N. Y.—Ira Fleming, advertising manager for George P 
Ide & Company, has resigned to join Cleveland & Shaw, New 
York advertising agency Mr. Fleming was at one time adver- 
tising manager for the Roberts Numbering Machine Company 


eee SoS 
LOOSE LEAF 
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Chicago, !Il.—Ed Spaeth, of the McMillan Book Company, left 
n October for an extended tour, taking in Texas He will re- 
turn to Chicago in time to enjoy the Thanksgiving festivities 
at home 

Long Island City, L. I., N. Y.—William C. Bardenheuer has 
been elected vice president of The C. E. Sheppard Company. 
Mr. Bardenheuer was vice president and sales manager of the 
Boorum & Pease Company many years 

Montreal, Canada.—The Commercial Loose Leaf Company, 
Ltd., has been chartered to engage as printer, binder and sta- 
tioner in the city of Montreal; capital stock, $20,000 

San Francisco, Calif.—Neal, Stratford & Kerr are selling 
many of the ‘‘Loxtite” permanent binder for all office records 
They began to manufacture this product themselves about two 
vears ago and the demand has been steadily increasing M 
Furbush, stationery store manager, says that they are selling 
the post alone, or the post with covers. Neal, Stratford & Kerr 
control the patents 

San Francisco, Calif.—In last year's “Flexi-Post" sale-a-day 
“ontest, the H. S. Crocker Stationery Company came in fourth 
nationally during the summer contest The company has 
entered another contest which started with October and will 
run for six months to March. 1929, inclusive, entering in the 
first class The H. S. Crocker Company says that it has been 
exceedingly successful with Flexi-Post" in the bay district 


It ng as retail iter ind t jobbed by Crocker 





Good Impressions 


You can recommend No, 2....3%x6% inches 
VICTORY Stamp Pads to No. 3....4%x7% inches 
your wae — full assur- No, 4....4 x9 inches 
ance of satisfactory service. Su 

Supplied uninked, or inked 
Made of high quality ma- in red, black, blue, violet 
terial, they wear long and and green We have a 
retain a smooth inking sur- jrice-list and details of our 
face despite the most severe line of stamp pads, inks, 
pounding and scraping. mucilage, paste and sealing 
Made in six sizes as follows: wax for stationers on ap- 

Junior ..2 x3% inches Plication. We can furnish 

No. 0....2%x3% inches any of these items for 

No. 1....2%x4% inches your own private brand. 


L U - H E <a INK AND STAMP PAD 


55-57 East Park St. Newark, N. J. 


LIVE ZA PT acre 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 
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TYPEWRITER 
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} RIBBONS 
} EXCLUSIVE FOR f 
. THE DEALER 
AND STATIONER ! 
Allen & Company } 
11-13-15 Vandewater Street ‘ 
New York ‘ 
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PENCILS 


A Consistently Good Pencil! 
Why? 


Because it includes the 

Highest Grade Raw Ma- 

terials — Fine Grained 

Cedar —the Smoothest 

Writing Lead—The Best 
Eraser 





Send for Samples and Prices 


UNITED STATES PENCIL CO. 


Manufacturers 


PHILADELPHIA, PA. 





—— 7 ames 
RIBBONS AND CARBONS | 














FIST 





Chicago, til.—J. A. Salisbury, manager here for the Kee—Lox 
Manufacturing Company, made a brief visit to the factory at 
Rochester, N. Y., in October. 

Chicago, tl!l.—L. Mayland, who had been connected with the 
supply department of the Royal Typewriter Company, Inc., has 
been promoted to a junior salesmanship. 

indianapolis, ind.—The Miller—-Bryant—Pierce Company has es- 
tablished a service center at 1542 Consolidated building, in 
charge of L. R. Thomas. 

San Francisco, Calif.—The Pacific coast offices of Mittag & 
Volger. Inc., is expecting a visit in November from A. |! 
Barkerding, vice president of the corporation, on his annual 
trip to the Pacific coast. W. G. Huston, manager for the coast 
territory, says that Mr. Barkerding expects to hold a conference 
while in the city 


a os 
Britain Requires Origin Mark on Carbon Paper 


Typewriter and other carbon papers imported into Great 
Britain will hereafter be required to bear the name of the 
country of origin in the containers The mark must appear 
on the boxes in which the paper is offered for sale In the 
ease of roll carbon paper the indication of origin must be on 
the wrapper or on the roll itself It is understood that this 
requirement does not apply to sales made at wholesal 





PENS AND PENCILS 














Brooklyn, N. Y.—The Precise Instrument Company, manufac- 
turer of the “Namograph,” has moved its shop and office from 
505 Court street to 200 Tillary street 

Chicago, il!l.—W. Bohart, Jr., has taken charge of the Chicago 
territory for the Wallace Pencil Company. He had been con- 
nected with the home office organization at St. Louis before 
establishing himself in Chicago. 

Chicago, I!l.—Although it is almost a year since the Sibley 
Fountain Pen Shop repair shop was bought by the Welty Pen 
Company, 36 South State street, repairs still come in the old 
name—Sibley Fountain Pen Shop. The postoffice makes the 
correct delivery, but some delay ensues. Dealers will save time 
by mailing direct to the Welty Pen Company. 

Dayton, Ohio.—J. M. Leeman has been appointed to the Ohio 
and Indiana territories by the W. A. Sheaffer Pen Company, 
Fort Madison, Iowa He had been with the Sherer-Gillett Com- 
pany. Chicago, heretofore 

Greenville, S. C.—The Joseph Dixon Crucible Company will 
display its products at the textile show to be held there Oc- 
tober 15-22, inclusive 

Los Angeles, Calif.—Western distribution of the Autopoint 
pencil is in the hands of the Western Sales Company, 224 East 
Eleventh street Complete stocks are carried here for prompt 
shipment 

San Francisco, Calif.—Oliver R. Pierce, successor to Tom 
Emerson as manager for The Conklin Pen Co., 101 Post street, 
has been calling on the San Francisco trade since the middle of 
September and is quite enthused over California and the busi- 
ness outlook generally, So full of energy and pep is Mr. Pierce 
that in non-business hours he says he has climbed every hill 
in San Francisco. Technically this city has seven hills, though 
which seven has recently been a topic for newspaper discus- 
sion. Some of the residents say it would take an adding ma- 
chine to enumerate all the San Francisco hills, but Mr. Pierce 
knows and enjoys them all. He has made a very good impres- 
sion on Conklin customers. Before coming here from New Or- 
leans, Mr. Pierce was with the company for nearly eight years 
He says that he is benefitting by Mr. Emerson's work in build- 
ing up business 

San Francisco, Calif.—Two very striking windows have been 
installed in the L. E. Waterman building by tying up with cur- 
rent events. One window showed photographs of Secretary 
Kelloge signing the peace pact with a solid gold Waterman 
fountain pen, presented to the American diplomat by the 
French city of Havre The other window was devoted to 
Byrd's antarctic expedition, and as the explorer was making 
his preparations for departure in California when the windows 
were first shown, interest in the polar scenes ran high Dupli- 
cates of Waterman fountain pens that the explorers are tak- 
ing up with them were shown. It is also stated that as tem- 
perature in the antarctic sometimes goes as low as 110 degrees 
below freezing point (Fr.) Waterman chemists, at the request 
of the commander, have created a special non-freezing ink 
This ink has been tested in refrigerators that duplicate, as 
closely as possible, a temperature of eighty degrees below 


zero (Fr.). 
Ee 
Tabulating Machine Operator for Federal Service 


The United States Civil Service Commission, Washington, D 
C., will receive applications until November 27 for senior tabu- 
lating machine operator. The entrance salary is $1,650; higher 
salaried positions are filled through promotion. Applicants must 
show that they have had at least two years’ experience in the 
operation of an electric tabulating machine, such as Powers, 
Hollerith, or similar devices Competitors will be rated on 
spelling. clerical tests, arithmetic, and on their individual ex- 
perience 
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Perfected through more than fifty years of con- 
tinuous development by Mr. Edison, the new Ediphone 
represents today the one modern dictation system for pro- 
gressive business. 


The use of the new Ediphone in business offices everywhere is evidence 
of executive appreciation for the many advanced features Mr. Edison has 
provided. 

Ediphone electric control is quick as thought. An all-Bakelite speaking tube 
provides permanent comfort and positive action. The Ediphone auto index 

furnishes the one easy way to make corrections. 

EDIPHONES A safety signal rings if your voice is not recording. 

sap The efficiency pedestal holds nine cylinders and 

mail pockets. Typease electric controls give instant 
response to the girl who transcribes. 

Ediphone National Service guarantees the con- 
tinued satisfaction of your entire office. Hundreds 
of our old customers, nearby, will tell you so. 
Telephone “The Ediphone,” your city, or write — 


IN COLORS 


THOMAS A, EDISON, INC. 


Wor.p-WIDE SERVICE 
LABORATORY & GENERAL OFFICES 


ORANGE, N. J. 
LONDON OFFICE: 164 Wardour St., London, W. 1. 


Ediphone 


Edison’s New Dictating Machine 


Space 150-152, New York Business Show, Oct. 15-20 
Space 46, Chicago Business Show, Nov. 12-17 





See the Ediphone Exhibit 
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IF YOU DISPLAY THEM 
THEY SELL THEMSELVES 


“KLUTCH” 


The Clip without springs for holding 
loose sheets 


Just display the “‘Kiutch”’ Clip Binders and 
Boards where the customer can handle them 
and the sale is made. It arouses interest at sight 
by its surprising simplicity and mechanical per- 
fection. An examination reveals ‘“‘Kiutch”’ con- 
venience and efficiency. 


The sale is assured by the wide range of styles 
and prices of ‘‘Kiutch”’ Clip Binders and Boards 
in ali standard sizes to meet every requirement. 


Write for Circulars and Trade Prices 
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Distributors for 
Cushman & Denison 
Mfg. Co. 


Wan. 


New York City 
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WRITES FOR A WHOLE YEAR WITHOUT RELOADING 


RIEDELL REPEATER 


A SUPER 
ALL SERVICE PENCIL 


IT’S 
DIFFERENT 


HE Riedell Repeater is different from any other 







GUARANTEED 


No parts to break pencil. 
or wear out. It embodies an entirely new, unique and original principle. 
No Springs to Carries six feet of lead in 2} in. lengths—a year’s supply for 


the average user—feeds automatically, one lead after another, 
without removing cap. 

A twist of the wrist and the lead is advanced and solidly 
gripped. Lead will not turn when writing. One trial of the 
Riedell makes a life long user. 


awmcrieiy prea Lhe RIEDELL CORPORATION 


at $1.50 to $4.25 . 
At all first class 217 Broadway New York 


stores. Telephone Whitehall 9482 
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Appleton, Wis.—Timmers Composition Company has been 
chartered to act as printer, lithographer, stationer, photo- 
graphic printer, photo lithographers, engraver, die sinker, ac- 
count book manufacturer, to deal in parchment and stamps, act 
as advertising agent, designer, ink manufacturer and publisher; 
capital stock, $5,000; incorporators—W H. Timmers, Harriet 
Timmers and Alfred C, 

Akron, Ohio. 
director of The B. F 
manager of the advertising divisior 
of the International Telephone & 
York 

Chicago, II! The Commercial! Stationery Company has moved 
from 217 West Madison street to 173 West Madison street The 
company occupies the larger part of the fifth floor of the new 
Madison-La Salle building, and has excellent facilities 

Chicago, ti!|.—The Office Supp Company, Inc., 4474 Broad- 
way, has been chartered to deal in stationery, paper cards, 
books, et« capital stock, $6,000 ncorporators—Mary Danner 
Harvey W. Danner and H. L. Grotheim Mr. Danner had con- 
neighborhood, and expanded 


Bosser 

Fergusor until recently advertising 
Goodrich Company, has been appointed 
information department, 
Telegraph Company, New 


4,ates 





ducted a printing business in the 
nto commercial stationery lines 
Columbia, Penna.—The Kirst 
moved to 367 Locust street, a few 
tior where increased space permits better 
equipment stationery et 
Cortiand, N. Y.—The McKinney-Doubleday 
established a stationery business n Main street 
Dover, Del.—The General Stationers. Inc., has been chartered 
to deal in stationery, paper and supplies: capital stock, 100,000 
United States Corporation Company, charter 

Dover 


stationery store has been 
doors from the former loca- 
displays of office 


Company has 


shares common 
representative, 


Dover, Del.—The Diotragrap Corporation of America has 
been chartered to manufacture and sell diotragraph machines 
finger print machines, et« capital stock, 50,000 shares no pat 
value; E. E. Craig, charter representative, Dover. 

Houston, Texas.—Stationery ind office supply items have 
been added to the stocks of the Southern Blue Print Supply 
Company, 510% Travis street 


Lincoln, tll.—Gordon & Feldman, In 110 North Chicago ave- 

le, has been chartered to conduct a stationery and printing 
business; capital stock, $20,00+ corporators—A. M. Feldman 
N. Ll. Gordon, Clara Gordor Mary Feldman 

Louisville, Ky. The John P. Morton Company 420 West 
Main street, has ope an additional store at 330 West Broad- 
way, in charge of H “Hl Hughes and H. QO. Praetorius 

Modesto, Calif.—Lee Bros. have returned to their new store 
in the Elias-Harris building, which has been erected on the 
site of the former building, which was destroyed by fire early 
this year The firm has stores at Merced and Turlock also 


New York, N. Y. Stationery items have been added by Leo 
BR. Keefe printer, 15 West 25lst street, New York, N. Y 


New York, N. Y. ~The Oceident Stationery Company has been 


irtered: capital stock, $10,000; J. T. Goldberg, charter repre 
entative 1819 Broadway 

New York, N. Y.—Davis & Holl has been incorporated to 
deal in stationery: capital stock, $10,000; M. W. Byers, charter 


representative {1 Park row 


N. Y.—The Rosen Manufacturing Comp 





New York 
been chartered t onduct a stationery store; capital s 
shares common; Schanzer & Ostrow, charter represent 


15 Park row 


New York, N. Y.—Saul Mark, Ir has been chartered to 
conduct printing, stationery and lithographing business; capital 
stock, $10,000 ncorporators—Saul Mark 1676 First avenue 
Ella Mark, 1676 First avenue, Rae Cohan 02 Broadway 

St. Paul, Minn.—M. O. Thompson has resigned as sales man 
ager for the Quality Park Er pe Company, effective Sep- 
, har 1 

Sen Francisco, Calif.—Hart Gorline on his recent visit to 
San Fran » said that A. Carlisle & Company, of Reno, Nev 
Ss er ving a very tisfactory business Gorline is manager 

tl stationery department of this Nevada corporatior He 
is anticipating a very g bus Ss greeting cards this year 

San Francisco, Calif.—_That Man Pitts, stationery store at 
‘ Post stre is gone it f business and the store closed 
Ss k in tr a ind fixtures valued at $9,346 by the secretary 
I. R. Tysor n his schedule f the store’s assets, were sold 
for $2,250 by the referee in bankruptcy to Liberman & Rosen 
crantz, the fir which originally supplied the fixtures Lia- 
bilities of That M Pitts were listed at $12,389.94 This is the 
s nd failure f the business For some years past the firm 
was operated by Mrs. Mary Purdie Pitts, widow of the late 
proprietor Some time after taking the business over Mrs 
Pitts moved from the every-day king premises on the south 
ide of Market street t i fine store across the street which had 
been fitted up with a spe il eve ft beauty Catering to the 

lern demand for brighter, more olorful merchandise Mrs 
Pitts carried gift and art lines in addition to general stationery 
There was much interest in this very attractive store but 
financially it was not a success Later Mrs. Pitts moved to the 
Post street store This is in the fashionable shopping district, 
theugh 1 s t not so crushing as on Market street Here 


another beautiful store was opened, fully equipped with high 
class stationery, greeting card lines, gift lines and some office 
equipment lines This stationery store catered to wealthy 
shoppers in the merchandise displayed with exceptionally good 
taste and in a very colorful and modern manner Speaking as 
ar itsider, one feels that Mrs. Pitts, evidently a woman of 
artistic taste, did about everything in the way of at- 
colorful lines that magazine writers on 
advocate. One so often reads 


much 
tractive displays and 
store salesmanship are so pron 
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STAM P PAD 


Conceded by the largest consumers of 
Stamp Pads to be the only pad having 
every essential quality necessary for com- 
plete satisfaction. 


Guaranteed to outwear any other pad 
25%, and due to its radically different 
type of construction (patented), elimi- 
nates all traces of surplus ink on the 
striking surface of the pad, therefore you 
must get absolutely perfect rubber stamp 


impressions at all times. 


Sample on Request. 


Peerless Carbon & Ribbon 
Mfg. Company, Inc. 


476-478 Broome St. New York, N. Y. 











PREHISTORIC WRITING 
WAS FOLLOWED BY 
QUILL PENS 
=a SSS . 


~S Sa 





THEN CAME STEEL PENS — 
FOLLOWED BY FOUNTAIN PENS AND NOW COMES 


“Coat, > 


aE: HL SINGLE “ FLUID 


ERADICATOR 
Special Introductory Offer 


The coupon below will bring you samples 
valued at $1.40 IF forwarded with $1.00. We 
will deliver prepaid. 
1—50c Erado Pen, Eradicator.......... $ 50 
1—50c Inkout, Single Fluid Eradicator .50 
1—25c Inkout, Single Fluid Eradicator. .25 
1—15c Eradovial, Single Fluid Eradicator .15 


TOTAL RETAIL VALUE ........ $1.40 


Above Trial Assortment for $1.00 
Unqualifiedly G uaranteed 






INKOUT MBG. CO., Inc., Montclair, N. J. 


Deliver to Undersigned the samples as described for $1.00 
enclosed. 


BRD cece ccecc cv cccctecesscccecerseesssetcesstaegeeeennes ee 
BOND ccccccvcsenséessent oc Sbercecorsenegnoeeel . 
Town State eéeccessoteds 





Money Refunded lt Unsatisfactory 
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FASTENER 


A UNIQUE 
The 


Bump 


The Bump fastener is as practi- 
cal as it is novel and unique. No 
metal staples, pins or clips re- 
quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
—the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
i easy squeeze operation. Identi- 
cal results. 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 


Rent react thirenrtirenstirenrnirtirensttrencr re nrr rt tet 


. . . Signals flash facts 
in every index—an easy to ap- 
ply metal signal makes a per- 
fect system—Cook's File 
Signals ‘‘stay put’’- 

Are you posted on the new No. 20 


series for Visible Indexes and Sales 
Display No. 660? . . 


COOK’ 


are especially designed for the mod- 
ern card file—nickel plated—heavily 

enameled and with ex- 
clusive patented 
features. 










‘ No. 20 


Name as, 
| Address | sa 


Terms cooKs cook's 


L- Cook's Stays Flush NO.22 No. 24 
THE H. C. COOK CO., ANSONIA, CONN. 
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in “salesmanship” articles of the man who jazzed up his dingy 
store and thereby brought in admiring throngs of customers. 
Possibly in the case of the stationery establishment known as 
That Man Pitts, brightness and beauty came too high, in 
dollars and cents, in proportion to their drawing capacity in 
the way of sales. At any rate, the firm did better in its former 
dingy quarters on Market street than in either of its beautiful 
new modern stores. It is understood that Liberman & Rosen- 
crantz have sold the stock of That Man Pitts to a speculator 
who will display the goods as holiday lines, something for which 
they are well fitted. 

Spokane, Wash.—The Spokane Office Supply Company is now 
operating at 121 North Howard street, where more space is 
occupied than was the case heretofore 

Yonkers, N. Y.—The Grand Stationery & Printing Company 
has been chartered; capital stock, $20,000; U. S. Adler, charter 
representative, Yonkers. 

Wichita Falis, Texas.—G. T. Buchanan has opened an office 
supply and printing business at 816 Scott street. He had been 
connected formerly with the Railey Printing Company. 


———— 


He who does not first count the cost rarely counts the gain.— 
Faultiess Bulletin (The Stationers Loose Leaf Company). 


CATALOGUES 























Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 

From The Shaw-Walker Company, Muskegon, Mich., comes a 
bulletin in three colors descriptive of the ““‘Wobble Block,” an 
improved method of keeping the contents of file drawers acces- 
sible. These blocks supplement the follower plate with which 
the drawer is equipped, splitting up the load to increase acces- 
sibility and ease of reference. 

Cc. L. Barkley & Company, 655 South Wells street, Chicago, 
Ill., completed a new catalogue and price list, arranged in loose 
leaf form for convenience in making future additions and re- 
visions This shows the complete line of file guides and fold- 
ers, including guides with printed tabs in all sizes; leatherette 
folders in all sizes and eight colors, prong binders in all sizes. 
The company is in a position to supply folders and guides with 
dealers’ imprints. Copies of the catalogue can be obtained by 
writing the company. 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, has 
produced a trophy desk set catalogue for the assistance of its 
dealers. It was planned to open up many avenues of sales op- 
portunities for progressive dealers. The catalogue depicts mer- 
chandise with a broad appeal to lovers of practically all kinds 
of sports, to individuals with artistic tastes, and to those who 
seek convenient as well as beautiful desk equipment The 
catalogue is done tastefully on fine enamel stock, bound in a 
novel cover, envelop in form. 

From the Angle Steel Stool Company, Plainwell, Mich., comes 
its new general catalogue of steel equipment for factory and 
office The company manufactures the “Pep” chair, designed 
to afford anatomical seating for the office and shop worker, as 
well as steel stools, cabinets of various sorts for the office and 
shop, metal tables, costumers, typewriter stands, steel sta- 
tionery files, letter racks, sorting trays, waste baskets, lockers, 
steel shelving, bank vault steps, mail room equipment, “tote” 
trays and many other specialties made of steel. The catalogue 
is a handsome thing, its 112 pages displaying the output of a 
versatile manufacturing organization 


Dealer. 
The Welty Pen Company. 36 South State street, 
has distributed a bulletin illustrating and listing 
fountain pens, pencils and pen and pencil sets. 


Chicago, Ill, 
“specials’’ on 


From The Baughman Stationery Company, Richmond, Va., 
comes a bulletin in two colors, “A Monument to Progress.” 
This is devoted to the physical properties of the company, on 


which are based the elements of its service to users of station- 


ery and printing A modern fireproof building is occupied, in 
which 90,000 square feet of floor space are devoted to office 


equipment, manufacturing, stationery and coarse paper. Iil- 
lustrations are printed showing the exterior of the company’s 
building, the executive offices, office furniture, stationery, print- 
ing and binding and coarse paper departments This Rich- 
mond business is not local, branch offices being maintained at 
New York and Pittsburgh, The bulletin is an excellent piece of 
printing 
Direct Mail—Manufacturer. 


The F. 8S. Webster Company, Inc., 332-42 Congress street, Bos- 
ton, Mass., has distributed a folder telling how ‘‘Multi-Kopy” 
carbon paper is included in the office supply stocks of Com- 


mander Byrd's antarctic expedition 

The Lightning Speed Manufacturing Company, $11 Porter ave- 
nue, Streator, Tl distributes a folder regarding its cleaner 
for the metal type of office machines and rubber stamps 

The Typographic Machines Company, Dayton, Ohio, dispatch- 
ed a broadside in two colors narrating the advantages of the 
“Set-O-Type” for composing forms to be used on the office 
printing machine. 

A mailpiece from Company, 


The Tenacity Manufacturing 


Reading, Cincinnati, Ohio, told “Why the Clerk Prefers Bind- 
ers Equipped with Tenacity Metals.” Young women book- 
keepers especially like them because of their easy handling, 


and positive closing 

The Acme Card System Company, 116 South Michigan ave- 
nue, Chicago, Ill... addressed business executives regarding the 
transformation of records as non-productive expense to new 
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ENDURING 
APPEARANCE 


The new Gunlocke Matched Suites 
are as attractive as they are useful. 
Dealers whose clientele can be sold the 
newest merchandise at favorable prices 
will find these suites an attraction and 
profit in their display. 








No. 4005 


New Catalogue Ready 


If you have not already done 
so, write for a catalogue now. 


THE GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 


EXPORT DEPARTMENT 
368 Broadway New York, N. Y. 


WESTERN OFFICE 


Furniture Exchange, San Francisco, Calif. 














Note Especially this 
AURORA STEEL PRODUCT. 


Designed for storage of catalogs, books and 
other business office material, this No. 6600 
rack has unusual features of convenience, 
appearance and economy. 


a na ee rR 


The rack measures 34 inches wide by 12 inches 
deep by 78 inches high; it has no doors of any 
kind; it has four shelves adjustable on 2 inch 
centers, additional shelves supplied at small 
extra cost. The section has sanitary base and 
adjustable feet to take up any unevenness of 
the floor. Olive green and wood grained fin- 
ishes. Made entirely of steel; simple, sturdy 
construction. 


DEALERS: Write for price-list 
and details of our other items 


AURORA STEEL PRODUCTS COMPANY, Aurora, Iil. 
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VISIBILITY 


So that you can 
SELL the world 










the story that we 
TELL the world 


— 





a 
Chinese Red Handle 


Lustrous 
Black Frame 
Strikingly “Modern” 

r 
Modern business demands 
VISIBLE Typewriters, 
Adding Machines, Check 
Writers, but this is the LS ee 
ONLY Visible Number- 


ing Machine. 








6-wheel 3-movement 
Model 41 


Retails 
in U.S.A. $1200 
Canadian price $15.50 
=~ 
A big selling point with 
no competition. Good 
profit, quick turnover of 
stock. 











You see it BEFORE 
it prints! 


654321 
224 Shepherd Ave., Brooklyn, N.Y. 


AMERICAN NUMBERING a» CHICAGO - LONDON -_ PARIS 
MACHINE COMPANY Canadian Distributors: 8. $. STAFFORD CO 


ATTENTION STATIONERS! 


Designed for office work and 
stapling samples together 

ACME Stapling Binding Machines 
are unequalled for fastening docu 
ments, letters, Invoices, proots oO 
sheets of paper together 

ACME Staple Binding Machines 
ire made especially for heavy duty 
Parts are interchangeable, and any 
part needed can be supplied at once 


Send us a copy otf vou mailing list ne ‘ 

: ] for, rd : . . ee yy Instrance compante 
and we will forwa literature over eek. corporations. ote. . 
for vouchers, documents, etc. 


Get in Step with 
Today's Demand 





ACME STAPLE Bind 


ing Machines can be sold 





on sight to every customer 
and by their faultless per 
formance will increase 


your business. 





your name 

ACME Staple Binders are the only 
binding machines designed, built and 
distributed complete from our factory. 


WE GUARANTEE OUR PRODUCT 


Write for Special Dealers’ Proposition 


ACME STAPLE CO. 


Est. 1894 


1643 Haddon Avenue Camden, N. J. Thz,!4eul deeh poner fue 
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sources of profit Fertile fields for more business can be map- 
ped out—visualized, all on records of extreme compactness and 
ready accessibility 

The Elliott Addressing Machine Company, Cambridge, Mass.., 
dispatched a folded mail card to prospects indicating the losses 
of time and possibilities of inaccuracy when repeat addressing 
is done in longhand Once written, the machine stencil re- 
peats itself indefinitely—and always correctly 

The Wabash Cabinet Company, Division of Filing Supplies 
Wabash, Ind., addressed stationers regarding supplies for book- 
keeping machine work. The company produces shoulder tabs 
for instance to use in National Cash bookkeeping register 
which meets the company’s specifications. The Wabash factory 
ean furnish cards for any make of machine, a field which opens 
to the stationer many opportunities for service and profit 

Direct Mail—Dealer. 

From The Blade Printing & Paper Company, 320-24 St. Clair 
street, Toledo, Ohio, comes a useful booklet, “Our Presidents.” 
This gives pictures and brief biographies of all presidents from 
Washington, including Coolidge and other information perti- 
nent to a presidential election year 

Price Revisions. 

The division of filing supplies, The Wabash Cabinet Company, 
Wabash, Ind., has distributed a new price list to the trade 

The Shipman-Ward Manufacturing Company, 4401-09 Ravens- 
wood avenue, Chicago, Il.. has distributed a new wholesale and 
parts list applying to Underwood machines 








SS 
HOUSE ORGANS 














e—— 


Paragraphic reviews of current issues from 
the house organ field, classified for convenient 


reference. 
Manufacturer. 
Use Steel and Let the Trees Grow” was the theme of an 


article in the Berloyalist (The Berger Manufacturing Company) 
devoted to national fire prevention week 

Progress of the baseball series being played by salesmen of 
the Addressograph Company makes the Addressograph-er look 
like a metropolitan daily in text and cartoons 

The metaphysics of typewriter selling was epitomized in The 








Royal Standard (Royal Typewriter Company, Inc.) lL. E 
Speice Royal dealer at Buevyrus. Ohio. contributed “How Is 
Your State of Mind?” to The Standard 

The Leopold News (Leopold Desk Company) devoted an en- 
tire issue to the subject of office lighting A number of types 
of lamps was pictured, the accompanying text showing how 
ey harmonize with various suites in the Leopold line 

The Pencil News (Joseph Dixon Crucible Company) carried 
n its front page a fine reproduction of an Earl Horter drawing 
showing the “City of New York Commander Byrd's flagship 
iding at her dock before sailing on the antarctic expedition 
Bank supply dealers were cautioned to watch for an infring- 
ne <« n wrapper simulating the “Steel-Strong” automatic in 
Steel-Strong Dealers’ Every-Month (The C. lL. Downey Com- 
iny) Thi us d window for its trade mark and the color 
feature has beer dvertised extensively 

The Franklin's Key (The Franklin Printing & Engraving 
Company) made a powerful appeal for sanely planned printing 
A display advertisement regarding printing said: ““A Red Neck- 
Gets Attention—and Scorn, Too.” Typographic stunts get 
attention, | ack tl power to hold it to the interest stage 
‘Duco’ Sits with the Moderns” captions an article n The 

DuPont Magazine (FE. |. DuPont de Nemours & Company) com- 
menting or he modernis 1 in modern furniture Book- 
ses and con nation telephone stands and book shelves in 
modert art style find appropriate decorative material in 
Duco 

ae ip « u s at the factory of The Dicta- 
phone was si wT n he Mouthpiece (Dictaphone Sales 
Company). They had completed an intensive course in sales- 


manship, founded on mechanical experience in the plant, with 
comprehensive schooling in preparation for successful work in 


The “Save ‘Old Ironsides’ Campaign’’ in Rhode Island was 
issisted by t sale of autographed portraits of President Cool 
dge his wife ind other Washington notables Mrs \ 
Thompson Smitlt chairmar as reported in Eversales (The 
Wahl Company) secured the photographs had them auto 
graphed with her Wahl pe nd then sold the photographs t 
fancy prices 

The percentage value of letters in the alphabet was show 
by a grapl n The “Y¥ and E Idea (Yawman and Erbe Manu 
facturing Company) This graph represents the tests of many 

s, and is foundatior f guide schemes furnished 1 t? 
npany Eighteen different subdivisions are standard wit) 
the mpany, permiting stock goods to meet ar req ‘ nt 

Conditions That Cause Complaints in Inked Ribbons " 

vping Tips (The Miller-Bryant-Pierce Company) told of me- 

il conditions in the typewriter which can interfere wit! 

good impressions from the ribbon Various simple kinks in the 
indling of the mechanisn f the typewriter may interrupt the 
travel of the ribbon, and thus 1use unevenness of impression 

Our Biggest Selling Jol n The Lyon Standard (Lyor 
Metal Products. Inc.) indicated the personal responsil ty 
very member f the organization to maintain a high plane for 
Lyon products in the minds of users Every act as a Lyon 
representative whether factor’ office or road sales makes a 
definite impression for Lyon products The right impression 
makes selling easier 

Don't Be aur Asker said The Coach (published co- 
peratively by the I rum & Pease Company. C. Howard Hunt 
Pen Compa! ind Sanfor Manufacturing Company) in con 


















TRINER 


NEW TYPE 
AIR MAIL 


SCALE 





This scale is used by the post office depart- 
ment for air mail. It was selected as the 
best type for the purpose. It is built of steel 
with brass beam and poise. By means of 
deep “V” notches in the beam and a steel dog 
on the poise which seats in them, it is easy to 
get positive, accurate weight. 


All Triner Postal and Parcels Post Scales 
show the latest rates, in effect July 1, 1928. 


Triner Scale & 


Manufacturing Co. 
2714 West 2ist Street, Chicago 























EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
} 1 is of good repute with all users of that type 


quipment Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ng mustiness or mildew EUREKA cloths are non-ravel- 


ing and treated so as to insure clear-cut, sharp copies 
nd absolutely accurate results. Now supplied in new 


office green in addition to the standard aluminum finish 


DON’T TURN DOWN ORDERS 
for these goods just forward them to us; we'll fill them 
satisfactor with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


he EUREKA Blotter Bath 


3732-34-36 South Wallace St., Chicago, U. S. A. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 
No. 2. 81% inch blade. No. 5. 15 inch blade. 
No. 3. 10% inch blade. No. 514. 18 inch blade. 


No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 
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Build up your sales o 

by ordering at once 5 
Yankee Val-U-Roll - 


Adding Machine Paper 


A guaranteed roll containing 250 
lineal feet of paper. All rolls 
are 34 inches in diameter, not 
short in yardage. An _ excep- 
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tional grade of paper at a S 
moderate price, considering 0 
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quality. 


Manufactured by 


Yankee Paper & Specialty Co. 
MENASHA, WIS. 
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menting on the need of initiative on the part of the youngsters 
in business. Judgment developes in the chap who uses his 
head. He will blunder now and then in his decisions, but each 
mistake builds up his judgment, and makes him worth more 
to the boss. 

When we scan the reports of new corporations, particularly 
from New Jersey and Delaware, the cheering thought comes 
that each new company, although it may never function, needs 
stock certificates, records and seal press at least. Some sta- 
tioner gets a bit from each new incorporation ‘“Ti-Ps”’ 
(Irving-Pitt Manufacturing Company) reports on a gold mine 
that one dealer found. An amusement park chartered a sepa- 
rate company for each of its twenty-six concessions There 
were twenty-nine binders with special indices ordered, and 
3,500 assorted forms selected from the “I-P”’ dealer's salesman’s 
outfit. The price was over $300. 

Association. 

The “‘Adjustit’ steel display cabinet was featured as an out- 
standing product of the sheet metal worker in Making Markets 
(Sheet Steel Trade Extension Committee). 

Dealer. 

The “Lettergraph" was featured in a display advertisement 
published in The Blank Book News (The Columbus Blank Book 
Manufacturing Company) 

The football field contributed headings for the items in Good 
Impressions (Samuel H. Moss). Adroit writing made the head- 
ings fit Sam's merchandise offerings. 

“Stationery Inklings” is a newcomer to the house organ field, 
sponsored by the E. M. Bryan Company, Inc., 813 Thirteenth 
street, N. W., Washington, D. C. The first issue narrates the 
story of “Modern Blank Book Making,”’ imparting a new inter- 
est in these office and store essentials Readers who follow 
the story through will appreciate the material and labor values 
concealed in and between the covers of a blank book. 

Internal, 

Gill employes went over the top in the community chest drive 
at Portland, Ore., according to The Gill-O-Gram (The J. K. 
Gill Company). The committee was well organized, and turned 
in one-third more than last year. 


a 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 
July, 1928. By the Division of Statistics, Department of Com- 
merce 

Safes Bank 


and and 
cabinets, safety Other 
fire deposit office 
and vaults furni- Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni- 
Countries No No ment tures ture. 
Austria 55 $3,062 
Azores & Madeira 
mh a ' cae ba ; : : $66 
Belgium 53 1,951 : owe $718 ace 
Czechoslovakia ll 409 a¢ — 
Denmark 14 267 2 $1° on 656 120 
Finland 52 1,620 : . 508 . 
France 20 1,081 ‘ 2.620 154 
Germany , , : R88 1,754 
Greece 35 796 1 100 218 
Hungary ¥" : 113 one 
Italy . 208 6,187 ‘ : 729 400 
Netherlands . 167 4,970 : ‘ ‘71 169 
Norway 48 1,948 30 1,882 579 
Poland and Danzig 64 3,168 ven 578 sae 
Portugal 44 795 a 
Rumania 43 2,197 : : : sos ae 
Spain : 194 3.888 73 2,147 $54 754 1,110 
Sweden . 127 7,318 ; . 2.574 32 
Switzerland 52 3,327 3,162 1.247 
United Kingdom 695 28,172 40 2,973 162 10,2335 4,963 
Canada 571 13,679 227 16,014 7,597 5.494 43,410 
British Honduras . o« ; i . 26 
Costa Rica 37 1,531 27 1,997 317 137 747 
Guatemala 15 559 11 893 ; 417 790 
Honduras 5 365 12 54 354 66 153 
Nicaragua 58 699 ‘ 267 644 1,979 
Panama 37 1,874 3 130 g8 7 967 
Salvador 6 1,808 8 430 195 892 
Mexico . 381 11,425 30 3.550 716 23.369 5,000 
Newfoundland and 
Labrador 18 322 13 N77 ben 83 437 
Bermudas , ‘ : : ‘ 375 
Barbados 1 28 ‘ : Ke - 20 
Jamaica S 264 nel , 06 ‘ 141 
Trinidad and To- 
bago 9 319 6s Ses 176 
Other British 
West Indies 1 70 1 50 e« 
“uba .. 418 2,193 32 1,366 29 9,172 2.658 
Dominican Re 
public &5 3.068 14 546 1,081 4,424 
Netherland West 
Indies ; 17 842 7 54 : 2.367 381 
Haitian Republic 16 728 22 630 724 
Virgin Islands of 
Lu. s 3 147 , ase ' 22 
Argentina on 352 12,594 18 4,807 34 6,528 3,152 
Bolivia ... 50 2,785 :; 97 87 
Brazil . 7 196 8.959 157 2 007 5,748 
Chile . 53 1,914 3 135 69 1,321 
Colombia : 146 6.660 130 7,817 5,177 3,160 7,443 
Ecuador . 10 646 8 281 ‘ 89 595 
Paraguay wee 13 669 ‘ . T — aes 
POG cess 57 1,551 a4 1.566 290 920 1.299 
Uruguay .. 94 2,146 20 1,817 1.590 
Venezuela ee 166 3,057 17 1,341 232 5,665 
British India . 23 3,172 3 161 TT 5,706 667 
British Malaya - 1 {$ 908 20 130 
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CARBO-GRAPH 
BINDERS 


and 


CARBON 





PHILLI 


BRIGHTON STATION 
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and 


BOSTON Pencil Sharpeners in the various Models 
C. HOWARD HUNT PEN CO., Camden, N. J. 





The Same 
Careful Attention - - 


which has for the past Quarter 
Century attended the manufacture of 
HUNT PENS is again attested in the 
always growing popularity of 


SPEEDBALL Materials 
for Drawing and Lettering 
—PENS, INKS and BOOKS— 











Quickly Build Up a Profitable 
Ribbon and Carbon Business 


WITH 


PHILCO RIBBONS 
IN HUMIDORS 


No Sales Resistance 


The new Carbo-Graph opens 
every office door and intro- 
duces you to every buyer. 
THE HUMIDOR increases 
sales and eliminates the ex- 
pensive coupon book system. 


Write for samples and our new descrip- 
tive catalogue, or better still send in a 
trial order and get started NOW. 


PS RIBBON & CARBON CO., 


INCORPORATED ROCHESTER, NEW YORK 
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The New Model “‘A”’ COLORS 


OLIVE GREEN 
MAHOGANY 


— 4 ? WALNUT 


4 Retail Price $5.00 


. DIFFERENT FROM 
ANY OTHER MACHINE 


BUILT FOR BUSINESS. The new EVEREADY Paper 
Fastener is scientifically constructed of high grade steel by skilled 
mechanics. With ordinary care, it will serve you indefinitely. It 
is attractively finished in enamel and nickel, weighs but a little 
over two pounds, and requires a very limited space on your desk. 
It is provided with rubber silence posts, which makes its presence 
on your desk a pleasure instead of a nuisance. It will not scratch 
or mar the desk top. 
















Paper Fastener 


a 
Sab —— 


OUTSTANDING FEATURES: 1—5,.000 staples without a stop. 
2*—Will not Clog or Jam. 3—Lowest Cost of Staples. 
4—AUTOMATICALLY makes a flat wire staple. 

5—Built te Last. 6—No Pounding Necessary. 7—Easy to Operate. 


TRY IT! We will send you a sample 
line for your inspection and trial. Every 
machine is guaranteed and MUST 
MAKE GOOD, OR WE WILL! Sell 
this kind to your customers, and weld 
their friendship. 

LIBERAL DEALERS’ DISCOUNTS 


Attractive Window Displays and 
Leaflets Furnished Gratis. 


EVEREADY MFG. CO. (of Boston) fai ssh Sesto 














AMES MEANS EXCELLENT SERVICE 








Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Anes Means F xXceLLent SERVICE 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


a Lasemene Be, Man Gan Led. 507 Mission &t.. San Franciece 
19 and 00 Queen Strect Lenacn B. ©. 6 Mastend 


TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 
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cabinets, safety Other 
fire deposit office 


APPLIANCES 


and vaults furni— Other 
burglar and ture metal 
Filing cases proof equip-— and fix— furni 
No N ment tures ture 
‘ 1.662 } 9 662 1.344 
1 Té 
17 29.902 OAS 242 
2,40 
~ 104 
46 
14 
tf . 
47 x 12 
12 
~ 1. 58 s 636 
1% 
4 42 547 
66 
60 1s 112 
>t 160 
$f 
14 
137 
68$175,218 979 $66,682 $48,116 $98,6773111,020 
Shipments to: 
$5,060 14 $2. 664 $2,028 $4.32: $9. 087 
2,708 24 1,132 241 640 , 807 


Carbons, Ribbons and Filing Supplies Exports 


| ited Sta 

g folders 
I t) Divis 
‘ n ‘ 
(‘ountries 
Austria 


Belgium 
Czechoslovak 
Denmark 
Finland 
France 
Germany 
(,reece 


Hungary 


ports of carbon paper, typewriter ribbons 
ecards and other office forms in July, 1928 
Statistics, United States Department of 
Filing 
lders, index 
cards and Carbon Typewrite 
office paper ribbons 
I nds LDozer 
7 $19¢ 
$ { $1,409 08 $94 
lit 64 t 22 
8 6f 47 393 
5 5 7 110 
8 7 64 678 
a ep, 
24 h 
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21 ¢ 19 107 
940 2 ! 106 
69 01 941 
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6o%8 af 254 
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tT t84 22t 10) 
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1 132 9 56 
2 957 467 
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$+ 
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ya 40) 340 
" y 4 fis 
‘ 141 y 1.601 
R4/ 1.906 gor 
5 ‘ N4 2.37 
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2 70 
rl 248 796 
¢ 99 $ 123 
123 419 ] 442 
12 031 417 1,233 
7 114 22 94 
{ 26 : 153 
2 § 2,974 960 1,480 
148 164 
7 61 6s 
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VIDAVER Starts the Day Right! 


of the day is to open 
ding that detail accelerates all things that 
follow—handling of orders, bank deposits, shipments, filing, and 
important executive decisions. 


VIDAVER opens the mail at a speed of 21,000 per hour, 


In every business office, the first dut 
the mail. § 


feeding automatically and accurately gt 
° 


sandths of an inch from the edge 


adjustment of machine. 


There are still a few choice territories available. Write us 
in detail of your qualifications; we shall be glad to explain 
our proposition. Our folder “Time” gives details of machine 


and is sent on request. 


IDAVER 


LETTER OPENER COMPANY 
New York, N. Y, 


1755 Broadway 


nding off six thou- 
the envelopes, thus 
avoiding any damage to enclosures, and any interference in 
gy sometimes occasioned in other methods by coins, 
clips, or other metallic contents. It opens all sizes and shapes 
of envelopes requiring no previous preparation of envelopes or 








THE AJAX SERVICE STAMP 





A New 
Article 


JAN 20.1927 
STANDARD OIL COMPANY 


OF NEW YORK 


PER. ~~ ~~ + ooo oo eo oe one 


SAMPLE IMPRESSION 


The Ajax Service Stamp . 


ate wheels good for TEN 


may desire, and with any of the five color 


ribbor you may select, and protected 


ciscount 


$15 .00—gox 


Ajax Time Stamp Co. 


81 Washington St. 


YEARS’ USE, 


without replacement, any reading matter you 


sinst breakdown by our guarantee! Price, 


Service 
Stamp 
Of Many Uses 


For receipting bills 
Endorsing checks 
Receiving invoices 
or documents 
No spreading of 
letters or fig- 
ures; no smear- 
ing 
The Ajax prints 
through a ribbon 


Boston, Mass. 
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Metals— 


MANUFACTURING STATIONERS use 
our metal parts service to advantage in 
handling quantity orders for memo and 
ring books, loose leaf catalogs, price 
books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. 


Write for illustrated catalog and price-list. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal Street 
ST. LOUIS, MO. 






For Memo 
and Ring Book 











ef TAL 


EVERY great selling organization, every 
outstanding sales executive, all examples of 
successful merchandising, base their position 
on firm conviction of the quality of the goods. 
That confidence in the quality of the supplies 
when properly supported by the manufacturer 
is a VITAL essence—an ingredient that in- 
sures success. 

We are in search of that VITAL essence to 
carry our campaign to success in various 
localities throughout the field. Queen brand 
ribbons and carbons are manufactured in 
various weights and degrees of inking for 
specie purposes. When used as specified, 
these typewriter supplies are superior 

We shall be glad to furnish proof or ad- 


ditional details to any retailer. 


et 


Ribbon and Carbon Company 


MANUFACTURERS 
109 Reade Street 
New York, N. Y. 
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Filing 
folders, 
cards and 
other office 


Countries forms Pounds 
Japan 938 19,966 11,648 
Palestine : 61 : . 
Philippine Islands 646 3,447 2,747 
Australia 560 10,821 7,282 1 
British Oceania 25 
French Oceania 10 . 
New Zealand 781 1,124 1 
Union of South Africa 30 482 512 
Egypt Je 
Algeria and Tunisia 144 105 
Liberia 113 ° ; 
Other Portuguese Africa ° 19 13 
Canary Islands oe 
Total $40,529 109,509 $81,048 15,9 
Shipments to: 
Hawaii $5,591 471 $304 
Porto Rico 2,657 959 739 
i 


Adding — Calculating 


United States exports of adding, 
machines, et« by countries, in 


classification where the machine 


of the motor is included with the machine 
lating machines are not shown separat 
general classification ‘Other machinery 





index 


November, 


Carbon 
paper 





1928 


Typewriter 
ribbons 


Dozen 


l 


244 1,319 


252 648 
01 1,505 
184 574 
101 320 
80 342 
15 117 
15 “42 
13 37 


21 $45,824 


19 $95 


110 539 


Billing — Tabulating 
Exports 


calculating, 
August, 
is driven by an electric motor 
adding 
included 
which is not 


ely 


192s In 


Parts of 
They are 
and parts of.’ 


segregated for publication By the Division of Statistics 
ment of Commerce. 
Countries No No. No. 
Listing Typewriter 
adding bookkeeping Non-listing 
bookkeeping billing adding 
machines. machines machines 
Countries No. No o 
Austria , 28 635 
Belgium 46 27,007 73 2,337 228 246 
Czechoslovakia : i 3,161 1 637 
Denmark 1 300 1 448 
Finland 
France 35,907 47 2S.150 If 791 
Germany 158 121,570 47 28.747 
Hungary 1 800 
Italy 25 15,451 15 9,531 19 O60 
Latvia . 
Netherlands 2 1,610 2 241 
Norway 1 717 1 1.044 
Poland and Danzig ; 1,840 ‘ 5.60 1 222 
Sov. Rus. in Eu 5 4.000 
Spain 4 5.600 5 2604 
Sweden y L480 
Switzerland 23 14.404 | 4.740 2.876 
United Kingdon 7 8 S26 77 22,736 =: 
Yugo. and Albania 10 ni 
Canada is 7,743 21 9.581 ‘ io 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 7 | 1 1% 
Newfound. and Lab 
Jamaica 
Trinidad and Tot I 815 
Cuba s 11.088 » ow 
Dominican Rey 
Netherland W Ind 
Haiti Ret f 
Virgin Is. of I s 
Argentina 2.58 5 “ 
Brazil ‘ 3.503 s 4.217 5 ae 
Chile 2 1.407 16 71 
Colombia % a7 
Ecuador 1 
British Guiana 
Peru 
Uruguay 
Venezuela oe 1 121 
Repetto Em@ig.....see ce cesses 
British Malaya 1 606 2 200) 
China 
Java and Madura 6 690 1 20 
French Indo-China 8 “6 
Japan 1 651 ; 1,585 
Philippine Islands 1 #9 
Australia 24 14.616 1 7™ 
New Zealand 2 86 
Union of 8 Africa 
Total © $335,915 274 $150,822 162 $10,009 
caeemante from United States to 
Hawali as 150 
Porto Rico 2$ 1,125 
Card 
punching. sorting 
Calculating and tabulating 
machines. machines 
Countries No ’ 
Austria 16 s 2 $ 3.500 
Belgium a3 ; &. 20 
Czechoslovakia > 
Denmark 27 
Finland 6 
France 1 27m 
Germany Me | 5 80.207 
Greece 2 
Italy 108 nr 15.200 
Netherlands 48 2 2.0% 
Norway 1 
Poland and Danzig 11 bs 2 950 
Soviet Russia in Europe aQ 2 1.929 
Sweden 2 
Switzerland 2 1,106 
United Kingdom 4 5,004 


bookkeeping 
exports 


and billing 
under this 
the value 
and calcu 
under a 


S. Depart- 
No 


Listing 
adding 
machines. 
o 
128 $ 11,295 
14 28,192 


87 7.808 
35 2.348 
O68 & 4678 


162 21,209 
149 23,829 


101 11,440 
127 


é 

1% 457 
11 1,362 
104 9,647 
70 5.307 
209 17,210 
“2 7,209 
s 11,652 

1 204 
165 210 
1 1,580 
2 243 

4 338 

2 on2 
455 

8 TOO 

= 2.706 
1 75 
195 

18 2.825 
11 1.051 
157 

oo 3°0 
14 18,472 
is 4.138 
1 2,299 
os 1,930 
1 7h 
pal > 910 
‘ aim 
’ 1,1%1 
17 1,4°5 
2.338 

7 aw 
Sf 5,729 
2 5A 
70 5504 
5 9.991 

‘ 3,240 


2.625 $266,506 


27 $ 3.009 
el) 4,291 
Other 


ih $1,975 
‘ 50 
‘ 218 
12 870 
7 760 
2 101 
? 24f 
5 1,230 
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Wood Transfer Cases 


With Heavy Fibreboard Cover 
LETTER - LEGAL - BILL SIZES 


The Cheapest and Best 





\ number of our dealers sell several gross annually. You can, too. 
Order a dozen today. 


Imperial Methods Co. 


FOREST PARK, ILLINOIS 


SCHUBERT OFFICE SPECIALTY CO., 


1405 S. Hill Street 580 Market Street 
Los Angeles San Francisco 
GERARD D. WHITE EARL H. PRENTZEL 
2235 Bassford Ave., Apt. 1B 123 Se. Broad &t., 
New York City, N. Y. Philadelphia, Pa. 
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CAPBONFPAPER FOR NOINSELENS TYPEWRITESF 


vy 


NO CARBON SMU NON-CURLING STRONG CLEAR COPIES 
tHE HIGHEST QUALITY CARBON 
FOR ALI TYPEWRITERS 


AS STORM\ 


ah ae Oy i ll oo A 


rYPEWRITER RIBBONS AND CARBON PAPERS 


H. M. STORMS CoO., 561 GRAND AVE., 


BROOKLYN, N. Y., U.S.A 











Tyeeececeenepeetengnregeresteans 


PRESTO 


Inkstand 


AUTOMATIC CLOSING 










Retails $3.00 






\ real advance in inkstand design—automatic 
closing against dust and evaporation; easy to fill 
und clean—no complicated parts. Base artistically 


shaped for convenient pen rack and pin cup 


Retails PRESTO will have a big sale 
$1.25 this coming season. Its mer- 
its explained to the public are 
producing new business con- 
tinually Send us an order 
and try it out. Write today. 


Bachrach Specialty Co. 


2275 Third Ave. New York, N. Y. 
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- The ( om/forta ble 
Great Northern 
Hotel 
(en. © « & AGO 








RAVELERS select The Great Northern for its 

wonderful location in Chicago’s “‘loop’”’. They re- 
turn because the large comfortable rooms, homelike 
environment, attentive service, excellent food and 
moderate charges make it an ideal hotel. 


New Garage One-Half Block 


_J #00 Newly Furnished Rooms $2.50 a day and up 
Sample Rooms $4.00, $5.00, $6.00, $7.00 and $8.00 


WALTER CRAIGHEAD, Manager 


DEARBORN STREET FROM JACKSON TO QUINCY 














EDUCATIONAL 


LISTS 


Schools, School 
Executives, Teach- 
ers, College Stu- 


dents, Dealers in 
Student Trade, 
Student Supply 
Stores. 


Send for Catalog No. 10, 1928- 
1929 just issued. 


Educational Lists Co., Inc. 


503 5th Avenue, New York City 
612 N. Michigan Avenue, Chicago 





STEEL BOUND 
STORAGE BOXES 





pu 


OPEN 


The dealer who supplies this equipment to his 
trade is in the lead. STEEL BOUND BOXES 
are made in ten stock sizes for storing drafts, 
checks, deposit slips, letters, vouchers, bills, 
etc. Special sizes made to order. Papers thus 
stored are made safe from dust or muss at 
small cost. DEALERS: Write for proposition. 


Steel Bound Box Co. 


5039 Cottage Grove Ave. Chicago 
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Card 
punching, sorting Other 
and tabulating including used 
machines and rebuilt 


Calculating 
machines 








Countries No No 
Canada Mi 13,878 ; 1,963 “ 1,558 
Honduras 3 at 
Nicaragua 2 725 
Panama ; 4.8 es 
Mexico 1” 1.070 4 40 
Cuba l 15 
Virgin Islands of I 8 we 15,0 
Argentina 12 875 
Bolivia 12 1,440 
Brazil 2u 3,774 
Chile 17 4,057 
Colombta 11 70 l 58 
Peru 1 195 1 188 
Uruguay 7 945 
British India l 2:5 SO 62 
British Malaya is 
China 22 2,860 12 60 
Java and Madura 21 2,524 l SU 
Other Netherland E. Ind 2 585 
French Indo-China 2 300 
Hong Kong 1 90 
Japan 3 532 1 a 
Philippine Islands 43 4.556 l 190 
Australia lint 4,855 
New Zealand lf 60 
Union of South Africa 5 SUB 
Total 1013 $147,460 65 $121,352 181 $9,431 
Shipments from United States to 
Hawaii lt 61 
Porto Ric« 
Typewriter Exports 
United States exports of typewriters by countries during August, 1028 
in exports under this assitication where the machine is driven by an 
electric motor, the value of the motor is included with the machine By 
the Division of Statistics, Department of Commerce 
Standard, New Portable, New Used & Rebuilt Parts of 
Countries No N No 
Austria 100 $ 6,681 119 $ 4,266 1938 $ 4,256 $ 300 
Belgium 20 20,023 205 7,580 153 6,721 be) 
Bulgaria 6 420 
Czechoslovakia 207 18,491 2 12,031 “ 790 19 
Denmark 120 8,493 2 851 10 145 578 
Estonia l so 
Finland SS 6,104 106 3,821 . 302 
France 16 33,707 1,265 $8,207 21 7,861 i 
Germany 5 24,488 2,248 137 4.6 1.47 
ribraltar . 
Greece 23 1,700 ‘ 1,256 20 ) iS 
Hungary 78 5,390 2 72 101 2,700 
Italy 148 10,801 14 17,225 1,109 1,702 2,787 
I tvia yl 14 a] 240 vt 
Mal ( o and 
Cyt s Is 17 82 
Netherlands 18 13,868 2,565 43 Qs7 7 
Norwa 12 2.88 sO sso 10 80 1 
Poland at D xz 235 18,2 141 2 SHO 42 
Portuga il 4 617 41 
R ania 140 10,858 6 1,488 
Sov KR n Eu *, 471 2 72 oo 
Spa i 25,02 e 1753 e S2 I 
Sw a) 4 12 7 10 44 79 
Sw riand > 6,87 t 13, 7¢ 7 2.0) ( 
Ur I ngd go a” iT 44 a] ons x 4 20. 108 
Y and Albania 2 S2 1 ( PD 
( la ae 44.000 a 7.1 18 _" 11 ts 
B H 2 60 2 1,000 
Costa Rica f 1,1 14 10 
suatemala 0 1.S44 5 2.158 
Hor ras f eo 2 So 2 110 ‘1 
Nicaragua 1 60) 21 76 10 00 
Panama 41 2.07 44 lv 683 227 
Salvador v2 f 2,741 
Mexico 7 25.780 $s 18,048 2 gue 19 
Newt n 
Labrador l ost l ‘ 
Bermudas l ri 
Barbados 174 
Jamaica s n4 41 1 1s 
Trin. and 17 v3 6 i 
2 2 Fs s 2 OSS S10 a 
Rey 17 1,057 f 221 1 s 3 
Ind ~*~) 1 546 ) i" 11 0 
f o 14 1 44 I . =i 
| s 2 7 
41 54 (pM 7 Ooo we ' 2 4 
1 ss) ; 40) Le a 
1 36.400 22 4.740 s 2.377 
2351 10.8 4 1¢ OG ‘ Ono ee 
Colombia 152 10,822 224 8,630 Ta 5S: 
Ecuador ‘ 2.11 16 581 
Surinam ‘ 270 1 t 
Paraguay l 1n4 ‘ 
Ecuador 104 7,576 128 4,868 0 401 
Tt ruguay 10s & O02 54 2040 y ; Ru 
Venezuela 28 2.117 7 03 12 SRT 60 
Aden 24 1 5 
Brit India 364 25,640 267 +622 22 61 57 
Brit Malaya Mw 47 24 and 1 56 
Ceylon ] 60) 
China S 6.652 2 4,952 7 1,207 520 
Java and Madura 14 9,680 ’ 1,882 2 au 348 
Other Neth. E. Ir ‘ 20 2 TOO ¢ 232 
Fr. Indo-China 0 20 
Hong Kong 44 5 NS 
Iraq 2M 
Japar 54 44 ew 2,238 16 593 102 
K wantung 12 422 
Palestine 10 360 2 20 
Persia 4 187 2 
Philippine Is " 5.422 214 8.997 710 
Siam 24 1,658 s 12 4 237 12 
Sov. Rus. in Asia 2 198 
Syria I 910 1s 
Australia 1 21,9000 14 11,397 45 1,449 5,675 
Brit. Oceania : 279 é 216 
Fr. Oceania 6 135 
New Zealand 47 172 “ 2,088 8 234 202 
Belgian Conco 210 18 648 
Brit. E. Africa 14 2 29 1,106 2 
Union of 8S. Afr 21 16,0@ 58 2,164 326 


APPLIANCES 319 








Offices, Stores, Factories, Shops 


all use stools, and you can find many pros- 
pects for the profitable SEARLES line. The 
welded steel frame is designed to prevent 
tipping and is rigid and durable for life- 
time service. 

SEARLES Stools are made with walnut fin- 
ish seat and with or without backs; there are 
four sizes, 18, 25, 27 and 29 inches high and 
we also make stands and stools in chil- 
dren’s sizes. 

Write us for descriptive matter or let us 

know your requirements. 


Searles Electric Welding Works 


Manufacturers 
1850 Fulton Street 
| 


SENECA 
RULERS 


‘‘The Standard of Quality 
and Service for 
Over Fifty Years.’’ 








Chicago 








Write for Illustrated Folder C5 


Seneca Falls 
Rule & Block Co. 


INCORPORATED 
Seneca Falls, N. Y., U. S. A. 
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Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 






























Office Chairs 


Made to stand long service 
at minimum price 


Empire Chair Company 
Johnson City, Tenn. 


Permanent Exhibit — American Furniture Mart 
Spece 1526 — 1527 —- 1528 Chicago, Ll. 











Standard, New Portable, New Used & Rebuilt Parts of 






Countries. No. No No. 
Brit. W. Africa 1 80 42 1,512 10 300 
Egypt . a 3.449 33 1,188 bea 49 
Algeria and Tun 229 15,789 240 8.040 50 
Other Fe. Africa 12 1,000 2 72 ; 
Liberia 5 183 
Morocco 1 be SO 2.880 
Mozambique i) 438 
Other Pr. Africa 10 701 . 
Canary Is 1 sO 6 216 
Other § Africa ; 250 

Total 10,364 $709,549 8,263 $317,001 3,481 $79,917 $78,171 

Shipments from United States to: 

Hawall 334 $ 23.223 123 $ 5.353 s 212 
Porto Rico 166 10, 


British Demand for Modern Office Equipment 

Commerce Reports] The existing demand for modern office 
equipment in the Bradford district is good. Merchants, manu- 
facturers, accountants and other business men are now paying 
considerably more attention to the furnishing of offices than 
was the case a few years ago, and it is becoming apparent that 
a well arranged office is a trading asset. This realization has 
prepared the way for an increased sale of office equipment in 
the future and has resulted already in the entire reorganization 
of a number of offices in accordance with modern ideas. 

It is believed that the potential demand for the sale of office 
equipment has only been partially satisfied. In the next few 
years many removals and extensions of business premises are 
likely to be effected, and a field should be opened for a greater 
sale of American office equipment. 

During the past few years the British wool textile industry, 
which is centralized in the Bradford consular district, has not 
been in a prosperous condition and manufacturers have been 
somewhat reluctant to embark upon schemes of office reorgani- 
zation. Lately, however, some members of the trade have been 
quoted in the local press as advocating the abolition of what 
are termed ‘“‘mid Victorian’’ methods in the industry, the 
amalgamation of its many small units, and the elimination of 
duplicative overhead expenses. If this trend developes, there 
will be fewer but larger offices, furnished with modern office 
equipment 

A factor favorable to extension of American trade in office 
equipment has been the providing of American consulates in 
foreign countries with modern American office furniture In an 
office like the Bradford consulate, where some 10,000 invoices 
for American customs purposes are certified each year, a large 
number of local business men have the opportunity of viewing 
what amounts to a permanent exhibition of American office 
furniture The furniture has aroused interest on the part of 
such visitors. 

Any general improvement in the wool textile industry will 
materially assist the local market for office furniture. It is also 
believed that a scheme of publicity designed to educate ex- 
ecutives in the business stimulating effect of well organized 
offices will do much to encourage the sale of American office 
equipment. 

——_ <>_—__ 
Research Aids New England to Cut Manufacturing Costs 

Compelled to meet strenuous competition in a _ prolonged 
buyer's market, New England manufacturers, deprived of the 
advantage which they formerly enjoyed through plentiful water 
power, are turning in increasing numbers to research as a 
means of cutting their costs and improving their products 

Machine tool companies, textile weaving organizations, shoe 
manufacturers, paper mills, small arms makers, paint manufac- 
turers—in fact almost every industry in New England—are 
taking advantage of applied research to simplify and standard 
ize both their products and their processes of manufacture, 
frequently with amazing economies 

A brief history of the accomplishments of twenty-eight New 
England companies through this method is contained in a book 
let “The Use of Research in Standardization and Simplifica- 
tion,’’ published by the policyholders service bureau of the Met- 
ropolitan Life Insurance Company, 1 Madison avenue New 
York, N. Y. The brochure contains a part of the compiled 
data on research in industry gathered during a comprehensive 
survey of New England industry It is arranged in four sections 


each representative of a particular method of attacking the 
combined problem of simplifying and standardizing manufa 
turing processes 
Both this pamphlet and the preceding booklet of the series 
The Use of Research in Developing Old Products and Intro- 
ducing New Ones" may be had free of charge on apy ation to 
the ublis I 
>_> - 

Finland Post Office to Budget Machine Equipment 
Comn ce Reports] The labor efficiency committee for postal 


tober, 1926, has submitted a 


er 
work in Finland, appointed in (x 
3 l apparatus 


report. The recommendation is made that mechanic: 
ch greater extent in postal work 





be used to a 





veyors and other mechanical transport devices should be ob 
tained for the larger post ffices, also postal order apparatus 
automatic postage stamp machines, and more typewriters and 
accounting machines The Post and Telegraph epaeunenes 

them to € 


should detern r requirements in time for 


taken up in the 1930 budget 


_——- hh a 
How a Chain Store Concern Files Data 


One of the problems of home office chain store executives is 
to maintain close contact with contractural conditions of the 





individual stores The Charles Stores Company has devised a 
special file folder with six divisions, one such folder being as- 
signed to each store The tabs suggest the convenience of the 
plan: “Owners of Leased Property,” “Attorney,” “Contractors,” 
“Fixture Contract,” Miscellaneous” and ““Manager.”’ All cor- 


respondence and data regarding individual stores is filed in the 


appropriate pocke t 
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Even a Pencil Can 
Be Better 


Pencils since 1662—quite 
a history, much progress 
written. No matter what 
the item, it must keep 
pace. Even a pencil can be 


better. If the profit on 
your pencil line is satis- 
factory, keep it. If not 
—investigate Staedtler. 
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REGAL REBUILT 
ROYALS 


ROUGH TYPEWRT] 


REGAL TYPEWRITER COMPANY, Inc. 


VEO staer tes FOP 
New York, N. Y. 


) 




















KLEEN KWICK KLEENER 


A Liquid Cleaner 


“g “THREE KAY” 


Cleans Typewriter Type 





CLEANLY 
QUICK 
EFFICIENT 
HARMLESS 
ECONOMICAL 


Simple, Direct, 
Practical; 
not a fad 


RESULT OF 25 YEARS’ EXPERIENCE AND RESEARCH 


You have tried the Rest, now try the Best 
50c—Full directions with each bottle—50c 


Properly used the sturdy swab does the work without cloth, 
except for emergencies, with less muss and waste. “THREE 
KAY” is a repeater on its own merit. Large concerns using the 
product prove this fact 


FREE ADVERTISING FURNISHED TO DEALERS 
Ask for liberal dealers’ discounts 


E. E. PURCELL 


Distributor 


Westport Station Kansas City, Mo. 








STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It's what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them. 


The American Embossing Co. 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 
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a —— 
yo .| BM. Be BLANKS | 
», 


BONDS, STOCK CERTIFICATES AND SECURITIES 


overprinted on these steel engraved blanks have a quality look and feel equal 
to that of United States Bank Notes because they are produced in exactly the 
same manner. Consequently they are the preferential choice of dealers and 


investors and prove an unusually profitable source of income to the printer. 
SAMPLES SENT ON REQUEST 


KIHN BROTHERS BANK NOTE ENGRAVERS, 205-2009 WEST 19TH ST... NEW YORK CITY 


= (RRR RRR RRR RR SR RR SE 


FOR ALL PAPERS Ur VALUE | 











Stationers-- 


“AICO Quality Indexes’’ Cash In On 
FIBERSTOK’S 











There is an P 
“AICO” index for : 
‘ 
every need al- 7 : 
phabetical, chron National : 
ological, geo- Ad ! : 
hi 
graphical and spe- vertising: — a , 
cial indexes of a 
every description, Write for Details on Our Salesmaker Cabinets 
for loose leaf and National FiberstoK Envelope Company 
Gling syst 427-447 Moyer Street Philadelphia, Pa. 
ng systems. New York Office—150 Nassau Street 
W rite tor our 
spe il | all price 
list otf stock in- 


Ideal LINOLEUM 
DESK ‘TOPS 


There is an enormous field for dealers selling this 
superior grade. The finest desk linoleum is used, good 
looking, fine writing surface, easily cleaned and will 
not scratch or break. Will stand worst office abuse 
and last a lifetime. 


We furnish dealers descriptive folders and price-lists 
with dealer's imprint and samples. PROMPT DE- 


i — stam ere for Stationers end chicos LIVERIES! All shipments made the day order is 
Secence for, Lense Leaf Systems received. 


Work 
Aigner's Patent att Stripe 4201 IDEAL LINOLEUM TOP COMPANY 
109 West Austin Avenue Chicago, Ill. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED - BLUE - ORANGE - GREEN - BLACK 


Your Name Stamped on Guide Tab Without Charge 


dexes and reap 


the extra profit 


“IF IT’S AN IN.- 
DEX, WE HAVE 
IT.” 























112-114 S. Calvert St., Baltimore, Md 
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The PRESENT DEMAND 


for 
TURNED LEG CHAIRS 


is amply provided for by the many pat- 
terns illustrated in our New Catalog. 


Send for Your Copy 


THE MARBLE & SHATTUCK CHAIR CO. 
CLEVELAND, OHIO 
“Designed for Comfort and Built to Last”’ 

















este | | The QUIK-LOK 


7 J 
Patented! T 
] Keep it right in sight! S O R A G E F a LE 
F om Drop it down in your PAT. PENDING I 
— desk. ‘ Quik-Lok stor | 
\ New model retail $20, = age Files will keep your | 
$24 and up. Take the taaaiive reasede, cles, 
er agency for your lo- for immediate reference 
z cality. at the lowest possible 
Write for literature Quik Lok 
} aa Stor- 


age Files should not be 
confused with the or- 
dinary stotage files on f 
the market today—they 
are distinctly different, 
not only in construction 
but in case of operation, 
convenience, and dur- 
ability. 


Quik-Lok = stor- 
age Files have a heavy 
three - ply, spill - proof 
bottom, Triple Steel re- 
inforcement, positive 
Automatic Lock, and 
an entirely dust-proof 
construction, making 


ee Kohler & Co. 


yi Dept. A. 
11 W. 42nd Street 
— New York 








LEON ISAACS & CO. TURNER &HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 





Illustrating our A-124 for Letters 


The Slickest Pens Ever Made and A-93 for Cancelled Checks them distinctive in 
Convenience, Durability, 


SPECIAL IMPRINT Gubbclads tas ke Gs deh ote baa 


fectly, quickly and easily, and to give satisfactory service. 

Quik - Lok Storage Files have no parts to wear, tear or tangle. All 
outside and inside surfaces are smooth—no projections to catch on the 
shelving and nothing to mar the finest furniture. Send today for your sample. 


PENS 
FOR THE TRADE 


LET US QUOTE OUR PRICES 
Established 1876 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Ulestrated catzlog on application PHILADELPHIA, PA. 


Call up vour favorite Stationer and give him your crder—or write us 
direct-NOW. Dealers: Write today for our Literature and discounts. 


THE KAY-DEE COMPANY 


Mfrs. Steel, Fibre and Paper Transfer and Storage Files 
3644-64 So. 36th St., Lincoln, Nebraska 


The Business Card Way to Make Printing Pay 


Printers everywhere have found printing advantages you can print and sell these at 
and selling Wiggins Patent Scored Cards a saving to your customers and still make 
put up in Wearwell Lever Binder Cases about 50% profit for yourself. 

a dependable way ito lower overhead and _Send for one of our three sample orders today and try 


increase profits. these scored cards out with some of the firms to whom 
ai you are now supplying ordinary loose printed cards. 


_ Business men recognize at a glance the 
Stubs of cardsheld firm- value of this new method of putting up 
ly by lever binder in case . . 
: cards. Cardsalways neat and clean—easily 


detached with straight, smooth edge; no Peeriess'CARDS 
Trial Assortment Order ‘=! waste from spoilage. With such apparent Book Form 




































































Price 
No. 1— 200 cards, 2 styles, and 2 Cases, 2 styles, $1.00 
Nod-100 “4" 8 “64 500 THE JOHN B. WIGGINS CO. 
No.3—2500 “ 4 1 “ 4 “ 10.00 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bidg. 


Order today anyone of these sample orders. Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 
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RIBBONS 


Dealers 


Sansom at Tenth Street 


U.S. TYPEWRITER RIBBON MEG. Co. 





ESTABLISHED 1895 


Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 











Brass Five 

Nickel Plated Sizes 
| Open Easily, No Large 
Close Joint to Tear 
Securely Paper 


4", 2”, 1", 14", 2” inside diameters 
for loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


om our line of ...... 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 





Loose Leaf Rings | 


Will Rogers states: 


F anybody 

doesn t think 
life insurance is good, 
just let him die with- 
out it once—that will 
convince him.” 


“Let Me 
Be Your 
Silent 
Partner’’ 

















LEU OUR ANTEE 


PERFECT MACHINES LOWEST PRICES 
——-SPECIAL DISCOUNTS TO DEALERS 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 








a 


KWIKSTIK 


he MUCILAGE WITHOUT A BRUSH 
NO MUSS—NO FUSS 


The Sanitary —Serviceable — Sensible Features of KWIKSTIK 
Make Pasting a Pleasure 















FOUR POPULAR SIZES RETAIL AT 
10c + 15¢ + 25¢ + 50 


The "Famous Fifty” (S0c Office Stee) & a 
Consistent Repeater to the Office Trade 


Write for FREE DISPLAY MATERIAL and 





GUS E. NELSON, Jr. 


Insurance Counsellor to the Stationery Trade 


217 BROADWAY, N.Y.C. Telephone: Whitehall 7530 








RADIAL DISTRIBUTORS 


Efficient and economical. Will keep corres- 
pondence and papers always on hand and prop 
erly arranged. The most efficient desk file on 
the market. Made in four sizes. A very profit- 
able item for 


stationers. 


STANLEY 
R. 
BRISTOW 


24 Central Avenue 
West Orange, N. J. 























Feature KWIKSTIK for Larger Profits 


KWIKSTIK COMPAN 


3229 S. Ashland Ave 





Chic ago 





AMES Advan tages 


Vol. 1 NOV vE MBE R, 1928 


In the last issue of Ame 
nounced the new Amestyle one 
exclusive number with a magneti 
Requests “for samples and particulars’ 
ing in from dealers all over the states 
NOW we 
signed to he > Amestyle dealers 
rf Cae »* Ame tyle holdings Their Am 


Advant ages we 


announce our latest effort one 
increase the sale 
estyle profits 


Ss an interesting house organ entitled 
AME STYL E DEALER 


If you want a copy to look over—we il _— y 
mail you one ogether with a samp! if the n 
Amestyle one-loc te rday 

AMES SAFETY ENVELOPE Co. 
55 Sudbury Street Boston, Mass. 


k Envelock Write 








SE 
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SIMONSON , 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. Manufacturers 1225S. Michigan Ave., Chicago 








PATENTED 

METAL TIPCSUIDES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Sample 
Dealers’ Discount 





SE 





Representatives Wanted 


for exclusive territories. 


SPEEDAUMAT has advantages in 
a one-piece address unit, low u 
keep cost and compactness. 
use by Prest-O-Lite, La Salle Bx- 
tension University, Penn Mutual 
Life Insurance om pany. 
Publishing Company, Fo Ford- 
Speedaudresser AB, the son & Lincoln, Pictorial Review, 
hand machine. Kalamazoo Stove Wor 





SPEEDAUMAT will be a profitable addition to your business. 
Ask us about it! 


Speedaumat 
Addressing Machinery 7 


2023-2033 wit Low ST. 
CHICAGO. ILLINOIS 
U. S.A. 
















+ : 
x 
+ Dealers : 
< Attention * 
4 Sell inks for all DUPLICATING % 
t MACHINES, also STENCIL COR- 
* RECTION VARNISH UNDER 3 
x YOUR OWN BRAND. Half acen- ¥* 
¥ tury of ink manufacturing experience % 
‘ is back of our product. x 
) Send for samples and prices : 
= 
t+ Peerless Ink Corporation } 
¥ 350 Broadway New York ¥ 
SEAS EH HSI SISISISICISISISISISISI IIIS IIIa 
_ 3 Moore 
Card Index 
Signals 


100 one color in 
Metal Box $ 95 
1000 Signals $8.50 
12-25¢ Metal Boxes 


(20 to box) 







i rs 
rice List and 
quantity disc ts 


Moore Push-Pin Co. 
Philadelphia, Pa. 
(Wayne Junction) 

Most Maptacks used 

are MOORE uniform 

metal heads with 

sharp needle-like 
points. Samples 
nh request 





Display Easel Showing 12 colors 








DEALERS — — SALESMEN 


ENCELLOGRAPHT 


ROTARY STENCIL 


DUPLICATOR;= 


$3750 FQuIPPED. FOLDER FREE 


PITTSBURGH TYPEWRITER & SUPPLY ©. 
SUITE 524 ,359FIFTH AVE, PITTSBURGH. 




















MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 










For printing 
price tickets, 
numbering 
bins, boxes, 
shelves, etc. 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE wood, glass, tin, paper, ete., by means of a 
lasting adhesive material furnished. Made in two sizes, 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 


>)>2) 2) )2>2)=>= ISPS Se Se SSS aS aS ay 


OF Fe I Fd FL FLL FEF Fh I ht hed het hed he hed hee hed hee hed hee hed 





12 PS) > 






Every Progressive Dealer and 
Manufacturer should belong 
to the National Association of 
Typewriter Dealers. 







For information write 
P. E. KINNISTEN, Secretary 
7600 Prairie Ave. 
Chicago, III. 








LLM ML MM MM MM MM Me ht hl hy 
‘ 
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ORIGINAL 
THIN LEAD * MECHANICAL PENCILS 
“THE WORLD'S STANDARD” 
PURPLE BLACK 
BLUE YELLOW WHITE 
GREEN BROWN INDELIBLE 
FIRM = SMOOTH @ UNIFORM 


NEWARK, iJ, 


RED 


SPE SE St St Ste St St St Gt St S+S+S+St+Sy 
Excelsior 
Ink Company 


~~ 


An Ink for 


Every Pu rpose 


319 West Ohio Street 
Chicago, Illinois 


D+ S++ O+S+ H+ H+ S+S+S+e 


B+ D+ S++ S++ O+ S++ S++ O+O+O+H+ 











A The only 


Z brush that 
d thoroughly 
bi cleans al parts 
P f rYPEWRIT | 
ERS OFFICE AP- 
PLIANCES AND DE 
VICES, Typecieaning end 
Ti f stiff China Bristles, 
ning end made of 
Hair 


lored display 
Big profit to 


resting prices. 





th ea 
dealers Writ 


ARTHUR W. HAHN, Dept. A. 
Years of Brush Manufacturing Experience. 
195-201 Lafayette Street, New York ! 











A business mer 
teliepnone withn¢ 


overheard — 


The“WHISPER-IT” |. 3? 


sanitarytelephonemouthpiece| ~. * 
imihtieteiaae t 1¢ rs ; r 


f ten >¢ 
ur stuffer « 
supply imprinted 


Try this out wm your mail by use of 
ie eM ee ee a 


THE COLYTT LABORATORIES 


(Engineering 


565 W. Washington St 


Chicago, Ill 





EXE TIVES: 
CAL caltubptpae || 
d 


an 
EXECUTIVES’ 
Sera 


Patented and 
Manufactured by 


B. E. LAWRENCE & CO., Inc. 
402 East Ohio St. - - CHICAGO 




































CICERO, ILLINOIS 
Abeve Belew 
THE AZORA THE AZORA 
j TWIRLER AIR CUSHION 
RING (Cross-Section View) 


i. conmiaita 








AZORA 


| Azora air cushions and twirlers, two 
| highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 
S4th and 20th Streets, 








PAT. DECEMBER 21, 1916 








AIR MAIL 


and Parcel Post Rate 
Reductions are now in 
effect with greatly ex- 
panded mail service. 


Over 125,000 
TRINER SCALES 


are now used by the 
Post Office Dept. for 
computing and recheck- 
ing mail and parcel post 
up to 70 pounds. 


TRINER SALES CO. 


63 W. Jackson Boulevard 
CHICAGO, ILL. 





4 1 b ; Soa 














Year Round Profits 
in Desk Pads 


P profits are 
Never-Warp 


Pads be irnover 
value in these pads is unusual due to concentration 
on specialties of great usefulness The sixty styles enable 


an’s 


‘ ! 
Desk f constant 


ause 


you to comply with almost any request At this season 
your stock should be complete to handle the summer 
ll for conveniences which lessen office drudgery Ask 


for our catalog with prices and discounts. 


L. HOFFMAN 


145 Lafayette Street New York 











Ni 
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WEIGEL 
Gold Pen Points 


are leaders in the trade, known for their perfection and 
frst quality. Your trade gets 100% satisfaction if you 
use eige! pens. You can unhesitatingly guarantee any 
pen point made by us. We back up our product. 
Highest Grade Pen Points 
for the LA trade. Im- 
printing done on quan- 
| ee stan aeed 

At and size — Mani- 
fol , Accountants and 
Special Points. 


Send today for samples and prices. You'll be glad you did. 


E. O. WEIGEL & SON 


587 South Tenth Street Newark, N. J. 














BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
—— no expensive per- 

ted or bound cards 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of cards. 


When a card is with- 
Grawn the others are 
mot only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes 
morocco; metal parts highly nickel plated. 


bound in imported 
In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 


142-144 Fox Street Aurora, Illinois 
We manufacture Leather Noveities only and are not Engravera, 








BEACH’S 
“Common Sense” 
Travelers’ Expense Books 


Remember! H 


Compactness 
Durability 
Convenience 


enwetindt 


rhe books 


BEACH PUBLISHING CO. | 





1351 Book Bldg. Detroit, Mich. \ 








A-S-E Transfer Cases 


Roller bearing cases which lock into 
solid stacks—no bolts necessary and 
no loose pieces or fittings. 

Heavy band steel frame—drawer 
completely enclosed — bottoms 
grooved for guides — sides low 
enough for easy access—bolted 
handle—label holder stamped in 
drawer front—dark green baked 
enamel finish. 

These features—together with at- 
tractive prices—make A-S-E Trans- 
fer Cases “Best Sellers.” 


Our dealers and agents proposition 
will interest you 


ALL-STEEL-EQUIP COMPANY 
Dept. T-11, Aurora, Illinois 






































tabs with the 
cutting scale 


It is 80 easy to make indexes the 

» fay. Youn ~~ ot guess 
the length, cut tt accurately 
along cutting scale. Write or 
typewrite on white or colored in- 
serts, slip insert into transparent 
ndex. Three wicths, projection or angular. For 
memo books, files, anywhere you need an index. rite 
for FRE sampie. 


A. Mohier, Mfr., Dept. «., 416 &. Dearborn, Chicage 






































1929 
Bunch of Dates 


The 1929 Bunch of Date lines are 
now ready. Made with metal 
stands in red, blue and green 
colors. With celluloid stands in 
pearl finish, white, pink and 
green. Stands in nickel, brass, 
glass or leather, in 3 different 
sizes. 

We also make Dainty calendars, 
Paragon Calendars, Giant Para- 
on Calendars and Paragon 
lass inkstands. Complete lines! 


Frank A. Weeks Manufacturing Co. 
93 John Street New York, N. Y. 














Celluloid Enve es wit ally welded seams. Shop 
Record Protectors, rais: ub le :~ es Loose Leaf name-line 
Indexers for credit an a other lists Transparent signals. 


Celluloid Card Cases, etc., for industrial uses. 


There’s a nice profit for Stationers with the 
Markilo All-Visible line Write for samples 
and proposition. Samples, etc., on request. 


MARKILO CO., 936-C West 63rd Street 


Chicago, U. 8. A. 











**Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags Coin Storage Trays 
Coin Bag Seals - Se 
Manual Coin Counters 


? 
if i resses 


Thigdiiag. 


Currency Racks — Tellers M: 


Handy Wrapper Cabinets 





The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 
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0-TYPE STOP evediiinc NOISE 


Une woeete tres, Ccccece 


Brings Repeat Business 
Assures neat, clean typing 
and carbon copies. Just apply 
with dauber and the type is 
cleaned instantly. Does not 

















evaporate. 
Made 4 L. C. Smith, Remington, Royal and Underwood 
We furnish free advertising 
¥. aids to our dealers. Wh on ordering « gate make of machine. 
Saves repair calls, does away with desk dr ing, kk 
Individual bottles to retail at SOc and 75c. Also “Gi cascades let ard snap yay miniebenh en 
pints, quarts and gallons. Liberal discounts to quickly Seqpoved, wit hout tools, from the d 
dealers. Write us today. eS eee The L. C. Smith & Corone Typewriters: 
Dealers write for liberal proposition. 
THE CLAROT YES COMPANY, ine. “ue 
16-M Hudson St Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 

















DISPLAY SPECIALTIES 


and RUDOR PRICE PRECISION 
ay ately yo PLATENS 


storekeeper who has merchandise to 
display and dispense. THEY 
HELP SELL THE MER- 
CHANDISE 








For Typewriters, Multigraphs, Adding Machines 


Recovered with best black Rubber, non-blooming. We 
originated grinding on cylindrical dead centres, insuring 


We suggest _that ya, = 6 same accuracy given engineers’ instruments. Delivered 
DEALER, send for free in U. S. 30 years’ experience. New catalog and 
catalog and prices. price list ready. 


Special Bargains in Complete Platens 
R. ORTHWINE We specialize in making ribbons for the trade. 
344 W. 3th St., 


New York BUSHNELL MFG. CO. 


125% W. 3d Street Los Angeles, Cal. 






































{THOMPSON TIME STAMPS ) _ wmSt87!2% uu 


Record the hour and 
minute A.M. &P.M., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, 

Started, Finished, etc. petets on ap of Veer 
TELLS WHEN THINGS HAPPEN 
Special Seth Thomas Movement with Jeweled 

Balance. No soft metal used in construction. 
MODEL B hasthe 


Used by prominent firms all over the world. “Theaneeee cao 
Repeat orders will follow the first sale. Write for folder § piece bed plate 


THE THOMPSON TIME STAMP CO., Inc: 
240.2 West 23rd Street New York, N. 74 


“SECURITY” 
Pen and Pencil Clips 








STEELGRIP 


ick maa) STA- FAST Paper os 
in sizes Ne. 0, 1, 2,3 & 4. 
VAL-CLIP 

ZA 





Pencil Point Protector, Eraser and Clip 








L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 








DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key | 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
23 Columbus Place 
Brooklyn N. Y. 


XTRA—Just out! 
CONFIDENTIAL WHOLESALE 
CATALOGUE No. 375 


34 pages full of information. . . Information and Prices 
on all makes of Typewriters, Adding Machines, Calcu- 
lating Machines, Duplicating-Addressing-Folding-Ma- 
chines, etc. 

Write, Phone or Wire for your copy today! 


Typewriter & Adding Machine Corp. 
‘All That the Name Implies" 
170 W. Washington Street, Chicago, Ill, 
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Quick Sellers—Big Money Makers 


ORN “Instant” Des 


«4 Handy Files 


Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 








news clippings, striking advts., 
etc The storehouse for val- r] 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting 
Card Memory, “Bach Day's 
Doings.”""—Girl’s 56-yr. Diary. 





Serap — 
: Double Dummy Bridge Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co. ¥::; 200 5th Ave., New York 


Speed Up Your Business 


Air mail speeds up busl- 
ness. Gets information 
out days sooner. Gets 
orders back quickly. 
Grasp this latest opportu- 
nity. Sell air mail sup- 
plies and Hanson Air 
Mail Scales. 


Hanson Air 
Mail Scale 


Write for latest informa- 
tion about Hanson Alr 
Mail, Postal, Parcel Post 
and Bath Scales. 


Hanson Bros. Scale Co. 
539 N. Ada St., Chicago 








MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 





The Featherweight Eyeshade 


is constructed to protect the 
wearer's eyes from glaring arti- 


bril- 





ficial or natural lights or 


liant reflections. Durable, hy- 
light 


Where it touches the forehead, 


gienic, adjustable, weight. 





the celluloid is curled, presenting 








a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 














POLK’S 


Reference Book 
and Mailing List 
Catalog 


Gives counts and prices 
on over 8,000 differ- 
ent lines of business. 
No matter what your 
business, in this book 
you will find the num 
ber of your prospective 
customers listed. 
Valuable information 
is also given as to 
how you can use the 
mails to secure orders 
and inquiries for your ; 
products or services. . 
Write for Your FREE Copy 
R. L. POLK & CO., Detroit, Mich. 
Largest City Directory Publishers in the World—Malling List 
Compilers—Business Statistics—Producers of 
Direct Mail Advertising. 


Orders - Inquiries 











Gardner’s Pull Tab Leather Lines 





Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 


GARDNER'S HOT 
GOLD LETTERING 








MACHINES 


Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 
— 





PUL TAS CARD PASE 











READEASY 


World’s Greatest Copyholder 


Made in four standard sizes: 


Desk stand ......... $3.00 
With line guide....... 4.50 
DEE ccdbacesecess GD 
With line guide... . 5.00 


Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West hland Park 
DETROIT — U. 8. A. 














JUST OUT 
The new easy-grip 


LISTO 
PENCILS 





Amazingly efficient Knurled front barrel insures 
easier, firmer hold and absolute relaxation in writing. 
| A sturdy, serviceable, economical pencil for pocket or 
desk Surprisingly low priced. 
reds, blues, greens, blacks, browns, lavendert. 


DEALERS: This new idea offers a real sales oppor- 
tunity. Get them early. 


LISTO PENCIL CORPORATION, “lsmede. 
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The People’s Choice! 


i > neil, 

mechanically partons ve ve 
Blue and Black = — 
. ; Tri-Kolor - 
-ase and accuracy, the Nardi bk asl 
cil has won popular gg nent 

mf has hit suc 
shown and , : 
stride as to astonish dealers. 









Elected! as the 
that writes Red, 


Try Color 
with a 


Tri-Kolor Pencil 


. oy > NARDI 4010" PENCIL 


—appeals to every pencil user because of its mechanical efficiency, light weight and the hundreds of 


uses to which it may be applied. Nothing to break, get out of order or go wrong. F R E E 


The Nardi is a pencil that keeps pace with modern business methods. Delivers years of writing sat- 





isfaction. Guaranteed, with erdinary care, to last a lifetime. Choice of Black, Blue, Rose or Orange Handsome, aill- 
colored barrel. Retails for $3.00. metal, litho- 
. . , , raphed display 

Assorted refills, 12 to a tube—20c Retail. Liberal Discount. 4 sent with in- 


itial order. 








Dealers—Write for Our Special Profit Making Offer 


The NARDI Manufacturing Company, Camden, New Jersey 














JA-ME-CO 


STOCK AND SPECIAL 
STEEL EQUIPMENT 





The popularity of JA-ME-CO 
equipment is reflected in the 
constantly increasing demand 
and repeat orders from satisfied 
customers. 


Dealers are invited to 
write for catalog 
and information 
on our sales 


policy. 


Jamestown Metal Equipment Co. 
JAMESTOWN, N. Y. 
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MR. BUSINESS MAN! 


Start using WASHBURNE’S PAT- 
ENT “O. K.” PAPER FASTENERS ; 
you'll never stop. 


Buy ’em; try ’em. 


Start using SANITARY “O. K.” 
ERASERS; you'll never stop. 


Points! They erase neatly, quickly. 
They are always clean. They slip in 
and out of their metal holder “just as 
easy.” 


Points! They hold two to twenty 
sheets of paper tight together. Make 
check stick to remittance letter. Easy 
to put on or take off. Don’t bulk up 
files. Not costly—box of 100 for 
Write us for catalogue and prices. 


only 25c. 


THE 





James V. Washburne, President 
Oswego, New York, 
U.S.A. 





Washburne’s New Improved 


WG) K’ Paper Fasteners 


‘The Clip with Bulldog Grip’ 


























Do you sell your products in the South through dealers? 
Every worthwhile dealer for miles around will be in New Orleans the week of January 
21st attending the International Office Equipment Exposition. 

Do you sell your products in the South through your 
own branch offices? 








THE TIME 


January 2\st 
to 
January 26th, 1929 


Inclusive 


THE PLACE 


New Orleans 
Louisiana 


+ 


Where merit meets its market 


THE MANAGEMENT 


TATE 
Inc. 


James F. Tate 


President 


EXPOSITION CO. 














At the International Office Equipment Exposition, January 21— 
26 will be a quality audience ready and anxious to see how your 
products can help them to “Do Today's Work Today's Way 


Do you know whether your products appeal 
to the business interests of Central America? 


If you know they do, you |! do business; if you are not sure, this is 
a good way of finding out, and you'll probably do business, too 


The INTERNATIONAL OFFICE EQUIPMENT EXPOSI- 
TION offers a real approving and proving ground for your prod- 
ucts in two great markets—our own great South and Central 


America 


Plan your space now for 1929 business 


TATE EXPOSITION CO., Inc. 


225 Broadway 


New York City New York 
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The leading 
trade paper 


for the office equipment 
industry in 


Germany 





BB 
R 






“Biiro-Bedarf-Rundschau” 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 














November, 1928 


ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


-a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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SEMIN TIME AAPTTE TYUCTLUALUOOPAAA OARS PTL i] UALLGUUSSAMALAL LAGGY LG0Ag PCL LUAU ESPADA SEMPRE 


MI | 99 To us “M. B” stands for “MON BUREAU” 
¢ To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. ‘This 


especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “par 





| ey 





MON excellence.” As a matter of fact, M. B. was the first to 
BURE AU advocate highly efficient business methods in France and 
vs maganins be LeReamNsIneD was the pioneer of modern office equipment in this country. 
COMMERCIALE & MHOESTRIRLLE So it is no wonder that it is read all over France, Belgium, 

=a. Switzerland, Spain, Italy and Rumania, by the most 

K progressive firms, that is by the firm that is likely to be 

y interested in your goods. 

ug 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


“RON BUREAU,” ”” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 


Eun i a A 


ill 























‘The demand for your goods 
in the British Market 


is steadily increasing 


Let BUSINESS represent you there 


Silently but surely this journal finds its way every month into 
the private offices of the men who initiate and control the buying 
of every kind of Office Machinery, Works Equipment, Business 
Service and Supply, in every important centre throughout the 
Empire (except Canada). 





Not only up-to-date but a little in advance of contemporary 
thought and prestige, this journal commands the attention and 
confidence of the leaders in the business field. 


For full information apply to the Advertisement Manager 


BUSINESS 


6, Carmelite Street LONDON, E. C. 4, ENGLAND | 
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Modern’ Window and Counter Display Fixtures 
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© 0.0.Co, 7*I2" BASE 
These NEW MODERNISTIC Fixtures are truly attractive and serviceable for 
displaying all kinds of merchandise. They can be finished in many beautiful 
TWO-TONE Colors which will brighten your windows and lend a pleasing back- 
ground to your merchandise and increase your sales. 


9, Book No. 24B 


Book No. 24B . 
Vodernistic Creations. No. 624 West 4th Street Modernistic Creations. 
On Your Own Stationery. CINCINNATI, OHIO On Your Own Stationery. 
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‘The fire lasted about & 
hrs. and my safe was 


about the center 


of the 


fire: when the floor gave 


way, it fell about 20 to2 


5 


feet and the only thing 
that was damaged was 


the lock; the contents 
the safe were intact 
There were other safes ir 


of 


1 


the building, but do not 
believe | can tell you 


anything about them 


x was so 


well pleas 


d 


with the fire resistance of 


my safe that | orders 


d 
another one to replac« 


the one that went 


through the fire.” 
Fromaleter of E. S. Jor 
iD sar agent , 





Business is yours 
for the asking 


Schwab dealers are getting business almost 
for the asking. The Schwab plan shows 
how. With it dealers are fortified for every 
emergency—to combat all competition and 
to develop business others are overlooking. 


You can have more safe business. And 
the safe way to get it is with the Schwab 
safe. 


Schwab Safes and the Schwab Sales Plan 
are good for good dealers. If you are the 
kind of a dealer who likes to work along 
these lines, write us today. 


The Schwab Safe Company 


LAFAYETTE, INDIANA 
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_ Burroughs 
YY Eleetric/ 
_ Calculator | 


$300 


DELIVERED IN U. S. A. 

























Make 
this test 









This electric calculator has a light and uniform touch for all keys 
that greatly increases speed. 


The key stroke is unusually short and exactly the same for all 
keys. Depressing the key actuates the motor; the motor instantly 
completes the operation. Each key invariably registers its full 
key value in the dials. The operator cannot short-stroke or 


Run a finger lightly and rapidly along 


the row of *'9's"’ (normally the hardest 

keys to depre $s On any key drive n cal- otherwise misoperate a key. 

culator). Try to make a “'9"’ register 

anything on the dial except a “9 _ ° ° ° 

Then compare the pressure on the With this light and uniform touch for all keys and the motor 
9” key with the pressure on the “1” : ? “fe 4% > > ; » ¢ > 
Laleideenmenasindiotion. te doing the work, there is less operator fatigue and more pro- 
these tests on any key-driven calculator duction per operator. 


and compare results 




















ee 





—_ 





Burroughs 


6351 SECOND BOULEVARD DETROIT, MICHIGAN 





hae SS 


j ar. neater letter ~ 
- quicker, better” ; 


=) 


“HE Woodstock Typewriter is the most improved and modern 
typewriter manufactured today~-it embodies the most scien- | 
tifically chosen and carefully approved mechanical perfections. it 








| The Woodstock is compact, simple, sturdy, easily operated, smooth 
: running and absolutely dependable. 


| It is a joy of accomplishment to operate a Woodstock; the versatile 
machine built for a long, long life of Good Work ~-Well Done. 


There are hand operated Woodstocks, also the Woodstock Electrite, 
powered by electricity. 


! Write for further information. 


| WOODSTOCK TYPEWRITER COMPANY 


35 E. WACKER DRIVE - - CHICAGO, ILL. | 
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WORLD'S STANDARD:: THROUGH SERVICE 
wots —— 








IN INDUSTRY 


ATCHING turn of wheel with tap 
M. fkey... recording and making 
possible Industrial Progress in every 
civilized country ...the Underwood 
Standard Typewriter has done its 
work so well that it has been chosen 
by the majority. § No matter what 
your typewriter needs may be there 
is an Underwood that will satisfac- 
torily meet your requirements. § Ask 
our nearest representative to dem- 
onstrate the Underwood —the 
machine that Speeds the World's 


Business. 


UNDERWOOD 


The Machine You Will Eventually Buy 


*+NEARLY 4,000,000 NOW IN USE °° 


a 


